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Rivals  try 
to  derail 
Intuit  deal 

Report  savages 
Microsoft  strategy 

By  Mitch  Betts 
and  Stuart  J.  Johnston 


A  secret  cabal  of  Microsoft  Corp.’s 
competitors  has  produced  a  white 
paper  for  the  U.S.  Department  of 
Justice  that  puts  forth  a  new  the¬ 
ory  on  how  Microsoft  could  take 
monopolistic  control  of  the  mar¬ 
kets  for  PC  software,  PC  networks 
and  on-line  services. 

The  goal  is  not  only  to  derail  Mi¬ 
crosoft’s  planned  acquisition  of  In¬ 
tuit,  Inc.  but  also  to  get  the  agen¬ 
cy’s  Antitrust  Division  to  restrain 
the  Microsoft  juggernaut  in  a  vari¬ 
ety  of  other  fields. 


Global  management  tackled 


Worldwide  support:  Truth  or  dare? 


Users  eye  metering  tools,  floating  licenses 


By  Jaikumar  Vijayan  and  Julia  King 


Entex  Information  Services  last 
week  joined  the  growing  number 
of  vendors  that  offer  international 
support  and  service. 

Thus  far,  user  response  to  such 
global  providers  has  been  mixed 
and  cautious.  Some  say  discounts 
are  a  distinct  advantage  of  such  an 
arrangement;  others  are  uncon¬ 
vinced  that  the  resources  needed 
to  implement  this  kind  of  manage¬ 
ment  are  truly  in  place  around  the 
globe. 

Entex,  a  New  York-based  value- 
added  reseller,  announced  a  part¬ 
nership  with  Info’Products  Europe 
in  the  Netherlands  to  provide  a 
one-point  international  informa¬ 
tion  technology  support  organiza- 
Support,  page  145 


Global  asset 
management  is 

becominga  critical 
subject  thatwillshape 
sales,  marketing, 
services  and  staffing 
strategies  fora  wide 
range  of  companies,  a 
recent  Dataquest 
survey  found. 


By  William  Brandel 


The  buyers  are  intent 
on  cutting  costs,  the 
sellers  are  angling  to 
make  money,  and 
some  lawyers  stand 
to  get  rich. 

No,  this  is  not  a  real 
estate  transaction.  It 
is  the  result  of  enter¬ 
prisewide  metering 
technology,  which 
could  swing  the  soft¬ 
ware  pricing  argu¬ 
ment  heavily  in  users’ 
favor. 

Users  have  clamored  for  enter¬ 
prisewide  software  metering  tools 
that  are  capable  of  accurately 
measuring  software  use  across  a 
wide-area  network  from  one  loca¬ 


tion.  With  these  utili¬ 
ties,  users  will  be  able 
to  buy  only  as  much 
software  as  they  use 
—  instead  of  what 
they  may  need  —  and 
then  use  it  again  at 
another  site  around 
the  globe  when  the 
day  ends. 

The  result  can  be  a 
massive  savings  in 
the  number  of  li¬ 
censes  needed.  Some 
of  these  much  antici¬ 
pated  utilities  will 
ship  this  week. 

The  clear-as-mud  matchup  be¬ 
tween  technology  and  licensing  is 
putting  users  and  vendors  at  log¬ 
gerheads.  With  the  new  tools, 
Metering,  page  145 


Ki  Wilson  of  Stone  Con¬ 
tainer:  Metering  could 
spread  software 
costs  across  a  larger 
pool  of  users 


Fear  of  reprisal 

The  confidential  white  paper  was 
produced  by  two  economists  and 
Gary  Reback,  a  high-profile  soft¬ 
ware  industry  attorney  at  Wilson, 
Sonsini,  Goodrich  &  Rosati  in  Palo 
Alto,  Calif.  He  said  he  could  not 
name  the  companies  that  funded 
the  economic  study  because  they 
fear  retaliation  by  Microsoft. 

“We  give  examples  of  what  will 
happen  if  the  government  doesn’t 
intervene  —  in  publishing,  credit, 
on-line  purchasing  —  and  how  Mi¬ 
crosoft  is  going  to  dominate  every¬ 
thing.  So  we  paint  a  pretty  scary 
Rivals,  page  16 


By  Mitch  Betts 


Mother  always  said,  “If  you  can’t 
say  something  nice,  don’t  say  any¬ 
thing  at  all.”  Now,  employers  may 
want  to  give  that  lecture  to  em¬ 
ployees  as  they  post  messages  in 
cyberspace — orriskmultimillion- 
dollar  libel  lawsuits. 

The  flame  wars  and  on-line  in¬ 
sults  of  the  electronic  frontier 
have  finally  spilled  into  the  courts. 
This  month,  Prodigy  Services  Co. 
and  a  subscriber  were  sued  for 
$200  million  over  a  message  that 
called  a  particular  stock  offering  a 
criminal  fraud. 

Everyone’s  problem 

The  posting  of  libelous  messages 
is  one  of  the  greatest  nightmares 
of  information  service  providers 
such  as  Prodigy  and  CompuServe, 
Inc.  But  it  could  be  a  problem  for 
corporate  electronic-mail  manag¬ 
ers,  too. 

At  Eastman  Kodak  Co.  in  Roch¬ 


ester,  N.Y.,  employees  are  not  al¬ 
lowed  to  post  information  on  Inter¬ 
net  discussion  groups  when  the 
message  bears  a  Kodak  address 
because  it  might  be  seen  as  reflect¬ 
ing  Kodak  opinions,  said  Robert  L. 
Mirguet,  an  information  security 
manager,  at  a  recent  conference. 

That  is  just  one  of  several  types 
of  E-mail  abuse  the  company  in¬ 
vestigates  on  a  regular  basis,  he 
said.  Others  range  from  on-line  ha¬ 


rassment  to  running  a  side  busi¬ 
ness  and  posting  advertisements 
with  a  Kodak  address  on  the  Inter¬ 
net. 

The  common  practice  of  putting 
a  disclaimer  at  the  bottom  of  pub¬ 
lic  E-mail  messages  —  that  the  au¬ 
thor  does  not  speak  for  the  compa¬ 
ny  —  is  not  a  bulletproof  shield, 
legal  experts  warned  last  week. 

“Disclaimer  s  will  be  just  one  fac- 
On-line  libel,  page  14 


mi 


“This  is  fraud, 
fraud,  fraud 
and  criminal!!!” 


This  note  on  Prodigy’s 
Money  Talk  bulletin  board 
describing  a  recent  stock 
offering  sparked  a 
$200  million  lawsuit 


Deregulation  strategies 


Utilities  plug  in  to  outsourcing 


By  Mark  Halper 


With  deregulation  putting  a  com¬ 
petitive  charge  in  the  power  utility 
industry,  a  surge  of  outsourcing 
contracts  is  striking  gas  and  elec¬ 
tric  companies  looking  to  shake 
off  years  of  IS  cost  complacency. 

Outsourcing  deals  signed  earli¬ 
er  this  month  by  Philadelphia  Elec¬ 
tric  Co.  and  San  Diego  Gas  &  Elec- 
tricCo.  mark  the  beginning  of  what 
should  be  an  outsourcing  bonan¬ 
za,  according  to  analysts  and  in¬ 
formation  systems  executives  at 
utilities. 

The  spark  to  this  activity  is  the  federal  Ener¬ 
gy  Policy  Act  of  1992,  which  required  utilities  to 


CIO  Katherine  Holland: 

Utilities can  7  thrive 
in  a  ‘cozy  cocoon  ’ 


allow  other  power  companies  into 
their  power  distribution  grid. 
That  set  the  stage  for  an  energy 
world  in  which  end  users  would  be 
free  to  choose  among  several  gas 
and  electric  suppliers.  This  free 
market  is  expected  to  start  taking 
hold  on  a  state-by-state  basis  in 
about  three  years,  as  state  regu¬ 
latory  agencies  and  utilities  work 
out  details. 

“All  the  utilities  are  starting  to 
talk  about  outsourcing  now,”  said 
Katherine  Holland,  chief  informa¬ 
tion  officer  at  PECO.  “The  major 
impetus  is  the  need  to  get  more 
cost-competitive  because  we  re  not  going  to  be 

Utilities,  page  16 
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NEWS 

■  How  Microsoft  handles  its  OEM  bundling 
rules  could  impact  user  decisions  on  Windows 
95.  Developers  also  resent  being  forced  to  co¬ 
develop  Windows  NT  applications  just  to  gain 
the  Windows  95  logo.  Page  4 

■  Microsoft  goes  back  to  the  drawing  board  on 
WinPad,  slowing  the  market  for  personal  digi¬ 
tal  assistants.  Page  6 

■  IBM  steers  the  AS/400  into  the  client/server 
fast  lane,  but  some  key  features  won’t  catch  up 
until  February. Page  7 

■  Users  stumble  through  a  splint¬ 
ered  sales  force  automation  mar¬ 
ket.  Page  8 

■  Computer  Associates  will  integrate  ICL’s  soft¬ 
ware  distribution  and  intelligent  agent  technol¬ 
ogies  into  its  CA-Unicenter  systems  manage¬ 
ment  suite.  Page  1 0 


APPLICATION  DEVELOPMENT 

■  Users  say  the  real  benefits  of  application 
partitioning  come  from  up-front  planning. 

Page  97 

MANAGEMENT 


■  IS  managers  who  succeed  in  the  distributed, 
decentralized  ’90s  won’t  manage  —  they’ll  gov¬ 
ern.  Some  CIOs  have  already  begun.  Page  105 


■  Network  managers  frustrated  with  seat-of- 
the-pants  design  methods  are  paying  closer  at¬ 
tention  to  automated  network  design  and 
modeling  tools.  Page  12 


CAREERS 

■  Tips  for  telling  staffs  about  corporate  down 
sizings.  Page  125 


■  MCI  plans  to  open  a  digital  shopping  mall. 
Page  15 

■  CDPD  scores  on  interoperability  tests. 
Page  20 

■  Watch  for  new  servers  running  shrink- 
wrapped  software.  Page  28 

DESKTOP  COMPUTING 

■  A  study  ranks  PC  product  reliability  as  the 
most  important  factor  driving  customer 
satisfaction.  Page  41 

WORKGROUP  COMPUTING 

■  Major  systems  vendors  are  investing  in 
microkernel  technology  as  away  to  boost  per¬ 
formance  through  efficient,  modular  operating 
system  code.  Page  49 

ENTERPRISE  NETWORKING 

«  Digital’s  new  Asynchronous  Transfer  Mode 
swatch  is  expensive,  but  users  say  they  like  the 
throughput  and  reliability. Page 55 


MARKETPLACE 

■  Consider  leasing  if  you  plan  to  trade  in  your 
Unix  servers  within  four  years.  Page  133 

COMMENTARY 

■  Charles  Babcock  warns  users  not  to  count 
PowerPC  out  yet.  Microkernels  and  the  matu¬ 
ration  of  Intel’s  chip  architecture  could  open 
new  opportunities  for  the  technology.  Page  6 

■  Bill  Laberis  urges  the  high-tech  sector  to  en¬ 
sure  that  the  new  order  in  Washington  delivers 
on  issues  of  substance.  Page  36 

■  Michael  Schrage  says  don’t  worry,  the  infor¬ 
mation  superhighway  will  do  just  fine  in  a 
GOP-dominated  Congress.  Page  3  7 

■  Larry  Runge  ponders  the  age-old  PC  ques¬ 
tion:  To  be  or  not  to  be  a  toy? Page  37 

■  Object-oriented  database  makers  are  still 
hangingon,  although  several  of  them  look  vast¬ 
ly  different  from  the  way  they  did  at  their  in¬ 
ceptions,  Kim  Nash  says.  Page  100 


LARGE  SYSTEMS 


■  As  capacity  planning  tools  enter 
the  client/server  architecture  era, 
customers  adopt  varied  strategies 
to  handle  the  task.  Others  just  say 
no.  Page  75 
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Editorial/Letters  to  the  editor . Page 36 

Nov.  23  Stock  Ticker . Page  143 


How  to  contact  Computerworld ...  Page  146 


Executive  Briefing 


You  want  to  know  who  is  using  all  those  spread¬ 
sheets  you’re  buying  and  when.  And  you  don’t  want 
to  pay  for  them  when  they’re  idle.  Metering  tools 
promise  to  allow  users  to  buy  only  as  much  software 
as  they  use  —  instead  of  what  they  may  need  —  and 
use  it  again  at  another  site  around  the  globe  when 
the  day  ends  at  their  site.  Vendors,  however,  may  op¬ 
pose  the  use  of  such  tools.  Page  1 

Support  vendors  are  promising  worldwide  ser¬ 
vices  that  would  provide  efficiencies  and  discounts. 
However,  the  users’  reviews  have  been  mixed.  Some 
new  offerings  work  well  and  others  just  aren’t  ready 
for  global  implementations,  users  say  .Page  1 

Advertising  agency  Leo  Burnett  revamped  its  core  application. 

But  when  developers  finished,  they  knew  that  the40G-byte  system 
would  be  too  big  and  expensive  to  deploy  at  each  of  the  firm’s  60 
offices.  So  developers  created  a  thinned-to-the-bone  version  of  the 
client/server  application,  makingit  more  portable.  Page  29 

Chairman  Bill  Gates  says  Microsoft  is  looking  for  volunteers  in  the 
CIO  community  to  upgrade  all  of  their  PCs  to  Windows  95  and  to 
provide  feedback  prior  to  final  shipment  in  exchange  for  dis¬ 
counts.  He  also  says  Windows  95  is  “feature-complete,”  endorses 
both  the  Intel  and  RISC  architectures  and  suggests  that  the  new 
Microsoft  Network  will  smooth  communications  between  Micro¬ 
soft  and  its  user  organizations.  Page  39.  Meanwhile,  Microsoft 
competitors  warn  the  Justice  Department  of  Microsoft’s  looming 
domination  of  several  information  technology  markets.  Page  1 

On  site  this  week.  The  San  Francisco  Symphony,  home  to  classical 
music,  is  adding  a  new  look  and  feel  to  a  classic  computer  system. 
Page  93.  Camera  maker  Olympus  America,  Inc.  kicked  off  a  com¬ 
panywide  re-engineering  project  not  by  analyzing  current  busi¬ 
ness  processes,  but  by  installing  a  new  enterprisewide  informa¬ 
tion  system.  Page  93.  Fannie  Mae  has  rolled  out  an  electronic  data 
interchange  network  that  was  designed  to  help  borrowers  reduce 
the  costs  of  originating  a  mortgage  by  $1,000.  Page  55 

The  5th  Wave  by  Rich  Tennant 


l'Y£44,T  USED  TO  WORK  ON  RE  FRIGiERATORS,  WASHING 
WCW1NES, STUFF  UKETMT-HOW'P  YOU  GUESS?" 
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Simulate  1 


Paint  your  applications 
with  CA-OpenROAD’s 
visual  development  tools. 


Mission-Critical 
Native  Database  Access 
Obiect-Orienled 
Fully  Scalable 
Template-Driven 
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Multi-Platform 
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UNIX/Motif  version  of 
CA-OpenROAD  Customer 
Order  Application. 


The  path  to  second-generation  client/server  has  finally  been  cleared.  Introducing 
CA-OpenROAD” 

With  its  advanced,  powerful,  repository-based  architecture,  applications  can  be  con¬ 
structed  accurately  and  with  ease.  And  with  its  multi-platform  GUI 
support,  it  doesn’t  matter  whether  you’re  targeting  UNIX/Motif  or 
Windows. 

And  since  CA-OpenROAD  is  the  only  product  of  its  kind  that 
supports  triggers  and  stored  procedures  with  identical  source  code 
across  databases,  you  don’t  have  to  be  a  database  expert  to  use  it. 

What’s  more,  CA-OpenROAD  provides  both  template-driven 
application  generation  and  complete  object-orientation  including 
encapsulation,  inheritance  and  polymorphism. 

For  More  Information.  Call  1-800-225-5224,  Dept.  1 31 02. 

So  phone  today  to  arrange  a  demonstration  of  new  CA-OpenROAD.  It’s  a  test-drive  you’ll 
find  truly  exhilarating. 


Qt 
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Software  superior  by  design. 


New  CA-OpenROAD 
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News 


OEMs  concerned  about  Windows  95  terms 


By  Computerworld  staff 


Microsoft  Corp.  is  doing  the  limbo  to  get  OEMs  to  bundle 
Windows  95,  but  it  may  not  be  bending  over  backward 
enough  for  some. 

Although  Windows  95  is  still  more  than  six  months 
away,  Microsoft  has  begun  detailing  to  PC  manufactur¬ 
ers  and  others  some  aspects  of  how  the  replacement  for 
MS-DOS  and  Windows  will  be  made  available. 

Details  include  the  following: 

•  Company  executives  last  week  issued  an 
open  challenge  to  IBM,  declaring  that  OS/2 
will  be  incapable  of  running  Windows  95- 
specific  applications. 

•  PC  OEMs  are  likely  to  pay  at  least  10%  to 
1 5%  more  overall  for  Windows  95  than  they 
now  pay  for  DOS  and  Windows  on  new  ma¬ 
chines,  according  to  sources  briefed  by  Mi¬ 
crosoft. 

•  OEMs  will  have  the  option  of  shippingsys- 
tems  with  both  Windows  95  and  its  prede¬ 
cessor,  Windows  3.1,  so  users  can  choose  which  system 
to  use. 

How  OEMs  handle  the  bundling  issue  will  have  a  real 
impact  on  corporate  users’  options,  according  to  a  sur¬ 
vey  of  50  information  systems  managers  conducted  for 
Computerworld  last  week. 

Most  companies  surveyed  purchase  PCs  with  system 
software  installed  —  usually  Windows  3.1  or  Windows 
for  Workgroups  3.11. 

Although  it  is  not  surprising  that  IS  managers  would 


choose  a  proven  shipping  system  over  an  unreleased 
one,  Windows  95  still  finished  in  third  place,  well  ahead 
of  OS/2.  In  the  survey,  44%  of  respondents  opted  for  Win¬ 
dows  3. 1,22%  for  Windows  for  Workgroups  3. 11  and  18% 
for  Windows  95;  8%  said  they  prefer  OS/2. 

Given  those  preferences,  it  is  also  not  surprising  that 
at  Comdex/Fall  ’94  earlier  this  month,  Microsoft  out¬ 
lined  plans  to  give  OEMs  the  option  to  ship  both  Win¬ 
dows  95  and  Windows  3. 1  with  MS-DOS  on  the  same  PC. 

“At  first  boot,  the  user  will  be  given  the  choice  of  which 
[system]  you  want  to  use,  and  the  other  one 
will  be  deleted,”  said  Brad  Silverberg, 
Microsoft  vice  president  of  desktop  sys¬ 
tems. 

Additionally,  Mike  Maples,  Microsoft  ex¬ 
ecutive  vice  president  of  products,  told  a 
Comdex  audience  that  because  IBM  no 
longer  has  rights  to  Windows  source  code, 
it  will  not  be  able  to  run  Windows  95  appli¬ 
cations  any  time  soon. 

User  bases  firmly  entrenched 

But  an  informal  poll  of  eight  users  last  week  showed 
that  most  do  not  care  whether  Windows  95  applications 
will  run  under  OS/2.  In  general,  users  who  have  already 
committed  to  Windows  will  most  likely  stick  with  Win¬ 
dows,  and  those  who  have  committed  to  OS/2  will  stand 
fast  as  well. 

On  the  hardware  front,  the  fact  that  the  overall  prices 
Microsoft  has  been  floating  with  OEMs  for  Windows  95 
machines  have  been  higher  than  what  OEMs  pay  for 


Tried  and  true 


Sixty-six  percent  of  IS 
managers  polled  said 
they  want  new  systems 
to  come  with 
Windows  3.x. 


DOS  and  Windows  is  causing 
an  outcry. 

However,  sources  close  to 
Microsoft  said  those  prices, 
which  could  range  from  S40  to 
$55  per  machine,  were  merely 
put  forward  as  starting  points 
for  negotiations  and  that  a  va¬ 
riety  of  incentives  lower  those 
figures.  OEMs  must  decide 
whether  Windows  95  provides 
enough  added  value  over  Win¬ 
dows  and  DOS  to  offset  the 
added  expense,  the  sources 
said. 

Still,  sources  at  leading  PC 
vendors  are  fuming,  and  some  disputed  that  all  the  dis¬ 
counts  would  result  in  only  a  15%  increase. 

OEMs  also  complained  that  if  Microsoft  follows 
through  on  its  trial  balloon,  it  may  burst  already  thin 
profit  margins  in  PC  sales. 

IBM,  for  one,  is  uncertain  when  it  will  bundle  Win¬ 
dows  95.  Sources  inside  IBM  said  it  is  unclear  whether 
there  will  be  significant  demand  for  the  new  operating 
system  right  away.  Those  sentiments  were  echoed  by 
sources  at  Compaq  Computer  Corp.  and  Hewlett-Pack¬ 
ard  Co. 

Senior  editors  Stuart  J.  Johnston,  Michael  Fitzger¬ 
ald  and  Ed  Scanned  contributed  to  this  report. 


Microsoft’s  Mike 
Maples:  OS/2  will  not 
be  able  to  run  Win¬ 
dows  95  applications 
any  t  ime  soon 


Bill  Gates  discusses  the  future  of  Microsoft.  See  page  39. 


Developing  for  next  generation  of 
Windows  may  mean  running  on  NT 


Bv  William  Brandel  and  Ed  Scannell 


While  software  developers  are  enthusi¬ 
astically  preparing  their  wares  for  Mi¬ 
crosoft  Corp.’s  rollout  of  Windows  95 
next  year,  they  are  not  thrilled  about  the 
strings  attached  to  Windows  NT. 

A  number  of  software  developers  last 
week  expressed  both  reluctance 
and  frustration  over  their  efforts 
to  codevelop  Windows  95  applica¬ 
tions  that  also  run  on  Windows 
NT.  Microsoft  has  required  that 
software  developers  who  want  to 
use  the  Windows  95  logo  meet  a 
standard  of  seven  different  fea¬ 
tures,  one  of  which  is  that  the  ap¬ 
plication  also  run  on  Windows  NT 
[CW,  Nov.  14], 

A  number  of  vendors  said  devel¬ 
oping  for  the  two  operating  sys¬ 
tems  is  difficult,  as  each  targets  a 
different  market.  Windows  95  is 
the  32-bit  version  of  Windows 
mostly  likely  to  run  on  Intel  Corp.-based 
desktops,  while  Windows  NT  targets  ap¬ 
plications  that  have  typically  run  on 
Unix  platforms,  such  as  server  and  work¬ 
station  applications. 

“We  a  re  not  going  to  delay  our  Win¬ 
dows  95  applications  so  that  we  can  de¬ 
liver  Windows  NT  applications  at  the 
same  tinn  .'  said  Peter  Cohen,  a  spokes¬ 
man  for  Lotus  Development  Corp.’s 
spreadsheet  business.  “Wejust  don’t  see 
the  demand  for  desktop  applications  on 


Windows  NT.” 

In  addition  to  the  timing  issue  and  a 
perceived  lack  of  demand  for  Windows 
NT  applications,  Cohen  cited  the  need  to 
conduct  extra  rounds  of  quality  assur¬ 
ance  testing  for  applications  that  run  on 
NT.  Those  resources  could  be  better  ap¬ 
plied  elsewhere,  accordingto  Lotus. 


This  sentiment  was  echoed  by  a  num¬ 
ber  of  developers,  including  officials  at 
WordPerfect,  the  Novell,  Inc.  Applica¬ 
tions  Group.  WordPerfect  is  trying  to 
meet  the  NT  compatibility  requirement  . 

“Windows  NT  has  [more  than  a  dozen] 
different  APIs,  a  different  shared  memo¬ 
ry  space  and  different  bugs  to  test  for,” 
said  Gary  Gibb,  director  of  development 
for  WordPerfect’s  PerfectOffice.  “You 
have  to  go  through  your  entire  testing  cy¬ 
cle  on  a  number  of  different  hardware 


configurations  and  then  repeat  these 
tests  on  NT.  And  none  of  this  makes  the 
Windows  95  applications  run  any  bet¬ 
ter.” 

However,  while  Microsoft  has  listed 
runningon  NT  as  a  Windows  95  compati¬ 
bility  standard,  it  has  also  left  the  door 
open  for  vendors  to  opt  out.  Microsoft  will 
allow  certain  vendors  to  “degrade  grace¬ 
fully,”  or  choose  not  to  comply  with  some 
of  the  compatibility  requirements,  if  the 
applications  do  not  mislead  the  end  user 
into  believing  certain  functions  are  avail¬ 
able  when  they  are  not,  said  Brad  Struss, 
manager  of  Win32  developer  relations  at 
Microsoft. 

“Weil  let  some  vendors  gray  out  an 
item  menu  if  they  don’t  support  a  fea¬ 
ture,”  Struss  said.  He  added  that  Micro¬ 
soft’s  aim  is  to  ensure  that  users  do  not 
run  into  application  errors  from  trying  to 
run  a  Windows  95  application  on  NT. 

As  for  the  alleged  d  ifficulty  in  develop¬ 
ing  to  the  Windows  NT  application  pro¬ 
gramming  interfaces  (API),  Struss 
blamed  confusion  over  which  API  devel¬ 
opers  should  be  using. 

Fewchoices  for  small  vendors 

While  companies  such  as  Lotus  and  Sy¬ 
mantec  Corp.  have  opted  not  to  let  the  NT 
compatibility  requirement  bog  down 
their  Windows  95  application  deliveries, 
smaller  companies  with  limited  re¬ 
sources  are  facingtougher  choices. 

“We  have  to  measure  the  investment 


for  Windows  95  development  vs.  our  rev¬ 
enue  streams  for  Windows  3.1,”  said 
Bruce  Shafer,  president  of  PC-Kwik  Corp. 
For  a  smaller  vendor,  “it  is  a  tightwire 
act,”  Shafer  said. 

Resources  aside,  other  small  vendors 
said  their  products  are  not  conducive  to 
the  NT  platform. 

“The  logo  requirement  is  extreme,” 
said  Richard  Smith,  president  of  Phar 
Lap  Software,  Inc.  “It  makes  no  sense  for 
us  to  have  our  Front  Runner  under  NT.” 
Front  Runner  is  a  shell  that  enables  an 
end  user  to  toggle  between  Windows  and 
DOS  applications. 

However,  it  is  risky  to  be  a  software  de¬ 
veloper  rebelling  against  the  mandates 
of  Microsoft,  cautioned  industry  watcher 
Jeffrey  Tarter,  editor  of  “Soft  Letter”  in 
Watertown,  Mass. 

“There  is  a  long  history  of  developers 
who  thumbed  their  noses  at  Microsoft 
and  later  regretted  it,”  Tarter  said.  “As 
an  [independent  software  vendor],  bet¬ 
ting  against  Microsoft  does  not  seem  to 
be  a  high-payoff  game.” 

Senior  editor  Michael  Fitzgerald 
contributed  to  this  report. 


Correction 


Due  to  a  reporting  error,  “Replica¬ 
tion  falls  short”  [CW,  Nov.  21  ]  incor¬ 
rectly  identified  the  consulting 
firm  where  analyst  Judy  Davis 
works.  Davis  works  at  Patricia 
Seybold  Group  in  Boston. 


NT  =  no  ties 


The  following  vendors  are  writing 
applications  for  Windows  95,  but 
they  have  different  plans  for 
Windows  NT 


Vendor  Windows  NT  development 


Lotus  Yes,  but  effort  is  separate  from 

that  for  Windows  95 


WordPerfect  Yes,  but  having  trouble 


Symantec  No,  little  customer  demand 
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News 


The  window  in 
PowerPC’s  future 

he  task  of  looking  for  trends  at  Comdex/Fall'94  in  Las 
Vegas  is  a  lot  like  searching  for  a  set  of  tracks  in  the  mid¬ 
dle  of  a  stampede.  It’s  hard  to  discern  anything  specific 
in  the  overall  din  and  confusion. 

Nevertheless,  beyond  the  shills,  barkers  and  huck¬ 
sters  of  the  main  hall,  two  patterns  were  evident.  One  is 
that  the  Intel  architecture  faces  a  long-term  challenge  from  the 
RISC-based  PowerPC,  even  if  that  challenge  appears  desperately 
feeble  today. 

Second,  desktop  operatingsystem  vendors  such  as  Microsoft, 
IBM  and  Taligent  are  scramblingto  free  their  systems  from  de¬ 
pendence  on  any  single  hardware  platform. 

As  you  might  guess,  the  trend  toward  operatingsystem  inde¬ 
pendence  ends  up  supportingthe  drive  to  break  the  Intel  architec¬ 
ture’s  dominance.  If  the  operatingsystem  is  indifferent  to  the 
hardware,  mixed  hardware  may  sit  side  by  side  runningthe  same 
operatingsystem  and  supportingthe  same  client/server  environ¬ 
ment.  Cominggenerations  of  the  PowerPC  will  eke  out  larger  per¬ 
formance  gains  over  the  Intel  x86  architecture  until  the  PowerPC 
offers  a  persistent  argu¬ 
ment  to  switch. 

So  if  you ’re  becoming 
accustomed  to  Intel’s  domi¬ 
nance  as  one  way  of  under¬ 
standing  the  modern  client/ 
server  world,  keep  your 
eyes  open  and  your  guard 
up.  Just  as  Intel’s  position  is 
subject  to  erosion,  Micro¬ 
soft’s  seemingly  indomita¬ 
ble  position  may  likewise 
look  more  ephemeral  by  the 
end  of  the  century. 

The  operatingsystem 
of  the  future  will  be  micro- 
kernel-based  —  a  compact  core  that  passes  instructions  to 
the  hardware  on  behalf  of  system  services  located  outside  the 
kernel.  Because  only  the  kernel  has  to  be  ported  to  the  hardware, 
microkernel  systems  cross  platforms  more  easily  than  layered, 
monolithic  systems  with  millions  of  lines  of  code  (see  related  story 
page  49.) 

Microsoft’s  Windows  NT  is  organized  around  microkernel  prin¬ 
ciples,  but  Microsoft  could  still  find  itself  flanked  by  such  competi¬ 
tors  as  Taligent  and  OS/2  as  Taligent  and  IBM  move  faster  and  fur¬ 
ther  on  the  microkernel  front.  They  have  the  advantage  of  being 
less  encumbered  by  the  concerns  of  the  Windows  customer  base. 

In  a  somewhat  similar  fashion,  PowerPC  has  a  long-term  advan¬ 
tage  over  the  Intel  architecture.  As  a  RISC-based  design,  PowerPC 
has  “an  instruction  set  intelligently  designed  for  the  current  level 
of  technology,”  said  Michael  Slater,  editor  of  the  “Microprocessor 
Report”  at  a  Comdex  session  on  Intel  and  RISC  designs. 

“The  CISC  architectures  are  ones  that  nobody  would  design  for 
today’s  technology.  Intel  builds  x86  processors  not  because  they 
like  the  architecture  but  because  there  happens  to  be  a  many- 
billion-dollar  market  for  it  that  is  not  going'to  convert  very  quick¬ 
ly,”  Slater  added. 

The  market  for  486  and  Pentium  chips  is  incredibly  large  and 
has  attracted  competitors  such  as  Cyrix,  NextGen,  Advanced 
Micro  Devices  and  IBM  to  produce  486  and  Pentium-like  chips.  The 
competition  is  so  keen  that  486  prices  are  falling  and  Intel  is  drop¬ 
ping  Pentium  prices  faster  than  it  prefers. 

“The  irony  here  is  that  Intel  resents  its  competition  no  end,  but 
the  x86  architecture  is  in  a  much  stronger  position  because  of  the 
fact  there  are  alternatives  to  Intel,”  Slater  said. 

These  x86  chip  dynamics  will  play  themselves  out  during 
the  next  three  years,  and  a  window’  of  opportunity  will  open  for 
PowerPC.  By  capitalizing  on  its  RISC  design,  Apple/IBM/Motorola 
will  be  able  to  produce  faster,  less-expensive  chips  than  Intel’s 
CISC  architecture.  The  chips  will  find  their  way  into  parallel  serv- 
ers  and  high-performance  desktops  until  they  command  the  upper 
niche  of  the  market,  and  then  theywill  movedown. 


Babeock  is  <  'otiipufrnrorlt/'s  techn ieul  editor.  His  MCI  Mail  address  is  575-2737. 


Microsoft  reworks  WinPad 


By  Michael  Fitzgerald 


■  Microsoft  Corp.  last  week  said  it  was  scrap¬ 
ping  its  efforts  and  starting  over  on  its  per¬ 
sonal  digital  assistant  (PDA)  operating  sys¬ 
tem,  called  At  Work  for  Handhelds  and 
code-named  WinPad. 

The  decision  means  that  the  potential  for  a 
large  PDA  market  will  be  delayed  until  at  least 
1997,  analysts  said.  This  is  partly  because  ven¬ 
dors  had  positioned  WinPad  and  its  accompa¬ 
nying  hardware  as  the  main  way 
for  users  to  access  Windows  from 
handheld  computers. 

Microsoft’s  market  withdrawal 
may  also  slow  deployment  of  wire¬ 
less  networks,  analysts  said. 

“It  certainly  is  a  flat  tire  on  the 
road  to  success”  for  PDAs,  said 
Bruce  Stephen,  an  analyst  at  Inter¬ 
national  Data  Corp.  in  Framing¬ 
ham,  Mass.  Stephen  said  the  blow 
was  more  to  Microsoft’s  corporate 
ego  than  to  its  wallet,  given  the  dis¬ 
appointing  reception  of  PDAs  so 
far. 

David  Britton,  WinPad’s  product  manager, 
cited  several  factors  that  led  to  Microsoft’s  de¬ 
cision  to  rework  the  product.  They  include  the 
following: 

•  The  Polar  chip  set  from  VLSI  Technologies, 
Inc.  and  Intel  Corp.  was  rejected  by  hardware 
makers,  which  meant  there  was  no  low-power, 


low-cost  chip  set  to  run  a  WinPad  [CW,  July  25]. 

•  The  expected  cost  for  WinPad  machines  was 
more  than  $1,000  and  was  widely  considered  to 
be  too  high  for  the  market.  This  drove  Compaq 
Computer  Corp.  to  delay  its  Mobile  Companion 
[CW,  May  16], 

•  WinPad’s  systems  requirements  drove  up 
component  costs  such  as  RAM  and  display  size. 

Users  contacted  last  week  were  not  over¬ 
whelmed  by  the  announcement. 

“You  don’t  move  forward  in  this  market  by 
waiting  for  hardware,”  said  Edward  N.  Altman, 
vice  president  of  information  sys¬ 
tems  at  Metro-Goldwyn  Mayer,  Inc. 
in  Santa  Monica,  Calif.  Altman 
said  he  is  testing  BellSouth  Cellu¬ 
lar  Corp.’s  Simon  cellular  phone/ 
PDA. 

“If  it  works,  we’ll  get  30  to  50  peo¬ 
ple  out  there  on  Simon,  and  in  the 
next  generation  we’ll  go  get  the 
more  powerful  stuff,”  Altman  said. 

Still,  some  developers  ex¬ 
pressed  concern.  “From  a  corpo¬ 
rate  user’s  standpoint,  they’re 
probably  disappointed  because 
they  wanted  to  support  one  stan¬ 
dard,”  said  Ed  Ross,  president  of  Core  Systems, 
Inc.,  a  pen-based  developer  in  Boulder,  Colo. 

The  WinPad  group  was  recently  placed  in  the 
newly  created  Microsoft  Personal  Systems  Di¬ 
vision.  Pulsar,  another  Microsoft  project  dedi¬ 
cated  to  wireless  communications,  and  Win¬ 
dows  are  also  in  the  division. 


Slack  sales 

Some  80,000  PDAs 
were  sold  last  year,  but 
only  40,000  sales  are 
expected  this  year. 
Only  70,000  units  are 
likely  to  be  sold  next 
year.,  accordingto 
Constellation 
International  in 
Norwell,  Mass. 


Due  to  a  reporting  error,  the  data  in  the  Nov.  14  Buyers'  Satisfaction 
Scorecard  was  incorrect.  Below  is  the  correct  data. 


PENTIUM  USER  SATISFACTION 


Ratings  are  based  on  a  l-to-10 
scale,  where  10  is  best.  Total  score 
is  the  average  of  ratings  weighted 
by  the  category's  importance  to 
users  of  that  vendor's  products. 
Categories  are  listed  in  order  of 
importance  to  all  users.  Figures 
are  not  exact  because  of  rounding. 
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SUPPORT 


RELIABILITY 


PERFORMANCE 
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STORAGE 


PACKAGING 
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SPECIAL  FEATURES 
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6.0 
6.0 
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6.0 
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6.0 

6.1 

5.9 
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6.3 

6.3 
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6.8 
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News 


IBM  revs  up  AS/ 400  for  client/server 


By  Craig  Stedman 


IBM  last  week  shifted  the  AS/400  into  the 
client/server  fast  lane  by  releasing  an  ea¬ 
gerly  awaited  revamp  of  its  operating 
system.  But  some  of  the  bags  that  were 
expected  to  make  the  trip  did  not  get 
packed  in  time  and  will  have  to  be  picked 
up  in  February. 

The  shipment  of  Version  3  Release  1  of 
the  OS/400  software  still  qualifies  as  a 
milestone  event  in  the  evolution  of  the 
midrange  machine,  and  IBM  officials 
said  90%  of  the  code  made  it  out  of  the 
laboratory  on  schedule.  But  users  voiced 

regrets  that 
some  key  cli¬ 
ent/server  piec¬ 
es  were  left  be¬ 
hind  for  three 
months  of  addi¬ 
tional  finish¬ 
ing. 

“The  biggest 
benefit  we’re 
waiting  for  is 
the  client/serv¬ 
er  part  of  it,” 
said  Roman  Os- 
tapowycz,  op¬ 
erations  super¬ 
visor  at  Roller- 
blade,  Inc.  in 
Minnetonka, 
Minn.  “We  want 
to  use  the 
AS/400  more  as 
a  client/server  platform  if  it  works  up  to 
what  it  could  be.” 

Among  the  items  that  will  not  be  deliv¬ 
ered  until  February  is  a  486-based  pro¬ 
cessor  board  said  to  increase  the 
AS/400’s  file  serving  throughput  by  eight 
times.  Also  on  hold  are  the  Windows  3.1 
version  of  IBM’s  new  PC  connectivity 
software,  an  update  of  the  CICS/400 
transaction  monitor  and  a  Posix-like  file 
system  that  supports  both  AS/400  and 
Unix  data  formats. 

Workload  reducing 

Rollerblade  is  particularly  interested  in 
getting  its  hands  on  the  File  Server  I/O 
Processor  board,  Ostapowycz  said.  The 
486-based  board  should  allow  some  of 
the  company’s  PC  servers  to  be  taken  out 
of  commission,  reducing  systems  man¬ 
agement  workloads,  he  said. 

Despite  the  missing  pieces,  Roller- 
blade  plans  to  install  the  first  batch  of 
Version  3  Release  1  code  as  soon  as  pos¬ 
sible,  according  to  Ostapowycz.  But  he 
said  it  would  have  been  easier  if  the  en¬ 
tire  release  was  shipping  “so  we  could  do 
the  legwork  and  investigate  all  of  the 
technology  at  the  same  time.” 

Mallinckrodt  Medical,  Inc.  in  St.  Louis 
will  not  install  the  new  operating  system 
on  its  AS/400s  until  mid-1995  due  to  an 
internal  re-engineering  project,  said 
Marc  Smith,  director  of  information  ser¬ 
vices  at  the  medical  products  and  phar¬ 
maceuticals  company.  But  he  noted  that 
Mallinckrodt  also  wants  to  wait  until  all 
of  the  software  is  in  place. 


“We  really  need  the  total  package,” 
Smith  said.  “We  don’t  like  doingthings  in 
pieces.  It’s  just  extra  work  to  set  things 
up  twice  rather  than  once,  and  the  win¬ 
dows  of  opportunity  for  [taking  systems 
off-line]  are  pretty  short  around  here.” 

David  Peterson,  president  of  Midrange 
Open  Business  Strategies,  Inc.,  a  consul¬ 


tancy  in  Rochester,  Minn.,  said  the  new 
OS/400  release  has  the  potential  to  elimi¬ 
nate  IBM’s  need  to  “dance  around”  such 
issues  as  openness  and  database  and 
TCP/IP  functionality. 

“The  AS/400  had  a  terrible  adoles¬ 
cence”  during  the  past  three  years, 
marked  by  flat  sales  and  withering  com¬ 


petition  from  Unix  system  vendors,  Pe¬ 
terson  noted.  However,  Version  3  Release 
1  “is  basically  proof  that  this  is  not  your 
father’s  Oldsmobile  anymore,”  he  said. 

David  Andrews,  managing  partner  at 
D.  H.  Andrews  Group,  Inc.  in  Cheshire, 
Conn.,  agreed  that  customers  will  now' be 
able  to  make  “more  aggressive”  use  of 
the  AS/400  in  client/server  environ¬ 
ments.  But  he  said  it  will  likely  be  a  year 
before  AS/400  software  vendors  can  take 
full  advantage  of  Version  3. 


Making  the  cut 


New  OS/400  features 
available  immediately 
include  a  release  ofthe 
integrated  DB 2/400 
database  with 
improved  SQL  query 
performance  and 
support  fortriggers, 
stored  procedures  and 
two-phase  commit; 
fasterTCP/IP  software; 
and  expanded  support 
forstandard  Unix 
application 
programming 
interfaces. 


reducing  night  processing  by  50  to  80% 


lAM's  advanced  file  structure  is  far  superior  to 
VSAM  with: 

•  Data  compression  and  file  structure  that  saves 
30  to  70%  in  DASD  space 

•  CPU  utilization  time  reduced  by  20  to  40% 

•  1AM  file  size  in  excess  Of  20GB 

■  ■ 

•  CICS  performance  improvement 


CORPORATE  HEADQUARTERS:  275  Paterson  Avenue,  Little  Falls,  New  )ersey  07424  »  (201)  890-7300 


1AM,  the  transparent  alternative  to  VSAM,  elimi¬ 
nates  VSAM's  bottleneck  by  slashing  I/O  and  CPU 
time,  reducing  your  night  processing  by  50  to 
80%.  And  lAM's  Real  Time  Tuning  monitors  I/O 
activity,  dynamically  changing  the  number  of 
buffers  and  I/O  chaining.  (AM  completely  elimi¬ 
nates  the  EXCPs  to  the  VSAM  index. 


NEW  FEATURE: 

ESDS  support  now  available 
with  1AM  Version  6.2 


Convert  your  ESDS  files  to  1AM  and. 

•  Save  30  to  50%  on  DASD  space 

•  30  to  50%  Elapsed  time  savings 

•  30  to  60%  savings  in  EXCP's 


Call  for  a  FREE 
No-Obligation  90-Day  Trial 


EUROPEAN  FRANCE  GERMANY  NETHERLANDS  UNITED  KINGDOM  NORDIC  COUNTRIES 
OFFICES:  01-47-69-15-15  089-439-2053  036-534-1660  081-905-1266  +31-36-534-1660 
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News 


Novell  debuts  new  licensing  options 

Novell,  Inc.  has  introduced  a  flexible  licensing  struc¬ 
ture  in  preparation  for  next  month’s  rollout  of  Net¬ 
Ware  4.1.  The  program  will  allow  users  to  augment 
their  existing  licenses  with  smaller  license  packs.  Un¬ 
der  the  current  license  program,  if  a  NetWare  shop 
has  a  250-user  license  but  275  nodes,  it  has  to  upgrade 
to  the  next  level  of  500  users.  Now,  users  can  simply 
add  a  25-  or  50-user  pack  to  their  250-user  license. 
The  program  begins  this  week. 

Next,  SunSoft  release  final  spec 

Next  Computer,  Inc.  and  SunSoft,  Inc.  last  week  re¬ 
leased  the  final  specification  for  the  OpenStep  appli¬ 
cation  programming  interface.  OpenStep  is  an  oper¬ 
ating  system-neutral  version  of  Next’s  NextStep 
development  environment.  The  goal  is  to  let  users 
port  applications  built  in  OpenStep  to  compliant  sys¬ 
tems  from  SunSoft,  Hewlett-Packard  Co.  and  Digital 
Equipment  Corp.  Users  and  developers  can  get  the 
spec  via  the  Internet  at  ftp.next.com. 

DEC  to  continue  PC  barrage 

Digital  Equipment  Corp.  will  continue  its  PC  blitz 
next  month  with  the  introduction  of  high-end  models 
that  recast  the  old  DECpc  XL  line.  Dubbed  Prioris,  the 
models  are  expected  to  include  90-MHz,  single-  and 
dual-processor,  rack-mountable  models  based  on  In¬ 
tel  Corp.’s  Pentium  chip.  Sources  said  a  quad-proces¬ 
sor  model  in  the  same  line  will  ship  early  next  year. 

Symantec  releases  PCAnywhere  server 

Symantec  Corp.  will  release  PCAnywhere  Access 
Server  1.0  today,  which  reportedly  enables  users  to 
run  up  to  eight  remote  sessions  over  a  single  modem 
line.  It  will  also  let  network  administrators  manage 
up  to  eight  remote  control  sessions.  Targeted  at  com¬ 
panies  with  telecommuters,  remote  training  needs, 
remote  offices  and  help  desks,  PCAnywhere  Access 
Server  will  cost  $329.  That  includes  two  copies  of 
PCAnywhere  for  Windows  2.0. 

Microsoft’s  BackOffice  server  ships 

Microsoft  Corp.  last  week  said  its  Systems  Manage¬ 
ment  Server  (SMS),  which  manages  desktop  hard¬ 
ware  and  software  in  client/server  networks,  will  ship 
to  customers  this  week.  SMS  is  part  of  Microsoft  Back¬ 
Office,  a  product  suite  that  also  includes  Microsoft’s 
Windows  NT  Server,  SQL  Server,  SNA  Server  and  Mail 
Server. 

Massively  parallel  bottlenecks  studied 

The  University  of  California  at  Los  Angeles  (UCLA) 
and  Locus  Computing  Corp.  received  $2  million  in 
research  funding  from  the  federal  government’s  Ad¬ 
vanced  Research  Projects  Agency  for  a  three-year 
study  on  performance  bottlenecks  in  massively  par¬ 
allel  processors  (MPP).  The  goal  is  to  produce  new  ap¬ 
proaches  to  wiltingMPP  software.  An  Intel  Corp.  Par¬ 
agon  system  will  be  studied  first. 

Changes  at  Kmart 

Financially  ailing  Kmart  Corp.  last  week  ousted  IS 
chief  David  M.  Carlson  and  named  insider  Marvin  P. 
Rich  to  oversee  the  retail  giant’s  IS  operations  on  an 
interim  basis.  Carlson  will  remain  at  Kmart  to  work 
on  special  projects.  He  will  report  to  Rich,  who  is  ex¬ 
ecutive  vice  president  of  strategic  planning,  finance 
and  administration.  Rich  emphatically  denied  re¬ 
ports  that  the  4,000-outlet  discount  chain  was  having 
any  computer  or  systems  problems  whatsoever.  Nev¬ 
ertheless,  he  said  Kmart  will  significantly  speed  up 
the  pace  of  previously  planned  systems  integration 
projects  and  new  system  rollouts. 

More  shorts,  page  16 
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Users  trying  again  with 
sales  force  automation 

Firms  learn  they  can’t  skip  understanding  the  sales  process 


By  Michael  Fitzgerald 


■  Sales  force  automation  seems  straightforward 
enough:  Take  your  sales  force,  give  them  notebooks 
and  software,  and  watch  the  dollars  roll  in. 

However,  it  is  not  quite  that  easy,  ac¬ 
cording  to  users  and  analysts. 

Picking  the  software  or  deciding 
whether  to  develop  it  on  your  own  can  be 
a  challenge  —  to  put  it  mildly —  in  a  mar¬ 
ket  that  has  from  500  to  800  vendors  and 
overall  sales  tagged  somewhere  be¬ 
tween  $165  million  and  $1  billion.  The 
software  runs  the  gamut  from  custom¬ 
ized  applications  integrated  closely  with 
host  systems  to  contact  management 
running  on  notebooks. 

Also,  there  is  no  guarantee  that  auto¬ 
mating  a  sales  force  will  produce  good 
results.  An  International  Data  Corp.  sur¬ 
vey  published  early  last  year  found  that 
only  6%  of  salespeople  and  managers 
thought  their  sales  force  systems  were 
“fine-tuned.”  Worse,  a  full  27%  rated  their  rollouts 
ineffective. 

In  fact,  some  information  systems  managers  con¬ 
tacted  last  week  confessed  to  less-than-stellar  re¬ 
sults  with  sales  force  automation  projects. 

“About  four  years  ago,  we  took  286s  and  Act  [a  con¬ 
tact  management  package]  and  gave  them  to  the 
salespeople  and  said,  ‘Go  out  there  and  be  more  pro¬ 
ductive  than  you’ve  ever 
been  in  your  life.’  And  to  be 
honest,  it  failed,”  said 
James  A.  Wellendorf,  gener¬ 
al  manager  of  IS  and  tech¬ 
nology  at  Armstrong  World 
Industries,  Inc.’s  building 
products  operations  in  Lan¬ 
caster,  Pa. 


New  York  Life  Insur¬ 
ance’s  Victor  Mutnick 
sags,  ‘The  most  criti¬ 
cal  th  ing  to  a  sales¬ 
man  is  not  to  look  bad 
in  front  of  clients  ’ 


York  Life  Insurance  Co.,  agreed,  noting  that  his  com¬ 
pany’s  experience  with  sales  force  automation 
showed  that  nontechnical  issues  are  the  key.  “The 
most  critical  thing  to  a  salesman  is  not  to  look  bad  in 
front  of  clients,”  he  said. 

Ken  Dulaney,  an  analyst  at  Gartner 
Group,  Inc.’s  office  in  Santa  Clara,  Calif., 
said  “the  big  problem  is  the  [end]  user” 
because  salespeople  are  reluctant  to  use 
computer  technology  unless  it  is  part  of 
a  strategic  sales  initiative. 

He  added  that  Gartner  Group  studies 
show  that  at  the  50%  to  60%  of  companies 
that  automate  their  sales  forces,  the  top 
sales  representative  is  someone  who 
does  not  use  such  technology.  Dulaney 
attributed  this  to  the  fact  that  the  admin¬ 
istrative  duties  that  often  accompany 
technology  can  interfere  with  selling 
time. 


Sales  force  benefits 

“That  hasn’t  been  our  experience,”  said 
Gary  Engel,  program  manager  of  sales 
automation  at  Fluke  Corp.,  a  test  and  measurement 
toolmaker  in  Everett,  Wash.  Engel  said  Fluke  had 
some  initial  problems  because  of  the  learning  curve 
but  generally  has  seen  increased  productivity  in  the 
two  years  since  the  rollout. 

But  Engel  also  said  Fluke’s  first  sales  force  auto¬ 
mation  rollout  was  a  bust.  Fluke  picked  a  custom- 
development  shop  with  a  shell  package  that  it  tried  to 

modify  for  its  own  use  and 


High-tech 

salespeople 


Source:  Gartner  Group,  Inc.,  Stamford,  Conn. 


Waste  of  money 

Wellendorf  said  a  large  num¬ 
ber  of  the  company’s  sales 
representatives  did  not 
even  turn  on  their  note¬ 
books.  That  is  because  “we 
didn’t  look  at  the  sales  pro¬ 
cess  and  say  to  ourselves, 

‘How  can  automation  help 
the  process?’  ” 

This  has  been  true  gener¬ 
ally  as  companies  have 
thrown  money  at  their  sales 

teams,  givingthem  computers  without  thinking  about 
training  and  communications,  issues  essential  to  any 
successful  technology  rollout. 

At  Armstrong,  the  building  products  operation 
will  next  week  finalize  an  automation  project  using 
IBM’s  ThinkPad  755Cs  and  Aurum  Software,  Inc.’s 
SalesTrak  package.  More  important,  this  time  the 
company  sat  down  with  salespeople  to  figure  out  how 
to  implement  the  technology  in  a  way  they  would  find 
useful. 

“I  think  we’ve  done  it  right  this  time _ and  people 

in  our  sales  organization  are  very  pleased,”  Wellen¬ 
dorf  said. 

Victor  Mutnick,  corporate  vice  president  at  New 


“failed  in  that  attempt,” 
he  explained.  The  compa¬ 
ny  learned  a  valuable  les¬ 
son  in  the  process:  Start 
out  simple  and  build  on 
the  project  over  time.  Its 
current  project  uses  SPS, 
an  account  management 
package  from  Saratoga 
Systems,  Inc.  in  Camp¬ 
bell,  Calif. 

Market 
maturation 

If  companies  such  as  Sar¬ 
atoga  and  Aurum  sound 
unfamiliar,  rest  assured 
they  are  not  household 
names.  The  biggest  com¬ 
pany  in  the  sales  force 
automation  field  is  gener¬ 
ally  thought  to  be  Sales 
Technologies,  Inc.,  a  roughly  $50  million  division  of 
Dun  &  Bradstreet  Corp. 

This  could  change  as  the  sales  force  automation 
field  matures  and  consolidates,  according  to  Barton 
Goldenberg,  president  of  Information  Systems  Mar¬ 
keting,  a  consultancy  in  Washington. 

Goldenberg  breaks  sales  force  automation  soft¬ 
ware  into  the  following  categories: 

•  One-function  packages  such  as  Act. 

•  Multiple-function  packages  with  specialized  inter¬ 
faces  such  as  Modatech  Systems  International,  Inc.’s 
Maximizer  Sales  Suite. 

•  Design  and  prototyping  tools  that  allow  for  add-on 
modules. 


Overall  sales  force 
automation  market 

9.3M  users 

Number  of  users  automated 
by  off-the-shelf  sales  force 
automation  packages 

1.5M 

Number  of  users  automated 
by  packages  developed 
in-house 

8HO,(XK) 

Unautomated  salespeople 

6.9M* 

*Not  including  users  with  word  processors, 
spreadsheets  or  order-entry  connections 
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Your  people  don’t  have  to  be  geniuses 
if  you  invest  in  open  systems.  That’s 
why  Avalon’s  time-based  solutions  are 
helping  so  many  ordinary  systems  people 
become  extraordinarily  successful.  We’ve 
written  a  white  paper  on  the  evaluation  and 
selection  of  open  systems  for  manufacturing, 
Financial  and  distribution  applications.  It’s  free 
insurance  against  systems  that  say  they’re  open 
but  lock  you  into  a  proprietary  architecture. 

Call  today,  so  you  don’t  err  tomorrow. 


800-AVALON 1  (800-282-5661) 

From  Outside  the  United  States  Call  602-790-4214 
FAX  602-790-6307 
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Have  Time  Machine.  Will  Travel. 
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News 


CA  adds  software  distribution  to  Unicenter 


By  Thomas  Hoffman 


If  the  adolescent  distributed  systems 
management  industry  is  experiencing 
growing  pains,  then  Computer  Asso¬ 
ciates  International,  Inc.’s  CA-Unicenter 
package  just  added  a  few  pounds  to  its 
lanky  frame. 

Last  week,  the  Islandia,  N.Y.,  software 


leviathan  added  three  sorely  needed 
technologies  to  its  evolving  systems 
management  suite,  including  a  cross¬ 
platform  software  distribution  tool  and 
two  intelligent  agents  designed  for  data¬ 
base  and  systems  event  detection. 

ICL,  the  London-based  systems  inte¬ 
grator  that  sold  the  technologies  to  CA 
for  an  undisclosed  price,  also  agreed  to 


ship  a  free  copy  of  CA-Unicenter  with 
each  of  its  teamserver  and  superserver 
groupware  products  to  its  predominant¬ 
ly  European  customer  base. 

CA  has  priced  CA-Unicenter/Software 
Delivery  at  $3,900  for  100  desktops.  CA- 
Unicenter/Systems  Alert  for  Windows 
costs  $2,500  for  100  desktops  and  $250  for 
each  non-Windows  machine.  CA-Unicen- 


ter/DB  Alert,  which  supports  CA-Openln- 
gres,  Oracle  Corp.,  Sybase,  Inc.  and  In¬ 
formix  Software,  Inc.  database  manage¬ 
ment  systems,  starts  at  $500  for  a 
low-end  Unix  machine. 

Value  keeps  increasing 

The  software  distribution  modules  can 
be  used  with  a  handful  of  CA-Unicenter 
packages,  including  those  designed  for 
Hewlett-Packard  Co.,  Sun  Microsystems, 
Inc.,  Data  General  Corp.  and  Pyramid 
Technology  Corp.’s  versions  of  Unix,  ac¬ 
cording  to  Yogesh  Gupta,  senior  vice 
president  of  open  systems  at  CA. 

Would-be  distributed  systems  man¬ 
agement  custom¬ 
ers  said  electronic 
software  distribu¬ 
tion  technologies 
are  becoming  more 
valuable  as  their  or¬ 
ganizations  try  to 
simplify  the  rollout 
and  management  of 
desktop  packages. 

For  example, 

ABB  Power  Genera¬ 
tion,  Inc.  in  North 
Brunswick,  N.J., 
plans  to  upgrade 
600  workstation  us¬ 
ers  with  the  latest  release  of  Microsoft’s 
Office  by  having  its  technicians  install 
the  software  on  each  desktop. 

Patrick  B.  Carney,  director  of  informa¬ 
tion  systems  at  the  engineering  firm, 
said  he  intends  to  evaluate  software  dis¬ 
tribution  packages  —  like  the  one  being 
integrated  into  CA-Unicenter  —  so  his 
firm  can  do  future  software  upgrades 
electronically  over  its  NetWare  wide- 
area  network. 

“We’re  too  far  down  the  path  to  change 
this  project,  but  down  the  road  we’d  like 
to  do  software  distribution  so  we  don’t 
have  to  send  armies  of  staffers  to  imple¬ 
ment  software,”  Carney  said. 

Portland  Community  College  in  Ore¬ 
gon  has  been  usingCA-Unicenter  to  man¬ 
age  its  HP/UX  Unix  environment  since 
August  1993.  It  intends  to  look  at  CA’s 
new  technologies  and  competitive  offer¬ 
ings  to  reduce  the  costs  associated  with 
software  distribution  and  troubleshoot¬ 
ing  its  client/server  systems,  said  Ray 
Grant,  director  of  information  services. 

The  technologies  are  expected  to  help 
CA  shore  up  its  expanding  systems  man¬ 
agement  cache  while  enabling  it  to  keep 
pace  with  competitors.  IBM,  HP,  Tivoli 
Systems,  Inc.  and  Legent  Corp.  all  offer 
software  distribution  in  their  network 
and  systems  management  offerings. 

Although  analysts  said  CA  was  ad¬ 
dressing  major  gaps  in  CA-Unicenter 
with  the  software  distribution  and  smart 
agent  technologies,  most  agreed  that  dis¬ 
tributed  systems  still  have  a  long  way  to 
go  before  reachingthe  maturity  and  sta¬ 
bility  of  mainframe  environments. 

Jonathan  Eunice,  an  analyst  at  Illu- 
minata,  a  Hollis,  N.H.,  consultancy,  said 
CA  has  done  a  good  job  of  “hitting  all  the 
hot  buttons”  in  client/server  systems 
management.  But  “it’ll  take  another  10 
years  to  make  Unicenter  and  other  pack¬ 
ages  more  automated  and  refined  than 
what  we’re  seeingtoday,”  he  added. 


We’re  setting 
the  world  of  printing 
and  publishing 
on  its  end. 


*v 
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For  years,  little  has  changed  in  the 
publishing  and  printing  of  documents. 

Created  in  isolation  and  expensive 
to  produce,  documents  tie  np  storage 
space  and  are  costly  to  transport. 

In  many  respects  their  value  is 
often  outweighed  by  their  price.  But 
now  it  doesn’t  have  to  be. 

Because  Xerox  has  developed 
“Open  Document  Services.” 

It’s  a  new  way  of  looking  at  print. 

A  way  that  overcomes  the  limitations 
of  printing  by  embracing  the  “digi¬ 
tal”  future. 

So  you  can  create  and  capture  text 
and  images. 

Anywhere. 

Manage  and  store  them. 

Anywhere. 

Print  and  finish  them. 

Anywhere. 

And  do  it  in  any  format  and  run 
length. 

Anywhere. 

Through  a  series  of  alliances  and 
partnering  arrangements,  Xerox 
offers  flexible,  scalable,  and  inter¬ 
operable,  quality  printing  and  pub¬ 
lishing  solutions  so  yon  can  mix  and 
match  the  components  you  need. 

The  end  result  will  always  be  the 
same:  Quality  documents  exactly 
when,  where,  and  how  yon  need  them. 

Truly,  Print  On  Demand. 

Finally,  Print  On  Your  Terms. 

Any  way  you  look  at  it,  the  world  of 
publishing  will  never  be  the  same. 

For  more  information  on  Xerox 
Open  Document  Services,  call 
1  -800-ASK-XEROX,  ext.  729. 

The  document  Company 

XEROX 


!  Document  Company*  and  Open  Document  Services  are  trademarks  of  XEROX  corporation 


ABB  Power’s 
Patrick  Carney  .secs 
soft  ware  distri¬ 
bution  in  firm ’s 
future 
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Micro  Focus  Tools  for  Mission  Critical  Systems 

Whether  it’s  an  ecosystem  or  a  business  information 
system,  if  you  depend  on  it,  you  can’t  afford  to  take  any 
chances.  To  survive,  you  need  systems  that  are  robust, 
stable  and  built  to  last — sometimes  much  longer  than 
anyone  thought. 

If  you’re  targeting  mission-critical  business 

applications  to  the  network,  UNIX® 
systems  or  the  host  and  you  can’t  afford  to 
take  chances  with  quick  fixes 
and  trendy  technology,  there 
is  only  one  real  choice:  Micro  Focus. 

Micro  Focus  workstation-based  tools  provide  devel¬ 
opers  with  the  world’s  best  programming  environment. 

Our  tools  are  designed  to  maximize  productivity,  usability 
and  application  quality.  Whether  you  are  using  our  rapid 
application  development  facilities  to  build  new  client/server 
systems  or  using  our  legacy  tools 
to  manage  or  migrate  existing 
applications,  Micro  Focus  gives 
you  the  power  to  create  elegant 
systems. 

The  Micro  Focus  program¬ 
ming  environment  provides  a 
paradigm  for  solving  problems 
that  leverages  your  current  programming  resources. 

With  it,  your  entire  business  system  will  be  flexible  and 
powerful  enough  to  meet  your  needs  today  and  beyond  the 
foreseeable  future. 

MICRO  FOCUS 

There’s  a  lot  more  to  it. 


See  for  yourself...  Contact 
Micro  Focus  at  800  MFCOBOL 
Ext.  1200  and  ask  for  the 
Micro  Focus  Interactive 
CD.  On  it,  you’ll  find 
descriptions 
and  interactive 
demonstrations 
of  Micro  Focus 
development  tools. 


News 


Design  tools  ease 
net  management 

One  tool,  Optimal  Performance,  to  ship  in  January 


Bv  Steve  Moore 


As  client/server  networks  become  ever 
more  complex,  seat-of-the-pants  net¬ 
work  design  is  becoming  riskier,  and  net¬ 
work  managers  are  seeking  to  make 
their  lives  easier  with  new  automated 
network  design  tools. 

One  such  newcomer  is  Optimal  Net¬ 
works  Corp.’s  Optimal  Performance,  a 
tool  that  was  demonstrated  at  industry 
conferences  this  fall  but  is  not  slated  to 
ship  until  January. 

The  new  LAN-oriented  product  uses 
data  from  Network  General  Corp.’s  Sniff¬ 
er  LAN  analyzers  to  help  users  deter¬ 
mine,  for  example,  when  and  where  a 
server  should  be  relocated  or  how  a  LAN 
segment  should  be  divided. 

Cautious  reliance 

While  users  increasingly  recognize  the 
value  of  automated  network  design 
tools,  some  caution  against  relying  on 
them  too  heavily. 

“First,  you  want  to  think  what  your 
network  needs  to  [look  like]  based  on 
customer  input,  routing  issues  and  fu¬ 
ture  technology  issues,”  said  Peter  Ho, 


Optimal  performance 


&  Information  is  collected 
by  distributed  Network 
General’s  Sniffers 


“  l 


good  statistical  sampling  of  traffic  on  ev¬ 
ery  segment  in  their  networks,  it  will 
take  most  sites  at  least  two  to  three  years 
to  do  so,  she  predicted. 

As  users  move  from  traditional  shared 
media  LANs  to  new  switched  LAN  tech¬ 
nologies,  their  design  challenges  will  ex¬ 
tend  beyond  simply  determining  wheth- 

_ _  er  a  LAN 

segment  is  be¬ 
coming  con¬ 
gested  or 
whether  a  serv¬ 
er  should  be  re¬ 
located. 

“The  prob¬ 
lem  becomes 
much  more 

complex  be¬ 
cause  suddenly 
you’re  monitor¬ 
ing  200  seg¬ 
ments,  not  just 
10,”  said  Greg 
Moore,  manag¬ 
er  of  data  communications  at  Black  & 
Veatch,  an  engineering  firm  in  Kansas 
City,  Mo.  Although  he  used  to  be  able  to 
spend  all  day  looking  at  a  problem  using 
a  Sniffer,  “today  if  I 
have  half  an  hour,  I 
have  an  eternity,” 
Moore  said. 


“Design  tools 
are  like  Sim  City 
for  network 
management  — 
users  could 
become 
addicted  to 
laying  out 
what-if 
scenarios.” 

—  Mary  Petrosky 
Analyst 
Burton  Group 
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Minium 
A  network  model 
is  created 


The  model  is  analyzed 
to  produce: 

Traffic  matrices 
Optimization  reports 
Simulation  reports 
Simulation  graphics 
Survivability  reports 


What-if  phase 

™  Reports  will  be  generated  to  let 
the  user  know  what  will  happen 
under  specified  circumstance 


supervisor  of  network  architecture  and 
software  services  at  Unocal  Corp.  in  An¬ 
aheim,  Calif.  “Then  you  can  use  tools  like 
[Optimal  Performance]  as  an  aid  vs.  us¬ 
ing  them  as  core  design  tools.” 

Ho  said  that  like  automobile  design, 
network  design  first  requires  an  artistic 
element  based  on  “experience,  creativ¬ 
ity,  understanding  of  trends  and  a  gener¬ 
al  feel  for  how  things  run.”  Only  then 
should  the  purely  scientific  and  techno¬ 
logical  aspects  of  network  design  come 
into  play,  he  added. 

"The  only  way  to  do  good  modeling  is 
to  have  good  data,”  said  Mary  Petrosky, 
an  analyst  at  Burton  Group  in  San  Mateo, 
Calif.  “That  means  you  must  have  some 
kind  of  probe  on  every  segment  —  and 
that  is  expensive.” 

Even  if  users  can  afford  to  deploy 
enough  probes  to  collect  all  the  hub, 
switch  and  server  statistics  needed  for  a 


Careful  pricing 

Moore  further 

warned  that  even 
though  network 
managers  see  the 
value  of  design  tools 
in  large,  complex 
networks,  those 
tools  must  be  eco¬ 
nomically  priced. 
Otherwise,  manag¬ 
ers  will  recognize 
that  “I  can  buy  an¬ 
other  router  and  throw  a  lot  of  band¬ 
width  at  aproblem  for  the  cost  of  the  soft¬ 
ware  that  would  tell  me  to  do  that,” 
Moore  noted. 

Optimal  Networks  is  workingwith  Bay 
Networks,  Inc.  and  Cisco  Systems,  Inc.  to 
develop  device  libraries  that  enable  us¬ 
ers  to  model  those  vendors’  products 
more  accurately  than  with  generic  tech¬ 
niques,  said  Steve  Holtzman,  vice  presi¬ 
dent  of  business  development  at  Optimal 
Networks  in  Mountain  View,  Calif.  Holtz¬ 
man  said  Optimal  Performance  is  pri¬ 
marily  oriented  tow'ard  LANs,  but  it  can 
be  used  in  a  complementary  way  with 
WAN-oriented  network  design  tools  such 
as  NetMaker  from  Make  Systems,  Inc-.,  al¬ 
so  in  Mountain  View,  Calif. 

Optimal  Performance  will  cost  about 
$15,000  for  a  campus  implementation 
and  $25,000  for  a  larger  enterprise  ver¬ 
sion. 


Zero  downtime,  storage 
remain  elusive  for  NT 


ByMarvBrandel 


■  If  you  are  disaster-proofing  a  mission- 
critical  Windows  NT  application,  you 
might  be  feeling  a  little  lonely.  Wood 
Hargusis. 

As  a  corporate  network  developer  at 
MCI  Consumer  Markets  in  Austin,  Texas, 
Hargus  has  scratched  around  and  come 
up  with  what  he  calls  an  “inelegant”  re¬ 
covery  plan  for  the  telemarketing  appli¬ 
cation  he  is  building  for  a  dozen  MCI 
sites.  The  network  will  include  6,000 


No  reflection 


Server  mirroring  comes  in  three  flavors, 
but  none  is  available  yet  for  Windows  NT: 


Redundant  server  — 


Data  is  mirrored  in  real 
time  on  a  dedicated 
redundant  server 


Standby  server  — 


A  remote  system  waits 
to  be  brought  on-line 
in  case  of  system 
failure.  Loss  of  time  is 
seconds  to  minutes. 


Externalized  storage  —Software  enables  the 
server’s  files  to  be 
available  to  the 
network  even  if  the 
server  is  not  on-line. 


Source:  Peripheral  Strategies,  Inc.,  Santa  Barbara,  Calif. 

workstations  and  200  or  so  servers,  all 
running  Microsoft  Corp.’s  NT  and  Win¬ 
dows  for  Workgroups. 

“Not  by  any  stretch  of  the  imagination 
is  NT  disaster-proof,”  Hargus  said. 
"While  it’s  very  hard  to  crash  an  NT  sys¬ 
tem,  there’s  always  the  chance  of  hard¬ 
ware  going  down,  and  [those]  facilities 
for  NT  are  not  very  well  developed.” 

A  lack  of  storage 

The  heart  of  the  problem,  Hargus  and 
other  users  agreed,  is  a  dearth  of  storage 
management  and  fault-tolerant  prod¬ 
ucts. 

“As  people  become  more  and  more 
comfortable  with  NT,  they  will  demand 
the  same  type  of  reliability  that’s  already 
being  taken  for  granted  in  the  Unix  envi¬ 
ronment,”  such  as  transaction-,  system- 
and  network-based  high  availability, 
said  Tom  Kucharvy,  president  of  Summit 
Strategies,  Inc.  in  Boston. 

Hargus  settled  for  Backup  Exec  from 
Arcada  Software,  Inc.,  the  only  native 
Windows  NT  backup  product  shippingto- 
day.  And  he  located  SQL  Store  from  SQL 
Business  Systems  in  Houston,  the  only 
offering  he  could  find  for  SQL  Server 
backup. 

And  if  it  were  not  for  Octopus  Technol¬ 
ogies,  Inc.’s  namesake  product,  Hargus 
would  have  no  way  to  mirror  files  in  real 
time  onto  another  server  to  recover  from 
a  server crash. 

That  product  starts  to  solve  his  second 
problem:  “With  SQL  Server,  you  can  only 


mirror  databases  onto  the  same  ma¬ 
chine.  So  you’re  covered  in  case  of  [a  disk 
failure],  but  there’s  no  system  fault  tol¬ 
erance,”  he  said.  "We  could  recover  from 
a  disaster  in  just  a  few  minutes,”  Hargus 
added,  “but  that’s  just  so  people  can  get 
back  to  work.  Weil  be  here  until  3:00  in 
the  morning  getting  the  original  system 
up  and  running.” 


High-iivailability  features 

Granted,  few  sites  are  as  far  along  with 
NT  as  MCI,  and  not  everyone  needs  such 
a  high  degree  of  fault  tolerance. 

In  addition,  Windows  NT  does 
provide  some  high-availability 
features,  such  as  diskvolume  mir¬ 
roring  and  disk  striping  with  par¬ 
ity,  in  case  of  disk  crashes. 

However,  “if  you  can’t  afford 
productivity  losses,  server  mir¬ 
roring  is  the  only  solution,”  said 
Michael  Peterson,  an  analyst  at 
Peripheral  Strategies,  Inc.  in  San¬ 
ta  Barbara,  Calif. 

And  server  mirroring  —  the 
ability  to  duplex  files  and  even  the 
entire  system  on  a  secondary 
server  —  is  possibly  the  biggest 
fault  tolerance  gap  in  Windows 
NT. 

Observers  are  optimistic,  how¬ 
ever,  about  the  future  of  high 
availability  for  NT.  Microsoft  itself 
points  to  clustering,  which  en¬ 
ables  data  to  be  striped  across  the 


Downtime  costs 

Redundant  servers  are 
not  difficult  to 
cost-justify : The  typical 
PC  LAN  network  is 
down  i'/2  to  2  hours  per 
week.  Peripheral 
Strategies  said.  Ifyou 
have  300  users  on  the 
server,  that  adds  up  to 
$17,000  per  week  in 
productivity  losses 
due  to  server 
downtime. 


drives  of  multiple  servers.  If  one  server 
fails,  another 
picks  up  where 
it  left  off. 

AT&T  Global 
Information  So¬ 
lutions,  Digital 
Equipment 
Corp.  and  Com¬ 
paq  Computer 
Corp.  are  work¬ 
ing  on  NT  clus¬ 
tering.  So  far, 

Digital  is  ahead 
of  the  game 
with  a  planned 
late-1995  ship¬ 
ment  date. 

A  second  ar¬ 
ea  for  optimism 

is  in  transaction  monitors,  which  ensure 
data  integrity  despite  system  interrup¬ 
tions.  Digital,  AT&T  GIS,  Transarc  Corp. 
and  IBM  have  announced  plans  to  ship 
NT  versions  of  their  transaction  moni¬ 
tors,  Kucharvy  said. 

In  the  meantime,  users  continue  to 
pave  their  own  way. 

“We  do  RAID-5  as  well  as  backup  and 
something  similar  to  what  Octopus  does 
in  terms  of  file  system  replication  to  a 
whole  other  system,”  said  Tom  Bern¬ 
hardt,  technology  analyst  at  Star  Enter¬ 
prise  in  Houston.  “We  could  lose  an  aver¬ 
age  of  15  minutes  or  so,  which  is  bad,  but 
it’s  not  like  wre  have  heart  pumps  at¬ 
tached  to  our  system.” 
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The  results  are  clear:  while  Sybase  has  mastered  real-world  performance,  Oracle  has  mastered 
the  art  of  omission.  It's  no  wonder  Oracle  has  avoided  head-to-head  TPC-C  competition.  In 
another  real-world  benchmark  on  Sun,  Sybase  more  than  doubled  Oracle's  published  back-up 
and  restore  rate  -  while  maintaining  high  throughput  for  OLTP  and  decision  support.  For  the 
hard  numbers  on  mixed-load  performance,  call  1-800-SYBASE-l,  ext.  6410. 


I  Sybase 


The  Enterprise  Client/Server  Company 

Outside  the  U  S. ,  call  (410)  224-8044.  ©  1994  Sybase,  Inc.  SYBASE  is  a  registered  trademark  of  Sybase,  Inc.  TPC-C  is  a  trademark  of  the  Transaction  Processing  Performance  Council  (TPC)  Other  company  or  product  names  may  be  trademarks  of  their  respective  holders 


News 


IBM  execs  keep  on  moving 


Management  takes 
center  stage  at  show 


By  Suruchi  Mohan 


The  E-Mail  World  conference,  which 
kicks  off  today  in  Boston,  will  focus  on 
the  management  of  electronic  mail,  col¬ 
laborative  computing  and  electronic 
data  interchange  (EDI). 

E-mail  management  has  long  been  a 
major  issue  for  ad¬ 
ministrators  who 
want  consistent  man¬ 
agement  across  dif¬ 
ferent  technologies, 
said  Susan  Lebeck, 
program  manager  at 
Tandem  Computers,  Inc.  in  Cupertino, 
Calif.,  and  a  speaker  at  the  show.  Lebeck 
will  talk  about  developing  strategies  to 
address  the  problems  of  dynamic  moni¬ 
toring  and  message  tracking. 

Getting  the  ball  rolling 

“There  is  intense  interest  in  manage¬ 
ment,”  agreed  David  Ferris,  president  of 
Ferris  Networks  in  San  Francisco.  Ferris 
said  he  expects  to  see  a  number  of  stan¬ 
dards  groups,  such  as  the  Internet  Engi¬ 
neering  Task  Force,  work  on  manage¬ 
ment  issues.  “But  the  discussion  will  be 
at  the  industry  level.  It  will  be  at  least  a 
year  before  it  turns  into  a  commercial” 
issue. 

Rik  Drummond,  president  of  The 
Drummond  Group  in  Fort  Worth,  Texas, 
will  talk  extensively  about  EDI  and  the 
challenges  large  companies  face  as  they 
partner  with  smaller  companies  and  try 
to  get  them  to  use  EDI.  Network  manage¬ 
ment  and  support  problems  accompany 
the  added  traffic,  which  is  why  messag¬ 
ing  is  a  good  backbone  for  EDI. 

The  integration  of  messagingwith  EDI 
is  extremely  important,  according  to  Ju¬ 
dy  Rosall,  a  research  director  at  Interna¬ 


tional  Data  Corp.  in  Mountain  View,  Calif. 
Messaging  as  well  as  EDI  must  be  inte¬ 
grated  with  groupware,  and  various  ses¬ 
sions  at  the  conference  will  address 
these  needs. 

Messaging  industry  heavyweights  are 
also  expected  to  weigh  in.  Lotus  Devel¬ 
opment  Corp.  is  expected  to  make  two 
CC:Mail-related  an¬ 
nouncements  as  well 
as  a  joint  announce¬ 
ment  with  Digital 
Equipment  Corp. 
(see  story  below).  Mi¬ 
crosoft  Corp.  is  ex¬ 
pected  to  make  an  announcement  jointly 
with  WorldTalk  Corp.  Not  to  be  outdone, 
Novell,  Inc.  will  hold  two  press  confer¬ 
ences,  one  of  which  will  be  joined  by  the 
member  companies  of  the  Message  Han¬ 
dling  Service  (MHS)  alliance. 

Among  the  announcements  expected 
at  the  show  are  the  following: 

•  Baranof  Software,  Inc.  in  Watertown, 
Mass.,  will  announce  Version  2.5  of  its 
MailCheck  E-mail  management  soft¬ 
ware,  which  essentially  gives  users  a 
more  friendly  graphical  interface  to  the 
monitoring  console. 

•  National  Semiconductor  Corp.  in  Santa 
Clara,  Calif.,  will  announce  applications 
for  its  PCMCIA-based  PersonaCard  100, 
which  will  provide  more  security  for  mes¬ 
sages  sent  from  Microsoft  Mail. 

•  Owings  Mill,  Md.-based  Infinite  Tech¬ 
nologies  will  announce  its  Connect2MS- 
Mail  product,  which  lets  users  of  Micro¬ 
soft  Mail  exchange  messages  with  users 
of  Novell’s  MHS-based  E-mail  packages. 

•  SoftArc,  Inc.  will  announce  its  First- 
Class  Communications  Server,  which  in¬ 
cludes  E-mail  and  conferencing.  The 
product  is  available  on  Macintosh  and 
Windows  platforms. 


By  Thomas  Hoffman  and  Craig  Stedman 


IBM  continues  to  play  musical  chairs 
with  its  executives. 

In  the  latest  round  of  assignment 
switches,  Robert  Howe,  general  manag¬ 
er  of  the  IBM  Consulting  Group,  has  re¬ 
placed  Robert  Timpson,  general  manag¬ 
er  of  the  finance  industry  business  unit 
of  IBM-U.S.  On  Nov.  17,  Timpson  was 
named  general  manager  of  IBM-Greater 
China.  He  will  be  responsible  for  all  of 
IBM’s  sales  and  marketing  activities  in 
China,  Hong  Kong  and  Taiwan. 

Joseph  Movizzo,  who  had  been  general 
manager  of  the  IBMConsultingGroup  for 
Asia/Pacific,  will  replace  Howe. 

Howe  is  returning  to  his  roots  in  finan¬ 
cial  services.  Before  joining  IBM  in  1991 
to  head  its  nascent  consulting  business, 
Howe  ran  Booz  Allen  &  Hamilton,  Inc.’s 
worldwide  financial  services  practice. 
Since  takingover  IBM’s  consulting  activ¬ 
ities,  which  include  re-engineering  and 
workflow  management  consulting  ser- 


On-line  libel 

CONTINUED  FROM  PAGE  1 

tor,  and  they  may  not  sway  the  court,” 
said  Dan  L.  Burk,  an  expert  on  cyber-law 
at  the  George  Mason  University  School  of 
Law  in  Fairfax,  Va.  The  disclaimer  may 
be  worthless  if  the  employee  is  comment¬ 
ing  on  a  work-related  topic,  such  as  a 
computer  specialist  blasting  a 
particular  computer  product. 

On  the  other  hand,  “if  the  mes¬ 
sage  was  completely  outside  the 
scope  of  the  employee’s  work  — 
in  a  realm  lawyers  call  ‘detour 
and  frolic’  —  then  the  employer 
will  not  be  liable,”  predicted  Neal 
J.  Friedman,  a  telecommunications 
lawyer  at  Pepper  &  Corazzini  in  Washing¬ 
ton. 

Mirguet  said  reported  E-mail  prob¬ 
lems  are  rare  at  Kodak  —  fewer  than  one 
a  week  —  for  a  company  that  processes 
400,000  messages  daily.  The  cases  are  in¬ 
vestigated  by  a  team  that  includes  the 
employee’s  manager  and  representa¬ 
tives  from  the  legal,  human  resources 
and  information  systems  departments. 

For  Prodigy,  the  $200  million  question 
is  whether  the  on-line  service  is  respon¬ 
sible  for  a  message  posted  on  its  Money 
Talk  bulletin  board.  The  note,  allegedly 
written  by  codefendant  David  Lusby  of 
Key  West,  Fla.,  disparaged  a  public  stock 
offering  by  New  York  securities  firm 
Stratton  Oakmont,  Inc. 

Higher  standard 

Prodigy  is  likely  to  fall  back  on  the  1991 
case  of  Cubby  v.  CompuServe  in  which  a 
federal  judge  ruled  that  CompuServe 
was  not  liable  for  messages  on  its  net¬ 
work  because  it  was  like  an  electronic 
bookstore  with  no  editorial  control  over 
content. 

But  Jacob  H.  Sainansky,  a  New  York  at¬ 
torney  representing  Stratton  Oakmont, 


vices,  Howe  has  been  credited  with  help¬ 
ing  to  foster  the  unit’s  ascent  to  nearly 
$400  million  in  revenue. 

However,  that  is  about  one-tenth  the 
size  of  the  financial  services  practice 
that  Howe  just  inherited,  which  includes 
the  sale  of  hardware,  software,  outsourc¬ 
ing  and  consulting  to  banks  and  broker¬ 
ages  across  the  U.S. 

Howe  dowmplayed  the  potential  im¬ 
pact  his  departure  from  the  IBM  Consult- 
ingGroup  may  have  on  the  unit’s  charter. 
“It’s  a  normal  transition,"  Howe  said. 

In  May,  IBM  restructured  its  sales  and 
marketing  activities  along  vertical  in¬ 
dustries.  The  company’s  services  and 
consultingbusinesseswere  later  aligned 
to  report  up  through  the  vertical  industry 
structure.  Over  its  three-year  history, 
IBM’s  consulting  business  “has  spread 
throughout  the  organization  rather  than 
living  in  a  cocoon,”  said  Sam  Albert,  a 
former  IBMer  who  is  president  of  Sam 
Albert  Associates,  a  consulting  firm  in 
Scarsdale,  N.Y. 


argues  that  Prodigy  exercises  more  edi¬ 
torial  control  than  CompuServe  because 
Prodigy  has  “board  editors”  and  soft¬ 
ware  that  screens  for  obscene  and  anti- 
Semitic  messages. 

“Prodigy  holds  itself  to  a  higher  stan¬ 
dard,”  Samansky  said  and,  therefore, 
should  have  spotted  and  removed  the  of¬ 
fending  message. 

Brian  Ek,  a  spokesman  for  Prodigy  in 
White  Plains,  N.Y.,  said  Prodigy’s  bulletin 
boards  are  run  no  differently  than 
CompuServe’s  except  for  elec¬ 
tronic  scanning  for  obscenities. 
He  had  no  comment  on  other  as¬ 
pects  of  the  case. 

Now  the  case  has  a  newwTin- 
kle.  Lusby  claims  he  did  not 
wTite  the  message  in  question  and 
that  it  must  have  been  written  by 
someone  using  his  old  Prodigy  account, 
sources  said.  Samansky  charged  that 
Prodigy  was  negligent  for  not  retiring 
that  account  number  in  1991. 

Lusby  worked  at  Prodigy  as  a  software 
manager  until  1991  and  allowed  at  least 
30  employees  to  use  his  “house”  account 
for  internal  purposes,  sources  said. 

Ultimately,  the  court  will  have  to  de¬ 
cide  whether  the  proper  metaphor  for 
Prodigy  is  a  newspaper  that  has  editorial 
control  or  a  bookstore  or  telephone  com¬ 
pany  that  does  not  have  control,  experts 
said.  The  Prodigy  suit  may  be  the  prece¬ 
dent-setting  case  for  on-line  libel,  Fried¬ 
man  added. 

But  fear  of  legal  liability  could  change 
the  culture  of  the  free-wheeling  Internet, 
where  uncensored  speech  is  considered 
a  birthright  and  everyone  can  be  an  on¬ 
line  publisher  reaching  millions  of  peo¬ 
ple. 

“That  was  formerly  done  by  large  or¬ 
ganizations  like  newspapers  and  broad¬ 
casters  who  had  the  deep  pockets  to  de¬ 
fend  against  libel  suits,”  Burk  said.  “Now 
the  small  guys  are  on-line  publishers, 
and  the  threat  of  libel  suits  could  have  a 
severe  chillingeffect.” 


MailWorks  to  add  Cc:Mail  support 


Digital  and  Lotus  will  announce  this 
w'eek  at  E-Mail  World  that  Digital’s 
MailWorks  server  will  support  Lotus’ 
Cc:Mail. 

The  MailWorks  server  already  sup¬ 
ports  Microsoft’s  Mail  client.  Adding 
Cc:Mail  client  support  gives  Digital 
customers  greater  incentive  to  move 
forward  with  Digital,  said  David  Whit¬ 
ten,  an  analyst  at  Gartner  Group,  Inc. 
in  Stamford,  Conn. 

While  Cc:Mail  servers  support  only 
about  200  users,  making  scalability  a 
problem,  MailWorks  typically  sup¬ 
ports  500  to  1,000  users.  However, 
Cc:Mail  is  seen  as  easier  to  use. 

“The  benefit  for  Digital  [with 
Cc:Mail]  is  the  same  as  Hewlett-Pack¬ 
ard  with  OpenMail:  They  are  picking 
up  the  installed  base  of  users  that 


have  been  frustrated  with  supporting 
a  large  number  of  LAN  post  offices,” 
Whitten  said. 

MailWorks  servers  will  let  Cc:Mail 
clients  natively  access  a  directory 
service  based  on  the  X.500  standard, 
said  Curt  Anderson,  Digital’s  market- 
ingmanager  for  messagingand  EDI. 
MailWorks  servers  will  enable  native 
X.500  access  over  Open  Systems  In¬ 
terconnect  or  TCP/IP  networks. 

X.500  directory  support  is  gaining 
favor  among  large  user  sites  building 
X.500-based  corporate  directory  ser¬ 
vices.  LAN  systems,  such  as  cc:Mail 
and  Microsoft  Mail,  do  not  support 
X.500  yet,  so  the  MailWorks  server  is 
one  option  for  those  sites,  analysts 
said.  —  Suruchi  Mohan  aiul  Lynda 
Radosevich 
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News 


MCI  cuts  ribbon  on  digital  mall 


By  Gary  H.  Anthes 

WASHINGTON 


MCICommunicationsCorp.  last  week  an¬ 
nounced  a  suite  of  Internet-based  ser¬ 
vices,  including  on-line  shopping  in  an 
electronic  mall  to  be  maintained  by  the 
company. 

The  service  goes  further  than  many 
on-line  shopping  services  by  allowing  us¬ 
ers  to  pay  for  purchases  electronically 
via  encrypted  credit-card  transactions. 

The  service,  called  MarketplaceMCI, 
will  be  available  in  January.  MCI  would 
not  name  any  of  the  retailers  that  will 
have  “storefronts”  in  the  on-line  mall, 


Vint’s  Surf  Shop  features  the  father  of  the 
Internet  himself —  Vinton  Cerf 

but  an  analyst  briefed  by  MCI  said  R.  H. 
Macy  &  Co.,  Brooks  Brothers,  Inc.  and 
Horchow  Collection,  Inc.  will  be  among 
the  first  to  open  their  digital  doors. 

Blanketing  the  market 

“The  scale  —  the  sheer  size  [of  MCI]  and 
their  addressing  both  the  mass  market 
and  the  business  market  simultaneously 
— will  make  a  major  difference,”  said  An¬ 
thony  M.  Rutkowski,  executive  director 
of  the  Internet  Society  in  Reston,  Va. 

“They  appear  to  have  taken  some  care 
in  looking  at  a  lot  of  the  problem  areas 
that  are  particularly  important  for  busi¬ 
ness,”  Rutkowski  added. 

The  shopping  service  is  one  feature  of 
InternetMCI,  which  MCI  also  introduced 
last  week.  It  offers  Internet  access, 
browsing,  consulting  and  other  services. 

Any  user  on  the  Internet  may  “window 
shop”  in  the  MCI  mall  without  having  an 
MCI  account  or  paying  a  fee,  said  Vinton 
G.  Cerf,  MCI’s  senior  vice  president  for 
data  architectures.  But  to  make  a  pur¬ 
chase,  a  user  must  have  MCI  software 
priced  at  $49.95.  The  package  includes  IP 
software  from  FTP  Software,  Inc.  in 
North  Andover,  Mass.,  and  World-Wide 
Web  browser  software  from  Netscape 
Communications  Corp.  in  Mountain 
View,  Calif. 

“This  is  the  most  exciting  announce¬ 
ment  that  has  come  out  since  the  Internet 
has  been  hot,”  said  Jeffrey  Kagan,  presi¬ 
dent  of  Kagan  Telecom  Associates  in  At¬ 
lanta.  “The  average  small  or  midsize 
business  that  wants  to  do  business  on¬ 
line,  to  advertise  on-line  or  to  buy  on-line 
can’t  figure  out  how  to  do  it.” 

Kagan  said  the  MCI  service  could  be  a 


boon  to  companies  that  have  set  up  Web 
sites  to  advertise  products  only  to  learn 
that  it  is  not  easy  to  attract  customers. 

“That’s  analogous  to  opening  a  single 
store,”  he  said.  “The  MCI  concept  is  that 
of  a  shopping  mall.  MCI  will  promote  it  so 
that  a  business  that  wouldn’t  otherwise 
have  the  traffic  will  have  the  traffic.” 


MCI  teamed  with  Netscape,  formerly 
Mosaic  Communications  Corp.,  to  pro¬ 
vide  the  interface  between  the  user  and 
the  Internet.  Netscape  Navigator  runs  on 
the  user’s  PC  and  offers  dial-up  access 
and  point-and-click  navigation  around 
the  ’net  at  speeds  of  up  to  14. 4K  bit/sec. 

The  MCI  system  includes  Netscape’s 


Netsite  Commerce  Server,  which  repre¬ 
sents  retail  sites  and  runs  on  MCI  com¬ 
puters.  The  client  and  server  software 
use  public-key  encryption  and  digital  sig¬ 
nature  technology  from  RSA  Data  Secu¬ 
rity,  Inc.  in  Redwood  City,  Calif.  The  secu¬ 
rity  features  encrypt  buyers’  credit-card 
and  purchase  information  and  authenti¬ 
cate  retailers’  identities. 


Should  business  be  banned  on  the  Internet? 
See  page  116. 


FAX- 


Imagine  client/server  software  that,  D&B  SOFTVy/\TvE  financial  information  as  well.  Now 
works  the  way  your  company  works.  One  that  i>ives  imagine  this  software  runs  on  vour  existing  system  and 
people  throughout  your  enterprise  instant  access  lo  the  can  be  implemented  with  the  least  amount  of  migraines, 

information  they  need.  People  in  accounting  and  OX,  stop  imagining,  because  that's  just  a  few  of  the 

an  resources.  Not  just  project  information,  but  advantages  of  SinartStream. 


HOW  A  FAX  MACHINE  CAN  SOLVE 
YOUR.  CLIENT/SERVER  PROBLEM. 


To  find  out  how  it  works  just  cut  out  this  fax  and  send  it  to  us.  Well  fax  hack  a  tailored  solution  that  will  make  von 
think  your  fax  machine  is  the  best  piece  of  client/server  hardware  you've  ever  invested  in. 

TO:  Jim  Schaper,  S.V.P.  Worldwide  Operations.  D&B  Software 
FAX  #404-239-2220 

FR:  CO:  FAX#: 


elcmionc: 


don't,  have  much  time  left.  If you  can  answer  these  five  issues.  I  miyhl  just  yive  von  a  shot. 

I  need  aclient/servci 


Oh  yeah.  Jim.  treat  it  like  turtle  soup,  and  make  it  snappy. 


©  1994  Dun  &  Bradstreet  Software,  Inc.  Key  Code:  CW  605 
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Chipcom  users  to  swap  software  packs 

Chipcom  Corp.  last  week  introduced  its  Platform  Pro¬ 
tection  Program,  which  lets  users  of  its  Ondemand 
Network  Control  System  software  and  related  appli¬ 
cations  migrate  from  one  network  management  plat¬ 
form  to  another  at  no  additional  cost.  The  program, 
available  to  clients  of  Chipcom’s  Software  Subscrip¬ 
tion  Service,  eliminates  the  need  for  users  to  buy  new 
Chipcom  network  management  applications  when 
changing  platforms.  Platforms  covered  by  the  pro¬ 
gram  include  Digital  Equipment  Corp.’s  PolyCenter, 
Hewlett-Packard  Co.’s  OpenView,  IBM’s  NetView  for 
AIX  and  SunSoft,  Inc.’s  SunNet  Manager.  The  program 
is  expected  to  become  available  Dec.  1. 

Fidelity  names  new  IS  exec 

Fidelity  Investments  Corp.  has  appointed  Bob  Ma- 
daio  vice  president  of  midrange  systems.  Madaio,  who 
most  recently  was  in  charge  of  East  Coast  operations 
for  Comdisco,  Inc.’s  Disaster  Recovery  Services  unit, 
will  oversee  the  relocation  of  Fidelity’s  midrange  pro¬ 
cessing  environment  to  a  Marlboro,  Mass.,  building 
formerly  owned  by  Digital. 

Apple  gets  PCI  pledges  from  20  vendors 

Apple  Computer,  Inc.  said  20  hardware  developers 
have  committed  to  developing  Peripheral  Component 
Interconnect  (PCI)  add-ins  for  the  next  generation  of 
Power  Macintoshes  that  will  house  the  PCI  bus.  Those 
computers  are  expected  bymid-1995. 

Vendors  rally  behind  25M  bit/sec. 

Support  for  25M  bit/sec.  technology  continues  to  build 
as  several  networking  companies  last  week  aligned 
behind  PMC-Sierra,  a  subsidiary  of  Sierra  Semicon¬ 
ductor  Corp.,  in  submitting  a  proposal  to  the  ATM  Fo¬ 
rum  for  a  standard  25M  bit/sec.  specification.  Sup¬ 
porters  of  the  proposal,  called  UNI-PHY-25,  include 
Cabletron  Systems,  Inc.,  Cisco  Systems,  Inc.,  Fore 
Systems,  Inc.,  Bell  Northern  Research,  Cascade 
Communications,  Inc.  and  DSC  Corp.  The  forum  re¬ 
jected  25M  bit/sec.  Asynchronous  Transfer  Mode 
(ATM),  originally  proposed  by  IBM,  as  a  standard  in 
favor  of  51M  bit/sec.  ATM  last  year. 

Spec  under  way  for  phone  data  transfer 

I BM,  AT&T  Corp.,  Apple  and  Siemens  AG  plan  to  an¬ 
nounce  this  Wednesday  that  they  are  developing  com¬ 
mon  specifications  for  transmitting  data  over  com¬ 
puter  networks  and  phones.  Included  will  be  support 
for  a  Telephony  Server  Application  Programming  In¬ 
terface  written  by  AT&T  and  Novell,  Inc.  for  linking 
computers  and  private  branch  exchange  phone  sys¬ 
tems,  an  IBM  spokesman  confirmed.  Specs  for  tying 
mobile  computers  into  networks  will  be  addressed, 
and  users  should  start  to  see  benefits  next  year,  the 
spokesman  added.  Novell  and  Hewlett-Packard  are 
also  expected  to  announce  support  for  the  specs. 

Covia,  AT&T  team  up 

Covia  Technologies  has  teamed  up  with  AT&T 
Global  Information  Solutions  to  develop  airport,  air¬ 
line  and  passenger  terminal  operations  management 
systems.  Covia  will  migrate  its  OS/2-based  Resource- 
Works  airline  system  to  AT&T  GIS’  Unix-based  Sys¬ 
tem  3000  platform  and  sell  it  exclusively  on  those  sys¬ 
tems. 

^  OK  TAKES  The  Mutual  Life  Insurance  Company 
of  New  York  has  outsourced  its  information  technol¬ 
ogy  operations  to  Computer  Sciences  Corp.  under  a 
seven-year  service  contract.  .  .  .  United  Parcel  Ser¬ 
vice,  Inc.  plans  to  use  Gupta  Corp.’s  SQLBase  data¬ 
base  and  query  tools  for  a  new  package  tracking  sys¬ 
tem  expected  to  go  on-line  early  next  year. 


Utilities 

CONTINUED  FROM  PAGE  1 

able  to  continue  to  live  in  this  nice, 
cozy cocoon.” 

Jim  Fabuda,  director  of  informa¬ 
tion  technology  services  at  San 
Diego  Gas  &  Electric,  echoed  those 
remarks.  “If  you  are  not  in  a  com¬ 
petitive  environment,  you  don’t 
necessarily  worry  about 
keeping  the  lowest  cost,  so 
you  do  a  cost-plus  ap¬ 
proach  to  your  cus¬ 
tomers,”  he  said. 

“We  no  longer  can 
operate  under  a  cost- 
plus  basis,  where  our 
revenues  are  guaranteed. 

Now  it’s  going  to  be  a  real- 
world  marketplace.” 

While  utility  IS  officials  seem 
certain  that  outsourcers  will  fit  in¬ 
to  their  plans,  they  are  less  sure 
exactly  how  to  use  them  —  and  to 
what  extent  they  should  hand  over 
control  of  their  IS  operations. 

Baltimore  Gas  &  Electric  Co.’s 
(BG&E)  IS  manager,  Joe  Hunter, 
said  he  plans  to  take  a  selective  ap¬ 
proach  to  outsourcing  because  off¬ 
loading  too  much  control  would 
hinder  the  utility’s  ability  to  react 
quickly  in  a  shifting  marketplace. 

“We  would  have  to  go  through  a 
third  party  as  we  make  adjust¬ 
ments  to  a  deregulated  environ¬ 


ment,”  he  noted. 

Hunter  said  he  plans  to  hold  on 
to  control  of  operations,  such  as 
networking,  in  which  BG&E  has  an 
operational  edge.  But  the  compa¬ 
ny  will  probably  give  up  help  desk 
product  support  because  an  out¬ 
sourcer  can  provide  that  less  ex¬ 
pensively,  he  said. 

“I  don’t  want  to  dedicate  the  re¬ 
sources  to  provide  support  on  Mi¬ 
crosoft  Office,  Lotus  Notes  or 
Cc:Mail  w'hen  someone  else 
who  does  that  across 
many  companies  could 
do  it  less  expensively 
H  than  I  could,”  he 
said. 

For  PECO’s  Holland, 
the  decision  to  hand 
over  mainframe  opera¬ 
tions,  the  help  desk  operation 
and  LAN  and  desktop  adminis¬ 
tration  to  IBM’s  Integrated  Sys¬ 
tems  Solutions  Corp.  (ISSC)  sub¬ 
sidiary  in  a  10-year,  $450  million 
deal  boiled  down  to  a  decision  to 
outsource  the  past  while  focusing 
resources  to  develop  the  future. 

PECO  is  embracing  a  number  of 
costly,  innovative  ideas  to  buttress 
its  competitive  position,  she  said. 
For  instance,  the  company  plans  to 
replace  the  ubiquitous  meter  read¬ 
er  with  wireless  and  fiber-optic 
connections  that  would  permit  the 
utility  to  record  consumption  of 
electricity  from  its  offices. 

It  is  also  considering  giving  cus¬ 


tomers  the  option  to  permit  it  to 
turn  home  appliances  on  and  off 
from  afar  so  they  could  benefit 
from  low-rate,  off-peak  electricity. 

By  saving  $150  million  over  10 
years  with  ISSC,  PECO  will  be  bet¬ 
ter  able  to  afford  product  and  soft¬ 
ware  development,  she  added. 

More  to  come 

In  its  five-year,  $60  million  deal 
with  Computer  Sciences  Corp., 
San  Diego  Gas  gave  up  control  of 
mainframe  operations.  Another 
shoe  could  soon  drop,  however,  as 
the  company  ponders  bringing  in 
an  outsourcer  to  provide  client/ 
server  development. 

“We  are  doing  an  analysis  of 
client/server  and  desktop  services 
to  determine  what  it  is  we  should 
do  with  those  and  what  our  prices 
would  be  vs.  buying  from  the  out¬ 
side,”  Fabuda  said. 

As  utilities  prepare  for  what  the 
industry  calls  “retail  wheeling’  of 
power  from  one  provider  to  anoth¬ 
er  and  then  to  the  end  user,  most 
are  busy  figuring  out  how  to  build 
appropriate  software. 

Most  billing  systems  in  use  to¬ 
day  cannot  handle  the  granular 
accounting  that  would  be  neces¬ 
sary  to  keep  tabs  on  who  bought 
power  from  whom  and  at  what 
rates,  said  Larry  Thompson,  infor¬ 
mation  technology  services  man¬ 
ager  at  Chicago-based  Common¬ 
wealth  Edison  Co. 


Intuit  deal 
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picture,”  said  Reback,  who  led  the 
effort. 

No  big  surprise 

Meanwhile,  as  expected,  the  Anti¬ 
trust  Division  has  made  a  second 
request  for  information  on  the  In¬ 
tuit  deal,  a  Microsoft  spokeswom¬ 
an  confirmed.  She  said  the  request 
was  not  surprising,  given  that  the 
deal  is  the  largest  software  firm 
acquisition  in  history. 

“A  second  round  is  not  unusual 
for  a  deal  of  this  magnitude.  It  just 
shows  that  they’re  looking  at  it  se¬ 
riously  and  not  blowingit  off,”  said 
Gerry  J.  Elman,  head  of  law  firm  El¬ 
man  Wilf  &  Fried  in  Media,  Pa, 

“Clearly,  [Reback]  wants  to 
keep  the  pot  boiling,”  said  Stephen 
Caulkins,  a  law  professor  at 
Wayne  State  University  in  Detroit, 
referring  to  the  white  paper.  It  is  a 
shrewd  strategy  that  raises  new 
issues  for  the  Justice  Department 
to  consider  while  putting  pressure 
on  Microsoft  to  be  somewhat  less 
aggressive,  Caulkins  explained. 

Reback  claimed  that  the  Justice 
Department  requested  the  white 
paper  to  help  it  understand  the  full 
panoply  of  competitors’  technical 
and  marketplace  concerns.  The 


department  “didn’t  understand 
the  magnitude  and  the  strategic  ef¬ 
fect  of  the  Intuit  deal  and  why  it 
was  upsetting  people  in  markets 
that  are  three  steps  removed  from 
it,”  Reback  said. 

He  added  that  the  paper  draws 
on  a  new  doctrine  in  antitrust  eco¬ 
nomics  called  “increasing  re¬ 
turns,”  which  holds  that  domi¬ 
nance  in  one  market  gives  a 
company  an  increasing  advantage 
in  related  markets  over  time. 

Power  in  numbers 

“This  increasing  returns  eco¬ 
nomics  predicts  that  if  they  ^ 
have  5%  of  this  market 
and  they  have  market 
power  in  all  of  the  ad- 
jacent  markets,  then 
they  can  leverage  into  this  market, 
and  the  ball  game  is  over,”  Reback 
explained.  He  declined  to  release 
a  copy  of  the  50-page  study. 

“This  paper  explains  Micro¬ 
soft’s  strategy  in  detail,  and  it  ex¬ 
plains  that  you  cannot  understand 
Microsoft’s  strategy  by  looking  at 
each  market  in  an  insular  fash¬ 
ion,”  Reback  said  in  a  brief  inter¬ 
view.  “You  have  to  look  at  it  the  way 
Microsoft  does  —  as  dynamic  and 
interrelated  markets.” 

He  said  the  study  found  “these 
markets  are  particularly  suscepti¬ 
ble  to  what  is  called  tipping,  mean¬ 
ing  the  product  that  wins  is  not 


necessarily  the  best  product,  but 
it’s  the  first  product.  Microsoft  un¬ 
derstands  this  realw'ell.” 

Reback  returned  to  a  familiar 
complaint  of  Microsoft  rivals. 

“He  who  controls  the  [desktop] 
operating  system,  which  now  is 
Windows,  controls  everything 
above  it  because  you  can’t  make 
an  application  that  won’t  run  with 
Window's.  And  Microsoft,  by  con- 
trollingWindows,  can  instantly  ob¬ 
solete  your  product.  If 
you’re  Lotus  or  Bor¬ 
land  or  WordPerfect, 
you’ve  got  no  market 
power  there.” 

He  contended  that  the 
paper  shows  "Microsoft  has  a  very 
ingenious,  integrated  strategy  to 
take  control  of  all  this.” 

What  makes  that  illegal  and  not 
just  great  business  acumen? 

Reback  said  the  Intuit  merger 
should  be  blocked  if  it  would  d  imin- 
ish  competition,  according  to  fed¬ 
eral  antitrust  law:  More  generally, 
a  second  law  against  “attempted 
monopolization  . . .  says  you’re 
supposed  to  deal  with  the  problem 
when  it’s  in  its  incipiency,”  he  said. 

The  current  Microsoft  antitrust 
settlement  came  far  too  late  to 
help  rival  operating  systems  ven¬ 
dors,  Reback  said,  so  now  the  in¬ 
dustry  has  given  the  government  a 
road  map  of  where  Microsoft  is 
headed  in  the  future. 
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New  ReportSmith  2.5 
The  well-connected  SQL  report  writer. 

The  easiest  way  to  meet  your  most  demanding  reporting  requirements. 
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Investment  Statement 


Account  No  10  23  495 
Name:  Jenmter  Davis 

100  Cranberry  St 
Welleriey.  MA  021*1 


Inv  ODjecttves  Growth 
Occupation:  Programmer 
Btrtnuate  15-JuHSO 


Investment  Statemenl 


21% 


4-11% 


Whether  you’re  an  occasional  user,  a  power  user  or  an  applications  developer, 
you’ll  quickly  discover  how  fast  and  easy  it  is  to  create  reports  from  your  data 
with  new  ReportSmith®  2.5.  Seamless  connectivity  to  every  major  SQL  and  PC 
database  lets  you  work  directly  and  interactively  with  the 
“live”  data.  And  since  it’s  WYSIWYG,  there  are  no  more 
symbols  or  mock-ups  to  interpret. 

Combine  results  from  different  databases  in  a  single  report. 

And  that’s  just  the  beginning  of  ReportSmith’s  Client/Server  power. 
With  ReportSmith’s  memory  management  technology,  you’ll 
get  your  report  finished  fast  no  matter  how  large  the  data  set. 
ReportSmith  automatically  manages  memory  to  give  you  the 
best  possible  performance,  and  true  Client/Server  query 
processing  options  optimize  report  production. 

For  developers  there’s  more . . .  much  more.  A  Data  Dictionary 
allows  you  to  display  meaningful  business-oriented  names  for  views, 
tables,  and  fields,  enabling  your  users  to  get  the  information  they  need 
with  a  minimum  of  fuss.  A  built-in  macro  language  and  full  DDE  and 
OLE  2.0  support  help  you  integrate  ReportSmith  into  other  applica¬ 
tions.  Find  out  just  how  fast  and  easy  it  is  to  create  spectacular  reports 
with  ReportSmith  —  the  well-connected  SQL  report  writer. 
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Client/Server 

Solutions 


ReportSmith 


The  eaiicsl  wav  u>  spetiaculat  reports! 


Reporting  and 
Query  Tools 

Application 

Development 

Decision  Support 

SQL  Databases 


Borland 

The  Upsizing  Company 
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Back  in  the  15th  century,  this  was  a  generally 
accepted  view  of  Hell.Today,  of  course,  we  can 

see  how  inaccurate  it  really  is.  Not  one  person,  for  instance,  is  shown  trying 
to  manage  a  corporation's  distributed  systems.  You  can  probably  forgive 
the  artist  for  this  oversight.  But  you  may  be  wondering  when  someone  will 
deliver  the  management  software  that  can  help  you  take  care  of  this  mess. 
At  Legent,  being  that  someone  is  what  we're  all  about.  And  so  far,  our 
efforts  have  resulted  in  the  most  extensive  set  of  industrial-strength, 
distributed  systems  management  tools  available.  We've  also  developed  an 
open  architecture  called  XPE  that  we  think  is  pretty  remarkable  (some  of 
the  toughest  analysts  in  the  industry  tend  to  agree).  XPE  lets  our  software 
work  together  across  almost  anything  you  can  wire  together,  regardless  of 
function  or  platform,  from  mainframes  to  UNIX  workstations  to  PC  LANs. 
Which  means  you  can  manage  your  distributed  systems  from  the  platform 
of  your  choice,  something  our  customers  tell  us  has  definitely  made  their 
lives  easier.  Is  it  Paradise?  No,  not  yet.  But  we  can  promise  you  one  thing: 
It's  a  lot  better  than  where  you  are  right  now. 


News 


Wireless  vendors  expanding  role 

CDPD  scores  first  successful  interoperability  test 


By  Michael  Fitzgerald 

LAS  VEGAS 


Wireless  data  sendee  providers  have 
started  to  figure  out  that  wireless  really 
is  different  than  wired.  And  that  bodes 
well  for  users  frustrated  in  their  efforts 


to  roll  out  wireless  technologies  in  their 
companies. 

Two  vendors  chose  Comdex/Fall  ’94  to 
reveal  strategic  shifts  that  will  move 
them  away  from  selling  only  network  ac¬ 
cess  and  toward  a  more  integrated, 
hand-holding  role  with  customers. 


“It’s  become  clear  to  us  that  if  we  just 
tried  to  push  bandwidth,  the  market 
would  continue  to  grow  slowly,”  said 
Kendra  VanderMuelen,  vice  president 
and  general  manager  of  McCaw  Cellular 
Communications,  Inc.’s  wireless  data  di¬ 
vision. 

McCaw  announced  its  AirData  Solu¬ 
tions  Program,  a  distribution  and  chan¬ 


nel  program  to  improve  the  integration 
of  its  Cellular  Digital  Packet  Data  (CDPD) 
network  with  third-party  suppliers. 

One  step  toward  this  was  evident  at 
Comdex,  where  a  number  of  systems  in¬ 
tegrators  and  value-added  resellers 
showed  applications  they  had  developed 
to  work  over  CDPD.  Among  these  were 
Lante  Corp.,  which  showed  a  CDPD-com- 
patible  version  of  Notes,  and  Perot  Sys¬ 
tems  Corp.,  which  is  adapting  its  finan¬ 
cial  applications  for  CDPD. 

Also,  RAM  Mobile  Data  USA  L.P.  rolled 
out  new  devices,  modems  and  develop¬ 
ment  tools.  It  also  improved  its  network. 

Both  RAM  Mobile  Data  and  McCaw 
have  some  of  the  products  ready  nowand 
expect  to  ship  the  remaining  ones  within 
the  next  twro  quarters.  The  announce¬ 
ments  address  user  issues  such  as  the 
lack  of  choices  for  peripherals,  arcane 
development  procedures  and  ease-of- 
use  difficulties. 

So  far,  wire¬ 
less  carriers 
have  focused 
on  selling  only 
their  network 
services,  much 
as  regional 
telephone  com¬ 
panies  do. 

But  this  ap¬ 
proach  has 
stuck  custom¬ 
ers  with  the  job 
of  integrating 
various  pieces 
of  the  wireless  picture  on  their  own.  That 
can  be  a  highly  frustrating  task,  users 
and  analysts  agreed,  because  peripher¬ 
als  and  applications  do  not  interoperate 
between  the  different  wireless  networks. 

Recognition  that  a  failure  to  integrate 
service  offerings  is  hurting  them  in  the 
market  drove  the  announcements,  ven¬ 
dor  officials  said. 

The  right  direction 

“RAM  [Mobile  Data]  is  figuring  out  that 
to  get  wireless  out  in  the  market,  they 
have  to  do  things  that  are  not  typical  of  a 
network  provider,”  said  Andrew  M.  Sey- 
bold,  editor  in  chief  of  the  “Outlook  on 
Mobile  Computing'”  in  Brookdale,  Calif. 

Another  step  forward  for  CDPD  last 
week  was  the  first  successful  interoper¬ 
ability  trial.  GTE  Personal  Communica¬ 
tions  Services  and  Ameritech  Corp.  an¬ 
nounced  they  have  achieved  inter¬ 
operability  between  their  networks  in 
San  Francisco  and  Chicago. 

“It’s  about  time,”  grumbled  Lee  Nolan, 
a  senior  telecommunications  engineer  at 
Travelers  Insurance  Co.  in  Hartford, 
Conn. 

This  is  significant  because  even 
though  different  carriers  will  operate  the 
wireless  networks,  interoperability  is 
key  to  establishinga  national  network. 

Still,  there  is  much  to  criticize,  ana¬ 
lysts  said. 

“Wireless  data  has  a  real  uphill  battle 
ahead  of  it,”  said  Kurtis  R.  King,  an  ana¬ 
lyst  at  Montgomery  Securities  in  San 
Francisco.  “[Vendors]  have  a  real  need 
to  sell  integrated  services,  rather  than 
just  a  network —  It’s  going  to  take  long¬ 
er  than  they  think.” 


SIEMENS 

NIXDORF 


Thinking  About  Cutting 
Printing  Costs?  Think  Twice! 


I  f  your  organization  is  like  most  others  in  the  Nineties, 
you're  devoting  more  than  a  little  time  to  squeezing  as 
much  as  you  can  out  of  an  ever-tightening  budget.  If 
you're  thinking  about  cutting  costs  when  it  comes  to  high- 
performance  printing,  we  have  two  words  of  advice. . . 
Think  Twice! 

Choosing  the  right  high-performance  printer  can  mean 
the  difference  between  just  getting  the  job  done  -  or 
getting  the  job  done  twice  as  fast,  with  significant  cost 
savings.  The  Twin  series  of  electronic  printing  systems 
from  Siemens  Nixdorf  is  a  unique  concept  that  teams  the 
proven  performance  of  two  non-impact  LED  printers  to 
deliver  a  new  level  of  quality  at  up  to  300  dots  per  inch. 


Twice  the  Throughput  and  Cost  Savings. 

These  twin  systems  are  the  fastest 
duplex  continuous  forms  printers 
on  the  market  today.  Cost-saving 
solutions  that  handle  print  volumes  of  between  6,000,000 
and  8,000,000  feet  per  month,  print  up  to  420  images  per 
minute  -  and  can  cut  your  paper,  usage  charges,  and 
postage  costs  virtually  in  half. 

Twice  as  Wide. 

The  Twin  series  features  a 
17"  Printline.  You  can  print  two  full-sized  8  1/2"  x  1 1" 
duplexed  images,  two-across.  That  adds  up  to  twice  the 
productivity  and  major  cost  savings. 

Twice  as  Flexible. 

Thanks  to  the  Twin's  configuration 
flexibility  you  can  run  AFP  or 
non-AFP  applications  on-line, 
simplex  or  duplex,  and  non-AFP  applications  simplex  or 
duplex  off-line.  Each  printer  can  also  be  operated 
independently,  running  AFP  or  non-AFP,  offering  even 
more  application  flexibility.  When  it  comes  to  your 
document  processing  strategy,  a  high-performance 
printing  system  is  an  important  investment.  That's  why  it 
pays  to  think  twice.  Get  the  Twin  advantage  for  superior 
quality,  flexibility,  cost  savings  and  throughput. 
Siemens  Nixdorf  Printing  Systems  1-800-523-5444 


Just  a  few 


Despite  making 
progress  on  their 
networks,  CDPD 
vendors  will  have  only 
a  handful  ofareas  up 
and  running.  For 
example,  GTE  expects 
no  more  than  two, 
while  McCaw  will  have 
only  six. 
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Access  the  Globe. 


Step  right  up  to  the  network. 
The  greatest  show  on  earth.  With 
the  broadest  portfolio  of  access 
products  on 
the  planet 
From  T1  multiplexers.  To  PCMCIA 
cards.  AT&T  Paradyne.  World-class 
access.  As  only  AT&T  can  do  it. 

For  access ;  access  and  more  access, 
call  800  482-3333,  extension  320. 


AT&T  Paradyne 


©199^  AT&T.  VdiceSpan,  VideoSpan  and  ETC  art  trademarks  ut  AT&  1. 


In  Database 
Technology, 
Mission-Critical 
Has  Been  Mission 

Impossible. 


CA-Openlngres.  Advanced  Technology. 
Mission-Critical  Experience. 

While  other  companies  promise  database  technology  you  can 
trust  for  mission-critical  client/server  applications,  only  one 

company  delivers. 

Computer  Associates.  With  the 
introduction  of  CA-Openlngres®  we’ve 
combined  the  industry-leading  tech¬ 
nology  of  Openlngres  with  our  own 
unmatched  experience  in  mission- 
critical  heterogeneous  computing. 

It’s  a  combination  that  turns  the 
dream  of  global,  enterprise-wide 
information  management  into  reality 
A  feat  CA-Openlngres  accomplishes  by  combining 
the  robustness  of  classic  production  systems 
with  the  economy  and  flexibility  of  open 
systems. 

The  result  is  a  single,  logical  view  of 
disparate  data  whether  it  be  relational, 
non-relational,  local  or  distributed. 


And  with  our 
leading-edge  Object 
Management  Extensions, 
you’re  not  just  limited  to 
text  and  numbers. 

Openlngres  allows  you 
to  develop  your  own 
business  data  types  like 
times,  dates,  audio,  video 
and  other  multimedia. 

What’s  more,  now 
that  Openlngres  is 
CA-Openlngres,  product  support  will  never  be  in  doubt.  Because 
Computer  Associates  is  the  only  database  company  that  includes 
technical  assistance  24  hours  a  day  seven  days  a  week  standard, 
at  no  extra  charge. 

For  More  Information  On  The  Advantages  Of 
CA-Openlngres,  Call  1-800-225-5224,  Dept.  12102. 

CA-Open Ingres.  In  database  tech¬ 
nology  mission-critical  is  now 
mission  accomplished. 


Total  Replication 
Transparent  Gateways 
Client/Server 
Open  Architecture 
Fully  Scalable 
Object  Relational  DBMS 
Dynamic  Triggers 
24/7  Support 


Computer  Associates 
offers  24  hour/ 7  day  a  week 
service  and  support. 


Mainframe 
Server 


Foreign 

Server 


CA-Openlngres 

Server 


Replicalon 

Transaclion 


Transaction 


Replicator 

Server 


Foreign  servers  take  part  in  replication, 
Jor  integration  off  CA-Openlngres  systems  with 
existing  production  systems. 


(Computer 

Associates 

Software  superior  by  design. 


UNIX  VMS  NETWARE  OS/2  WINDOWSNT 


©  Computer  Associates  International,  Inc.,  Islandia,  NY  11788-7000.  All  products  referenced  herein  are  trademarks  of  their  respective  companies. 


News 


Enhanced  PC  servers  target  enterprise 


By  Jai  ku  m  ar  Vij  ayan 

LAS  VEGAS 


Big  iron  could  soon  find  itself  with  much 
more  company  in  the  glass  house. 

Two  weeks  ago  at  Comdex/Fall  ’94, 
vendors  showcased  an  emerging  class  of 
high-performance  PC  servers  based  on  a 
wide  variety  of  processor  classes,  non¬ 


proprietary  architectures  and  shrink- 
wrapped  software.  Users  agreed  that 
such  enhancements  could  finally  launch 
PC  servers  into  the  upper  echelons  of  the 
enterprise. 

“I  think  they  are  ready,”  said  Kim 
Johnson,  owner  of  TMC  Personal  Com¬ 
puter  Services  in  Sun  Prairie,  Wis.  A  con¬ 
sultant  to  a  large  livestock  business, 


Johnson  said  he  was  looking  for  server 
platforms  to  which  he  could  migrate  his 
clients’  mainframe  applications. 

“The  disk  space  is  there,  the  backup 
performance  is  there,  the  software  is  up 
to  it.  It  is  the  way  to  go  now.  It’s  just  too 
expensive  to  have  a  mainframe,”  he  said. 
Instead,  Johnson  said  he  hopes  to  find  a 
“cost-effective,  reliable,  fault-tolerant 


way”  to  deploy  his  clients’  mainframe  ap¬ 
plications  on  a  PC  server  platform. 

Another  user  who  has  decided  to  mi¬ 
grate  all  his  business-critical  applica¬ 
tions  off  a  minicomputer  platform  to  PC 
servers  is  Lane  Fawcett,  director  of  Bon¬ 
neville  Information  Systems.  The  firm 
handles  IS  functions  for  Bonneville  Inter¬ 
national  Corp.,  a  television  and  radio  sta¬ 
tion  owner  in  Salt  Lake  City. 

Fawcett  said  he  has  few  doubts  about 
the  platform’s  potential  to  handle  his 
workload,  which  includes  program 
scheduling.  He  said  he  was  hoping  PC 
server  vendors  would  assure  him  of  the 
platform’s  reliability  and  availability. 

“After  all,  in  this  business  you  can  just 
imagine  the  consequences  of  having 
something  like  30  minutes  of  dead  air,” 

he  said. 

As  hardware 
vendors  try  to 
leverage  the 
PC  business 
model  in  the 
more  business- 
critical  mid¬ 
range  market, 
they  will  need 
to  address  cru¬ 
cial  issues  such 
as  these,  ob¬ 
servers  said. 

In  the  short 
term,  though, 
users  can  ex¬ 
pect  to  see  a  flurry  of  low-cost  PC  server 
alternatives  that  incorporate  midrange 
functionality  such  as  sophisticated  sys¬ 
tems  management  capabilities,  higher 
throughput  and  better  data  protection. 
Higher  availability,  reliability  and  cross¬ 
platform  connectivity  are  also  key,  said 
Tony  Levy,  director  of  product  marketing 
at  NEC  Technologies,  Inc. 

Technological  advances 

Technologies  highlighted  at  Comdex  by 
companies  such  as  Digital  Equipment 
Corp.,  Hewlett-Packard  Co.,  IBM,  Dell 
Computer  Corp.,  NEC,  AST  Research, 
Inc.,  AT&T  Corp.  and  NetFrame  Systems, 
Inc.  included  the  following: 

•  Error  correction  code  memory  and  par¬ 
ity  memory  for  higher  data  integrity. 

•  Optional  redundant  arrays  of  inexpen¬ 
sive  disks  support  for  data  protection 
and  redundancy. 

•  Symmetrical  multiprocessing. 

•  SCSI  and  Peripheral  Component  Inter¬ 
connect  local  bus  technology  for  high- 
bandwidth,  processor-independent  ex¬ 
pansibility. 

•  Systems  and  asset  management  soft¬ 
ware. 

•  Clusteringof  multiple  servers. 

“The  days  of  people  being  locked  into 
a  single  vendor,  which  was  the  hallmark 
of  midrange  systems,  is  over,”  said  Carl 
Everett,  a  senior  vice  president  at  Intel 
Corp.’s  microprocessor  products  group. 
As  technologies  such  as  these  become 
more  prevalent,  he  added,  PC  vendors 
will  be  able  to  increasingly  scale  up  the 
enterprise. 

But  first,  vendors  will  have  to  help  us¬ 
ers  optimize  and  manage  client/server 
environments,  said  Michael  Coleman, 
general  manager  at  IBM  PC  Co. 


HERE'S  ALL  YOU  NEED  TO  KNOW  ABOUT  COMMERCIAL 

PARALLEL  PROCESSING: 

/  Its  faster 

A  Its  cheaper 

3  Its  more 

powerful 

HERE'S  All  TOII  NEED  10  KNOW  ABOUT  ENCORE: 

/  We've  been  in  CPP 

ever  10  (fears. 

Our  phone  number 

is  bSco-tiHiej 


ENCORE 


COMPUTER  CORPORATION 

The  future  belongs  io  A  higher  intelligence. 
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Challenging 

times 


Compaq  Computer 
Corp.  has  dominated 
the  PC  server  market, 
but  itand  otherPC 
vendors  face  the 
challenge  of  establish¬ 
ing  credibility  in  more 
business-critical 
environments, 
observers  said. 


if  you  want  A  POWERFUL 

DATABASE, 

you've  got  A  TOUGH  DECISION. 


BUT  if  you  want 

POWERFUL  DATABASE  USERS, 

it  gets  pretty  EASY 


If  your  users  work  with 
1-2-3,  so  does  Approach. 
They  can  create  intelligent 
forms,  PowerClick  reports, 
mailing  labels,  and  dynamic 
crosstabs  on  their  worksheets 
without  ever  leaving  1-2-3. 


only  LOTUS 

APPROACH  3.0 
gives  yOU: 


.  POWERCLICK  REPORTWRITER 
(FOR  WYSIWYG  DESIGN) 

•  INFOBOX 

(FOR  INSTANT  ON-SCREEN 
MANIPULATION) 

•  SMART  ASSISTANTS 
(TO  GUIDE  YOUI 

.POWERKEY”  TECHNOLOGY 
(FOR  DIRECT  ACCESS 
TO  EXISTING  DATA) 

•  LOTUS  1-2-3  INTEGRATION 
(FOR  WORKING  WITH  1-2-3) 

.LOTUS  NOTES  INTEGRATION 
IFOR  REPORTING  ON  NOTES  DATA) 

•  X10  SPEED  ARCHITECTURE 
(FOR  BLAZING  SPEED) 

.DYNAMIC  CROSSTABS 
IFOR  DRAG  AND  DROP  ANALYSISI 


What's  the  difference  between  apples  and  oranges? 
In  this  case,  it’s  the  difference  between  powerful  fea¬ 
tures  and  powerful  features  your  users  can  actually  use. 

INTRODUCING  LOTUS  APPROACH  RELEASE  3.0. 


In  1983,  Lotus®  introduced  the  world's  first 
approachable  spreadsheet.  Now  we  introduce  a  truly 
powerful  database  that's  as  easy  as  1-2-3.®  So  easy 
that  PC  Computing,  July,  1994,  calls  it  "...the  database 
we've  all  been  waiting  for."+ 

EASY  AS  1-2-3. 

Lotus  Approach®  is  the  only  data¬ 
base  with  PowerClick™  reporting, 
so  users  can  see  and  alter  reports 


Approach  X10™  query  technology  delivers  blazing 
speed.  It  also  provides  the  highest  performance  connec¬ 
tivity  to  virtually  any  database,  from  dBase®  to  Access, 
Lotus  to  Lotus  Notes®  and  more.  Plus  Approach 
m  includes  a  powerful  macro  capability 
for  sophisticated  application  develop¬ 
ment.  And  its  advanced  integration  with  Lotus  Notes, 
the  leading  groupware  application,  makes  it  the 
obvious  choice  for  people  who 
work  together  in  groups. 

$129  SPECIAL 
INTRODUCTORY  PRICE. 

Lotus  Approach  is  one  of  five 


as  they  are  building  them.  Just  click  on  the  intuitive 


Windows™  applications  that  make  up  Lotus  SmartSuite.® 


Smartlcons®  to  organize  and  calculate  data.  And, 
friendly  on-line  Assistants  are  always  there  to  help.  As 
Infoworld  recently  commented,  "Approach  (3.0)  looks  like 
a  better  choice  than  Microsoft  Access  (2.0):  easier  to  use, 
yet  still  fast  and  powerful."++ 


Look  into  it  while  a  SmartSuite  upgrade  costs  just 
$299.*  Call  1-800-TRADE-UP,  ext.  9369  for  more 
information.  And  ask  your  Lotus  Authorized  reseller 
about  volume  purchase  options 
through  Lotus  Passport. 


Lotus. 


Working  Together 


$495  suggested  retail  price.  $129  special  price  expires  Dec.  31.  1994.  *$299  SmartSuite  upgrade  promotional  price  available  while  supplies  last.  In  Canada  call  1-800-G0-L0TUS.  ©1994  Lotus  Development  Corporation,  55  Cambridge  Parkway,  Cambridge,  MA  02142. 

Lotus,  Lotus  Notes,  1-2-3,  Approach,  SmartSuite,  Smartlcons  and  Working  Together  are  registered  trademarks  and  PowerClick,  XI 0  and  PowerKey  are  trademarks  of  Lotus  Development  Corporation.  Access  is  a  registered  trademark  and  Windows  is  a  trademark  of  Microsoft  Corporation 

dBase  is  a  registered  trademark  of  Borland  International  Inc.  'PC  Computing,  July,  1994.  "Infoworld,  April  4,  1994 
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Introducing  the  n  e  w  System  / 390  Parallel  Enterprise  Server. 

Everyone  wants  computer  systems  that  do  more  with  less.  Less  energy.  Less  floor  space.  Less  environmental  impact.  The  new  System/390  Parallel 
Enterprise  Server  fills  that  bill.  It  has  the  muscle  of  a  mainframe,  hut  is  no  bigger  than  a  refrigerator,  and  uses  less  electricity  than  a  clothes  dryer.  In 
fact,  many  mainframe  users  will  be  able  to  pay  for  this  server  out  of  their  savings  in  power,  cooling  and  operating  costs.  And  best  of  all,  it  has  the  rock- 
solid  dependability  that  you’d  expect  from  an  IBM  mainframe.  That’s  a  combination  both  the  environmentalist  and  the  economist  can  love.  For  more 
information  call  your  IBM  representative  or  1  800  IBM-3333  and  ask  for  STAR  85?  We  believe  the  more  you  know  about  where 


large-scale  computing  is  going,  tin*  more  you’ll  agree  there  is  a  difference  in  computers  and  the  companies  that  make  them. 


*In  Canada  call  1  800  465-1234,  ext.  323.  IBM  and  Systcm/390  are  registered  trademarks  and  Systcm/390  Parallel  Knterprise  Server  is  a  trademark  of  International  Business  Machines  Corporation.  (  1994  IBM  Corp. 


Rated  number  one  in  reliability  by 
people  who  expect  nothing  less. 
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3Mqu a rte r- inc h  cartridges  are  the  most  popular  way  for  businesses  to  backup  and  store  critical  data. 


Preferred  seven  to  one  over  other  brands-from  40  mb  to  over  5  gb,  3M  brand  quarter-inch  cartridges  are  on  the  job  day  and 
:.■!  Ju  in  over  ten  million  drives.  Durable,  proven  and  rated  #1  in  reliability.  That’s  why  more  businesses  protect  important 
loiornution  on  3M  brand  data  storage  products  than  any  other  brand  in  the  world.  For  more  information  and  your  free  “Data 
Scan  iw  Handbook’’ call  1-800-888-1889,  ext.  1502. 


'  !'i  lu  ai  fridges  require  compatible  drives. 

■  .  iKihiuv  ratings  based  on  independent  research. 


3M  Reliability 


News 


Digitized  art  gallery  paints  retail’s  future 


By  Julia  King 


■  A  New  York  art  gallery  owner  turned 
high-tech  entrepreneur  has  developed 
a  turnkey  computer  system  that  en¬ 
ables  art  dealers  to  substitute  informa¬ 
tion  for  inventory,  and  thus  save  hun¬ 
dreds  of  thousands  of  dollars  in 
shippingand  carrying  costs. 

In  developing  and  launching  his  Art- 
View  system,  Ken  Nahan  has  also 
emerged  as  a  front-runner  in  a  technol¬ 
ogy  that  could  soon  change  the  way  real 
estate,  clothing,  cars  and  other  goods  are 
bought  and  sold,  analysts  say. 

“The  intrinsic  value  of  this  kind  of  sys¬ 
tem  is  that  it  lets  the  customer  create 
their  own  way  of  shopping,”  said  Jim  Gil¬ 
more,  a  partner  at  the  Cleveland  office  of 
CSC  Consulting  Group. 

“Short  term,  this  is  about  reversingthe 
supply  chain,”  Gilmore  said.  “But  even¬ 
tually,  it  will  eliminate  the  supply  chain.” 

Easy  sales 

ArtView,  which  comprises  interactive 
software  written  in  C  and  C + +  on  a  Mac¬ 
intosh,  enables  gallery  owners  world¬ 
wide  to  call  up  thousands  of  digitized  im¬ 
ages  based  on  customers’  individual 


preferences.  Images  are  stored  on  a  Sun 
Microsystems,  Inc.  workstation  in  an  ACI 
US,  Inc.  Fourth  Dimension  relational  da¬ 
tabase  maintained  by  Nahan’s  company, 
New  York-based  HoniCorp,  Inc. 

Using  Art  View,  a  Memphis  buyer  inter¬ 
ested  in  19th  century  drawings  priced  at 
less  than  $10,000  enters  those  criteria  in¬ 
to  the  system.  ArtView  then  pulls  up  im¬ 
ages  and  information  about  all  pieces 
that  fit  the  request.  It  also  furnishes  in¬ 
formation  about  the  artist  and  the  value 
and  sales  history  of  other  works. 

Should  the  customer  decide  to  buy,  Art- 
View  completes  the  sale  electronically 
over  an  integrated  private  transaction 
network.  From  there,  the  artwork  is 
shipped  directly  to  the  buyer  from  the 
gallery  of  origin. 

“What  we’re  doing  is  providing  any 
gallery  the  ability  to  reduce  overall  in¬ 
ventory  costs,”  which  can  range  from 
$6  million  to  $15  million,  said  Douglas 
Scott,  HoniCorp’s  acting  president. 
“We’re  also  providing  mom-and-pop 
shops  with  the  ability  to  tie  into  inven¬ 
tories  of  major  galleries.” 

Additionally,  ArtView  enables  gallery 
owners  to  market  directly  to  regular  cli¬ 
ents  by  creating  customized  catalogs 
based  on  customers’  preferences.  Cur¬ 


rently,  galleries  must  stock 
hundreds  of  expensive  pa¬ 
per  catalogs  with  photo¬ 
graphs  of  artwork  that  other 
dealers  carry,  and  custom¬ 
ers  can  spend  hours  or  even 
days  searching.  Scott  esti¬ 
mates  that  about  60%  of  all 
artwork  is  purchased  from 
catalogs. 


Retail  boon 

For  retailers  in  other  busi¬ 
nesses,  ArtView  represents 
a  working  example  of  a  sub¬ 
stantially  more  efficient  and 
cheaper  way  of  doing  business,  accord¬ 
ing  to  Bob  Delaney,  a  logistics  expert  and 
executive  vice  president  at  Cass  Infor¬ 
mation  Systems,  Inc.  in  St.  Louis.  “It  just 
doesn’t  get  any  better  than  when  you  can 
hold  inventory  in  one  location  and  not  get 
into  issues  of  depreciation,  overstocking 
and  obsolescence,”  Delaney  said. 

Gilmore,  meanwhile,  said  the  technol¬ 
ogy  has  the  potential  to  eliminate  retail¬ 
ers  altogether,  as  systems  such  as  Art- 
View  are  put  directly  into  the  hands  of 
consumers  using  PCs.  “This  kind  of  net¬ 
working  and  interactive  technology  al¬ 
lows  a  single  person  to  be  in  more  than 


one  place  at  a  time,”  he  said. 
“That  eliminates  the  need  to 
visit  retail  outlets  one  at  a 
time.” 

ArtView  is  not  without  its 
critics,  however.  Among 
them  is  E.  William  Judson, 
president  of  Judson  Art 
Warehouse,  Inc.,  a  national 
art  storage  and  shipping 
company  that  operates  a 
150,000-sq.-ft.  storage  facili¬ 
ty  in  Long  Island  City,  N.Y. 

“It’s  not  the  way  fine  art  is 
bought  and  sold,”  Judson 
said  of  the  electronic  meth¬ 
od.  Many  art  buyers  like  to  think  they  are 
making  a  good  investment,  he  noted, 
“and  good  investments  are  not  made  by 
viewing  thousands  of  digitized  images.” 

Currently,  two  galleries  are  beta-test- 
ingthe  system,  which  is  slated  for  rollout 
to  40  more  galleries  in  January,  Scott 
said.  He  estimated  that  80  to  100  galleries 
will  be  on-line  to  a  database  containing 
50,000  to  70,000  digitized  images  by  the 
end  of  next  year.  Galleries  will  pay  $1,200 
a  month  to  tie  into  ArtView. 


Another  Fine  Arts  organization  adopts  tech¬ 
nology:  the  San  Francisco  orchestra.  Page  93. 


Ken  Nahan’s  ArtView 

could  change  the  way 
re  tail  goods  are 
bought  and  sold 


Burnett’s  Stars  and  Comet 
fill  traditional  IS  ‘black  hole’ 


By  KimS.  Nash 

CHICAGO 


A  “Stars”  was  born  recently  at  Leo  Burnett 
Worldwide,  Inc. 

The  advertising  agency,  one  of  the  largest  in 
the  world,  has  increasingly  felt  the 
need  to  step  up  its  information  sys¬ 
tems  efforts  as  younger  agencies 
have  shown  themselves  unafraid 
to  take  technology  risks. 

Out  of  that  need  grew  the  Spot 
Television  and  Radio  System,  or 
Stars  —  the  agency’s  attempt  to 
walk  on  the  IS  wild  side.  The  cli¬ 
ent/server  application  was  built  on 
Sybase,  Inc.  databases  to  track  ad¬ 
vertising  methods,  media  and  re¬ 
sulting  sales  for  Burnett’s  34  glob¬ 
al  clients. 

At  age  59,  Burnett  may  be  a 
granddad  in  advertising  circles, 
but  the  firm  is  not  doddering  or 
wheezing.  With  its  U.S.  counter¬ 
part,  Leo  Burnett  Co.,  the  world¬ 
wide  agency  pulled  down  $4  billion 
in  revenue  last  year. 

Stars’  sidekick 

Yet  when  it  came  to  creating  Stars,  in-house  de¬ 
velopers  knew  that  the  resulting  40G-byte  sys¬ 
tem  would  be  too  big  and  expensive  to  deploy 
at  each  of  Burnett’s  60  offices  worldwide.  So  the 
company  brainstormed  a  novel  solution  to  a  cli¬ 
ent/server  problem  that  plagues  other  large 
companies  struggling  to  distribute  applica¬ 


tions:  It  created  a  thinned-to-the-bone  version 
of  Stars  that  cut  out  some  of  the  more  sophisti¬ 
cated  analysis  functions  and  made  it  more  por¬ 
table. 

Thus,  a  skinny,  20M-byte,  LAN-based 
companion  to  Stars  —  called  Coordination  of 
Media  and  Expenditure  Tracking 
(Comet)  — will  be  installed  at  ma¬ 
jor  offices  in  Europe  and  Asia  by 
early  next  year.  In  essence,  Comet 
is  a  global  sidekick  to  Stars. 

The  system  was  designed  to  give 
local  users  information  they  need 
but  allow  access  to  the  Stars  moth¬ 
ership,  said  Rajinder  Gupta,  direc¬ 
tor  of  information  management. 
For  example,  users  can  track  cur¬ 
rent  so-called  “agency  of  record” 
data  on  media  campaigns  on  Com¬ 
et  but  have  to  dial  into  Stars  to  re¬ 
quest  historical  information  for  a 
given  account. 

Comet  also  means  that  Burnett 
does  not  have  to  hire  and  train  60 
database  administrators  on  the  in¬ 
tricacies  of  Stars  —  not  to  mention 
buy  the  required  IBM  RS/6000  Unix-based 
hardware  and  Sybase  software  for  each  loca¬ 
tion. 

“It’s  just  too  much  money  to  do  something 
like  that,”  Gupta  said.  He  declined  to  estimate 
what  those  costs  would  be.  But  salaries  for  da¬ 
tabase  managers  alone  average  $58,453,  ac¬ 
cording  to  Computerworld' s  1994  salary  sur¬ 
vey  [CW,  Sept.  5], 

A  key  goal  of  Stars  and  Comet  is  to  give  users 


Users  stay  with 
an  apple  a  day 


When  Leo  Burnett 
opened  its  doors  in 
1935,  a  bowl  of  apples 
was  put  out  for  visitors, 
starting  a  company 
tradition.  Last  year,  the 
agency  gave  away 
758,000  apples. 


Leo  Burnett  Co. 

Chicago 


Challenge:  To  deploy  a 
client  account  tracking 
application  based  on 
Very  Large  Database 
technology  worldwide 
without  jacking  up 
personnel  orequipment 
costs  at  each  location. 


Technology:  Sybase’s 
SQL  Server  database, 
Powersoft  Corp.’s 
PowerBuilder 
development  tool,  IBM 
RS/6000  Unix  hardware 
and  TCP/IP  networks. 


Results:  A  master 
account  tracking  system 
that  speeds  queries  and 
offers  historical  data. 
Slimmer  versions  ofthe 
application  are  being 
rolled  out  globally. 


Future  plans:  To  decide 
between  Hewlett- 
Packard  Co.’s  Open  View 
and  IBM’s  NetView  for 
systems  management 
andperhapsadd  parallel 
processing. 


an  idea  of  which  advertising  methods  pay  off 
and  which  bomb.  This  is  valuable  information 
for  clients  such  as  Philip  Morris,  Inc.,  McDon¬ 
ald’s  Corp.  and  Procter  &  Gamble  Co. 

Faster,  more  aceurate 

For  example,  if  Procter  &  Gamble  buys  com¬ 
mercial  time  on  Korean  TV  stations  to  hawk 
dish  soap  and  runs  a  coupon  promotion  in  Cos¬ 
ta  Rica’s  Two  Times  newspaper,  Burnett  ac¬ 
count  managers  can  now  show  their  client 
which  vehicle  was  more  effective  and  why.  And 
they  can  do  that  a  lot  faster  now  than  six 
months  ago. 

Users  previously  tracked  this  information 
via  a  combination  of  PC  tools  and  a  gabby  cre¬ 
ative  staff  who  regularly  exchanged  informa¬ 
tion.  Queries  were  answered  via  batch  reports 
that  could  take  anywhere  from  a  few  hours  to  a 
weekortwotorun.Bymid-1995, 2,000  users  are 
expected  to  be  on  the  systems. 

Now,  most  queries  are  answered  in  one  to  two 
seconds,  although  the  system  may  take  as  long 
as  “several  minutes”  to  respond  to  some  of  the 
more  complicated  questions,  Gupta  said.  Bills 
can  also  be  cleared  for  payment  on-line  now 
rather  than  via  overnight  processing,  he  said. 

Burnett  can  also  use  Stars  to  squeeze  better 
rates  from  media  outlets  such  as  MTV  or  CNN. 

The  scope  and  ambition  of  Stars  and  Comet 
stand  out  in  an  industry  where  IS  has  tradition¬ 
ally  been  viewed  as  “a  black  hole,”  said  Nick 
Rudd,  chief  information  officer  at  advertising 
rival  New  York-based  Young&  Rubicam,  Inc. 

Until  recently,  ad  executives  saw  technology 
as  “a  cost  to  be  borne,  rather  than  an  invest¬ 
ment  to  be  managed,”  Rudd  said.  He  started  an 
IS  committee  within  the  American  Association 
of  Advertising  Agencies  in  July  1992  to  help  ad 
executives  understand  how  critical  technology 
will  be  to  winning  and  keepingnew  business  in 
the  near  future,  he  said. 
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“Longest  Battery  Life  Ever:  Dell 
Computer’s  new  Latitude  XP  notebooks 
are  a  workaholic’s  dream’.’ 

PC  World 


DELL®  LATITUDE  XP™ 

IntelDX4™  100MHz  System 

•  9.5"  Dual  Scan  Color  Display 

•  8MB  RAM  (36MB  Max  RAM) 

•  340MB  Removable  Hard  Drive 

•  PC  Card  Slots:  2  Type  II  or  1  Type  III 

•  New  Smart  Lithium  Ion  Battery 

•  Optional  Advanced  Port  Replicator 
with  built-in  Ethernet  and  SCSI 

•  3 -year  Warranty' 

$3499- 

Business  Lease0:  $129/Mo. 

Order  Code  #600025 

DELL  LATITUDE™ 

IntelDX2™  50MHz  System 

•  9.5"  Dual  Scan  Color  Display 

•  4MB  RAM  (20MB  Max  RAM) 

•  200MB  Upgradeable  Hard  Drive 

•  PC  Card  Slots:  2  Type  II  or  1  Type  III 

•  Second  NiMH 
Battery  -  $99 
more  (required 
for  extended 
battery  life) 

$2299 

Business  Lease:  $85/Mo. 

Order  Code  #600022 
(System  not  pictured) 


HOW  DELL 
GIVES  YOU 
TRUE  8-HOUR 
BATTERY  LIFE 


The  Latitude  XP  notebooks  lithium 
ion  battery  packs  more  juice  into 
the  same  space  as  older  batteries. 

The  Latitude  notebook,  our  value- 
priced  model,  provides  up  to  8  hoursA 
by  supporting  2  NiMH  batteries * 

Our  exclusive  power  management 
software  is  designed  to  dynamically 
adjust  energy  consumption. 

Dell’s  engineering  expertise  combines 
advanced  battery  technology 
with  power  management  software 
to  give  you  higher  performance 
without  sacrificing  battery  life. 

AActual  battery  life  will  vary 
depending  on  nature  and  frequency 
of  use  and  configuration. 


The  big  news  at  35,000  feet 
these  days  is  Dell  Computer’s  line 
of  Latitude  notebooks  and  their 
unrivaled  eight  hours  of  battery  life? 

Check  either  one  of  these 
workhorses-of-a-notebook  on  board 
and  you’ll  get  a  world  of  work  done 
as  you  streak  across  the  Atlantic. 

While  those  two-hour  laptop 
guys  around  you  are  eventually  left 
eating  peanuts  and  reading  the 
safety  instructions  for  the  fifth  time. 

To  let  the  people  at  your  office 
check  the  long-lasting  Latitude  XP 
or  Latitude  notebooks  onto  their  next 
transatlantic  flights,  call  us  today  and 
place  your  order. 

And  then,  when  they  finally 
touch  down  on  that  blessed  plot, 
they’ll  have  a  notebook  with  plenty 
of  juice  left  to  do  that  expense  report. 

DGLL 


(800)  433-3508 


MONDAY-FR1DAY  7AM-9PM  CT  •  SATURDAY  10AM-6PM  CT  •  SUNDAY  12PM-5PM  CT 
KEYCODE  #1 1HS6  •  CANADA*  CALL  800-387-5755  •  MEXICO  CITY*  CALL  800-228-7811 


Computer  Industry 


End  of  an  era 

Former  chairman  Raymond 
Noorda,  70,  retired  last  week 
from  Novell,  Inc.,  although 
he  remains  the  firm’s  largest 
shareholder.  WordPerfect 
co-founders  Alan  Ashton 
and  Bruce  Bastian  replace 
Noorda  on  the  board. 

Plaintree’s  sales  off 

Plaintree  Systems,  Inc. 
has  cut  projected  revenue 
for  fiscal  year  1995  to  $29.4 
million  and  projected  profit 
to  $505,000  because  a  higher 
proportion  of  sales  are  now 
expected  through  OEMs  at  a 
greater  discount.  Plaintree 
had  earlier  projected  $37.8 
million  in  revenue  and  a  $4 
million  profit. 

Computoneon  track 

Computone  Corp.  revised 
its  results  for  the  second 
quarter  of  fiscal  year  1995 
ended  Oct.  7.  Last  week  it  re¬ 
ported  revenue  of  $4  million 
compared  with  $3.2  million 
in  revenue  for  the  same  pe¬ 
riod  last  year.  Profits  rose  to 
$436,000  from  $139,000  in 
the  same  period  last  year. 


AST  makes  plans  for  happier  new  year 


By  Jaikumar  Vijayan 


AST  Research,  Inc.  would  like  nothing  better  than 
to  put  1994,  a  year  in  which  little  has  gone  right, 
behind  it. 

Delayed  or  missed  product  announcements,  near- 
stagnant  growth  in  the  U.S.,  the  shuttering  of  one  of 
its  manufacturing  facilities  and  a  significant  layoff 
have  all  contributed  to  a  less-than-stellar  year  for  the 
PC  maker. 

After  posting  its  second  successive  quarterly  loss, 
AST  is  shifting  its  strategy  to  help  regain  some  lost 
territory,  according  to  Safi  Qureshey,  chairman  and 
chief  executive  officer.  “After  going  through  a  period 
of  60%  to  70%  growth,  this  has  been  a  period  of  looking 
back,  of  catching  our  breath  and  regaining  some  of 
our  focus,”  he  said. 

Observers  contend  that  AST  may  have  spread  itself 
too  thin  in  terms  of  product  offerings  and  business 
strategy.  They  point  to  the  company’s  acquisition  of 
Tandy  Corp.  last  year  as  one  example  of  AST’s  focus 
meandering  from  its  principal  strengths  in  engineer¬ 
ing  and  manufacturing. 

Step  by  step 

Qureshey  outlined  the  following  measures  AST  will 
take  to  get  back  on  track: 

•  Reduce  brand  and  product  clutter  by  drastically 
pruningthe  number  of  its  desktop,  portable  and  serv¬ 
er  models  by  about  50%  by  first-quarter  1995. 

•  Cut  time  to  market  and  time  to  volume.  The  compa¬ 
ny  has  missed  product  introductions  throughout  the 
year  and  hopes  to  resolve  the  problem  with  a  smaller 
product  portfolio. 

•  Focus  primarily  on  the  high  end  of  the  consumer 


AST  Research  CEO 
Safi  Qureshey:  out¬ 
lines  agressive  plan 
to  regain  focus 


Good  and  bad 


Despite  two  straight 
quarters  in  the  red, 
AST’s  worldwide 
growth  rate  of  16.6% 
has  been  on  par  with 
the  industry  average 
of  about  15.8%, 
according  to 
International  Data 
Corp.  (IDC).  However, 
AST’s  U.S.  growth  rate 
of  1.8%  has  been  near- 
stagnantcompared 
with  14.4%  U.S.  growth 
overall,  IDC  said. 


and  business  segments  and  commit  to  bringing 
“fewer  key  products”  to  market. 

•  Increase  emphasis  on  a  design-to-order  and  build- 
to-order  business  model. 

•  Continue  consolidation  of  AST’s  distribution  base, 
with  a  focus  on  marketingthrough  large  regional  and 
national  resellers  and  distributors. 

AST,  which  has  discontinued  manufacturing  pen- 
based  products  and  subnotebooks,  will  further  pare 
its  products  to  those  based  on  high-end  Intel  Corp. 
Pentium  processors  and  a  couple  of  Intel  I486  proces¬ 
sors.  Several  of  the  company’s  configurations  based 
on  these  chips  will  stop  shippingby  the  end  of  the  year. 
Similarly,  AST  also  plans  to  reduce  its  hard  drive  of¬ 
ferings  from  eight  memory  sizes  to  three:  a  lG-bvte 
version,  a  540M-byte  version  and  a 270M-byte  version. 

Part  of  the  consolidation  will  also  include  a  ratio¬ 
nalization  of  the  company’s  brands.  For  example,  in¬ 
stead  of  having  several  server  brands,  AST  wall  fold 
them  all  into  its  Manhattan  family.  On  the  notebook 
side,  the  company  is  already  de-emphasizing  its  Bra¬ 
vo  and  Advantage  lines  and  turning  customer  focus 
to  its  Ascentia  line.  A  similar  brand-unification  strat¬ 
egy  is  under  way  on  its  desktop  and  notebook  prod¬ 
ucts,  too,  sources  close  to  the  company  said. 

Whatever  the  turnaround  plans,  the  next  few  quar¬ 
ters  could  be  crucial  for  AST,  analysts  said. 

“The  company’s  position  is  among  the  leaders  in 
the  industry.  Unfortunately,  they  have  had  trouble  ex¬ 
ecuting.  They  have  been  falling  off  because  they  can’t 
seem  to  make  it  all  work,”  said  Richard  Zwetchken- 
baum,  an  analyst  at  International  Data  Corp.  in  Fra¬ 
mingham,  Mass.  “They  are  trying  to  play  like  a  top- 
tier  vendor.  Ultimately,  they  are  going  to  have  to 
project  that  image,”  he  said. 


Autodesk  improves 

Autodesk,  Inc.  reported 
revenue  of  $108.2  million  for 
the  second  quarter  ended 
Oct.  31,  up  from  $98.2  million 
for  that  period  last  year.  The 
firm  posted  a  $  15.9  million 
profit  compared  with  a  $  1 4.9 
million  profit  for  the  same 
period  in  fiscal  year  1993. 

SHORTTAKES  Decision-sup- 
port  software  vendor  Meta¬ 
phor,  Inc.  will  auction  all  its 
equipment  and  furnishings 
at  its  software  development 
facility  in  Mountain  View, 

Calif.,  on  Dec.  1 _ Claiming 

no  liability,  Applied  Mag¬ 
netics  Corp.  will  distribute 
$1 .25  million  in  common 
stock  and  $2.75  million  from 
its  insurance  carrier  to  peo¬ 
ple  who  purchased  the  com¬ 
pany's  common  stock  be¬ 
tween  October  1992  and 
October  1993  to  dismiss  a 
1993  securities  class  action 
lawsuit —  Systems  integra¬ 
tor  Logiea  North  America, 
Inc.  will  change  its  name  to 
Logiea,  Inc. 


Lotus  Institute  takes  Notes 
on  use,  influence  of  groupware 


By  Lynda  Radosevich 


■  After  years  of  hawking  Notes  as  the  soft¬ 
ware  solution  to  teamwork  communica¬ 
tion  issues,  Lotus  Development  Corp.  has 
decided  to  actually  study  those  issues. 
The  findings,  Lotus  said,  will  help  it  fur¬ 
ther  develop  its  bellwether  groupware 
product. 


The  ongoing  research  will 
be  conducted  by  a  recently 
launched  group  called  the  Lo¬ 
tus  Institute.  Composed  of  17 
Lotus  employees,  plus  a  hand¬ 
ful  of  analysts  and  customers, 
the  Lotus  Institute  plans  to  re¬ 
search  high-level  people  man¬ 
agement  problems  to  see  how 
information  technology  can 
help  improve  organizational 
performance.  Of  course,  Lo¬ 
tus’  ultimate  goal  is  to  better 
develop  and  promote  Notes. 

But  this  is  more  than  just  a 
bald-faced  marketing  ploy,  according  to 
observers.  The  institute  is  led  by  Chris 


Newell,  a  clinical  psychologist.  Lotus  also 
bought  last  summer  The  Human  Interface 
Group  —  a  technology  consulting  company 
with  psychologists  and  management  con¬ 
sultants  in  its  ranks  —  to  help  launch  the 
institute. 

Lotus  officials  said  they  have  been  sur¬ 
prised  by  the  ways  in  which  people  are  us¬ 
ing  Notes.  Many  of  the  biggest  Notes  sites 
claim  the  groupware  has 
helped  change  the  structure  of 
their  organizations  by  distrib¬ 
uting  knowledge  and  expand¬ 
ing  communication.  For  in¬ 
stance,  an  employee  is  more 
likely  to  send  the  president 
electronic  mail  than  call  him. 

“We  found,  through  our  own 
use  and  from  discussions  with 
customers,  that  Notes  has  the 
potential  to  affect  the  DNA  of 
an  organization,  and  we  decid¬ 
ed  that  it’s  in  our  best  interest 
to  understand  wrhy,”  said  New¬ 
ell,  executive  director  of  the 
Lotus  Institute. 

In  addition,  the  institute  plans  to  work 


with  specific  user  sites,  beginning  with 
Hoffman  Laroche  in  Germany,  to  craft  spe¬ 
cific  applications  for  the  company’s  needs. 
Unlike  application  development  tech¬ 
niques,  which  tend  to  throw  technology  at 
specific  business  problems,  the  institute 
plans  to  first  observe  and  document  how 
people  work  together  and  then  shape  an 
application  to  augment  employees’  natural 
working  patterns. 

Cutting  edge 

The  Lotus  Institute  manifests  an  emerging 
mode  of  thinking  in  the  high-tech  industry, 
according  to  Larry  Prusack,  a  principal  at 
Ernst  &  Young’s  Center  for  Business  Inno¬ 
vation  in  Boston. 

Richard  Lester,  vice  president  of  infor¬ 
mation  services  at  Associated  Grocers,  Inc. 
in  Seattle,  a  Notes  site,  said  the  research 
could  help  Lotus  better  describe  the  enig¬ 
matic  concept  of  groupware  while  also  im¬ 
proving  Notes.  “I’m  not  much  of  a  touchy- 
feely  type,  but  it  might  be  very  useful,” 
Lester  said. 

Lotus  is  not  alone  in  its  desire  to  study 
the  intersection  of  people  management 
and  communication  technology  issues. 
Managing  the  “intellectual  capital”  that 
emanates  from  knowledge  workers  —  usu¬ 
ally  in  electronic  document  form  —  is  in¬ 
creasingly  becominga  hot  topic,  according 
to  analysts. 


Clinical  psychologist 
Chris  Newell  heads  the 
Lotus  Institute 
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kit  to  this  unique  company  Bay  Networks.  Nobody 
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Viewpoint 


Pondering  pachyderms 

By  now,  everyone  of  voting  age  has 
expressed  his  shock/delight/ 
amazement  at  the  outcome  of  the 
recent  midterm  elections. 

And  with  apologies  to  our  adjoiningeditorial  car¬ 
toon,  I  call  you r  attention  to  our  poll  last  week  in  which 
IS  managers  overwhelmingapproved  of  the  outcome, 
with  a  clear  majority  sayingthe  Great  Elephant  Walk 
is  good  news  for  high  tech. 

Also,  the  chiefs  of  most  vendors  are  no  doubt  still 
shaking  off  their  postelection  celebratory  hangovers. 
And  why  not?  The  Democrats  have  always  expressed 
more  faith  in  biggovernment  than  in  free  markets  and 
have  governed  accordingly. 

Business  is  lickingits  chops,  believingthat  from 
nowon,  it  won’t  be  business  as  usual  —  as  least  not 
the  way  it’s  been  dictated  during  the  last  40  years  of 
Democratic  congressional  leadership. 

Really?  Consider  this  anecdote.  I  met  this  guy  re¬ 
cently  who,  in  a  former  life,  ran  a  large  farm  in  North 
Carolina.  Amongthe  crops  in 
his  quasi-communal,  all- 
organic  Eden  was  the  curse  of 
Sir  Walter  Raleigh  —  tobacco. 

Why?  Because  after  the  to¬ 
bacco  was  harvested  and 
dried,  he  said,  “someone would 
come  and  pick  it  up.  Then  the 
government  would  send  us  a 
bigcheck.”  The  money  was 
courtesy  of  U.S.  Sen.  Jesse 
Helms,  whose  support  for  sub¬ 
sidies  ensured  that  tobacco  and  all  its  wonderful 
benefits  would  remain  apart  of  American  life.  That’s 
Republican  Sen.  Jesse  Helms. 

Whether  apigis  dressed  as  an  elephant  or  a  donkey, 
it  will  seldom  pass  on  a  meal  at  the  federal  trough  and 
the  scraps  that  fall  to  his  constituents. 

So  people  in  high  tech  must  push  the  new  leadership 
to  pursue  changes  that  actually  have  a  chance  of  oc¬ 
curring.  Here  are  some  suggestions: 

•  Make  sure  any  breaks  for  business  benefit  not  only 
the  company  but  also  American  workers.  Tie  tax  cred¬ 
its  and  other  relief  to  creatingjobs  domestically. 
What’s  good  for  business  is  not  necessarily  good  for 
America. 

•  Subject  major  government-backed  high-tech  R&D 
outlays  (nondefense)  to  approval  or  at  least  review 
by  an  ad  hoc  committee  of  private  sector  executives. 
Why  should  we  think  the  federal  government  is  all- 
knowingwhen  it  comes  to  allocating  scarce  R&D? 

•  Protect  U.S.-made  high-tech  products  from  unfair 
import  policies  abroad.  This  of  course  means  cleaning 
up  ou r  own  warped  policies,  like  the  one  imposing25% 
duties  on  light  truck  imports  in  order  to  prop  up 
Detroit. 

•  Assist  in  the  construction  of  the  information  high- 
way  by  making  certain  there  are  no  outdated  govern¬ 
ment  regulations  in  the  way.  In  other  words,  help  clear 
the  trees  and  boulders,  then  get  out  of  the  way. 

Much  of  the  campaign  rhetoric  will  just  go  up  in 
smoke.  The  least  the  high-tech  community  can  do  is 
push  the  new  order  to  stand  and  deliver  on  issues  of 
real  substance. 

Bill  Laberis,  Editor  in  Chief 
Internet:  bl aberis ( u  cw.com 


Bundle  bashing 

Carole  Patton  seems  to  think  the 
practice  of  bundling  applications 
with  operating  systems  is  wrong 
[“Bundles  are  bad  news,”  CW, 
Nov.  14].  Apparently,  when  operat¬ 
ing  systems  vendors  do  this,  they 
have  an  unfair  advantage  over  oth¬ 
er  vendors. 

She  also  suggests  that  the  feder¬ 
al  government  should  be  involved. 
What’s  next?  Perhaps  a  U.S.  Jus¬ 
tice  Department  review  board  to 
oversee  all  software  modifications 
and  ensure  that  the  functionality 
of  all  new  software  releases  does 
not  conflict  with  any  existing  soft¬ 
ware  packages.  How  horrifying! 

The  feature  sets  of  applications 
and  operating  systems  are  con¬ 
stantly  growing,  putting  third-par¬ 
ty  developers  on  notice.  A  third- 
party  developer  is  locked  out  only 
to  the  extent  that  the  enhanced 
software  is  successful.  If  the  fea¬ 
ture-limited  version  of  Microsoft 
Office  locks  out  third-party  ven¬ 
dors,  it  is  because  of  the  quality  of 
Microsoft’s  software  and  the  inge¬ 
nuity  of  its  marketing. 

David  Michael  Bernard 
New  York 

Medical  database 
might  mislead 

I  like  the  idea  of  being  able  to  ac¬ 
cess  information  regarding  medi¬ 
cal  treatment  so  1  can  make  an  in¬ 
formed  decision  [“Data  debased,” 
CW,  Oct.  10].  But  medical  informa¬ 
tion,  unlike  records  on  child  mo¬ 
lesters,  is  very  complex  and  often 
confusingand/or  misleadingto  the 
layperson. 

You  cite  a  Boston  Globe  report 


that  “a  very  small  percentage  of 
doctors  account  for  a  very  large 
percentage  of  malpractice 
claims.”  Did  that  report  consider 
that  some  doctors  work  in  emer¬ 
gency  rooms,  where  resources 
and  time  restrictions  increase  the 
error  rate?  Or  that  certain  special¬ 
ties  (obstetrics/gynecology,  radi¬ 
ology)  have  enough  ambiguity  to 
leave  the  door  open  for  frivolous 
lawsuits?  Or  that  some  doctors 
avoid  difficult  cases  for  fearoflaw- 
yers? 

If  a  doctor  database  can  assure 
that  no  user  is  misled,  fine,  but  I  do 
not  think  it  is  as  simple  as  the  Clin- 
tonites  would  have  us  believe. 

Charlie  Perrell 

Los  Alt  os,  Calif. 

Mac  isn’t  the  only 
proprietary  choice 

The  Macintosh  has  been  univer¬ 
sally  criticized  for  being  different, 
toyish  and — worst  of  all  —  propri¬ 
etary.  Well,  isn’t  a  Microsoft  PC 
just  as  proprietary?  Microsoft 
wants  to  control  both  sides  of  the 
hard/soft  divide  (e.g.,  new  Plug 
and  Play  initiatives  for  Windows) 
for  the  same  reasons  Apple  does: 
They  can  then  concentrate  on 
making  things  work  better  instead 
of  merely  makingthem  work. 

If  having  open  hardware  is  so 
important,  then  why  do  80%  of  PCs 
come  loaded  with  Windows? 
What’s  so  great  about  the  “open” 
PC?  It’s  cheap,  but  even  if  the  hard¬ 
ware  cost  five  times  as  much,  it 
still  wouldn’t  approach  the  stag¬ 
gering  support  costs. 

The  Microsoft  folks  have  their 
own  proprietary  object  model, 
their  own  proprietary  messaging 
system  and  most  of  all,  their  own 


proprietary  API.  Choose  Windows 
and  you  lock  yourself  into  Win¬ 
dows  apps;  choose  the  Macintosh 
and  you  lock  yourself  into  Macin¬ 
tosh  apps.  If  anything  is  propri¬ 
etary,  the  Microsoft  PC  is.  You  can’t 
ignore  the  Macintosh  because  of 
its  own  proprietary  nature. 

David  L.  Neumann 
Houston 


It’s  alive 

Your  editorial  on  Intel’s  depic¬ 
tion  of  the  I486’s  being  near 
death  [“Wait  out  Pentium,”  CW, 
Oct.  24]  was  right  on  the  nose.  It 
is  obvious  that  Intel  wants  to 
put  a  lid  on  the  486  and  move  to 
the  Pentium.  It  also  appears 
that  some  vendors  are  jumping 
on  the  “let’s  kill  the  486”  band¬ 
wagon.  Dell’s  portrayal  of  a 
bloody  486  chip  in  a  recent  ad 
definitely  fits  Intel’s  strategy. 
Keep  up  the  good  work. 

Richard  A.  Stephens 
President 
The  Information  Center  Co. 

Eagan,  Minn. 
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Viewpoint 

To  play  or  not  to  play,  that  is  the  PC  question 


The  advent  of  the  PC  has  forever 
changed  the  simple  life  in  regard  to 
corporate  information  technology. 
Ah,  for  the  old  days  when  you  could 
go  to  the  CEO  and  tell  him  that  you 
needed  a  paltry  $50  million  for  the  lat¬ 
est  supercharged  Colossus/HAL9000 
mainframe  and  a  couple  thousand  terminals 
to  go  with  it. 

Yes,  those  were  the  days  my  friends.  There 
was  no  doubt  in  anyone’s  mind  that  you  were 
requesting  tools  solely  for  business  purposes 
because  you  couldn’t  do  anything  else  with 
them.  In  fact,  there  wasn’t  anythingyou  would 
want  to  do  with  them.  Computers  were  too 
cumbersome  to  play  with,  and  people  who  ac¬ 
tually  loved  them  went  into  the  scientific  arena 
and  worked  with  minicomputers. 

No,  the  people  working  in  corporate  infor¬ 
mation  technology  groups  did  so  for  the  follow¬ 
ing  reasons: 

•  They  liked  the  starched  white  shirts  and  nar¬ 
row  black  ties. 

•  They  had  masochistic  tendencies  that  al¬ 
lowed  them  to  enjoy  the  pain  that  unyielding, 
monolithic  mainframes  inflicted  on  their  lives. 
•  Their  college  counselors  told  them  they 
would  make  more  money  working  in  the  com¬ 
puter  field  than  they  would  as  high  school 


Larry  Runge 

physical  education  teachers. 

Alas,  nevermore.  First,  the  Apple  and  then 
the  ubiquitous  vanilla  IBM  PC  slipped  into  cor¬ 
porations  through  dark  channels  and  our 
once-ordered  lives  changed  forever. 

You  see,  the  problem  is  that  the  PC  has  a 
schizophrenic  nature:  It  suffers  from  dual  per¬ 
sonalities.  It’s  sort  of  a  technological  Jekyll 
and  Hyde,  if  you  will. 

In  persona  one,  the 
PC  is  a  business  tool 
with  incredible  pow¬ 
er.  Its  price/perfor¬ 
mance  ratio  will 
make  even  the  bold¬ 
est  of  mainframes 
blush  in  shame.  Let’s 
admit  it,  comparing  a 
PC  to  a  terminal  is 
similar  to  comparing 
a  Maserati  to  an  ox 
cart.  The  PC  is  truly  driving  the  information 
revolution. 

Yet  in  its  second  persona,  the  PC  is  also  a  toy. 
You  can  play  the  most  incredible  and  exotic 
games  on  it  or  listen  to  your  favorite  Stone 
Temple  Phots  CD  through  it.  And  for  an  exceed¬ 
ingly  large  number  of  us,  the  darned  things  are 
just  plain  fun  to  fool  with.  Aye,  there’s  the  rub. 


Now,  not  only  is  budgeting  for  PCs  harder 
than  trying  to  catch  a  greasy  armadillo  in  a 
room  full  of  Texans,  but  you’re  also  never  quite 
sure  if  the  people  requesting  them  want  them 
as  a  tool  or  a  toy.  Microsoft  even  ships  games 
with  Windows. 

Few  can  deny  that  the  best  way  a  neophyte 
can  overcome  computerphobia  is  by  playing 

one  of  the  many  fine 
games  available,  yet 
at  some  time  the 
games  must  end  and 
the  business  must 
begin.  But  add  hun¬ 
dreds  of  screen  sav¬ 
ers,  which  look  suspi¬ 
ciously  like  compu¬ 
ter  games  anyway,  to 
the  game-playing  go¬ 
ing  on  during  lunch 
hours  and  the  tool/ 
toy  issue  becomes  very  cloudy  indeed. 

No  wonder  chief  financial  officers  are  start¬ 
ing  to  view  all  PC  requests  with  skepticism. 
Hmmm,  I  wonder  if  physical  education  teach¬ 
ers  have  these  problems. 


Runge  is  chief  information  officer  at  Wheels,  Inc.  in 
Des  Plaines,  Ill. 
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The  “right”  way  to  wire  NewtNet 


It  would  figure  that  after  the  biggest  elec¬ 
toral  earthquake  in  40  years,  at  least 
a  few  of  the  aftershocks  would  be  digital. 
The  next  speaker  of  the  House  promises 
to  post  pending  legislation  on  the  Inter¬ 
net.  The  political  agenda  may  be  con¬ 
servative  but  the  technology  is  not.  Call 
it  NewtNet. 

This  new  Republican  majority  isn’t  about  to 
turn  A1  Gore’s  metaphorical  —  all  together 
now  —  information  superhighway  into  a  digi¬ 
tal  dirt  road.  The  Re¬ 
publican  leadership 
may  reject  the  Clin¬ 
ton  administration’s 
vision  of  a  National 
Information  Infra¬ 
structure  (Nil)  — 
don’t  you  feel  just  a 
teensy  bit  sorry  for 
all  those  multimedia 
moguls  and  civic- 
minded  computopi- 
ans  who  agreed  to 
serve  on  that  blue-ribbon  Nil  committee? — but 
they  are  just  as  concerned  about  the  informa¬ 
tion  superhighway  as  the  most  digitized  Dem¬ 
ocratic  infonauts.  In  fact,  telecommunications 
reform  is  almost  certain  to  be  a  priority  for  the 
next  Congress. 

To  be  sure,  there  is  a  touch  of  irony  in  Newt 
Gingrich’s  immediate  embrace  of  the  Internet. 
By  any  honest  assessment,  the  Internet  is  the 
product  of  precisely  the  sort  of  technocratic 


In  fact,  most 
Republicans 
a  re  just  as 
concerned  with 
infrastructure 
issues  as 
Democrats  are. 


Michael  Schrage 

vision  that  conservative  Republicans  claim  to 
despise.  A  brilliantly  birthed  Cold  War  baby 
boomer,  the  Internet  has  evolved  into  a  classic 
example  of  a  successful  “dual-use”  technology 
spin-off.  This  national  security  technology  has 
effectively  framed  the  civilian  standard. 

The  guts-ball  move  of  a  Gingrich-led  Con¬ 
gress  should  be  to  shut  down  all  direct  and  in¬ 
direct  government  funding  of  the  Internet  and 
let  market  forces  define  how  the  Baby  Bells, 
AT&T,  MCI  and  the  cable  companies  should 

create  interoperably 
transparent  multi- 
media  standards. 
That’s  not  going  to 
happen.  In  fact,  most 
Republicans  are  just 
as  concerned  with  in¬ 
frastructure  issues 
as  Democrats  are.  In¬ 
frastructures  are  one 
of  the  key  ways  that 
nations  define  them¬ 
selves. 

Remember,  the  original  U.S.  network  of  su¬ 
perhighways  was  the  1950s  product  of  Presi¬ 
dent  Dwight  Eisenhower,  who  had  most  un¬ 
pleasant  memories  of  navigating  an  unpaved 
America  during  his  post-West  Point  com¬ 
mands.  The  country  committed  billions  of  dol¬ 
lars  to  budding  highways  as  essential  to  the 
national  security. 

Of  course,  the  huge  difference  between  mix¬ 
ing  concrete  and  laying  fiber  isn’t  just  in  the 


material.  Taxpayers  unambiguously  funded 
our  highway  system;  the  issue  is  considerably 
more  complicated  for  our  networks.  The  Baby 
Beds  and  cable  companies  are  all  regulated  en¬ 
tities  with  the  hots  for  one  another’s  business. 
They’ve  been  quasi-public/quasi-private  in¬ 
dustries.  So  who’s  going  to  pay  to  pave  the  in¬ 
formation  highways?  The  ratepayers?  The  in¬ 
vestors?  Does  the  government  get  to  call  the 
shots  if  it’s  not  signing  the  checks? 

The  Clinton  administration  wanted  to  as¬ 
sume  aleadership  role  in  settingthe  standards 
and  defining  the  rules  for  the  nation’s  multi- 
media  infrastructure.  You  can  make  book  that 
the  Repubdcan  alternative  wdl  be  to  deregu¬ 
late  first  and  then  see  what  happens.  Worried 
about  antitrust  abuses  and  predatory  compe¬ 
tition?  Don’t  forget  which  administration  en¬ 
acted  the  most  sweeping  “industrial  policy”  of 
the  post-War  era:  Ronald  Reagan’s.  His  anti¬ 
trust  department  dropped  the  IBM  antitrust 
case  and  successfully  dismembered  Ma  Bell. 
Looks  pretty  darn  good  in  retrospect. 

So  will  telephone  company  deregulation 
look  like  S&L  deregulation?  Airline  deregula¬ 
tion?  Or  will  it  evolve  on  a  path  uniquely  its 
own?  If  the  lessons  of  the  past  are  any  guide, 
chances  are  the  Internet  will  be  as  much  of  a 
model  for  government  involvement  as  a  medi¬ 
um  for  the  new  majority’s  messages. 


Schrage  is  a  fellow  at  the  MIT  Sloan  School  Center  for 
Coordination  Science  and  the  MIT  Media  Lab.  His  In¬ 
ternet  address  is  schrage@media-lab.mit.edu. 
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The  primary  benefit  to  users  is,  of 


PostScript™  Level  2  software  built  in.  And 


No  babysitting 


Network-ready 

V  HP  LaserJet  printers 

for  your  LAN. 


You've  got  places  to  go.  People  to 

(yj 

meet.  Deadlines  and  demands.  Why  sit 


.  . 

still  for  network  and  end-user  problems? 


The  new,  network-ready  HP  LaserJet 
4MV,  the  LaserJet  4M  Plus,  and  the  HP 

LaserJet  4Si  MX  printers  work  in  all  the 

■  ''  ■■■  '■  "  • 

most  popular  network  environments. 
And  direct  connect  right  out  of  the  box 
with  the  built-in  HP  JetDirect 
network  interface  card. 


course,  faster  job  completion  time. 
Network-ready  HP  LaserJet  printers 
maximize  network  transfer  speed  and 
bypass  parallel-port  bottlenecks. 

Beyond  this,  they  also  feature  the  HP 
JetAdmin  family  of  printer  management 
software  that  takes  the  complexity  out  of 
network  printing*  So  you  can  remotely 
set  up  and  manage  all  HP  JetDirect  con¬ 
nected  printers  on  the  network. 

Other  user  benefits  abound.  Auto¬ 
matic  switching  between  languages,  I/Os 
and  operating  systems.  True  Adobe™ 


versatile  paper-handling  capabilities. 

Consider  all  this,  along  with  legend¬ 
ary  HP  LaserJet  reliability,  and  superior 
service  and  support,  and  there’s  really 
no  question.  Call  1-800-LASERJET,  Ext. 
8549  for  more  information.** 

Give  your  users  network-ready  HP 
LaserJet  printers.  Let  them  take  care 
of  themselves.  Then  walk  away  with 
confidence. 


You  do  your  job.  We’ll  do  ours. 

HP  LaserJet  Printers 
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PCs  and  Software 
Portable  computers 


Reliability  moves  to  the 

FOREFRONT.  IT  HAS  ALWAYS 
MATTERED  IN  PC  PURCHASES, 
BUT  NOW  IT  RATES  No.  1  AS  A 
USER  ISSUE,  4 1 


An  interview  with  Bill  Gates 

Microsoft  chief  discusses  Windows  NT,  Windows  95,  PowerPC  and  the  future  of  his  company 


At  Comdex/Fall  ’94  in  Las  Vegas,  Microsoft  Corp. 

Chairman  and  Chief  Executive  Officer  Bill  Gates  took 
time  out  from  giving  keynote  speeches,  introducing 
new  products  and  making  deals  to  chat  about  the 
industry  with  Computerworld  senior  editors  Stuart  J. 
Johnston  and  William  Brandel. 


quite  a  bit  of  work  in  quite  a  few  layers.  And 
so  we’ll  have  to  do  that  later. 

CW:  You’re  in  a  lot  of  businesses  now.  Do 
you  ever  get  the  feeling  that  you’re  starting 
to  spread  yourself  too  thin  in  terms  of  not 
being  able  to  see  the  whole  vision? 

A:  Well,  we’re  focused  on  software,  which  is 


out  in  front  in  those  areas. 

And  if  you  want  see  where  Microsoft’s  go¬ 
ing  to  revolutionize  things  in  a  couple  of 
years,  look  where  we’re  hiring  the  experts 
today.  We’re  a 


CW:  What  major  chief  information  officers  do 
you  look  to  for  guidance  to  help  define 
where  Microsoft’s  corporate  strategy  is 
goingin  terms  of  Windows  NT,  Windows  95 
and  the  BackOffice  server  suite? 

A:  We’re  doing  this  IS  road  show  where  we’re 
out  in  majorcities  having  IS  people  asking 
usaboutWindows95  and  giving  us  their 
feedback  about  Windows  95,  and  that’s  go¬ 
ing  super  well.  We  ask  customers  if  they’re 
willing  to  go  ahead  and  fully  upgrade  all  of 
their  machines  to  Windows  95  before  we  ac¬ 
tually  do  the  final  shipment  so  they  can 
share  their  experiences  with  other  people  at 
the  time  that  we  do  that  shipment. 

And  we’re  not  ready  toannounce  who,  but 
we  have  a  numberof  companies  that  are 
workingwith  us  to  go  ahead  and  be  early  in 
because  theirenthusiasm  for  Windows  95  is 
saving  them  money. 


tral.  If  you  like  Pentium,  we’re  going 
to  do  an  incredible  job  there.  If  you 
like  MipsjTechnologies,  Inc.’s  chip], 
ifyou  like  [Digital  Equipment  Corp.’s] 
Alpha,  ifyou  like  PowerPC,  whatever 
comes  along  that  in  the  customer’s 
view  is  meaningful,  we’ll  be  there 
with  NT,  and  all  the  investments  that 
you  make  in  applications  [and]  user 
training  carry  over  perfectly  onto 
these  new  platforms. 

Motorola  is  a  good  company  to 
work  with.  And  now  they’re  showing 
the  [PowerPC]  604  stuff  that  looks 
good  but,  you  know,  Intel,  AMD  [Ad¬ 
vanced  Micro  Devices]  —  a  lot  of  com¬ 
panies  are  strong  in  this  area. 


tiny  company 
compared  to 
many  in  this 
computer  indus¬ 
try.  We’re  maybe 
the  12th  biggest 
in  the  industry  in 
terms  of  people, 
and  yet  we  have 
to  work  hard  ev- 


“We’ve  been 
hiring  incredible 
people  into 
areas  like 
graphics  and 
database  to 
really  get  out  in 
front  in  those 
areas.” 


Bill  Gates  says  Microsoft  is  ‘maybe  the  12th  big¬ 
gest  in  the  industry  in  terms  of  people,  and  yet 
we  have  to  work  hard  every  day  to  make  sure 
that  all  the  groups  are  . . .  working  well  togeth¬ 
er.  And  that ’s  a  big  part  of  my  job. ' 


CW:  Do  you  go  out  and  per¬ 
sonally  meet  with  CIOs  and 
groups  of  CIOs  individually? 

A: Oh, sure.  Ispeakatthis 
thing  called  The  Research 
Board,  which  is  rtegathering 
of  the  top  CIOs.  I  go  wher¬ 
ever  we  can  get  those  groups 
together.  About  three  or  four 
times  a  week  I  meet  with  a 
CIO  atthe  Microsoft  briefing 
center,  and  then  I’m  out 
on  the  road  about  14  weeks 
a  year,  meeting  with  the 
CIOs. 

I  just  spent  a  week  in  Europe.  Sometimes 
that’s  one-on-one,  like  with  Deutsche  Bank. 
We  [also]  had  a  group  [of]  the  biggest  ac¬ 
counts  in  England.  And  then  I  spoke  at  a 
lunch  where  there  were  500  people. 

Of  course,  we  have  Steve  [Ballmer,  execu¬ 
tive  vice  president  ofsalesand  support]out 
doingthat.  And  Mike  Maples  [executive  vice 
president  of  products]  is  extremely  good  at 
that.  He’s  the  one  who  works,  in  fact,  with 
Ford  and  GMthe  most.  And  now  we  have 
Bob  Herbold  [newly  hired  chief  operating 
officer],  who  will  be  very  effective  in  that 
role. 

CW:  What’s  the  importance  of  the  bundling 
deal  for  Windows  NT  with  Motorola,  Inc.’s 
PowerPC  machines? 

A:  Ourmessageabout  Windows  NT  is:  No 
matter  what  happens  with  chips,  we’re  neu- 


Microsoft  may 
eventually  add  an 
instant  boot 
feature,  where 
“you’d  just  turn  off 

the  machine  and 
turn  [it]  back  on 
and  you’re  right 
where  you  were,” 
Gates  says. 


CW:  So  the  x86  line  [which  includes  the  Pen¬ 
tium  chip]  is  still  dominant? 

A:  Still  dominant  and  con- 
tinuingto  improve.  There’s 
no  dead  end  that  they’re 
reaching  in  terms  of  continu¬ 
ing  to  scale  the  performance 
atan  incredible  rate. 


what  we  do  well.  And  we  only  go  into  busi¬ 
nesses  where  we  have  a  great  team  and  peo¬ 
ple,  including  somebody  to  lead  very  well. 
And  they  get  some  help  from  me  in  terms  of 
helping  see  where  they  ought  to  go  and  do 
things.  So  we  are  never  going  to  do  more 
than  we  can  hire  very  talented  people  to  do. 
We’ve  been  hiringincredible  people  into  ar¬ 
eas  like  graphics  and  database  to  really  get 


ery  day  to  make 

sure  that  all  the  groups  are  communicating 
and  working  well  together.  And  that’s  a  big 
part  of  my  job. 

CW:  Can  you  give  us  some  kind  of  idea  how 
our  readership  might  find  something  useful 
in  The  Microsoft  Network  [formerly  code- 
named  “Marvel”]? 

A:  We’re  going  to  have  a  lot  of  information 
up  there . .  .  information  about  Windows 
and  ourapplications.  [For]  people  who  are 
our  Solution  Providers,  we’ll  do  an  even 
more  effective  job  communicating  with 
them  by  having  information  that’s  easy  to 
browse.  It’s  a  way  of  reach  ingout  and  let¬ 
ting  them  communicate  with  us  in  a  more 
effective  way  than  ever  before.  And  for  in¬ 
dustry  groups  and  for  people  who  want  to 
share  things,  it  could  be  a  very  effective 
tool. 


CW:  Do  you  think  you’ll  have 
Windows  95  out  by  April? 

A:  We’re  expectingto  have  it 
out  in  the  first  half  ofthe 
year.  There  are  two  dates: 
We’re  going  to  have  a  date 
where  we’ll  release  itto  man¬ 
ufacturing,  and  then  there’ll 
be  about  45  days  before  the  so-called  “on 
sale”  date.  And  we’re  pretty  confident  that 
will  be  in  the  first  half  of  the  year. 

But  it  all  depends  on  the  feedback  that 
we  get.  M 7  [for  “milestone  7”]  is  out  at 
35,000  sites  [now].  It’s  also  called  Beta  2. 
And  then  next  year  we’ll  go  to  the  “Preview” 
version,  which  is  sometimes  also  called 
“M8”  or  Beta  3.  Windows  95  is  [already] 
feature-complete. 

CW:  So  if  there  was  a  feature  thatyou  don’t 
have  in  there  that  you’d  like  to  have,  do  you 
have  one  in  mind? 

A:  Well,  the  ability  to  add  more  features  to 
Windows  95,  even  for  me,  ceased  many 
months  ago.  But  there  are  things  [I’d  like  to 
add],  like  no  more  booting.  You’d  just  turn 
offthe  machine  and  turn  [it]  back  on  and 
you’re  right  where  you  were.  Just  instantly 
boot.  That  requires  some  work . . .  actually, 


Ahead  of  their  time 


arlier  this  month,  Bill  Gates  paid  $30.8  million  for  the  Codex 
Hammer,  one  of  Leonardo  da  Vinci’s  most  famous  notebooks. 
As  a  final  question,  Computerworld  asked  whether  recent 
comparisons  between  him  and  da  Vinci  were  warranted. 


E 


Gates:  No.  Da  Vinci  was  more  unique  in  histime  than  I  am  in  mine  by  a  hundred  times. 
Any  such  comparison  I  certainly  don’t  mind,  but  I  also  think  it’s  overly  generous  to  me 
to  make  any  such  comparison.  Da  Vinci,  the  more  you  know  about  him,  the  more 
amazing  he  was  in  music,  art,  physics,  anatomy  —  you  name  it.  And  he  was  just  all 
alone. 

In  this  book  I  have,  he  explains  about  submarines,  water,  oxygen,  optics,  and  noth¬ 
ing  he  wrote  in  this  book  was  discovered  for  at  least  100  years  and  somethings  for 
300  years. 

[In  geology],  he  understood  that  there  must  have  been  some  plate  shifting  because 
he  knew  for  sure  that  [mountain  strata  that  contain  fossil  seashells]  had  been  under¬ 
water  before.  And  seriously,  the  debate  about  that  was  in  the  1800s,  when  scientists 
started  to  say,  “What  are  these  glacial  rocks  doing  all  overthe  place,  and  what  are 
these  seabed  fossils  doing  on  land?”  And  so  here  he  was,  in  about  1494,  saying  that 
clearly  there  had  been  great  forces  involved,  and  things  had  been  shifted  from  below 
the  sea  to  above. 

Anyway,  that’s  just  one  of  many,  many  things  that  he  was  out  in  front  of. 
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The  COMPUTERWORLD  Comedy  Store 


“What’s  the  digital 
bathroom  scale 
doing  in  my 
laptop  case?” 


32  oz.Sip-it  Bottle  with 
insulator ... 


“Oops  - 1  forgot 
to  log  off  again.” 

One-size  fits  all.  50/50 
blend,  cotton/polyester. 
Made  in  U.S.A.  . 

T-shirt ...  $  15.9,9  „ 
Sweatshirt ...  $J^s?Q9 


$7.99 


$3.99 

t 


$18.49 

\ 

\ 


^  JUST  PUS*  1*6  £*** 14 


“Don’t  panic! 
Just  push  the 
escape  key.” 

White  ceramic  10  oz. 
mug...  $7.99 


“What’s  the  digital 
bathroom  scale  doing 
in  my  laptop  case?”  t 

Roomy  100%  natural  cotton  fXOW  T 

canvas  with  webbed  straps,  $6.49 


14”  x  9” ...  $1^9 


■y\,m  onty 

$8.49 

“Don’t  panic! 

Just  push  the 
escape  key.” 


Durable  and  roomy, 
1 6”  x  9”  black  cotton 
canvas  duffle  bag  - 
includes  sturdy 
webbed  straps  and 
zipper.  Made  in 
U.S.A.  ...  $  16^)9 


'selected  items  only 


“There!  There! 
I  swear,  it  just 
moved  again!” 

Mousepad,  8”  x  7  1/2” 

$7.99 


—  MtIWBEM 
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The  COMPUTERWORLD  Comedy  Store  To  order:  Fax  508-626-8258  or  Call  1-800-222-7545. 


Item 

Price 

Quantity 

Amount 

C1AD3  Mug 

$7.99 

C2AD3  Sip-it 

$3.99 

C3AD3  Mousepad 

$7.99 

C4AD3  T-shirt 

$7.99 

C5AD3  Sweatshirt 

$12.49 

C6AD3  Duffle 

$8.49 

C7AD3  Tote  Bag 

$6.49 

AVOID  DELAY:  Please  include  Shipping  &  Handling. 

jut  /Jk*  If  you'  merchandise  subtotal  is: 

UP  TO  $10.00  $2.50 

..  $10.01  $20.00  $3.95 

$20.01  -  $35.00  $4.95 

$35.01  $50.00  .  $6.95 

$50.01  $100.00  $9.95 

/ER  $100.00  $13.95 

1  '  ..  '  1  i.t ■.  -.-i.  .r.'o' national  orders  p'easeadd 

IV v\  "  i-’OCp'  -  :  .  n  in  Shs  pinq  and  Handling. 

Subtotal 

Shipping  & 
Handling* 

Sales  Tax'* 

Total 

mail  to  COMPUTERWORLD 

P.O.Box  9171 

Framingham,  MA  01701  U.S.A. 

Attn:  Product  Fulfillment 

(Monday  -  Friday  8:30-5:30  EST) 

SHIP  TO: 


Name 


Company 


Address  (Please  use  street  address;  UPS  does  not  deliver  to  P.O.  Box) 


City  State/Province  Zip/Postal  Code 


Country 

(  ) 


Method  of  Payment  (in  U.S.  dollars  only) 

Check  or  Money  order  payable  to:  COMPUTERWORLD 

□  VISA  □  MC  □  AMEX 

Card  No. 


Exp.  Date _ 

Signature _ _ 

Your  credit  card  will  not  be  charged  until  your  items  are  shipped 

Thank  you  for  your  order! 

COMPUTERWORLD 
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aid  DC.  add  applicable  sales  tax.  Canada  residents  add  G.S.T.  Daytime  Phone 


8.9  million  hubs  will  be  sold  this  year. 


Don’t  let  yours  end  up  by 
the  side  of  the  road. 


..•<«'»  JSfc  ,4  •  •  *•» 


8222  6 -Port 

lOBaseT  Workgroup  Hub 

Now  you  can  add  an  entire  workgroup  to  your  LAN  without 
rewiring.  Ready  to  concentrate  inexpensive,  twisted-pair 
wiring,  the  IBM  8222  allows  you  to  link  as  many  as  seven 
PS/2®  or  PS/ValuePoint™  computers  or  compatibles  to  a  new 
Ethernet  lOBaseT  LAN.  Six  additional  computers  can  be 
linked  with  each  8222  cascaded  through  either  AUI  or 
lOBaseT  ports. 

In  addition,  the  8222  hub  automatically  disables  (partitions) 
any  port  connected  to  a  station  causing  repeated  collisions, 
then  re-enables  the  port  when  the  condition  clears. 


8224  Ethernet  Stackable  Hub 

Hie  new  IBM  8224  is  a  premier  remote  site  and 
workgroup  Ethernet  hub  with  stackable  units  of 
16  lOBaseT  ports  each,  plus  an  optional  media 
expansion  port  that  can  connect  to  an  existing 
10Base2,  10Base5,  or  fiber  Ethernet  network. 


An  8224  Model  1  is  an  unmanaged  (yet  manage¬ 
able)  unit  that  can  be  stacked  up  to  ten  together  in 
a  standard  rack  or  on  a  desktop.  Model  2,  with  an 
SNMP  agent,  can  manage  a  stack  of  nine  Model  Is, 
to  provide  a  total  of  170  ports.  And,  unlike  most 
competitive  hubs,  stacked  units  can  be  separated 
by  as  much  as  250  feet  The  8224  also  accommo¬ 
dates  LAN  growth  with  cascading  through  the 
media  expansion  port  To  alleviate  congestion, 
you  can  also  segment  an  8224  stack  to  isolate 
bandwidth-hungry  servers  and  workstations. 


The  8224  supports  out-of-band  management  of  a 
remote  site  via  SLIP  protocols.  It  supports  SNMP 
M IB  II,  the  hub  repeater  MIB,  and  the  Novell® 
Repeater  MIB,  with  management  by  DOS  or  ADC  ® 
applications,  and  SNMP  over  IP  and  IPX  for 
management  in  a  TCP/IP  network  and  Novell 
NetWare1"  Management  Station.  For  mission- 
critical  applications,  a  second  Model  2  can 
provide  management  redundancy. 


Inside: 

Special  offers 
worth  over 

$2,500! 


Get  FREE  telephone  support  for 
60  days  with  the  purchase  of  an 
IBM  8235  DIALS  Server. 

Now  it’s  easier  than  ever  to  provide  easy  network  access  to 
mobile  computer  users.  Simply  purchase  the  IBM  8235 
Dial-In  Access  to  LANs  Server  (DIALS)  by  January  31, 
1995,  and  you  will  receive  60  days  of  telephone  support  at 
no  additional  charge! 

Eligible  models  include  External  Modem/57.6Kbps  Serial, 
Integrated  Modem/57.6  Kbps  Serial  and  External  Modem/ 
1 15.2Kbps  Serial.  Orders  must  be  placed  on  or  before 
January  31,  1995  and  installation  (as  defined  in  the  IBM 
Customer  Agreement)  must  occur  by  February  28,  1695. 


IBM  8224  Ethernet  Stackable  Hub 
Coupon  Special. 

Purchase  any  IBM  8224  Stackable  Hub  before  December  30, 
1994  and  you  will  also  receive  a  coupon  redeemable  for 
additional  IBM  products  at  no  additional  charge. 

Buy  the  IBM  8224  Model  001  and  your  hub  will  lie  shipped 
with  a  coupon  good  for  two  IBM  LAN  Adapters  for  Ethernet 
TP  (ISA).  At  a  list  price  of  $89  each,  that’s  a  value  of  $178. 

Buy  the  IBM  8224  Model  002  and  your  hub  will  be  shipped 
with  a  coupon  good  for  IBM  Stackwatch™  for  Windows™ 
(software  that  allows  you  to  manage  your  8224  using  the 
Simple  Network  Management  Protocol  (SNMP)).  Value:  $460. 

Coupons  included  with  products  shipped  through  December  30, 
1994.  Coupon  redemption  must  occur  by  February  28,  1995. 

No  photocopies  or  facsimiles  of  coupons. 


Purchase  an  IBM  8229  LAN  Bridge 
and  get  a  Single-Port  Attachment 
Module  at  no  additional  charge. 


For  a  limited  time,  your  purchase  of  the  IBM  8229  LAN 
Bridge  includes  your  choice  of  one  Single-Port  Attachment 


Modide  at  no  extra  charge.  You  can  save  $874  on  a  Token- 


Ring  Attachment  Module,  $564  on  an  Ethernet  Attachment 


Module,  or  $595  on  the  WAN  Attachment  Module. 


Orders  must  he  placed  on  or  before  January  31,  1995,  and 
installation  (as  delined  in  the  IBM  Customer  Agreement) 
must  occur  hy  February  28.  1995.  This  IBM  Direct  exclusive 
promotion  may  he  combined  with  any  other  applicable 
discounts  or  allowances. 


Save  $1,250  on  the  IBM  8250 
Multiprotocol  Intelligent  Hub. 


Purchase  an  IBM  8250  (Models  06S,  6HC,  or  017)  with 


either  an  Ethernet  or  Token-Ring  Management  Module 


(limited  to  one  per  8250),  and  you  will  be  entitled  to  a 
discount  of  $1,250  off  list  price  on  the  8250/Management 
Module  combination. 


Orders  must  be  placed  on  or  before  January  31,  1995,  and 
installation  (as  delined  in  the  IBM  Customer  Agreement) 
must  occur  by  February  28,  1995.  This  promotion  may  be 


combined  with  any  other  applicable  discounts  or  allowances. 


1 800IBM-CALL  44W 


™  Stackwatch  is  a  trademark  of  International  Business  Machines  Corporation. 
Windows  is  a  trademark  of  Microsoft  Corporation. 


Turn  back: 
You  just 
passed  over 

$2,500 

in  savings  on 
IBM  hubs! 


rkgroups  of  all  sizes. 


8228  Multistation  Access  Unit 

The  IBM  8228  is  a  reliable,  cost-effective  hub  for  quickly 
and  easily  connecting  up  to  eight  devices  to  a  16  or  4Mbps 
Token-Ring  network.  This  passive  unit  is  ideal  for  intercon¬ 
necting  with  other  hubs  to  create  larger  networks  using  IBM 
Cabling  System  (ICS)  connectors. 

It  takes  up  very  little  real  estate  and  can  be  located  in  a 
wiring  closet,  on  a  desktop,  on  a  wall,  or  in  a  standard  19- 
inch  rack.  The  8228  offers  Ring-In/Ring-Out  (RI/RO)  ports 
for  added  flexibility.  It  also  supports  STP  and  UTP  cabling. 


8230  Token- Ring  Controlled 
Access  Unit  (Models  3  &  13) 

The  new  IBM  8230  Token-Ring  Controlled 
Access  Unit  (Models  3  and  13)  brings  intelligent 
manageability  to  small  workgroups  at  a  very 
competitive  price  per  port.  These  newest  mem¬ 
bers  of  the  IBM  8230  family  of  intelligent  con¬ 
centrators  also  offer  granularity  and  modularity 
that  make  them  remarkably  versatile  and 
expandable  units. 


A  new  8230  can  perform  as  an  affordable,  entry- 
level  workgroup  concentrator  for  just  a  handf  ul  of 
devices  or  as  a  completely  managed,  full-function, 
80-node  huh  with  dual  ring  redundancy.  You  can 
configure  it  with  2-,  3-,  or  4-port  Lobe  Insertion 
Units  (LIUs)  that  plug  easily  into  the  base  unit  for 
more  port  capacity  as  needed.  Also  available  are 
20-port  Lobe  Attachment  Modules  (LAMs)  and 
remote  16-port  LAMs  for  linking  network  devices 
a  full  200  meters  from  the  base  unit. 


With  a  new  8230,  you  can  manage  your 
Token-Ring  LAN  via  LAN  Network  Manager, 
or  an  SNMP  manager  such  as  NetView/6000. 
Enhanced  error  and  status  displays  help  you 
identify  problems  fast.  And  for  LANs  requiring 
extra  reliability,  an  optional  dual  ring  redundan¬ 
cy  feature  is  available  for  use  with  Ring -In/ 
Ring -Out  modules. 


8235  Dial-In  Access  to  LAJNs  Server 

Extending  enterprise  network  resources  to  mobile  computer 
users  is  now  easier  than  ever.  With  the  IBM  8235  Dial-In 
Access  to  LANs  Server  (DIALS),  remote  users  can  have  full, 
transparent  access  to  all  your  network  services  from  any  loca¬ 
tion  that  has  dial-up  phone  service. 

The  8235  DIALS  is  a  high-performance,  multiprotocol,  mul¬ 
tiport  remote  networking  server  that  provides  full-function 
Token-Ring  or  Ethernet  connections.  It  supports  protocols 
widely  used  in  NetBIOS,  NetWare,  3270  SNA,  and  TCP/IF. 


High 


8260 

Multiprotocol 
Intelligent  Switching  Hub 

The  new  IBM  8260  “super  hub"  is  the  platform  for 
the  next  generation  of  high-speed  networks.  It  pro¬ 
vides  for  easy  migration  to  asynchronous  transfer 
mode  (ATM),  multimedia  LANs  and  other  technolo¬ 
gies  that  require  very  high  bandwidth. 

The  8260  chassis  accepts  all  media  and  intercon¬ 
nect  modules  from  an  IBM  8250,  so  it  will  protect 
your  existing  network  assets. 


With  an  advanced  passive  backplane  architecture 
extending  that  of  the  8250,  the  new  8260  manages 
multiple  segments  concurrently.  This  very  high 
density  system  can  handle  up  to  eight  Ethernet, 

17  Token-Ring  or  eight  LDDI  networks  in  a  single 
17-slot,  fully  managed  hub. 


Beyond  its  leading  edge,  ATM-ready  design,  the 
8260  introduces  the  Intelligent  Power  System,  with 
as  many  as  four  power  supplies,  that  dynamically 
distributes  the  load  evenly  among  all  sources.  The 
8260  also  introduces  a  new  Distributed 
Management  Architecture,  enabling  concurrent 
management  of  multiple  LAN  segments. 


performance  choices 
that  fit  expanding  networks. 


8250 

Multiprotocol  Intelligent  Hub 


The  advanced  IBM  8250  is  versatile  enough  to 
protect  your  current  LAN  investment  and  serve 
as  the  cornerstone  ol  your  network  for  the  future. 
An  8250  lets  you  create  and  connect  LANs, 
change  configurations,  switch  users  and  perform 
other  tasks  without  major  rewiring. 


Build  the  8250  system  that  fits  your  environment 
with  your  choice  of  more  than  50  modules  (con¬ 
centration,  interconnection  and  management), 
plus  powerful  management  via  NetView/6000. 


The  8250  simultaneously  supports  Token-Ring, 
Ethernet  and  FDDI  topologies  over  a  wide  variety 
of  media.  For  future  upgrades  or  changes,  just  add 
new  “hot-pluggable”  modules  to  your  existing  hub. 


Management  options  include  centralized  or  dis¬ 
tributed,  out-of-band  locally  or  remote,  in-hand 
through  SNMP,  and  remote  log-on  via  TELNET 
from  a  TCP/IP  station. 


8250s  also  include  fault-tolerant  features 
and  redundancy  to  keep  client/server 
LANs  in  mission-critical  applications  up 
and  running  in  the  event  of  problems 
or  hardware  failure. 


Is  your  Ethernet  LAN  getting  clogged?  The  IBM  8271 
EtherStreamer™  Switch  can  boost  network  performance  at  a 
very  low  cost  per  port.  This  high-performance,  standalone 
device  interconnects  as  many  as  eight  lOBaseT  Ethernet 
LAN  segments  or  a  single  node,  transports  traffic  at  full 
media  speed,  and  extends  network  bandwidth  from  4  to  8 
times  that  of  a  single  Ethernet  segment.  When  coupled 
with  our  full-duplex  EtherStreamer  adapters,  you  can  now 
offer  20Mbps  Ethernet  performance  for  an 
individual  workstation  or  a  server. 
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Desktop  Computing 


Maplnfo/Microsoft  deal  puts 
Office  applications  on  the  map 


Maps  of  sales  territories,  for  example,  will  become  standard 
in  business  presentations  as  applications  vendors  embed 
mapping  software  in  their  spreadsheets  and  suites 


By  Mitch  Betts 


The  shaded  map  showing  sales 
territories  or  retail  sites  will  soon 
be  joining  the  ubiquitous  bar 
chart  and  pie  chart  in  the  busi¬ 
ness  analyst’s  standard  reper¬ 
toire. 

Desktop  mapping  software  ven¬ 
dor  Maplnfo  Corp.  in  Troy,  N.Y., 
this  month  announced  a  deal  with 
Microsoft  Corp.  that  will  lead  to 
the  embedding  of  basic*  mapping 
capabilities  in  forthcoming  re¬ 
leases  of  Microsoft’s  Office  suite 
and  Excel  spreadsheet  software. 

That  deal  follows  a  similar  one 
earlier  this  year  between  Strate¬ 
gic  Mapping,  Inc.  in  Santa  Clara, 

Calif.,  and  Lotus  Development 
Corp.  The  result  was  the  Lotus  Maps  feature  in 
Lotus’  1-2-3  Release  5.0  for  Windows. 

For  the  user  community,  the  agreement 
means  there  will  be  millions  of  spreadsheet  us¬ 
ers  who  will  be  able  to  analyze  their  customer 
and  sales  data  from  a  spatial  perspective. 
About  85%  of  all  corporate  data  has  some  geo¬ 
graphic  element,  such  as  customer  address. 

Going  mainstream 

While  there  are  400,000  users  of  traditional, 
full-featured  geographic  information  systems 
(GIS),  there  are  15  million  spreadsheet  users, 
said  Brian  D.  Owen,  Maplnfo’s  president.  So  it 
is  easy  to  see  why  the  mapping  vendors  want  to 
tap  into  the  mainstream  market. 

In  fact,  there  will  be  three  levels  of  GIS  users, 
said  Dick  Taylor,  GIS  director  for  Guilford 
County  in  North  Carolina.  Some  use  high-end 
GIS  software  on  Unix  workstations  for  applica¬ 
tions  such  as  environmental  management.  In 
the  middle  are  the  users  of  robust  PC-based 


software,  such  as  Maplnfo’s  core  product  and 
Strategic  Mapping’s  Atlas  GIS. 

At  the  low  end  will  be  the  spreadsheet  users, 
some  of  whom  will  “get  a  taste  of  the  power  of 
mapping  and  then  want  to  move  up  to  more 
powerful  software,”  Taylor  said. 

Tom  Mulhall,  a  consultant  in  Key  West,  Fla., 
who  develops  information  systems  for  disaster 
assessments,  said  he  has  great  success  using 
Excel  and  Maplnfo  side  by  side.  He  analyzes  da¬ 
ta  along  geographic  lines  using  Maplnfo  and 
then  pours  the  result  s  into  a  spreadsheet  to  fur¬ 
ther  analyze  the  data  in  pie  charts  or  graphs. 

For  the  vendors,  there  is  a  slight  danger  that 
the  spreadsheet  mapping  features  will  canni¬ 
balize  sales  of  their  full  mapping  packages, 
“but  the  alternative  of  doing  nothing  is  also  un¬ 
acceptable,”  said  Kathey  Hale,  a  senior  analyst 
at  Dataquest,  Inc.  in  San  Jose,  Calif. 

She  said  mapping  can  and  will  be  embedded 
in  a  variety  of  applications,  so  it  is  important 
for  GIS  vendors  to  enter  the  “horse  race.” 


Macintosh  software 

Stacker  2.0  speeds  compression 


By  Ed  Scanned 

■  Responding  to  user  de¬ 
mands  for  performance,  Stac 
Electronics,  Inc.  has  released 
a  new  version  of  Stacker  for 
Macintosh  that  it  claims  is 
three  times  faster  than  the 
original  release  of  the  disk 
compression  program. 

Version  2.0,  which  works 
with  all  of  Apple  Computer, 
Inc.’s  series  of  Macintoshes, 
uses  a  new  disk-oriented  ap¬ 
proach  to  compressing  hard 
drives.  The  approach  no  long¬ 
er  requires  users  to  launch  the 
compression  program,  select 
the  files  to  be  compressed  and 
then  wait  for  the  compression, 
a  spokesman  said. 

For  instance,  when  a  data 


file  is  either  opened  or  saved 
to  a  drive  compressed  by 
Stacker,  it  is  immediately  han¬ 
dled  by  Stacker.  Because  of 
this,  users  may  sometimes 
even  see  an  improvement  in 
application  launch  time. 

“The  speed  difference  is  no¬ 
ticeable.  Before  [with  Version 
1 .0] ,  it  really  bogged  down  per¬ 
formance  on  a  lot  of  opera¬ 
tions  where  you  had  multiple 
applications  up,”  said  Jeff 
Timmons,  a  support  specialist 
at  Allied  Trucking,  Inc.  in  Den¬ 
ton,  Texas. 

The  approach  was  also  de¬ 
signed  to  minimize  the  com¬ 
patibility  problems  among 
applications  that  previous 
versions  of  the  program  expe¬ 
rienced. 

Features  included  in  the 


new  version  are  Stacker  Any¬ 
where,  which  allows  all  re¬ 
movable  Stacker  drives  to  be 
mounted  on  any  Macintosh 
system,  including  those  that 
do  not  have  Stacker  installed; 
the  ability  to  have  multi¬ 
ple  partitions  on  the  same 
drives;  on-line,  context-sensi¬ 
tive  help;  and  a  full  uninstall 
feature. 

For  safety  reasons,  the  com¬ 
pany  has  also  added  a  redun¬ 
dancy  capability  to  the  prod¬ 
uct’s  file  system  that  permits 
Stacker  to  provide  an  auto¬ 
matic  data-saving  set  of  disk 
repair  tools. 

Stac  is  selling  the  program 
through  its  resellers  for  $100. 
Existing  Stac  users  can  pur¬ 
chase  an  upgrade  direct  from 
the  company  for  $49.95. 


PC  users  cite 
reliability  as 
No.  1  concern 


By  Jaikumar  Vijayan 


A  very  different  set  of  dynamics  is 
driving  customer  satisfaction  at 
the  desktop  today  compared  with 
even  a  year  ago,  according  to  the 
results  of  a  recent  study  by  J.  D. 
Power  and  Associates.  Today  it  is 
reliability  that  counts. 

In  interviews  with  more  than 
1,500  users  who  bought  desktop 
computers  during  the  past  two 
years,  product  reli¬ 
ability  ranked  as  the 
most  important  fac¬ 
tor  determininga  cus¬ 
tomer’s  satisfaction 
with  the  purchase. 

Other  crucial  factors 
were  price/value  and 
issues  relating  to  set¬ 
up  and  configura¬ 
tion,  according  to  the 
study. 

These  priorities 
have  changed  signifi¬ 
cantly,  according  to 
previous  studies  con¬ 
ducted  by  the  market  research 
firm,  in  which  ease  of  use  and  user 
support  were  rated  the  most  criti¬ 
cal  drivers  of  user  satisfaction. 

“The  cycle  of  technology  is 
changing  very  rapidly,”  thereby 
rendering  desktop  technology  ob¬ 
solete  rapidly,  too,  said  Robert 
Lunn,  an  analyst  at  J.  D.  Power  in 
Agoura  Hills,  Calif.  “The  perceived 
obsolescence  of  these  older  units 
maybe  the  primary  reason  that  re- 
liabilityhas  an  increased  weight  in 
satisfyingusers.” 

Fear  of  defective  systems 

User  concerns  about  reliability 
may  also  be  heightened  by  in¬ 
creased  reports  of  defective  PC 
products.  Those  defects  stem  from 
manufacturers  tryingto  keep  pace 
with  shorter  product  cycles  and 
higher  demand  from  the  consumer 
markets,  the  report  said. 

“Reliability  is  a  veiy  important 
factor”  in  customer  satisfaction, 
but  that  is  not  new,  said  Ted  Julian, 
an  analyst  at  International  Data 
Corp.  in  Framingham,  Mass.  “Ac¬ 
tually,  what  we  are  seeing  is  some¬ 
thing  that  has  been  going  on  for 
some  time  now”  that  vendors  must 
pay  close  attention  to,  he  said. 

“Any  Top  5  vendor  that  does  not 
think  product  reliability  is  an  is¬ 
sue  is  not  going  to  remain  a  Top  5 
vendor  for  long,”  Julian  said. 

Another  major  issue  affecting 
user  satisfaction  is  ease  of  setup 


and  configuration.  Issues  such  as 
the  ability  to  connect  via  a  network 
to  other  systems,  compatibility 
with  modems  and  printers,  ease  of 
setting  up  the  computer  and  the 
ability  to  upgrade  the  hardware 
and  operating  system  were  all  cru¬ 
cial,  the  study  said. 

According  to  Lunn,  one  reason 
support  may  not  be  the  most  im¬ 
portant  criterion  this  year  is  the 
proliferation  of  dial-up  services 


and  other  types  of  on-line  support. 

One  user’s  concerns  reflected 
previous  survey  results,  however. 

“Product  reliability  is  important 
for  us,”  but  it  is  not  critical,  said 
John  Smith,  manager  of  end-user 
computing  at  Kennametal,  Inc.  in 
Latrobe,  Pa.  Having  just  moved 
some  marketing  applications  from 
a  mainframe  environment  to  a 
client/server  environment,  the 
company  is  taking  care  of  product 
reliability  issues  by  building  re¬ 
dundancy  into  its  purchase  pro¬ 
cess.  For  instance,  each  person  in 
the  company’s  laptop-equipped 
sales  force  has  rapid  access  to  al¬ 
ternate  machines  if  his  assigned 
unit  should  fail. 

The  real  glitch 

Instead,  the  biggest  problem,  as 
Smith  sees  it,  is  technical  support. 

“Whereas  on  the  mainframe  we 
could  centralize  our  support  func¬ 
tions,”  the  distributed  computing 
model  makes  that  kind  of  central¬ 
ization  difficult,  he  said. 

On  the  technology  side,  PC  ven¬ 
dors  seem  to  have  fit  the  pieces  to¬ 
gether,  said  Kim  Johnson,  owner  of 
TMC  Personal  Computer  Services 
in  Sun  Prairie,  Wis.  Johnson,  who 
is  helping  a  client  move  to  client/ 
server,  went  to  Comdex/Fall  ’94  to 
look  for  vendors  to  help  him. 
“What  I  am  hoping  is  I  will  be  able 
to  find  out  just  how  reliable  some 
of  these  vendors  are,”  he  said. 


The  most  important  factors 
to  overall  satisfaction 
with  desktop  PCs 


1.  Reliability 

2.  Price/Value 

3.  Setup/Configuration 

4.  Technical  fit 

5.  Ease  of  use 

6.  User  support 

7.  Operating  system  compatibility 

Source:  J.  D.  Power  and  Associates,  Agoura  Hills,  Calif. 
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Taking  care  of  business.  It's  what  But  we  don’t  stop  there.  We  also 

you  need  in  a  server.  And  it's  why  your  deliver  the  dependable  service  and  sup- 


business  should  call  ours. 

For  10  years  we’ve  been 
packing  power  into  some  of 
the  world's  best  portable  PCs. 
Now  we're  doing  the  same  for 
larger  computers.  Like  the 
ones  that  run  your  workgroup, 
or  even  your  whole  company. 


THE  HIGH-PERFORMANCE 
Z-SERVER  GT: 

Up  to  four  Pentium 
90MHz  CPUs 

Upgradable  to  P6 

Intel  Multi  Processor 
Specification  1.1 -compliant 


port  you  need.  What's  more, 
our  remote  management  tools 
give  you  the  power  to  mon¬ 
itor  hardware,  diagnose  prob¬ 
lems,  set  alarms  and  perform 
preventative  maintenance 
from  any  PC  on  the  network. 
You'll  find  we  work  well  with 


Fact  is,  we've  made  it 
our  business  to  be  one  of  the 
most  connected  computer  com¬ 
panies  in  the  world,  and  that's 
why  we  can  offer  a  full  range  of 
reliable,  fault-resistant  servers. 

Z-SERVERS  are  easy  to 
install,  maintain  and  upgrade. 
Plus,  they're  designed  to  work 
with  everything  in  your  envi¬ 
ronment,  from  computers  to  operating 
systems  to  applications. 


budgets,  too,  which  means  you 
get  all  the  performance  users 
are  asking  for, 
at  the  price 
your  account¬ 
ing  department 
demands. 

For  more  information  and  all  the 
specs,  give  us  a  call  today.  Because 
once  you  put  the  power  of  Z-SERVERS 
at  your  side,  hey,  you’re  in  business. 

1-800-289-1320,  Ext.  5145 


BALANCED  I/O  DESIGN 

PCI  and  EISA  bus  slots 

Dual  Wide  &  Fast  SCSI-2  disk 
controllers  standard 

Up  to  1  GB  ECC  memory 

RELIABLE 

Hot  removable  hard 
disk  drives 

PCI  RAID  controller 

Server  management  features 

3-Yr.  limited  warranty 

3-Yr.  on-site  service 


$  SunSoft 


Make  The  Connection ' 


Copyright  ©  1994,  Zenith  Data  Systems  Corporation.  "Make  The  Connection"  is  a  trademark  of  Zenith  Data  Systems  Corporation  Contact  Zenith  Data  Systems  for  status  on  certification  and 
copies  of  certification  reports.  Intel  Inside  is  a  registered  trademark  and  Pentium  Processor  is  a  trademark  of  Intel  Corporation  All  other  trademarks  are  property  of  their  respective  holders. 
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Symantec  users  OK  new  PC  Any  where 


By  Michael  Fitzgerald 

b  Despite  lingering  concerns  over  tech¬ 
nical  support,  users  have  generally  ap¬ 
plauded  Symantec  Corp.’s  PCAnywhere 
for  Windows  2.0,  which  started  ship¬ 
ping  Nov.  14. 

The  version  hit  the  streets  at  a  time 
when  analysts  are  predicting  growth  for 
the  remote  access  market  and  demand 
for  the  new  capabilities  offered  by  Sy¬ 
mantec  and  its  competitors. 

“They  fixed  dozens  of  things”  from 
Version  1.0,  said  Gene  Friedman,  manag¬ 
er  of  data  communications  at  the  audit 
division  of  a  large  international  bank  in 
New  York.  He  said  the  primary  changes 
were  the  update  of  drivers  for  the  .INI 
files.  In  the  first  version  of  PCAnywhere, 
the  standard  video,  keyboard  and  mouse 
drivers  in  Windows  were  all  replaced 
when  PCAnywhere  was  loaded. 

“With  1.0  I  was  always  scared  to  use 
host  mode,”  Friedman  said.  Because  of 
the  way  the  version  replaced  drivers, 
configuration  issues  could  arise  if  users 
fiddled  with  the  drivers,  causing  Win¬ 
dows  not  to  boot  on  their  systems.  With 
the  new  version,  this  no  longer  occurs,  he 
said. 

Friedman  said  the  new  version,  while 
it  still  updates  some  .INI  files,  no  longer 
replaces  video,  keyboard  and  mouse 
files,  which  is  a  boon  for  him. 

Users  also  cited  the  new  product’s 
support  for  TCP/IP,  its  improved  perfor¬ 
mance  and  its  support  for  1,280  by  1,280 
by  256  dot/in.  resolution.  The  product 
also  has  a  synchronization  feature, 
the  ability  to  clone  directories  and 


|X  !ba(a£,nci>igtion:! 

f  Reguired  to  Access  This  Host 


Maximum  Login  Attempts  pei  Call: 
lime  to  Enter  Complete  login: 
Disconnect  if  Inactive  for : 


beefed-up  security. 

TCP/IP  support 
brings  PCAnywhere 
up  to  speed  with 
Ocean  Isle,  Inc.’s 
Reach  Out  and  Nor- 
ton-Lambert,  Inc.’s 
Close-Up  and  ahead 
of  Traveling  Soft¬ 
ware,  Inc.’s  LapLink 
for  Windows.  Howev¬ 
er,  Mark  Eppley, 

Traveling  Software’s 
chairman  and  chief 
executive  officer, 
said  his  company  will 
soon  add  TCP/IP  sup¬ 
port  to  its  product. 

“Our  corporate 
customers  were  beg¬ 
ging”  for  IP  support, 
said  Joseph  Licari, 
senior  product  manager  at  Symantec. 

“In  the  communications  arena,  TCP/IP 
support  is  a  check-off  item,”  said  Eliza¬ 
beth  Rainge,  an  analyst  at  International 
DataCorp.  in  Framingham,  Mass.  Rainge 
said  support  for  Microsoft  Corp.’s  Win¬ 
dows  95  should  be  a  particular  boon  for 
information  systems  executives. 

“Windows  95  support  is  important  be¬ 
cause  users  want  to  know  if  something  is 
goingto  have  support,”  she  said. 

Symantec  also  boosted  its  speed  by  up 
to  25%  in  the  new  product. 

Meanwhile,  expected  growth  in  the 
remote  access/remote  control  market 
should  benefit  Symantec  and  other  play¬ 
ers.  Traveling  Software,  for  instance, 
signed  licenses  for  50,000  seats  for 
its  new  LapLink  for  Windows  at 


Host  Security  Options 


Lock  T  his  PC  When  Waiting  for  a  Call 
'  Allow  finy  Password  on  Reconnect  to  Session 
Require  Login  Names  for  Callers 
[x  glank  Host  PC  Screen  After  Connection  Made 
Make  Passwords  Case  Sensitive 
|x  Log  Failed  Connection  Attempts 
Prompt  on  Connection 

Timeout  |l0  |  Seconds 

P  Disconnect  if  Timeout 


Minutes 

Minutes 
(0  =  Unlimited) 


-°f— 


] 


Cancel 


Help 


PCAnywhere  for  Windows  2.0  and  other  remote  access  prod¬ 
ucts  are  integrating  TCP/IP  support 


Comdex/Fall  ’94,  Eppley  said. 

Gary  Black,  systems  support  coordi¬ 
nator  at  Premisys  Real  Estate  Services 
Co.,  a  real  estate  management  company 
in  Houston,  is  leaving  Microcom,  Inc.’s 
Carbon  Copy  to  move  to  LapLink  for  Win¬ 
dows. 

“We’ve  tested  [LapLink  for  Windows] 
and  are  really  pleased  with  its  perfor¬ 
mance  and  ease  of  use,”  Black  said.  He 
plans  to  update  90  users  to  LapLink  for 
Windows  when  a  site  license  is  worked 
out.  What  impressed  him  most  about  the 
product  was  its  ability  to  drag  and  drop 
files,  he  said. 

Black  said  LapLink  will  likely  improve 
Premisys’  on-line  support,  as  its  speed 
and  ease  of  use  should  make  it  easier  to 
remotely  update  software. 

“Before,  I’d  have  to  jump  on  a  plane  to 
go  install  software,”  Black  said. 


Data  access  and  reporting 


Crystal  Reports  speeds  data 
access  for  LAN,  remote  users 


By  Tim  Ouellette 


mooth  the  path  for  your  users  as 
they  migrate  from  IBM  mainframes 
to  Unix. 


" Users  were  immediately  productive.  No  training 
was  required  and  users  were  delighted.  They 
could  function  as  they  did  on  the  mainframe.” 

—Commonwealth  Edison 

"Users  were  ecstatic  and  are  more  productive 
as  a  result  of  uni-SPF."  —AT&T 

"Normal  use  of  uni-XEDIT  and  uni-KEXX  is  going 
so  smoothly  there  has  been  no  need  for  their 
support  desk." 

— Monsanto 

"uni-REXX  and  uni-XEDIT  provided  our  users  with 
a  maximum  of  functionality  while  creating  a 
minimum  of  confusion  during  the  transition." 

— Allison  Engine 


1-800-228-0255 


the  workstation  group 


the  business  choice 
for  open  systems 


Some  people  might  feel  indifferent  about 
the  report  writer  on  their  PC,  but  not 
Thomas  Wilk  when  he  is  discussingCrys- 
tal  Reports  4.0.  “If  you  are  doing 
Windows  reporting  or  develop¬ 
ment,  you’d  have  to  have  a  screw 
loose  not  to  look  at  this  product,” 
said  the  treasury  analyst  for  sys¬ 
tems  at  ADP  Atlantic,  Inc.  in  Wil¬ 
mington,  Del. 

Crystal  Computer  Services,  Inc. 
in  Vancouver,  British  Columbia, 
which  is  owned  by  Seagate  Tech¬ 
nology,  Inc.,  has  added  features  to 
speed  up  and  simplify  data  access 
and  reporting  in  Crystal  Reports 
4.0.  and  Crystal  Reports  Server 
4.0,  the  latest  releases  of  its  Win¬ 
dows-based  report  writer.  Wilk, 
who  uses  Crystal  Reports  to  pre¬ 
pare  customized  investment  reports, 
was  among  beta  users  who  agreed  that 
the  products  are  easy  to  use  for  most  peo¬ 
ple  but  required  some  further  polishing 
and  small  formatting  improvements. 

Codeless  creating 

Crystal  Reports  4.0  lets  users  create  re¬ 
ports  from  a  large  number  of  databases 
without  having  to  write  code.  It  also  has 
speed  tips  that  help  users  streamline 
database  queries.  A  smart  linking  fea¬ 
ture  automatically  links  similar  fields  in 
different  databases  to  speed  report 
building. 

At  Coopers  &  Lybrand’s  Tax  Technol¬ 
ogy  Consultant  Group  in  Washington, 
Crystal  Reports  is  used  not  only  as  the 
group’s  report  writer  but  also  as  a  data 
exporter  for  Lotus  Development  Corp.’s 
Notes  groupware. 

“We  spent  a  lot  of  time  finding  the  best 


way  to  get  information  out  of  Notes,”  said 
senior  manager  Rick  Reekie.  Crystal  Re¬ 
ports  showed  significant  speed  improve¬ 
ments  over  Lotus’  Approach  and  Notes’ 
own  export  capabilities,  he  said. 


Building  from  the  low  end 


Crystal  has  built  more  querying  functionality  into 
its  low-end  report  writer  to  gain  a  share  of  the 
data  access  market 

End-user  data  access  market  (worldwide) 


$748M* 


Estimated 

Source:  International  Data  Corp.,  Framingham,  Mass. 


When  workingwith  the  live  data,  users 
can  add  drill-down  tabs  in  the  report  that 
reveal  more  detail.  For  remote  users  or 
users  who  do  not  need  to  be  connected 
live  to  the  database,  the  product  saves  a 
copy  of  the  underlying  data  with  the  re¬ 
port  so  the  report  can  be  manipulated 
without  affecting  the  database. 

To  get  reports  beyond  a  single  desktop 
to  workgroup  users,  Crystal  Reports 
Server  4.0  provides  report  requesting, 
scheduling  and  centralized  report  pro¬ 
cessing  and  allows  remote  requests. 

“Crystal  Reports  Server  is  a  strongad- 
dition  to  Crystal’s  products,”  said  Clare 
Gillan,  an  analyst  at  International  Data 
Corp.  in  Framingham,  Mass.,  noting  that 
the  server  product  differentiates  Crystal 
from  its  competitors.  Gillan  said  she 
expects  vendors  such  as  IQ  Software 
Corp.  to  come  out  with  similar  products 
soon. 
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Portable  Software  Corp.  has  an¬ 
nounced  QuickExpense  for  Windows,  ex¬ 
pense  report  management  software. 

According  to  the  Bellevue,  Wash.,  com¬ 
pany,  QuickExpense  for  Windows  lets 
business  travelers  enter  receipts  with¬ 
out  first  organizing  them  by  date  or  cate¬ 
gory. 


Data  rich  and  information  poor. 

It  seems  everyone  in  your  organization 
needs  access  to  corporate  data,  and  each 
group  approaches  the  task  differently. 

End  users  are  grappling  with  SQL  and 
relational  data  structures  to  generate  ad  hoc 
queries  and  reports. 

Power  users  are  outgrowing  their  spe¬ 
cialty  data  access  tools — tools  they  have 
found  limited  in  analysis,  presentation  and 
integration  capabilities. 

Developers  are  bogged  down  building 
custom  EIS  applications  for  upper  manage¬ 
ment. 

And  your  IS  department,  struggling  to 
support  all  of  these  products,  is  losing  con¬ 
trol  of  who  accesses  data. 

You  need  a  single  solution  that  is  sim¬ 
ple  yet  powerful,  both  intuitive  and  feature- 
rich  and  customizable  as  well  as  control¬ 
lable. 

You  need  Q  +  E. 

INTERSOLV  Q+E  Version  6.0  is  the  end 
user's  connection  to  client/server  data. 


QuickExpense  includes  15  industry- 
and  occupation-specific  expense  forms 
and  can  manage  mileage  calculations, 
foreign  currency  conversion  and  cash 
advances.  Lodging,  food  and  telephone 
use  can  be  separated  from  a  hotel  bill, 
and  a  Smart  Alert  feature  notifies  users 
when  to  submit  the  expense  report  or 
when  they  are  reaching  credit-card 
spending  limits. 

Expense  reports  can  be  submitted 
from  QuickExpense  via  Windows  elec¬ 


Q+E's  intuitive  query  interface  and  data 
warehousing  functionality  mask  the  com¬ 
plexities  of  relational  data  and  reduce  your 
training  and  support  burden. 

Q+E  empowers  end  users. 

By  empowering  end  users,  Q+E  allows 
your  developers  and  IS  staff  to  concentrate 
on  mission-critical  projects.  And  with  Q+E’s 
flexible  interface,  you  can  support  the  needs 
of  different  users  and  preserve  data  integrity 
and  system  resources. 

No  complicated  or  time-consuming 
setup  and  administration  is  required.  Just 
install  it  and  your  end  users  can  begin  con¬ 
verting  data  into  meaningful  information 
immediately. 

Try  the  new  version  of  Q+ E.  It’s  better 
than  ever.  It’s  a  query  tool,  report  writer,  EIS 
tool,  datawarehousing  solution  and  more — 
all  in  one. 

Call  today  for  a  free  copy  of  our 
white  paper,  “Q+E:  The  End  User’s 
Connection  to  Client/Server  Data.” 


tronic-mail  systems. 

QuickExpense  for  Windows  costs  $69. 

Portable  Software 
(206)  637-8808 


Nokia  Mobile  Phones,  Inc.  has  an¬ 
nounced  the  Personal  Communications 
Services  (PCS)  Data  Card,  a  PCMCIA  in¬ 
terface  card. 

According  to  the  Largo,  Fla.,  company, 
the  PCS  Data  Card  can  send  and  receive 
data,  fax  and  electronic-mail  transmis¬ 


INTRODUCTORY 
OFFER!  Q+E  for 

ONLY  $99 

Limit  one  copy  per  customer. 

Don't  delay!  Call  today! 

800-876-3101 


Q+E  supports  ALLBASE,  Btrieve,  Clipper,  DB2, 
DB2/2,  DB2/6000,  dBASE,  Excel,  FoxBase, 
FoxPro,  Gupta  SQLBase,  IMAGE/SQL, 
INFORMIX,  INGRES,  Microsoft  SQL  Server, 
NetWare  SQL,  Oracle,  Paradox,  PROGRESS, 
SQL/400,  SQL/DS,  Sybase  System  10,  Sybase 
SQL  Server  4,  Teradata,  text  files,  and  XDB. 


i 

INTERSOLV 

one  stop  for  scalable 
client/server  development 


sions  over  Digital  Cellular  System  1900 
PCS  networks  at  speeds  of  up  to  38.4K 
bit/sec. 

The  credit-card-size  card  was  de¬ 
signed  for  use  with  the  Nokia  2191  porta¬ 
ble  PCS  phone  and  laptop  computers 
with  PCMCIA  II  slots  and  supports  stan¬ 
dard  communication  and  fax  software. 
Features  include  automatic  dialing,  data 
call  setup  and  network  error  control. 

Prices  start  at  $250. 

^  Nokia  Mobile  Phones 

(813)536-5553 


Aquiline,  Inc.  has  announced  Hurricane 
notebooks  with  8  lOM-byte  hard  drives. 

According  to  the  Troy,  N.Y.,  company, 
the  drives  are  lighter  than  the  510M-byte 
drives  currently  offered  for  Hurricane 
notebooks. 

With  the  use  of  compression  pro¬ 
grams,  users  can  extend  memory"  up  to 
1.6G  bytes. 

Hurricane,  with  an  Intel  Corp.  I486 
DX4  CPU  and  an  810M-byte  hard  drive, 
costs  $5,595. 

^ Aquiline 

(518)272-0421 


Protege  Corp.  has  announced  ATA/B,  a 
desktop  PCMCIA  integrated  drive  elec¬ 
tronics  adapter. 

Accordingto  the  Anaheim,  Calif.,  firm, 
ATA/B  turns  Type  ffl  PCMCLA-ATA  hard 
drives  into  removable  boot  drives. 

The  product  lets  users  quickly  change 
operating  systems  and  integrates  re¬ 
movable  boot  drive  capabilities  into  any 
Industry  Standard  Architecture  desktop 
PC. 

ATA/B  costs  $69. 

► Protege 

(714)961-7000 


IQ  Software  Corp.  has  announced  IQ  for 
Windows  4.0  and  IQ  for  Motif  4.0,  query 
and  reporting  software. 

Accordingto  the  Norcross,  Ga.,  compa¬ 
ny,  IQ  for  Windows  4.0  can  be  configured 
to  access  relational  database  megadata 
directly  and  lets  administrators  create 
predefined  data  views  for  nontechnical 
users. 

An  object-oriented  report  painter  and 
output  viewer  support  scalable  fonts, 
colors  and  borders.  A  charting  module 
includes  both  two-  and  three-dimension¬ 
al  charts. 

U sers  can  develop  reports  on  Windows 
workstations  and  move  them  to  a  Unix 
host  for  batch  execution. 

Prices  start  at  $500  for  Windows  and 
$1,500  for  Motif. 

^  IQ  Software 

(404)446-8880 


INTERSOLV  Q+E  is  the  Answer! 

The  End  User's  Connection  to  Client/Server  Data 

1  n  ISTl  ksgi  \  h •  i  *11  net  ns  rr>crvril  INTtKSOLN  I  uderalor  Maintenance  Workbench,  PVCS  and  Q  +  E  are  registered  trademarks  and  APS  and  DataDirect  are 
trademarks  ot  i  >  ft  KSOLV  Inc  Other  company  or  product  names  mentioned  herein  may  be  trademarks  or  registered  trademarks  of  their  respective  companies. 


We  need  an  easy-to-use  query  tool  that  isn’t 
data  administration’s  worst  nightmare! 


46  COMPUTERWORLD  NOVEMBER  28,  1994 


Mike  Anzis  is  the  I.S. 


From  a  basic 


man  behind  the  wheel  of  4MB  laptop  to  a 
Mazda’s  computers.  And  client/server  system, 
OS/2®  Warp  is  about  to  the  OS/2  family 
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05/2  is  //j  its  third  rev,  so 
it’s  solid,  stable,  and  mature. 


make  his  lile  easier. 


now  scales  an  even 
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The  BonusPah  gives  mobile  users 
the  applications  they  need. 


As  Mike  puts  it:  “We  use  OS/2  on  our  head-  wider  variety  of  PC  platforms. 


quarters’  client/ server  systems.  It’s  also  installed  in 


And  OS/2  Warp  is  a  real  communicator. 


our  900  dealerships.  21?  one 

But  until  now,  we  TH|v  really  need 

haven’t  been  able  to  get  on  The  ro^d. 


With  fax,  Internet 
e-mail,  and  desktop 


conferencing,  there 


OS/2  everywhere  we  need  it  -  on  laptops  in  the  isn’t  an  easier  way  to  keep  those  out  on  the 


field.  OS/2  Warp  changes  all  that.”  OS/2  Warp 


m  £) 


is  the  32 -bit,  multi¬ 
tasking,  Windows ™- 
friendly  way  to  run 


road,  in  the  loop. 

OS/2  Warp  also  offers  Mike  Anzis  rock-solid 
reliability.  “I  know  from  years  of  experience  with 
OS/2,  I  can  trust  it  to  keep  performing.  Now  I  can 
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a  computer.  With 
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A  toolbar  sets  users  quickly  and  •  i  ,  n  ,• 

simple  installation 

easily  into  their  applications.  r 

and  proven  reliability,  OS/2  Warp  is  a  total  comput¬ 
ing  solution  that  performs  ruggedly  at  every  level. 


enjoy  this  peace  of  mind  at  every  level. 

OS/2  Warp  is  available  for  under  $90.  To  get 
warped,  stop  by  your  local  software  deafer,  or  call 


1  800  3  IBM-0S2.  Ask  for  a  free  demo  disk. 


The  new  32-bit, 


lendly,  totally  cool  way  to  run  y 


Windows  f taSking’  multimedia’  Internet-acc^6®  q 
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^  crash-protected, 
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OS/2  Warp  is  available  from  your  software  dealer.  Its  also  available  from  IBM  for  $89  by  calling  1  800  3  IBM-OS2. 

Reseller  prices  may  vary.  OS/2  Warp  consists  of  OS/2  version  3  and  BonusPak.  IBM.  Operating  System/2  and  OS/2  are  registered  trademarks  of  the  International  Business 
Machines  Corporation.  Crash  Protection  and  the  OS/2  logo  are  trademarks  of  IBM.  Windows  is  a  trademark  of  Microsoft  Corporation.  ©1994  IBM  Corp.  Ml  rights  reserved. 


Lotus 


Let's  face  it.  Those  envelopes 
with  the  little  rows  of  holes  and 
all  the  scratched  out  names  are 
definitely  not  cool.  The  ridic¬ 
ulous  red  string  -  who  can 
he  bothered? 

But  an  elegant,  automated  system  for  designing 
fforms  and  routing  them  through  the  company-now 
that's  another  story. 

THAT'S  THE  NEW  LOTUS  FORMS™ 


V 
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Winner  of  Byte  Magazine's  Best  Software  Category 
Award  at  Spring  Comdex  '94,  Lotus  Forms  consists  of 
two  components:  First  is  the  Lotus  Forms  Designer 
which  allows  you  to  create  templates  to  replace 
conventional  forms  for  just  about  any  task.  And  it 
includes  twelve  sample  templates  for  common  forms 
like  purchase  orders  or  expense  reports. 

Once  a  form  has  been  developed,  the  Lotus  Forms 
Filler  lets  end-users  complete  them  easily  and  effi¬ 
ciently.  And  they  can  use  built-in  tools,  like  the  red  pen 
and  Pop  Up  notes,  to  call  out  questions,  add  emphasis 
or  include  comments. 

And  Forms  includes  LotusScript™  2.0,  a  BASIC- 
compatible  language.  So  it's  easy  for  you  to  set  up 
form  routing  and  tracking.  You  could,  for  example, 
send  a  form  around  for  electronic  signature  approval 
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Dasc  information,  inquire  about  Lotus  Passport  In  Canada,  call  1-800-G0-L0TUS  ©  1994  Lotus  Development  Corporation,  55  Cambridge  Parkway,  Cambridge,  MA  02142.  All  rights  reserved.  Lotus,  Working  Together.  Lotus  Notes  and  cc:Mail  are  registered 
trademarks  and  Lotus  Forms.  LotusScript  and  NotesReady  are  trademarks  of  Lotus  Development  Corporation.  MS  is  a  registered  trademark  of  Microsoft  Corporation. 


Lotus  Forms  automatically  routes  forms  across: 
Lotus  Notes®  Lotus®  cc:Mail®  and  MS®  Mail  systems. 


and  then  print  to  a  standard  form.  Lotus  Forms 
smoothes  the  process,  saves  the  cost  of  paper  forms 
and  reduces  time  spent  filling  them  out. 

Lotus  Forms  is  only  $395,*  and  it  includes  five 
licenses.  For  more  information  or  for  our  White  Paper 
about  Forms  Automation,  "Eliminating  Paperwork 
to  Streamline  Business,"  call  1-800-872-3387, 
ext.  8800,  or  visit  your  Lotus  Authorized  Reseller1 

Lotus  Forms- because  you  were  born  to  push 
the  envelope,  not  to  lick  it. 


Working  Together 


LANS 

Servers 

Software  for  groups 


NetFrame  Pentium 
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Microkernel  may  hold  key  to  client/server 


Microkernel  lineup 


Company 

Microsoft 

IBM 

Apple 

Taligent 

Novell 

Microkernel 

Modified 

MACH  VARIANT 

Mach 

variant 

NuKernel 

Mach 

variant 

Chorus 

variant 

Features 

Will  support 
Windows 

NT  3.5 

IBM  OS/2 

ON 

PowerPC 

Support 
for  Mac  OS, 
Taligent 

0b)ECT- 
ORIENTED  FOR 

IBM,  Apple 

NetWare 

and 

UnixWare 

support 

Due  date 

Late  1994 

Iune  1995 

SECOND 

HALF  1995 

SECOND 

HALF  1995 

1996 

ByEdScannell  and  Jean  S.  Bozman 


■  The  major  computer  vendors  are  en¬ 
gaged  in  a  horse  race  to  be  first  to  ride 
microkernel  technology  into  the  market 
as  they  move  their  already-well-known 
operating  systems  into  the  era  of  dis¬ 
tributed  computing. 

But  it  is  not  yet  clear  who  will  take  win, 
place  and  show  or  how  much  users  will 
care  by  the  time  all  the  riders  reach  the 
finish  line  at  the  end  of  1996. 

For  some  vendors,  microkernels  offer 
a  way  to  lift  an  operating  system  from 
one  hardware  platform  and  quickly 
transfer  it  to  another.  That  was  the  case 


when  IBM  moved  OS/2 
from  Intel  Corp.’s  x86  ar¬ 
chitecture  to  PowerPC, 

IBM  executives  said. 

However,  microkernels 
also  promise  a  more  effi¬ 
cient  way  of  handling 
most  operating  system 
housekeeping,  including 
file  systems  and  memory 
management.  That  has 
the  potential  to  boost  the 
execution  speed  of  cli¬ 
ent/server  applications. 

“Most  operating  systems  have  the 
same  functions,”  said  Donna  Van  Fleet, 
vice  president  of  A1X  system  develop¬ 


ment  at  IBM’s  RS/6000  division  in  Austin, 
Texas.  “For  those  common  functions, 
you  would  use  a  common  microkernel. 
The  only  thing  really  different  between 
the  operating  systems  would  be  the  dif¬ 
ferent  interfaces.” 

Freedom  of  choice 

Applications  will  be  the  focus  of  users’ 
hardware  and  software  decisions  —  not 
the  choice  of  operating  system  —  when 
microkernels  are  widely  used. 

“Conceptually,  it  is  a  great  idea,”  said 
John  Chapman,  lead  computing  archi¬ 
tect  at  Amoco  Corp.  in  Chicago.  “It  will 
be  more  interesting  to  us  as  microker¬ 
nels  can  slide  in  and  out  underneath  our 
standard  platforms.” 

But  in  the  next  18  to  24  months,  he  said, 
the  firm’s  investment  in  Intel  hardware 
and  Windows  software  will  remain  in 
place. 

Microkernels  can  host  multiple  “per¬ 
sonalities”  that  provide  the  features  of 
well-known,  monolithic  operating  sys¬ 
tems,  ranging  from  IBM’s  OS/2  on  Pow¬ 


erPC  to  Novell,  Inc.’s  Net¬ 
Ware  and  UnixWare  on 
Intel  platforms.  Howev¬ 
er,  some  vendors  are 
staying  on  the  sidelines, 
for  now.  Sun  Microsys¬ 
tems,  Inc.  is  working 
with  microkernels  as 
part  of  its  spring  re¬ 
search  project,  but  it  is 
advocating  the  use  of 
“dynamic  loadable  mod¬ 
ules”  as  an  alternative  to 
modular  microkernel  de¬ 
signs.  Hewlett-Packard  Co.  said  it  is  only 
“evaluating”  microkernel  architecture. 

Some  users  say  microkernel  technol¬ 
ogies  will  have  a  near-term  benefit,  espe¬ 
cially  in  the  way  they  could  hasten  the  de¬ 
velopment  of  mission-critical  client/ser¬ 
ver  applications  among  users  as  well  as 
amongbuilders  of  commercial  operating 
systems. 

“A  microkernel  gives  you  an  opportu¬ 
nity  to  significantly  increase  system  in¬ 
tegrity  by  better  trapping  [of]  errors,” 
said  Bob  Holmes,  senior  technical  con¬ 
sultant  at  Southern  California  Gas  Co.  in 
Los  Angeles.  Holmes  said  the  microker¬ 
nel  would  modularize  many  operating 
system  services  by  “moving  them  away 
from  the  core  of  the  system”  and  making 
them  easier  to  address. 

The  microkernel  engines  offer  the 
prospect  of  being  faster  than  today’s  op¬ 
erating  systems  because  they  are  small¬ 
er  in  size  and  operate  more  efficiently. 
Some  microkernels  run  at  200,000  lines 
of  code;  average  32-bit  operating  sys- 
Microkernel,  page  52 


Unix  users  will  wait 


IBM’s  first  implementation  of  its 
microkernel  is  expected  to  ship 
with  OS/2  for  PowerPC  in  June 
1995.  An  AIX  flavor,  however,  may 
not  be  marketed  for  Intel  machines,  as 
was  originally  planned,  analysts  said. 

“IBM  had  intended  to  introduce  a 
U nix  personality  running  on  the  Intel 
platform  this  year,”  said  Tony  lams,  a 
research  analyst  at  D.  H.  Brown  Asso¬ 
ciates.  “Right  now,  the  added  value  [of 
the  microkernel]  is  questionable  be¬ 
cause  AIX  has  a  lot  of  momentum  as  it 
is.”  But  lams  said  he  expects  IBM  to 
field  several  microkernel  flavors  for 
PowerPC  overtime.  And,  AIX  runs  na¬ 


tive  on  the  PowerPC  chip. 

Apple  Computer,  Inc.  has  its  own 
microkernel  under  development,  said 
Ike  Nassi,  vice  president  of  operating 
system  products  at  Apple.  Called 
NuKernel,  it  is  due  out  the  second  half 
of  1995  with  the  next  major  release  of 
Apple’s  Mac  OS  operating  system. 

“We  felt  that  doing  our  own  micro¬ 
kernel  provided  us  with  a  lot  of  flexi¬ 
bility  in  terms  of  hosting  multiple  per¬ 
sonalities,”  Nassi  said  last  week.  “If 
we  wanted  to  host  Taligent  on  it,  we 
could.” 

— Jean  S.  Bozman  and 
Ed  Scannell 


Messaging  &  other  matters 


The  following  messaging,  groupware  and  on¬ 
line  items  come  from  this  month’s  Fall/Comdex 
’94  show: 

•  Prodigy  Services  Co.  in  White  Plains,  N.Y., 
banished  the  40-column  screen  format  from  its 
electronic-mail  service.  Along  with  this  up¬ 
grade,  the  company  added  Internet  messag¬ 
ing  and  an  off-line  message  composi¬ 
tion  tool.  It  also  doubled  the  size  of 
users’  E-mail  address  books. 

•  Biscom,  Inc.  in  Chelmsford, 

Mass.,  announced  a  fax  server 
that  runs  on  Novell,  Inc.  NetWare  3.x  and 
4.x  servers  as  a  NetWare  Loadable  Module. 
Called  Faxcom,  the  software  directs  faxes  to 
LAN  users’  desktops  and  enables  joint  network 
and  fax  administration. 

•  Market  research  company  BIS  Strategic  De¬ 
cisions  in  Norwell,  Mass.,  released  a  study  that 
predicts  the  PC  fax  modem  market  will  level  off 
and  the  LAN  fax  server  market  will  grow  by 
more  than  80%  in  the  next  three  years. 

•  To  help  parents  safeguard  their  children 


while  on-line,  the  National  Center  for  Missing 
and  Exploited  Children  in  Arlington,  Va.,  and 
Interactive  Services  Association  in  Silver 
Spring,  Md.,  distributed  an  educational  bro¬ 
chure  at  Comdex.  The  brochure  instructs  fam¬ 
ilies  on  how  to  access  on-line  services  without 
becoming  victimized.  Call  (800)  THE-LOST 
to  obtain  free  copies. 

•  Groupware  company  First 
Floor,  Inc.  in  Mountain  View, 
Calif.,  said  it  is  one  of  the  first  com¬ 
mercial  software  firms  to  distrib¬ 
ute  software  on  CompuServe.  Members  of 
the  on-line  service  can  download  First 
Floor  group  conferencing  software  for  $49  per 
user. 

•  Accounting  software  company  Great  Plains 
Software  in  Fargo,  N.D.,  said  it  is  shipping  inte¬ 
gration  management  software  for  Notes.  The 
product  is  said  to  let  companies  mix  back-end 
office  systems  information  with  front-office 
procedures  such  as  sales  and  lead  tracking. 

— Lynda  Radosevich 


Sneak  preview:  Notes  4.0 


Lotus  Notes  -  Notes  News  -  News  by  Date 
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Title 


LOTUS  ANNOUNCES  NETWORKING  FEATURES.  STRATEGI 
01/1 7/93 

Newsletter  News  through  01/1 7/93 
01/1 3/93 

LOTUS  ANNOUNCES  CALENDARING  AND  SCHEDULING  STf 


01/03/93 

Newsletter  News  through  01/03/93 
12/20/92 


Newswire  Article 


News  Source. 
News  Date 
Keywords: 


First! 

01/1 3/93 
Firstl.  Newswire 


LOTUS  OUTLINES  LOTUS  COMMUNICATIONS 
APn-jiTPm  idp 
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An  alpha  version  of  Notes  Release  4,  which  Lotus  Development 
Corp.  expects  to  deliver  in  the  second  half  of  1995,  features  a 
redesigned  user  interface.  Screens  can  be  split  into  tiered  panes. 
Here,  panes  show  a  list  of  folders,  a  list  of  documents  from  a 
selected  folder  and  a  specific  document  from  the  list.  Sources 
said  other  promised  Notes  4  enhancements,  such  as  improved 
server  performance,  have  yet  to  appear.  —Lynda  Radosevich 
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Comment 


Steve  Moore 


Look 
who’s 
watching 

Recent  develop¬ 
ments  in  software 
license  management 
have  left  application 
vendors,  end  users 
and  network  manag¬ 
ers  scrambling  to 
figure  out  whether 
they  will  be  winners 
or  losers  when  the 

dust  clears. 

In  the  past,  large  companies  were  un¬ 
able  to  control  software  use  efficiently. 
Eager  to  limit  their  liability  in  the  event 
of  a  whistle-blower  incident  or  a  Soft¬ 
ware  Publishers  Association  (SPA)  au¬ 
dit,  many  companies  routinelypaid  for 
more  licenses  than  they  actually  used. 

Now,  new  software  license  metering 
applications  allow  licenses  to  be  shared 


serially  or  concurrently,  night  and  day, 
among  multiple  users  locally,  nationwide 
or — international  laws  permitting — 
around  the  globe. 

Large  companies  stand  to  save  a  bun¬ 
dle  by  shedding  unnecessary  licenses, 
although  smaller  compa¬ 
nies  that  once  tolerated 
bootlegsoftware  may  end 
up  spending  more.  But  no 
one  will  have  to  pay  for 
more  use  than  actually 
occurs,  and  seldom  used 
applications  will  be  iden¬ 
tified  and  removed  to 
make  way  for  more  popu¬ 
lar  ones. 

That  leaves  some  ap¬ 
plication  vendors  shak¬ 
ing  in  their  boots  for  fear 
of  lost  revenue. 

Orwellian  fears 

There  is  another  side  to 
this  coin,  however.  Effi¬ 
cient  monitoring  of  software  use  makes 
end  users  fear  they’ll  always  be  under 
the  eyes  of  two  groups  of  Big  Brothers: 
vendors  and  corporate  network  manag¬ 
ers. 

With  the  help  of  automated  local  and 
remote  monitoringagents  that  can  be  de¬ 
ployed  on  servers  and  LAN-attached 
PCs,  network  managers  will  be  able  to 
nab  employees  electronically  if  they  use 


games  or  other  unauthorized  software. 
And  by  combining  similar  tattletale 
agents  with  SPA  audits,  vendors  hope  to 
force  end  users  to  abandon  their  nasty 
habit  of  duplicating  and  using  software 
without  paying  for  it. 

Efficient  software  use 
monitoring  and  license 
enforcement  seems  like¬ 
ly  to  land  LAN  adminis¬ 
trators  in  the  middle  of 
disputes  about  who  gets 
to  use  which  software. 
And  new  access-restric¬ 
tion  features  built  into 
some  license  metering 
applications  could  com¬ 
pound  that  problem. 

For  example,  an  em¬ 
ployee  learning  how  to 
use  the  latest  update  of 
a  popular  spreadsheet 
might  be  interrupted  by 
a  polite  request  that 
really  means,  “Get  out  of 
that  application  now.  Your  boss  wants  to 
use  it,  and  she  has  first  dibs  on  it  at  all 
times.” 

In  addition  to  findingyour  software 
use  restricted  because  of  who  you  are, 
you  may  also  find  yourself  limited  by 
where  you  are  or  what  time  it  is.  Some 
new  metering  products  can  also  dole  out 
applications  based  on  those  parameters. 

So  go  ahead  and  try  to  launch  that  app. 
You  never  knowwhat  might  happen. 


With  the  help  of 
monitoring 
agents,  network 
managers  will 
be  able  to  nab 
employees 
electronically  if 
they  use  games 
or  other 
unauthorized 
software. 


Announcing  a  new  service  from  tomputerworld: 


Moore  is  a  senior  editor,  Networking,  in  Com- 
puterworld’s  Burlingame.  Calif.,  bureau. 


Storage,  Comdex  style 

Redundant  arrays  of  inexpensive  disks 
(RAID),  storage  management  and  CD- 
ROMs  were  amongthe  storage  highlights 
at  Comdex/Fall  ’94  in  Las  Vegas. 

•  Conner  Storage  Systems  in  Lake 
Mary,  Fla.,  released  a  12-drive  RAID  sub¬ 
system  that  offers  up  to  25G  bytes  of  stor¬ 
age  for  $14,995.  The  subsystem  works  in 
Novell,  Inc.  NetWare  and  Microsoft  Corp. 
Windows  NT  networks  and  includes  cen¬ 
tralized  management  software. 

•  Maybe  you’re  ready  for  hierarchical 
storage  management 
(HSM)  on  the 
LAN,  but  are 
you  ready  for  it  ■ 
on  the  desk- 
top?  Chili  Pepper 
Software,  Inc.  released 

Infinite  Desk  Pro,  a  $149  package  that 
moves  little-used  files  from  a  PC  hard 
disk  to  a  floppy,  a  Win.  tape  cartridge  or 
a  network  server.  Sytron  Corp.  will  also 
sell  the  software  under  the  name  Never- 
Ending  Disk  for  $129. 

•  Elsewhere  in  the  realm  of  HSM,  Avail 
Systems  Corp.  is  offering  a  hard  disk- 
only  version  of  its  storage  software.  That 
means  you  do  not  have  to  dive  into  tape 
and  optical  migration.  It  costs  $2,749. 

•  The  new  thing  in  CD-ROMs  is  quad- 
speed  capability.  Disctec  Corp.’s  Road¬ 
Runner  Express  CD-4X  is  an  external 
quad-speed  CD-ROM  with  plug-and-play 
ability.  It  supports  600K  bit/sec.  transfer 
rates  and  costs  $499.  — Mary  Brandel 
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NetFrame  serves  up  Pentium 


By  J  aikumar  Vijayan 


NetFrame  Systems,  Inc.  recently  an¬ 
nounced  the  NetFrame  ClusterServer 
8500  midrange  system  featuring  Intel 
Corp.’s  100-MHz  Pentium  processor.  The 
system,  which  tops  NetFrame’s  line  of 
superservers,  features  a  flexible,  multi¬ 
processing  architecture  that  supports 
both  clustered  and  four-way  symmetric 
multiprocessing. 

New  features  on  the  8500  include  a 
high-bandwidth  memory  bus  capable  of 
providing  a  peak  throughput  of  800M 
byte/sec.,  512M  bytes  of  main  memory  ca¬ 
pacity,  8-bit  memory  error  correction 
and  several  continuous  availability  fea¬ 
tures,  including  the  following-: 

•  Processor  auditing,  an  optional  proces¬ 
sor  data  integrity  checking  feature 
whereby  a  second  Pentium  “auditor” 
compares  and  checks  each  clock  cycle 
with  the  main  Pentium  processor. 

•  Processor/cache  fault  tolerance  avail¬ 
able  through  a  “Gemini  mode”  operation 
that  automatically  and  transparently 
transfers  operations  to  a  redundant  pro¬ 
cessor  or  cache  in  the  event  of  a  proces¬ 
sor  fault. 

•  Extended  memory  error  correction  ca¬ 
pable  of  correcting  up  to  eight  errors  in 
each  access  to  main  memory. 

The  system,  which  is  aimed  at  high- 
end,  business-critical  types  of  environ¬ 
ments,  will  start  shipping  this  month.  It 


will  be  available  in  three  models,  each 
equipped  with  a  standard  64M-byte  error 
correction  code  memory,  an  Intel  486- 
based  I/O  server,  integrated  networking 
connections  and  cluster  management 
software.  Pricing  for  a  two-processor 
system  is  expected  to  start  at  $89,950. 

The  system  brings  shrink-wrapped  op¬ 
erating  systems  and  standard  nonpro¬ 
prietary  hardware  to  business-critical 
application  environments,  said  Carl  Am¬ 
dahl,  NetFrame’s  chairman  and  chief  ex¬ 
ecutive  officer. 

“They  are  the  only  player  in  the  enter¬ 
prise  space  delivering  shrink-wrap  ap¬ 
plications  on  an  Intel  platform  with  this 
level  of  fault  tolerance  and  scalability.  It 
is  a  great  example  of  midrange  Intel  com¬ 
puting,”  said  Carl  Everett,  executive  vice 
president  and  general  manager  at  Intel’s 
microprocessor  products  group. 

Analysts  said  they  are  impressed  with 
the  system’s  technical  capabilities,  but 
they  were  cautious  in  estimating  Net¬ 
Frame’s  long-term  success  with  it. 

“It’s  a  powerful  system,  and  it  is  hitting 
the  market  at  a  right  time,”  said  John 
Daly,  an  analyst  at  Summit  Strategies, 
Inc.  in  Boston. 

“The  major  concern  is  with  their  busi¬ 
ness  model,”  he  added.  “You  have  to 
question  whether  the  scale  of  their  oper¬ 
ations  will  allow  them  to  offer  the  kind  of 
support”  that  the  high  end  of  the  market 
will  require. 
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the  GP55  Series  utilizes 
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Canon  has  created  a  totally 
new  concept  in  digital  office 
equipment  systems  that  redefines 
productivity  and  performance.  The 
Digital  Imaging  System  GP55  Series. 
It’s  the  culmination  of  Canon’s  tech¬ 
nological  vision  that  is  designed  to 
meet  your  needs  now  and  in  the 
future.  It  functions  on  your  network 
as  a  30-ppm,  400  dpi  laser  printer 
that  can  staple,  sort,  and  duplex.  It’s 
also  a  digital  copier  and  can  serve  as 
roup  3  Fax.  All  this  without  ever 
having  to  leave  your  desk. 

The  GP55  Series  does  it  all  — 
with  a  unique,  optional  Multi-Device 
Controller  (MDC)  that  gives  you  the 
flexibility  to  configure  function 
boards  to  suit  your  needs.  And  since 


parallel  pro¬ 
cessing  technology,  it  can  perform 
more  than  one  function  at  a  time. 

But  best  of  all,  the  GP55  Series  inter¬ 
faces  with  standard  network  proto¬ 
cols  and  page  description  languages. 
So  now  everyone  on  your  LAN  can 
sit  behind  their  desk  and  benefit 
from  the  power  of  Total  Document 
Management.  Which  makes  this  a 
true  instrument  of  efficiency  and  pro¬ 
ductivity  —  with  the  reliability  you’ve 
come  to  expect  from  Canon. 

As  usual,  Canon’s  advanced 
technology  moves  you  further  ahead. 
When  the  rest  say  you  can’t,  Canon 
says  you  can. 

For  more  information,  call 

1-800  OK  CANON. 
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Revolutionize  the 
Print,  copy,  and  fa 
leaving  your  desk. 
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Microkernel 

CONTINUED  FROM  PAGE  49 

terns  range  upward  from  4  million  lines. 

But  for  now  at  least,  performance  is  a 
concern.  “The  underlying  problem  is 
that  every  time  you  put  an  additional  lay¬ 
er  of  software  between  the  machine  and 
the  application,  you’re  slowing  things 
down,”  explained  Donald  Haback,  an  ex¬ 
ecutive  vice  president  at  D.  H.  Brown  As¬ 
sociates,  Inc.  in  Port  Chester,  N.Y.  Faster 
chips  in  future  platforms  should  compen¬ 
sate  for  any  loss  in  speed,  he  noted. 

Users  also  see  performance  as  a  major 
hurdle  to  overcome  if  microkernel-based 
operating  systems  are  to  become  widely 
accepted  on  corporate  desktops.  “Per¬ 
formance  is  always  going  to  be  an  issue 
with  all  these  layers  thrown  in,”  Holmes 
said.  That  is  why  users  have  turned  to 
symmetrical  multiprocessor  systems  to 
gain  power,  he  said. 

Instead  of  worrying  about  the  hard¬ 
ware  underpinnings,  users  of  microker¬ 
nel  systems  would  see  only  the  hardware 
abstraction  layer  and  could  write  to  spe¬ 
cific  application  programming  inter¬ 
faces  when  migrating  software. 

“It’s  perfectly  practical  to  converge 
hardware  platforms  without  a  micro¬ 
kernel,”  said  Cliff  Reeves,  director  of  ob¬ 
ject  technology  products  at  IBM’s  Per¬ 
sonal  Software  Products  division  in  Aus¬ 


Token  Ring  together 

Fighting  the  switched  Ethernet 
juggernaut,  several  networking 
companies  recently  formed  an  alli¬ 
ance  to  promote  Token  Ringtech- 
nology.  The  group  is  called  the  Alli¬ 
ance  for  Strategic  Token  Ring 
Advancement  and  Leadership. 
Members  include  3Com  Corp., 

Hay  Networks,  Inc.,  Bytex  Corp., 
Centillion  Networks,  Inc.,  IBM, 
Madge  Networks,  Inc.,  Standard 
Microsystems  Corp.,  Texas 
Instruments,  Inc.  and  Olicom 
USA,  Inc.  The  alliance  will  conduct 
an  educational  program  to  help  us¬ 
ers  understand  the  current  capa¬ 
bilities  of  Token  Ringand  future 
switched  Token  Ringproducts. 

HP  sells  to  aerospace  firm 

Hewlett-Packard  Co.  said  it  will 
supply  up  to  1 ,000 IIP  9000  Unix 
workstations  and  servers  ayear  to 
Martin  Marietta  Corp.  in  Bethes- 
da,  Md.  Martin  Marietta  an¬ 
nounced  earlier  this  year  that  it  is 
mergingwith  Lockheed  Corp.  in 
Sunnyvale,  Calif.  The  Unix  ma¬ 
chines,  which  will  be  shipped  as 
part  of  Marietta’s  Engineering  Pro¬ 
ductivity  Program,  could  end  up 
costingthe  firm  $30  million  to  $40 
million  over  three  years,  including 
t  raining  and  consulting,  HP  said. 


tin,  Texas.  “It  would  be  much  easier  if  mi¬ 
crokernels  were  involved.  The  more  you 
can  agree  on,  the  less  you  have  to  do 
twice.” 

Irregular use 

Some  information  systems  executives 
said  few  users  need  to  switch  environ¬ 
ments  on  a  daily  basis  to  get  their  work 
done.  “It  [multiple  personalities]  cer¬ 
tainly  gives  us  more  flexibility  from  a  de¬ 
velopment  standpoint,”  said  John 


Handy,  a  senior  consultant  at  a  large  util¬ 
ity  in  Gaithersburg,  Md.  “But  I  am  not 
sure  we  can  build  a  good  business  case 
for  users  swapping  environments.” 

Both  technical  and  marketing  consid¬ 
erations  have  combined  to  stop  delivery 
of  various  microkernel  personalities  in 
IBM’s  Workplace  OS,  analysts  said.  Ju¬ 
dith  Hurwitz,  president  of  Hurwitz  Con¬ 
sulting  Group,  Inc.  in  Watertown,  Mass., 
said  some  of  IBM’s  best  customers  were 
not  receptive  to  the  concept  of  IBM’s  one- 


size-fits-all  Workplace  OS  microkernel. 

IBM  now  faces  the  task  of  persuading 
IS  developers  and  application  software 
vendors  to  sign  on  for  microkernel  com¬ 
puting  and  to  train  them  in  how  the  mi¬ 
crokernel  works.  “Until  you  get  to  the 
point  where  developers  are  comfortable 
with  what  you’re  doing,  you’re  not  going 
to  get  anywhere,”  she  said,  referring  to 
IBM.  “The  problem  is,  you  can't  just  showr 
up  one  day  and  say  the  microkernel  is 
ready.” 


There’s  no  horsing  around  with  Ensign  '.  Ensign  is  a  complete  suite  of  essential  UNIX  tools,  providing  simultaneous  multiple 
control  points  and  true  distributed  administration.  And,  Ensign  can  be  used  by  remote,  non-technical  “administrators”  while  still 
maintaining  central  control  by  your  experts.  So  now  you  can  delegate  routine  UNIX  tasks  and  free  your  data  center  staff  for  those 
mission-critical  jobs.  All  of  which  should  take  a  considerable  load  off  your  shoulders. 


1994  Boole  &  Babbage.  Ensign  is  a  trademark  ot  Boole  &  Babbage.  All  other  trademarks  are  property  of  their  respective  owners. 


UNICENTER  FOR  UNIX  FROM  CA 

CENTRALIZED  CONTROL.  SOUNDS  COOD. 

BUT,  WITH  DISTRIBUTED  SYSTEMS,  IT  CAN  WASTE 
UNIX  ADMINISTRATORS'  HORSEPOWER. 
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New  Products 


NetAccess  Development  Corp.  has  an¬ 
nounced  DriveMaster,  peer-to-peer  drive 
sharing  software. 

According  to  the  Youngstown,  Ohio, 
company,  DriveMaster  lets  workgroup 
managers  back  up  the  hard  drive  of  any 
node  attached  to  a  Novell,  Inc.  NetWare 
3.x  or  4.x  network. 


Users  can  restrict  a  backup  machine’s 
view  of  the  user  node  to  a  specific  local 
drive  or  directory  structure.  DriveMas¬ 
ter  supports  all  DOS  file  operations  and 
performs  backups  in  the  background  so 
a  user  can  continue  normal  operations. 

Prices  range  from  $249  to  $1,995,  de- 
pendingon  the  number  of  users. 

►  NetAccess  Development 
(216)  759-7565 


On  Technology  Corp.  has  announced 


SofTrack2.0,  metering  software. 

According  to  the  Cambridge,  Mass., 
company,  SofTrack  2.0  is  a  software 
metering  Novell,  Inc.  NetWare  Loadable 
Module  that  monitors  the  number  of  ap¬ 
plication  licenses  on  a  network  and  pro¬ 
vides  enhanced  reporting  and  metering 
capabilities. 

Features  include  a  report  definition 
screen,  summary  report  sorting  by  cate¬ 
gory,  print  previewing  and  the  ability  to 
generate  reports  and  graphs  from  multi¬ 


ple  files.  The  product  can  meter  Dynamic 
Link  Libraries  and  the  opening  and  clos¬ 
ing  of  files.  It  also  provides  overflow  and 
block  usage  switches. 

Prices  range  from  $495  to  $3,995,  de¬ 
pending  on  the  number  of  users. 

►  On  Technology 
(617)374-1400 


McAfee  Associates,  Inc.  has  an¬ 
nounced  SiteMeter  5.0,  PC  LAN  metering 
software. 

According  to  the  Santa  Clara,  Calif., 
company,  SiteMeter  5.0  supports  wide- 
area  network  meteringover  TCP/IP. 

The  product  monitors  software  use 
across  the  WAN  and  meters  out  software 
use  based  on  the  number  of  licenses  pur¬ 
chased.  SiteMeter  also  consolidates  mul¬ 
tiserver  metering  and  reporting  under  a 
centralized  administration  console. 

SiteMeter  5.0  costs  $40  per  node  for  10 
workstations. 

►  McAfee  Associates 

(408)988-3832 


Integrix,  Inc.  has  announced  the 
HA1000,  a  high-availability  SPARC- 
based  server. 

According  to  the  Newbury  Park,  Calif., 
company,  the  HA1000  provides  protec¬ 
tion  from  system  server  failure  by  pro¬ 
viding  redundant  backup  to  resume 
tasks  without  disruptingoperation. 

The  system  combines  Integrix’s  SW20 
multiprocessing  SPARC  20  system  with 
an  Sbus  expansion  system,  hot-swappa¬ 
ble  redundant  load-sharing  power  sup¬ 
plies,  multigigabyte  redundant  arrays  of 
inexpensive  disks  drives  and  network¬ 
ing  software. 

The  HA1000  costs  $24,995. 

^  Integrix 

(805)375-1055 


Mountain  Network  Solutions,  Inc.  has 

announced  FileSafe  1.1  for  Windows 
Rescue  Novell,  Inc.  NetWare  Loadable 
Module  (NLM)  software. 

According  to  the  Scotts  Valley,  Calif., 
company,  FileSafe  1.1  for  Windows  Res¬ 
cue  NLM  features  workstation  backup 
support  and  an  enhanced  user  interface. 

The  product  provides  automated 
backup  protection,  data  management 
and  disaster  recovery  for  client  and  serv¬ 
er  applications.  FileSafe  1.1  for  Windows 
Rescue  NLM  is  compliant  with  System  In¬ 
dependent  Data  Format  1.0  and  Storage 
Management  Services. 

FileSafe  1.1  for  Windows  Rescue  NLM 
costs  $499. 

^  Mountain  Network  Solut  ions 

(408)  438-6650 


HIRING? 

Don’t  miss  one  of  your  best 
recruiting  opportunities  all  year: 
Computerworld’s  January  2nd 
Forecast  issue. 

Deadline:  Dec  27th 


800  343-6474,  x201 
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ENSIGN  FROM  BOOLE  &  BABBAGE 

ENSIGN  LETS  YOU  SPLIT  UNIX  SYSTEM  CONTROL  BETWEEN 
THE  DATA  CENTER  AND  LOCAL  SITES.  YOU  TAKE  THE  REINS  AND 

SHARE  THE  WORKLOAD. 


Ensign  is  designed  with  an  intuitive  point-and-click  graphical  interface  which 
supports  all  major  UNIX  platforms.  Ensign  installs  in  under  an  hour  and  minimal 
training  is  required.  So  get  ahead  in  the  race  for  UNIX  management  -  call  for  your 

Ensign  Information  Kit  today  at  1  -800-544-2  152.  Reseller  inquiries  welcome. 


Boole  & 
Babbage 
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THANKS  TO  A  BUSINESS  CRITICAL  SERVER,  ONE  OF  THE 


LARGEST  FAST  FOOD  FRANCHISES  KNOWS  INSTANTLY  WHAT 


PROMOTIONS  WILL  BE  POPULAR  THAT  DAY. 


HOW  MUCH 


FOOD  TO  COOK. 


WHAT  ITEMS  NEED  TO  BE  ORDERED. 


THEY  MAINTAIN,  UPGRADE  AND  ACCESS  ALL  THEIR  SYSTEMS 


REMOTELY. 


KEEP  THEIR  PRICES  DOWN. 


KILL  THE 


COMPETITION. 


COULD  THEY  BE  HAVING  YOU  FOR  LUNCH? 


IF  YOU'RE  IN  THE  FAST  FOOD  BUSINESS,  YOU  KNOW  THERE'S  A  LOT  OF  COMPETITION  FOR  THE  FOOD  SERVICE  DOLLAR. 
THAT'S  WHY  SCO  BUILT  ONE  OF  THE  FIRST  AFFORDABLE  BUSINESS  CRITICAL  SERVERS  DESIGNED  TO  SUPPORT  THE 
MILLIONS  OF  TRANSACTION-BASED  FUNCTIONS  CRITICAL  TO  YOUR  BUSINESS.  THOUSANDS  OF  OUR  CUSTOMERS  HAVE 
PROVEN  OUR  SERVER  SOFTWARE  IS  RELIABLE,  REPLICATED  QUICKLY  AND  EASILY  SITE  TO  SITE,  AND  WORKS  ON  THE 
PLATFORMS  YOU  HAVE,  TODAY.  FIND  OUT  MORE  ABOUT  SCO  BUSINESS  CRITICAL  SERVER  SOFTWARE,  CALL  800-726-5738. 


SCO 
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CONSTRUCTION 


ond  the  SCO  logo  ore  registered  trodemorks  oJ  The  Sonio  Guz  Operation.  Inc  m  the  USA  ond  other  countries  ©1994  The  Sonia  Cruz  Operatic 


All  r.ghis  reserved 


Internetworking 
Services 
Net  Management 


Data  security  a  big  problem, 

BUT  LOW  PRIORITY,  65 

New  products,  70 


Asynchronous  Transfer  Mode 

DEC’S  ATM  switch 
costly  but  reliable 


By  MaryBrandel 


Digital  Equipment  Corp.  formally 
entered  the  world  of  Asynchro¬ 
nous  Transfer  Mode  (ATM)  net¬ 
works  recently  with  an  interface 
adapter  and  a  LAN  switch. 

In  some  ways,  Digital  is  ahead  of 
the  curve  with  30  ATM  customers. 
Standout  features  of  Giga- 
switch/ATM,  these  users  said,  in¬ 
clude  very  high  bandwidth,  good 
congestion  control  and  ease  of 
use. 


In  other  ways  —  particularly 
price  —  Digital  has  some  catching 
up  to  do. 

“They  have  the  initial  makings 
of  a  very  good  ATM  switch,”  said 
Frank  Dzubeck,  an  analyst  at 
Communications  Network  Archi¬ 
tects,  Inc.  in  Washington.  But  while 
the  full-blown  52-port  configura¬ 
tion  is  “extremely  competitive”  at 
$25,740,  the  per-port  price  of 
$2,600  is  very  expensive,  he  said. 

“The  ATM  market  right  now  will 
be  won  or  lost  on  price,”  added 
Thomas  Nolle,  president  of  CIMI 
Corp.  in  Philadelphia.  “If  they’re 
not  prepared  to  offer  ATM  to  the 
desk  for  a  street  price  of  less  than 
$1,000,  they’re  wasting  their  mon¬ 
ey.” 

High  price  to  pay 

Price  has  already  served  as  an  in¬ 
hibitor  to  one  beta  customer.  Part¬ 
ly  due  to  cost,  the  University  of  Mi¬ 
ami  has  not  configured  all  of  its 
servers  with  ATM  and  is  not  yet  in 
production  mode,  according  to  Pe¬ 
ter  Evans,  research  associate  at 
the  university.  “What  we  keep 
feedingback  to  them  is  if  you’re  se¬ 
rious  about  selling  into  a  commer¬ 


cial  market,  you’re  going  to  have 
to  be  a  bit  more  competitive,”  Ev¬ 
ans  said. 

The  University  of  Miami  is  pro¬ 
cessing  15G  to  20G  bytes  of  satel¬ 
lite  data  per  day  and  expects  to 
quintuple  that  amount  by  next 
year.  It  uses  Digital’s  Giga- 
switch/ATM  internally  and  is  also 
experimenting  with  wide- 
area  network  transmissions  with 
the  Naval  Research  Laboratory  in 
Washington  and  Oregon  State  Uni¬ 
versity. 

Evans  said  he  will 
continue  to  use  Giga- 
switch/ATM  for  the 
entire  ATM  imple¬ 
mentation.  But  he 
said  price  is  not  the 
only  thing  standing 
in  his  way. 

On  its  internal 
LAN,  the  university 
so  far  can  ATM-en- 
able  only  its  Alpha 
AXP  3000  servers, 
not  the  2100s.  This  is 
because  the  2100s 
are  based  on  the  Pe¬ 
ripheral  Component 
Interconnect  (PCI)  bus,  while  the 
ATM  interface  adapter  was  de¬ 
signed  to  take  advantage  of  the 
Turbochannel  bus.  The  Turbo- 
channel  bus  is  a  very  high-speed, 
proprietary  bus  that  is  implement¬ 
ed  in  Digital’s  VAXs  and  older  Al¬ 
phas. 

Digital-only  surroundings 

Digital  said  a  PCI-  and  Extended 
Industry  Standard  Architecture- 
based  interface  will  ship  during 
the  first  half  of  next  year.  But  be¬ 
cause  of  the  current  design,  the 
switch’s  full  benefits  are  realized 
only  in  a  100%  Digital  environ¬ 
ment. 

“In  theory,  you  can  connect  with 
adapters  from  other  people,  but 
you  won’t  necessarily  get”  opti¬ 
mized  congestion  control  (see  box 
page  70),  Dzubeck  said. 

In  the  University  of  Miami’s 
WAN  transmissions,  Giga- 
switch/ATM  sends  data  to  a  Fore 
Systems,  Inc.  switch,  which  then 
connects  to  a  Silicon  Graphics,  Inc. 
server  in  Washington.  “So  we  can’t 
use  the  congestion  control  stuff” 
over  the  WAN,  Evans  said. 

ATM  switch,  page  70 


ATM  masters 


Two  algorithms  help  Digital’s  Gigaswitch/ATM 
achieve  its  high  throughput  and  low  network 
congestion: 

SwitchMaster 

Looks  for  a  cell  in  the  packet  that  matches  any  open 
port  destination  instead  of  waiting  for  a  port  to  open 
up.  This  enables  more  than  95%  bandwidth 
utilization,  while  most  switches  promise  just  58% 
utilization. 

FlowMaster 

Ensures  that  a  buffer  is  available 
before  a  cell  enters  the  network. 

Zero  ceil  loss  due  to  congestion  is  guaranteed. 
Buffer  size  is  10  to  20  cells  per  virtual  circuit. 


Source:  Digital  Equipment  Corp. 


Service  helps  home 
buyers  net  mortgages 

Fannie  Mae  passes  along  cost,  time  savings  through  EDI 


By  Thomas  Hoffman 


Next  month,  the  Federal  National  Mortgage  As¬ 
sociation,  or  Fannie  Mae,  will  roll  out  an  elec¬ 
tronic  data  interchange  (EDI)  service  to  help 
lenders  reduce  their  mortgage  origination 
costs  by  $1,000. 

The  service,  called  Mornet  EDI,  will  serve  as 
an  electronic  mortgage  highway  to  allow  lend¬ 
ers  and  service  providers  to  process  home 
loans  and  exchange  mortgage  market  informa¬ 
tion.  Banks  and  other  companies  will  be  able  to 
access  Mornet  EDI  with  DOS- 
based  PCs  dialing  into  a  Sprint 
Corp.  network,  according  to 
Franklin  D.  Raines,  vice  chair¬ 
man  of  the  Washington-based 
provider  of  home  mortgage 
funds. 

End  to  the  paper  ehase 

The  network  is  expected  to  en¬ 
able  prospective  home  buyers 
to  complete  mortgage  origina¬ 
tions  in  a  matter  of  minutes 
compared  with  the  hours  that 
cumbersome  paper-based 
transactions  once  took.  Lend¬ 
ers  will  be  able  to  electronical¬ 
ly  transmit  application  infor¬ 
mation  to  any  one  of  35  service 
providers  on  the  network  to 
process  a  particular  service 
such  as  credit  reports,  ap¬ 
praisals  and  fraud  detection 
reports. 

By  providing  a  wide  array  of  vendor  services 
across  Mornet  EDI,  Fannie  Mae  expects  to  help 
lenders  reduce  their  operating  costs  —  savings 
that  will,  in  turn,  be  passed  along  to  consumers. 
For  example,  the  mortgage  credit  reporting  in¬ 
dustry  currently  uses  a  set  of  documentation 
called  the  Residential  Mortgage  Credit  Report 
(RMCR)  that  is  available  to  lenders 
for  $50  to  $75  per  hard  copy,  ac¬ 
cording  to  A1  Verkuylen,  vice  pres¬ 
ident  of  strategic  relationships  at 
Informative  Research,  a  Garden 
Grove,  Calif.,  mortgage  informa¬ 
tion  services  vendor. 

Thanks  to  the  advent  of  national 
EDI  mortgage  networks,  the 
RMCR  will  likely  be  replaced  by  the 
Merged  Credit  Report,  a  PC-based 
on-line  package  that  lenders  can 
obtain  for  $20  a  copy,  Verkuylen 
said. 

More  important,  the  Merged 
Credit  Report  will  enable  lenders 
to  process  customer  credit  files 
on-line  within  minutes.  Compara¬ 
tively,  the  turnaround  on  the 
RMCR  report  is  48  to  72  hours. 


Raines  said  the  network,  which  is  based  on 
the  American  National  Standards  Institute’s 
X12  EDI  standard,  will  be  key  to  helping  reduce 
the  average  home  buyer’s  mortgage  origina¬ 
tion  cost  s  from  $2,500  to  $1 ,500  by  the  year  2000. 

The  bandwagon 

Fannie  Mae  is  not  alone  in  its  efforts.  For  exam¬ 
ple,  Federal  Home  Loan  Mortgage  Corp.,  or 
Freddie  Mac,  is  puttingthe  finishingtouches  on 
an  EDI  network  called  GoldWorks,  which  the 
Reston,  Va.-based  mortgage-back  securities 
provider  is  developing  with 
Advantis  for  a  targeted  1995 
rollout. 

Meanwhile,  Computer  Pow¬ 
er,  Inc.  (CPI),  a  Jacksonville, 
Fla.-based  mortgage  loan  ser¬ 
vicer,  has  expanded  its  EDI 
network  to  include  loan  pro¬ 
duction  under  a  recently  re¬ 
vised  system  called  the  CPI  In¬ 
terchange,  according  to  John 
Wolf,  an  executive  vice  presi¬ 
dent. 

Executives  at  many  of  the 
service  providers  that  have 
committed  to  Mornet  EDI  said 
they  plan  to  establish  similar 
connections  with  Computer 
Power  and  Freddie  Mac.  “Our 
position  is  that  we’ll  do  busi¬ 
ness  with  virtually  every 
mortgage  lender  available.  So 
dependingon  which  networks 
the  lenders  will  be  accessing, 
we  want  to  make  sure  that  we’ll  be  there,  too,” 
said  Curt  Culver,  executive  vice  president  at 
Mortgage  Guaranty  Insurance  Co.,  a  Milwau¬ 
kee-based  mortgage  insurance  provider. 

Of  course,  any  medium  that  provides  faster 
and  cheaper  electronic  mortgage  originations 
will  be  most  appealing  to  prospective  home 
buyers  such  as  Ted  Rasch,  a  33- 
year-old  owner  of  The  Guitar  Store 
in  Smithtown,  N.Y.,  who  is  looking 
to  purchase  a  home  closer  to  his 
audio  outlet  by  mid-1995. 

When  Rasch  bought  his  first 
house  in  Uniondale,  N.Y.,  in  1986, 
“the  number  of  hours  I  spent  sift- 
ingthrough  the  [mortgage  origina¬ 
tion]  documentation  was  just  mon¬ 
umental  —  not  to  mention  the  90 
days  I  spent  sitting  on  pins  and 
needles  waiting  for  a  response  to 
my  application,”  Rasch  said. 

According  to  Rasch,  the  mort¬ 
gage  EDI  netw  ork  that  speeds  the 
response  on  his  next  mortgage  ap¬ 
plication  and  ensures  the  lowest 
available  interest  rates  “is  going 
to  get  my  vote.” 


Fannie  Mae’s  Franklin  D.  Raines: 

The  network  will  help  reduce 
the  average  home  buyer’s 
mortgage  origination  costs 
from  $2,500  to  $1,500  by  the 
year  2000 


Buyer’s  market 


The  savings  being 
passed  on  to 
consumers  through 
Mornet  EDI  are  part  of 
Fannie  Mae’s 
“Showing  America  a 
New  Way  Home” 
campaign.  The 
government- 
sponsored  corporation 
launched  this  initiative 
in  March  to  provide 
$1  trillion  in  lendingto 
home  buyers  through 
the  end  of  this  decade. 
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WAKE  UP  AND  SMELL  THE  OBJECTS  •  March  19-23,  1995 
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Reap  the  rewards  of  object  technology. 
For  your  company.  And  yourself. 
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ye 


-in 


Caterpillar  Inc.  applied  object-oriented  analysis  and  design  techniques  to  streamline 
the  steel  procurement  process.  I  The  Palm  Beach  Medical  Examiner’s  Office  took 
advantage  of  reusable  objects  to  create  a  powerful  object  technology  (OT)  application- 
record  time.  I  Canadian  Tire  used  OT  to  build  a  true  client/server  application  that  improved  customer 
service  and  increased  traffic  in  retail  stores.  I  The  fact  is,  thousands  of  organizations  are  already  putting  object 
technology  to  work  in  manufacturing,  financial  services,  telecommunications,  aerospace,  defense,  retail, 
transportation,  and  more.  I  Object  World  Boston — March  19-23,  1995 — is  your  chance  to  discover  how  you 
can  use  OT  to  create  distributed  applications  that  improve  performance,  cut  costs,  boost  profits,  and  build 
competitive  advantage.  I  So  register  for  Object  World  Boston  today.  And  increase  your  chances  for  success. 


Learn  from  case  studies,  OT  users  and  expert  panelists. 

No  other  OT  conference  offers  you  a  broader  range  of  subjects  or  greater 
technical  depth  than  Object  World.  You  can  choose  from  15  tutorials  and 
54  conference  sessions.  Many  are  based  on  actual  case  studies  and  feature 
OT  users  and  experts  who’ll  share  their  knowledge  and  experience.  Here 
is  a  sample  of  sessions  organized  into  four  separate  tracks: 

OBJECTS  IN  BUSINESS  TRACK:  Building  the  Business  Case  for  Object 
Technology;  Planning  for  Reuse;  Strategic  Issues  in  Transition  Manage¬ 
ment;  and  The  OT  Dream  Team. 

TECHNOLOGY  OF  OBJECTS  TRACK:  A  Case  Study  in  Large  Scale  OT 
Development:  Managing  Complexity;  Building  Reusable  Software 
Components;  Managing  00  Projects:  Scaling  Up  from  Small  to  Large; 
and  Object  Metrics:  Current  Practices. 

DISTRIBUTED  COMPUTING  WITH  OBJECTS  TRACK:  Bridging  Client/ 
Server  and  OO  Computing;  Choosing  a  CORBA  Implementation; 
Planning  for  Large  Scale  DOC  Environments;  and  Case  Study:  Xerox’s 
Migration  to  Distributed  Object  Technology. 

SOFTWARE  DEVELOPERS  TRACK:  Incorporating  CORBA  into  C++ 
Applications;  Comparison  of  C++  and  Smalltalk  for  Use  with  Object 
Databases;  Case  Studies:  Detecting  Software  Development  Failures  and 


Recovering;  and  Patterns  and  Frameworks:  Elements  of  Reusable  00 
Software. 

Hear  from  OT  industry's  movers  and  shakers! 

Pick  up  valuable  tips  and  techniques  from  the  implementers  who’ve 
brought  OT  from  the  back  room  into  the  mainstream  and  made  it  the 
technology  of  choice  for  IS  departments.  Don’t  miss  presentations  by 
Grady  Booch,  Peter  Coad,  Stephen  Mellor,  Ivar  Jacobson,  David  Taylor, 
Andrew  Topper,  and  Paul  Harmon. 

Get  the  inside  story  at  our  Bonus  Sessions. 

Learn  the  ins  and  outs  of  OT  during  several  45-minute  Bonus  Sessions 
including  OMG:  Building  the  Object  Technology  Infrastructure  and 
Industries  in  Action — covering  healthcare,  financial  services,  and  telecom¬ 
munications. 

Save  $200  on  the  full  conference  program.  Register  today. 

If  you  sign  up  for  the  full  conference  program  by  February  17,  you’ll  save 
$200.  But  that’s  not  all.  You’ll  also  get  a  FREE  CD,  The  World  of  Objects, 
the  definitive  reference  database  for  OT.  Plus,  you’ll  receive  a  book  filled 
with  money-saving  coupons  you  can  redeem  for  products  and  services — 
only  at  Object  World. 


DON'T  MISS  THESE  KEYNOTE  PRESENTATIONS. 


David  Taylor,  Ph.D.,  President  of 
Enterprise  Engines,  will  discuss 
"Business  Engineering  With  Object 
Technology."  Find  out  how  companies 
are  using  OT  to  improve  productivity  and 
increase  profits. 


Sign  up  for  Object  World  Boston  by  February  1 7  and  save  $200  on  the  full  conference  program. 
And  get  a  FREE  CD,  The  World  of  Objects — the  definitive  reference  database  for  OT.  It's  worth 
the  price  of  admission! 


HOW  TO  RESERVE  YOUR  PLACE: 

By  Mail:  Fill  out  this  coupon  and  mail  it 
to  Object  World  Boston.  P.O.  Box  9107, 
Framingham,  MA  01701. 

By  Phone:  Call  us  toll-free  at  800-225- 
4098  in  the  U.S.  or  508-879-6700. 

By  Fax:  For  fastest  service,  fax  this 
coupon  to  508-872-8237. 


By  E-Mail:  OMG@OMG.ORG. 

Type  the  word  “help"  by  itself  in  the  body 
of  your  letter,  and  the  server  will  send  you 
complete  instructions.  To  receive  a  list  of 
available  files,  type  the  word  “index"  on  a 
separate  line. 

By  World  Wide  Web  Server: 

http://www.idgwec.com 
Select  Object  World  Boston. 


'  \  Object  World  offers  you  a  no-questions-asked,  money-back  guarantee  on  the 
full  conference  program,  so  you  have  absolutely  nothing  to  lose.  Reserve 
your  place — and  your  $200  discount — today. 
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(Check  one  only) 

□  Reserve — without  obligation — my  $200  discount  on  the  full  conference  program. 

O  Please  send  me  more  information  about  the  full  conference  program  and  register  me 

for  my  FREE  Exhibits  Pass. 

□  Register  me  for  my  FREE  Exhibits  Pass — a  $50  value. 

□  I'm  not  ready  to  register  at  this  time.  Please  send  me  more  information  about: 

□  Attending  □  Exhibiting  at  Object  World  Boston. 


Please  print  or  type  clearly. 
Name  _ 


Inquiry  Code:  CW6 


Title, 


Organization 
Street _ 


City/Town . 


Zip/PostalCode  . 
Phone  _ 


State/Province 

_  Country 

_  FAX 


Internet/E-Mail 


©  Object  World  is  a  registered  trademark.  No  one  under  18  admitted. 
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Jon  Hopkins,  President  of  Palladio 
Software,  will  conduct  a  panel 
discussion,  “ Theory  Is  Great — But 
Does  It  Get  The  Job  Done?"  Three 
methodologists  will  discuss  how 
their  peers'  methodology  addresses 
the  issues  related  to  object  models 
and  iterative  development. 


Steven  A.  Mills,  General  Manager  of 
IBM  Software  Solutions,  will  explore 
the  topic,  "Objects:  Not  Just  For 
Programmers  Anymore."  See  how 
objects  have  become  the  driving  force 
in  the  way  software  is  developed, 
purchased,  delivered,  and  maintained. 


To  register  or  for  more  information,  call  800-225-4698. 
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SPECIAL  ADVERTISING  SUPPLEMENT 


AMOCO 

•  Amoco  Corp.,  the 
$28.6  billion  oil 
processing  and  refining 
giant,  wanted  to  closely 
align  its  operations  and 
business  strategies 
while  moving  to  a 
distributed  computing 
environment  This 
meant  consolidadng  its 
global  network  of 
heterogeneous  systems 
under  one  network 
management  software 
umbrella.  Faced 
with  a  proliferation  of 
proprietary  solutions, 
the  company  looked  for 
a  unifying  answer. 


effort  to  maintain  elec¬ 
trical  and  natural  gas 
service  while  managing 
its  multiplatform, 
multivendor  maze  of 
networks  and  systems. 
Ever-fearful  of  a 
devastating  power 
blackout  and  the 
subsequent  negative 
ramifications,  the  utility 
sought  the  ability  to 
detect  and  correct 
outages  before  they 


BELL  ATLANTIC 

Bell  Atlantic  knew 
that  it  would  have 
to  streamline  and 


operations  within  an 
enterprise  automation 
environment  if  it  were 
to  stay  on  top  in  the 
ruthlessly  competitive 
telecommunications 
products  and  services 
arena.  Its  goal  was 
to, combine  six  data 
centers  into  two  and 
maintain  common 
control  from  a  central 
point. 


LILCO 


The  Long  Island 
Lighting  Company 
(LILCO)  was  straining 


META  Group,  Inc. 


By 

Mike  Rothman 
and 

Dale  Kutnick 


During  the  past  five  years,  META  Group  has  closely  observed  the  transition  in  corporate  computing 
from  host-centric  technologies  to  distributed  computing  and  client/server  applications.  The  reason  for 
this  migration  is  clear:  corporations  need  to  empower  employees,  giving  them  the  freedom  to  access 
information  across  the  enterprise,  the  flexibility  to  adapt  to  the  changing  business  environment  and  the 
intelligence  to  perform  complex  tasks  quickly. 

These  goals  can  only  be  accomplished  with  the  development  of  a  common  technology  infrastruc¬ 
ture  that  enables  lines  of  business  (LOBs)  to  develop  applications  and  eliminate  protracted,  centralized 
IT  application  development. 


Managing  Diverse  Infrastructures 

IT  professionals  originally  built  the  underlying  network  and  computing  infrastructure. 

Unfortunately,  the  new  environment’s  complexity  did  not  end  with  installation  of  hubs,  routers,  PCs 
and  Unix  servers.  Infrastructure  management,  not  building,  has  become  the  focal  point  of  many  IT 
initiatives.  Managing  has  become  progressively  difficult  in  multivendor  environments,  but  increasingly 
important  as  mission-critical  applications  migrate  to  distributed  networks.  A  new  paradigm  is  being 

implemented  to  manage  such  heterogeneous  environments, 
which  are  characterized  by  variable,  “bursty”  demand  and 
unpredictable  requirements. 

The  result  of  this  paradigm  shift  is  a  new  breed  of  technolo¬ 
gist,  the  “New  Age  IT  Professional.”  This  new  breed  is  distin¬ 
guished  from  its  predecessors  by  its  all-encompassing  view  of 
the  technology  infrastructure.  No  longer  does  it  suffice  to  be  a 
specialist  in  only  networks,  desktops  or  servers.  IT  survival  hinges  on  providing  tangible  infrastructure 
services  to  business  users  and  treating  users  as  paying  clients.  This  effectively  repositions  IT  as  a 
service  provider  focused  on  satisfying  end-user  requirements  while  hiding  the  infrastructure’s 
inherent  complexity. 


In  a  distributed  environment,  this  means 
capturing  availability,  fault  and  performance- 
level  information  across  the  infrastructure 
without  being  limited  to  a  particular  class  of 
network  segments  or  systems. 


Enterprise- wide  View  Essential 

In  order  to  fulfill  these  New  Age  service  requirements,  IT  professionals  require  robust  tools  that 
provide  an  enterprise-wide  view  of  the  infrastructure.  This  view  must  enable  IT  to  proactively  monitor 
and  troubleshoot  applications  and  systems,  spanning  all  technology  functions.  End-to-end  infrastruc¬ 
ture  management  facilitates  identification  of  a  problem’s  root  cause  and  its  effect  on  end  users.  In  a 
distributed  environment,  this  means  capturing  availability,  fault  and  performance-level  informadon 
across  the  infrastructure  without  being  limited  to  a  particular  class  of  network  segments  or  systems. 

Management  information  from  the  LAN,  servers,  networking  devices,  mainframe  channels,  wide 
area  links,  databases,  etc.  must  be  combined  and  correlated  to  provide  an  integrated  view  of  the  sys¬ 
tem.  Figure  1  illustrates  the  various  networked  resources  and  segments  affected  by  a  single  distributed 
application  transaction.  Thoroughly  understanding  distributed  applications  from  a  system  perspective 
enables  IT  professionals  to  better  manage  their  resources. 

IT  professionals  encounter  two  significant  challenges  in  realizing  the  New  Age  paradigm.  First, 
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ndicates  different  network  segments  or  networked  resources  to  monitor  in  a  single  distributed  application  transaction. 


A  single  system  management  of  all  critical  components  is  essential  to  ensure  the  availability  of  service  in  a  distributed  environment. 

gathering  information  from  diverse,  multivendor  environments  often  forces  IT  to  use  multiple,  disparate 
element  management  systems  (EMSs).  The  inability  to  communicate  and  integrate  information  among 
multiple  EMSs,  however,  yields  an  incohesive  management  view  of  the  system.  The  IT  professional 
needs  a  single  management  system  with  distributed  components  capable  of  monitoring  all  elements. 

Using  a  single  system  to  monitor  networked  resources  provides  operating  efficiencies  through 
consistent  command  sets  and  graphical  interfaces,  standard  report  formats,  etc.  More  importantly,  a 
single  system  fosters  the  data  integration  required  by  managers  to  gather  and  analyze  information. 

The  second  challenge  is  overcoming  the  geographic  distribution  of  networked  resources  throughout 
the  enterprise.  Budget  pressures  often  push  end-user-to-IT  administration  ratios  upwards  of  150-200:1, 
negating  the  ability  to  locally  staff  and  monitor  the  enterprise.  This  forces  network  professionals  to 
remotely  monitor  distributed  networks  and  systems.  Using  a  distributed  system  to  remotely  manage 
sites  from  a  centralized  location  and  console  is  required  if  the  goal  is  to  eliminate  excessive  manage¬ 
ment  overhead  in  terms  of  personnel  and  travel  expenses. 

An  ancillary  benefit  of  end-to-end  infrastructure  management  is  the  ability  to  historically  track 
network  computing  availability.  This  information  provides  IT  professionals  with  an  indication  of 
infrastructure  trouble  areas  and  enables  capacity  planning  and 
implementation  ahead  of  the  usage  curve. 

Service  Level  Agreements 

A  common  thread  between  repositioning  IT  and  infrastruc¬ 
ture  management  is  the  need  to  tailor  technology  solutions 
to  user  requirements.  Service-level  agreements  will  bind  the 
user  to  the  IT  organization,  forcing  IT  to  deliver  high  quality, 
quantifiable  services  that  reflect  future  business  directions. 

To  survive  in  a  distributed  computing  environment,  New  Age  IT  Professionals  need  to  develop  robust 
management  systems  that  provide  an  end-to-end  view  of  the  technology  infrastrucutre,  and  allow 
them  to  offer  LOB  end-user  service  level  agreements  that  bind  IT  to  users,  enabling  technology  to 
favorably  impact  the  bottom  line.  ‘if 


Using  a  single  system  to  monitor  networked 
resources  provides  operating  efficiencies 
through  consistent  command  sets  and 
graphical  interfaces,  standard  report  formats, 
etc.  More  importantly,  a  single  system  fosters 
the  data  integration  required  by  managers  to 
gather  and  analyze  information. 
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Amoco:  Managing  the  Complex 
Migration  to  Distributed  Computing 


Amoco 
maintains 
master 
control  over 
its  local 
networks 
from  one 
central  site. 


:■  n  fiscal  1993,  when  the  petrole¬ 
um  industry  experienced  a  dev¬ 
astating  downward  cycle  in 
world  crude  oil  prices,  Amoco,  the 
oil  processing  and  refinery  giant, 
increased  its  net  income  by  more 
than  114  percent  —  from  $850  mil¬ 
lion  in  1992  to  more  than  $1.8  billion. 
Despite  some  of  the  most  difficult 
economic  and  industry  conditions  in 
recent  memory,  Amoco  achieved  its 
second  best  fiscal  year  ever,  gener¬ 
ating  $28.6  billion  in  revenues. 

Amoco’s  chairman,  H.  Laurance 
Fuller,  attributes  the  success  of  his 
Chicago-based  company  —  which 
also  continues  to  be  the  largest 
producer  of  natural  gas  products  in 
North  America  —  to  a  corporate¬ 
wide  focus  on  cutting  costs,  improv¬ 
ing  efficiencies  and  sharply  aligning 


operations  with  key  business 
strategies. 

At  the  heart  of  this  corporate 
strategy  has  been  an  all-important 
and  richly  rewarding  move  toward 
distributed  computing.  The  positive, 
bottom-line  benefits  of  this  transition 
include  dramatically  reduced  operat¬ 
ing  costs  and  infinitely  more  flexible 
systems  that  respond  rapidly  to 
advances  in  technology.  Most 
importantly,  there  has  been  an  exact 
matching  of  urgent  business  needs 
with  on-target  technology  solutions. 

This  transition  has  not  taken 


place  without  substantial  risks. 
Amoco  discovered  that  servicing  and 
supporting  a  complex,  distributed, 
multivendor,  multiplatform  systems 
enterprise  is  more  costly  and  difficult 
than  anyone  anticipated. 

The  need  to  meet  this  diverse 
challenge  made  COMMAND/ 

Post,  Boole  &  Babbage,  Inc.’s  pre¬ 
miere  suite  of  interactive  network 
management  software,  an  integral 
part  of  Amoco’s  strategic  shift  from 
host-centric  to  client/server  comput¬ 
ing,  says  Larry  Kreighbaum,  senior 
staff  computer  analyst  at  Amoco’s 
Tulsa-based  data  center. 

Professional  Tools  For  Experts 

If  Amoco  were  going  to  depend 
on  a  distributed  architecture  for 
mission-critical  applications, 


COMMAND/Post  would  provide  the 
safeguards  necessary  to  make  sure 
those  applications  kept  running, 
night  and  day. 

This  is  a  daunting  task.  Amoco’s 
vast  communications  infrastructure 
literally  crisscrosses  the  globe  with 
multiple  TCP/IP  and  T-l  networks, 
as  well  as  thousands  of  remote 
servers,  modems,  multiplexors, 
DSUs  and  routers  that  keep  the 
thousands  of  Amoco  employees 
throughout  multiple  countries  on-line 
and  productive. 

Kreighbaum  gives  an  example  to 


illustrate  the  importance  of  this  net¬ 
work.  “We  have  a  small  remote 
Amoco  office  that  uses  a  Sun 
Sparcstation  to  interact  with  our 
Tulsa-based  IBM  mainframe  every 
night,”  he  says.  This  is  a  critical 
application,  since  that  office  needs  to 
download  current  pricing  informa¬ 
tion  from  Amoco’s  Tulsa-based  host 
DB2  database  without  fail  in  order  to 
keep  working  the  next  business  day. 
“If  anything  goes  wrong,  the  man¬ 
agers  of  that  office  want  to  know 
immediately,”  says  Kreighbaum. 
“Even  if  it  means  being  called  at 
home  in  the  middle  of  the  night.” 

Before  COMMAND/Post  was 
installed,  each  night  this  remote 
Amoco  site  running  the  mission- 
critical  pricing  application  had  to 
manually  dial  the  Sparcstation  to 
make  sure  the  transaction  had  been 
successfully  completed. 

Now  all  this  is  unnecessary. 

If  anything  goes  wrong  with  that 
transmission,  COMMAND/Post 
detects  it,  and  sends  an  automatic 
alert  to  the  member  of  Kreighbaum’s 
staff  who  is  on  call  that  evening. 
Immediate  action  is  taken,  catastro¬ 
phes  are  prevented  and  the  manag¬ 
er  of  that  business  unit  sleeps 
soundly  at  night. 

Making  Mission-critical 
Reliability  Mission-possible 

COMMAND/Post  has  also 
proved  invaluable  for  other  distrib¬ 
uted,  mission-critical  applications 
at  Amoco. 

Take  the  corporate  E-mail  sys¬ 
tem,  on  which  everyone  from  CEO 
Fuller  to  the  mailroom  clerk  in 
Amoco’s  Alaska  refinery  depends 
upon  to  communicate  effectively. 
Their  messages  must  be  transmitted 
24  hours  a  day  between  a  dozen 
worldwide  Hewlett-Packard  9000 
series  Unix  servers  running 
OpenMail  and  the  Tulsa-based  IBM 
3090  running  PROFS. 

This  application  is  so  critical  that 
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COMMAND/Post  sends  continuous 
probes  through  the  myriad  connec¬ 
tions  and  gateways  to  ensure  they 
are  operating  smoothly.  If  there  are 
any  problems,  an  alarm  is  triggered 
in  Tulsa  while  an  automated  fix  is 
performed.  COMMAND/Post  also 
acts  as  an  all-important  security 
checkpoint  to  Amoco’s  corporate 
network;  should  any  unauthorized 
users  attempt  to  break  into  the  net¬ 
work  through  a  dial-up  modem 
or  unauthorized  Internet  access, 
COMMAND/Post  sounds 
the  alarm. 

Implementing  A  Total  Solution 

Amoco  learned  early  the 
difference  between  vendors  who 
promise  and  vendors  who  deliver. 

Too  many  corporations  moving 
into  the  client/server  world  succumb 
to  the  entreaties  of  distributed  soft¬ 
ware  vendors  who  promise  to 
deliver  monitoring  and  diagnostic 
tools  for  their  hardware,  software 
and  communications  products. 

Don’t  believe  their  claims,  warns 
Kreighbaum. 

For  starters,  these  tools  tend  to 
be  proprietary,  meaning  they  are 
only  effective  for  a  particular 
vendor’s  products.  At  Amoco,  for 
example,  before  COMMAND/Post 
was  installed,  status  information  on 
the  worldwide  systems  enterprise 
was  sent  to  a  jumble  of  places: 
alarm  printers,  alarm  logs  and  vari¬ 


track  of  all  the  incoming  data  from 
the  various  systems. 

“When  you’re  trying  to  fix  a 
critical  network  that  has  crashed  on 
the  other  side  of  the  state,  country, 
continent  or  even  world,  that’s  a  real 
problem,”  says  Kreighbaum. 

Not  only  was  this  reliance  on 
proprietary  systems  inefficient,  but 
it  posed  enormous  hidden  costs  for 
Amoco  through  the  time,  effort  and 
money  it  took  to  train  and  support 
the  IS  professionals  like 
Kreighbaum. 

“You  end  up  training  your  tech¬ 
nology  staff  to  use  a  lot  of  different 
management  tools  that  basically  do 
the  same  thing  in  lots  of  different 
ways,”  he  says.  Given  Amoco’s 
corporatewide  direction  to  slash 
costs  to  the  bone,  this  fragmented 
approach  to  application  and  network 
management  was  unacceptable  to 
senior  management. 

Putting  The  “Total”  In 
Total  Quality  Management 

Today,  Kreighbaum  and  his  staff 
use  COMMAND/Post  to  keep  a 
watchful  eye  on  Amoco’s  world¬ 
wide  systems  and  networks.  “We 
monitor  from  the  application  level 
down  to  the  circuit  level,  and 
everything  in  between,”  he  says. 
COMMAND/Post  constantly  shifts 
through  and  filters  the  massive 
amounts  of  performance  and  capa¬ 
city  data  coming  in  from  networks 


“We  monitor  from  the  application  level  down  to  the 
circuit  level,  and  everything  in  between.” 

—  Larry  Kreighbaum 
Senior  Staff  Computer  Analyst 


ous  vendor-specific  management 
systems.  Recalls  Kreighbaum,  “It 
was  terribly  disjointed.”  Amoco 
operators  thus  spent  a  great  deal  of 
their  time  running  from  terminal  to 
printer  to  telephone  in  order  to  keep 


around  the  world,  intelligently 
selecting  what  is  important  —  based 
on  criteria  users  can  select  and 
change  at  will.  It  then  either  alerts 
an  operator,  sets  a  recovery  proce¬ 
dure  into  action  or  stores  the  data  in 


a  database  for  record  keeping. 

Best  of  all,  says  Kreighbaum, 
given  Amoco’s  increasingly 
diverse  distributed  environment, 
COMMAND/Post’s  ability  to  com¬ 


Too  many  corporations  moving  into  the 
client/server  world  succumb  to  the 
entreaties  of  distributed  software  vendors 
who  promise  to  deliver  monitoring  and 
diagnostic  tools  for  their  hardware, 
software  and  communications  products. 


municate  with  “just  about  anything” 
means  that  the  need  for  multiple 
diagnostic  toolkits  from  multiple 
vendors  is  completely  eliminated. 

Kreighbaum’s  staffers  now 
keep  their  fingers  on  the  pulse  of 
Amoco’s  computing  by  sitting  back 
and  watching  their  X-Terminals. 
And  they  do  it  better  than  before 
with  fewer  resources.  This  is  critical 
given  Amoco’s  commitment  to 
increased  worker  productivity  and 
efficiency.  “The  system  automatical¬ 
ly  filters  out  the  noise,  and  highlights 
the  things  that  really  matter,”  says 
Kreighbaum.  “Our  operators  there¬ 
fore  are  infinitely  more  effective.” 

The  bottom  line  is  increased  cus¬ 
tomer  satisfaction.  Like  so  many 
other  data  centers,  Amoco  is  mov¬ 
ing  toward  a  total  quality  manage¬ 
ment  service  philosophy  that 
revolves  around  identifying  key  cus¬ 
tomers,  whether  they  happen  to  be 
located  inside  or  outside  corporate 
walls,  and  achieving  ever-higher 
levels  of  satisfaction  for  them. 

In  short,  says  Kreighbaum, 
COMMAND/Post  allows  Amoco  to 
do  more  for  the  same  amount  of 
money,  and  to  make  its  employees 
more  productive  through  the 
increased  availability  and  reliability 
of  system  resources.  “We’ve  spent 
years  looking  for  a  tool  like  this,” 
says  Kreighbaum.  “We  couldn’t  do 
our  jobs  without  it.”  ‘ie 
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LILCO:  Using  Technology  as  a  Strategic  Weapon 
to  Keep  Long  Island  Lights  and  Hearths  Burning 


LILCO  field 
technicians 
rely  on 
mobile  data 
terminals  to 
get  their 
assignments. 


B  he  loss  of  electricity  repre¬ 
sents  a  major  inconvenience 
for  any  business  or  house¬ 
hold.  For  Long  Island  Lighting  Co. 
(LILCO),  an  electrical  and  natural 
gas  utility  that  prides  itself  on  stellar 
customer  service  —  the  loss  of 
electricity  is  devastating. 

Unattended  field  utility  problems 
can  result  in  costly  repairs.  In  addi¬ 
tion,  there  are  the  fines  handed  out 
by  the  Public  Service  Commission 
(PSC).  “The  PSC  gives  us  an  allot¬ 
ted  period  of  time  in  which  to 
respond  to  a  gas  emergency.  If  we 
don’t  act  within  that  time,  we’re 
fined,”  says  Bill  Rochford,  a  special¬ 
ist  in  LILCO’s  nine-person 
Command  Center,  which  is  respon¬ 
sible  for  keeping  LILCO’s  25  offices 
and  plants  on-line  around  the  clock, 
every  day  of  the  year. 

LILCO's  Command  Center  moni¬ 
tors  mission-critical  applications  run¬ 
ning  on  a  plethora  of  disparate  sys¬ 
tems,  including  an  IBM  3090  main¬ 
frame  host  and  27  Digital  Equipment 
VAX  systems.  More  than  2,000 
PCs  are  linked  via  Ethernet  and 
token  ring  LANs,  and  there  are 
dozens  of  roving  LILCO  computer- 
equipped  repair  tmcks  that  use  the 
innovative  Computer  Assisted  Radio 


Dispatch  System  (CARDS)  to  imme¬ 
diately  react  to  problems  in  the  field. 

Boole  &  Babbage,  Inc.’s  COM- 
MAND/Post,  installed  last  year,  has 
helped  LILCO  to  leverage  its  mas¬ 
sive  system  infrastructure  into  a 
competitive  weapon  par  excellence. 

Thanks  to  COMMAND/Post, 
LILCO  employees  can  depend  on 
the  Command  Center  for  such 
diverse  tasks  as  billing,  generating 
customer  notices  about  service 
changes,  ensuring  that  payroll  and 
equipment  maintenance  applica¬ 
tions  stay  operational  and  keeping 
LILCO’s  sophisticated  network  of 
mobile  service  technicians  in  touch 
with  field  emergencies. 

Those  technicians  rely  heavily 
on  LILCO’s  all-important  CARDS 
application. 

Local  LILCO  field  technicians 
have  Motorola  Mobile  Data 
Terminals  in  their  repair  tmcks. 
When  a  customer  calls  in  with  a 
repair  request,  it  is  immediately 
radioed  via  CARDS  from  the  IBM 
mainframe  to  the  nearest  techni¬ 
cian’s  truck.  No  time  is  wasted  and 
each  customer  is  served  promptly. 

Downtime  Not  An  Option 

Prior  to  installing  COMMAND/ 
Post,  this  presented  a  considerable 
challenge.  LILCO’s  complex  multi¬ 
platform,  multivendor  environment 
required  constant  monitoring  of 
diverse  networks  and  systems  that 
strained  the  time  and  energy  of  the 
Command  Center  staff.  Even  filter¬ 
ing  through  the  thousands  of  “status: 
normal"  messages  was  an  exhaust¬ 
ing  process. 

No  longer.  Now,  interruptions 
in  communications  between  any 
LILCO  computer  —  mainframe, 
minicomputer,  or  mobile  terminal  — 
are  immediately  detected  by 
COMMAND/Post.  Solutions  are 
promptly  displayed  on  the 
COMMAND/Post  screen  in  full- 
color  graphics  and  automatic  ser¬ 


vice  procedures  begin  at  the  same 
time  that  Command  Center  staff 
members  are  notified.  As  a  result, 
most  problems  are  fixed  before 
anyone  is  even  aware  they  exist. 

Keeping  Costs  In  Line 

COMMAND/Post  has  also 
allowed  LILCO  to  hold  down  costs 
while  continuing  to  grow  capacity. 
Prior  to  installing  COMMAND/ 

Post,  11  separate  terminals  were 
needed  to  track  all  the  different  sys¬ 
tems  from  all  the  different  vendors 
used  throughout  LILCO’s  farflung 
operations.  According  to  Clinton 
Strait,  Command  Center  manager, 
“Now  we  just  have  one  terminal  that 
filters  out  the  unimportant  messages 
and  highlights  the  important  ones.” 

Significant  corporate  savings 
have  resulted.  This  allows  office 
space  and  personnel  headcount  to 
remain  constant  while  LILCO’s 
business  continues  its  multiyear 
growth  spurt. 

Blackout  Doesn’t  Mean  Red  Ink 

Here’s  an  example  of  the  dra¬ 
matic  COMMAND/Post  difference: 
The  worst  case  scenario  for  any 
electrical  plant  is  a  total  blackout  for 
its  customers.  In  early  August, 
LILCO’s  Northport  electrical  station 
lost  power. 

At  Hicksville,  COMMAND/Post 
immediately  detected  the  power 
failure.  “Before  the  remote  Northport 
workers  had  time  to  call,  we  were 
calling  them  to  find  out  what  had 
gone  wrong,”  recalls  Rochford. 

“They  were  amazed.”  This  repre¬ 
sented  a  complete  reversal  of  the 
way  things  used  to  be.  Now  it’s  not 
uncommon  for  LILCO  employees 
and  customers  to  be  blissfully 
unaware  that  service  has  even  been 
temporarily  interrupted. 

“With  COMMAND/Post,  respon¬ 
siveness  to  customers'  needs  — 
whatever  that  might  be  —  is  never  a 
problem,”  says  Rochford. 
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Paving  the  Info  Superhighway  by  Concentrating  on 
Efficiency,  Customer  Service 


At  the  beginning  of  fiscal 
1993,  Bell  Atlantic  Corp. 
chairman  and  CEO 
Raymond  Smith  set  some  ambi¬ 
tious  goals  for  the  Philadelphia- 
based  former  Baby  Bell.  Among 
these: 

•  Lead  the  nation  in  deployment  of 
products  and  services  for  the  so- 
called  information  superhighway 
•  Restructure  internal  operations 
in  order  to  focus  more  intently  on 
providing  stellar  customer  service 
•  Continually  add  new  “value- 
added”  network  and  telecom  ser¬ 
vices  to  its  already  strong  product 
line. 

And  —  last  but  not  least: 

•  Strive  to  make  Bell  Atlantic’s  core 
businesses  more  cost-efficient  and 
market-focused. 

At  the  heart  of  this  complex 
corporate  strategy  are  myriad  tech¬ 
nology  investments  and  re-engi¬ 
neering  projects  that  will  enable 
Bell  Atlantic  to  maintain  a  strong 
and  profitable  revenue  stream 
while  preparing  the  groundwork  for 
future  growth.  Chief  among  these 
re-engineering  initiatives  is  a  data 
center  automation  project  jump- 
started  in  October  1993  that  will 
replace  formerly  inefficient  manual 
ways  of  monitoring  key  Bell 
Atlantic  systems  with  a  stream¬ 
lined  “command  center”  approach. 

Thanks  to  COMMAND/Post, 
Boole  &  Babbage’s  multivendor 
system  management  software,  this 
vast  automation  project  will  pay  for 
itself  in  just  12  months. 

“The  type  of  productivity 
increases  and  efficiencies  we’re 
already  seeing  would  have  not 
been  possible  without  COM¬ 
MAND/Post,”  says  Ed  Donahue, 
manager  of  data  center  automation 
for  Bell  Atlantic’s  Mid-Atlantic 
region,  which  covers  the  six-state 
area  of  New  Jersey,  Pennsylvania, 
Maryland,  Virginia,  West  Virginia, 
Delaware  and  Washington  D.C. 


Prior  to  installing  COMMAND/ 
Post,  Bell  Atlantic  needed  to  keep 
multiple  computer  operators  sta¬ 
tioned  at  multiple  consoles  in  order 
to  monitor  error  messages  and 
transaction  volumes  on  this  and 
other  critical  systems.  The  costs  of 
doing  things  this  way  were  high, 
and  the  results  were  less  reliable 
than  would  be  ideal.  Bell  Atlantic 
management  wanted  to  boost  the 
overall  quality  and  reliability  of 
maintaining  the  mission-critical 
systems. 

“Our  internal  clients  must  have 
these  system  resources  available 
at  all  times.  Downtime  is  unaccept¬ 
able.  Downtime  impacts  Bell 
Atlantic’s  ability  to  service  its 
customers. 

Acquiring  And  Training 
An  Automatic  ‘Watchdog’ 

Donahue’s  responsibility  since 
last  autumn  is  to  oversee  the 
automation  of  “special  systems”  — 
primarily  defined  as  those  comput¬ 
ers  running  some  flavor  of  the  Unix 
operating  system  —  in  the  six  mas¬ 
sive  data  centers  scattered 
throughout  Washington,  D.C.  and 
the  six  states  of  Bell  Atlantic’s 
Mid- Atlantic  region. 

This  means  Donahue  has  juris¬ 
diction  for  more  than  300  systems 
in  all,  including  mainframes, 
midrange  processors,  multiprocess¬ 
ing  servers,  as  well  as  numerous 
Unix  workstations  and  desktop 
PCs.  A  TCP/IP  wide-area  network 
(WAN)  spans  the  six  centers. 

To  date,  COMMAND/Post 
already  runs  more  than  1  million 
automated  “checks”  per  month  on 
mission-critical  Bell  Atlantic  sys¬ 
tems,  says  Donahue  —  and  that 
number  will  only  grow  as  full 
deployment  of  the  software  is 
reached.  During  these  now-routine 
monitoring  activities,  COMMAND/ 
Post  averages  10,000  started  and 
stopped  tasks  per  month  that  would 


have  previously  required  human 
intervention. 

One  Giant  Step  For 
The  Enterprise 

Bell  Atlantic’s  three-phase 
automation  project  is  on-time  and 
on-budget,  with  impressive 
progress  in  two  of  its  phases. 
These  include: 

•  Consolidate  consoles.  This  phase 
involves  using  COMMAND/Post’s 
capability  to  peek  into  multiple  and 
disparate  systems  from  a  single 
station.  Instead  of  requiring  a 


Myriad  technology  investments  and 
re-engineering  projects  will  enable  Bell 
Atlantic  to  maintain  a  strong  and 
profitable  revenue  stream  while  preparing 
the  groundwork  for  future  growth. 


separate  monitor  for  each  system, 
Bell  Atlantic  will  consolidate  the 
number  of  monitoring  consoles  for 
its  300  systems. 

•  Provide  programming  “alerts.” 
This  stage  will  turn  24  hour-a-day 
monitoring  of  critical  Bell  Atlantic 
computer  functions  over  to 
COMMAND/Post,  with  custom 
“rules”  built  into  the  system  that 
determine  which  error  messages 
or  transactions  require  immediate 
action  or  attention. 

•  Set  escalation  routines.  This 
final  phase  will  prescribe  specific 
“chain  of  command”  and  alarm 
procedures  if  a  problem  is  detected 
by  COMMAND/Post  that  can’t  be 
diagnosed  and/or  fixed 
automatically. 

Why  choose  COMMAND/Post? 
“We  have  a  staff  of  six  dedicated  to 
this  automation  project,”  Donahue 
points  out.  “COMMAND/Post  tech¬ 
nology  minimizes  the  training  and 
programming  cycle  permitting 
resources  to  be  utilized  on  systems 
automation,  te 


SPECIAL  ADVERTISING  SUPPLEMENT 


COMMAND/Post 

The  Number  One  Solution  for  Single-point  Management 
and  Automation  of  Distributed  Environments 


With  UNIX'based  COMMAND/POST™,  you  can  estab- 
lish  a  single  point-of-control  for  your  entire  enterprise, 
regardless  of  the  devices  and  platforms  it  contains.  From 
one  powerful,  centralized  workstation,  you’ll  have  a  con¬ 
solidated,  integrated  view  of  all  elements  and  manage¬ 
ment  systems  in  your  enterprise. 

Find  problems  before  they  find  you! 

COMMAND/Post  collects  message  data  generated  by 
essentially  any  information  technology  (mainframe,  mini¬ 
computer,  WAN,  LAN,  voice  and  legacy  systems)  and 
synthesizes  that  data  to  a  single  point-of-control.  Next, 
COMMAND/POST  correlates,  refines  and  unifies  that  data 
to  produce  truly  useful  consolidated  displays.  Along  with  its 
comprehensive  automation  component,  COMMAND/Post 
delivers  unprecedented  system  management  capabilities 
that  let  you  proactively  manage  your  enterprise. 


Many  of  the  world's  most  successful,  forward 
thinking  companies  are  already  using 
COMMAND/Post  to  proactively  manage  their 
demanding,  mission-critical  enterprises.  A  partial 
list  of  current  COMMAND/Post  customers 
includes: 

Aerospatiale  v  Alcatel  ▼  Amoco  ▼  Asea,  Brown,  Boveri 
▼  Bell  Atlantic  ▼  Corpoven  v  Credit  Lyonnais  ▼  Dialog  ▼ 
LM  Ericsson  ▼  GTE  ▼  Italian  Railway  ▼  Japanese 
Newspaper  ▼  Long  Island  Lighting  Company  ▼  Mayo 
Foundation  v  Metropolitan  Life  ▼  Mercury 
Communications  ▼  Meridian  Oil  ▼  Motorola  ▼  Nike  r 
Nippon  Trust  ▼  Nomura  ▼  Northwest  Airlines  ▼  Options 
Clearing  Corp.  ▼  Pacific  Bell  ▼  Panasonic  ▼  Philips  ▼ 
Polygram  ▼  PSE&G  ▼  Rhone  Poulenc  v  Salomon 
Brothers  ▼  Shell  Oil  ▼  SPRINT  ▼  Stone  Container  ▼ 
Swiss  Bank  ▼  UniBanco  ▼  US  Air  Force  ▼  US  Army  t 
Wells  Fargo  ▼  Williams  Cos.  ▼  World  Span 


Get  control  of  your  multivendor,  multiplatform 
environment  with  COMMAND/Post  and  enjoy 
these  important  advantages: 


Apply  the  power  of  client/server  technology  and  take 
control  of  the  management  functions  for  all  your  hard¬ 
ware,  software,  hosts,  minis  and  networks-regardless 
of  the  brand. 


Boole  & 
^  Babbage 


For  more  information  on  these  and  other  Boole  & 
Babbage  software  solutions,  contact  your  local  account 
representative  or  call  Chris  Parker  at  800-544-2152  or 
408-526-3484. 


Corporate  Headquarters 


▼  Immediate  increases  in  availability  and  service 

▼  Smaller  operations  staff 

▼  Dramatic  reductions  in  operations  complexity 

▼  Fewer  management  consoles  and  terminals 

▼  Efficient,  economical  Help  Desk  operations 


3131  Zanker  Road 
San  Jose,  CA  95134-1993 
Tel.  408-526-3484 
Fax  408-526-3053 

COMMAND/Post  is  a  trademark  of  Boole  &  Babbage,  Inc.  All  other 
trademarks  used  herein  are  the  property  of  their  respective  owners. 
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Information  superhighway 

Predictions,  publishers 
and  the  press  on  the  ’net 


A  semiregular  column  with 
items  of  interest  and  amuse¬ 
ment  from  the  Internet. 

The  highlight  of  an  otherwise  dull 
Society  for  Information  Manage¬ 
ment  videoconference  on  the  Na¬ 
tional  Information  Infrastructure 
two  weeks  ago  was  the  provoca- 
tive  predictions  of  Warren  McFar- 
len  of  the  Harvard  Business 
School.  McFarlen  enlivened  the 
feel-good  proceedings  considera¬ 
bly  when  he  said  the  coming  on¬ 
line  revolut  ion  would  take  “30  to 
70”  years  to  mature  and  would  be 
“deeply  disruptive,”  threatening 
tens  of  thousands  of 
U.S.  jobs  as  work  is 

globalized. 

***** 

What’s  in  a  name? 

Plenty  if  you’re  the 
former  Mosaic  Com¬ 
munications  Corp., 
which  will  now  be 
known  as  Netscape 
Communications  Corp.  The 
Mountain  View,  Cahf. -based  firm 
had  been  under  increasing  pres¬ 
sure  from  the  National  Center  for 
Supercomputer  Applications 
(NCSA)  at  the  U niversity  of  Illinois , 
Champaign-Urbana,  holder  of 
trademark  and  licensing  rights  to 
the  graphical  Internet  browser  of 
the  same  name.  (Paradoxically, 
Mosaic  Communications’  found¬ 
ing  team  includes  some  of  the  key 
developers  of  NCSA’s  Mosaic,  and 
the  company  was  not  a  licensee  of 
NCSA’s  Mosaic.)  It’s  likely,  too,  that 
the  several  commercial  licensees 
of  NCSA’s  Mosaic  added  to  the  call 
for  the  name  change  after  Mosaic 
Communications  posted  its  Net¬ 
scape  Internet  navigator  on  the  In¬ 
ternet  for  free  downloading  last 
month. 

***** 

The  name  game  is  getting  intense 
for  new  ventures.  Aside  from 
checking  government  trademark 
registries  to  see  what  names  have 
already  been  taken,  a  start-up  bet¬ 
ter  check  its  Internet  E-mail  ad¬ 
dress  against  the  registry  of  Inter¬ 
net  domain  names,  accordingto 
Master-McNeil,  Inc.,  a  name  con¬ 
sulting  firm  in  Berkeley,  Calif.  The 
problem  is  that  some  well-known 
corporate  identities,  such  as 
fox.com,  coke.com,  abc.com  and 
mcdonalds.com,  have  been 
snapped  up  by  little-known  entre¬ 
preneurs  [CW,  Oct.  10].  So,  the  con¬ 
sulting  firm  has  added  an  Internet 
check  to  make  sure  an  appropriate 
E-mail  address  is  available  for  the 
names  it  recommends.  For  infor¬ 
mation,  seethe  firm’s  World-Wide 


Web  server  at  http://www.nam- 

ing.com/naming.html. 

***** 

Which  of  the  commercial  compa¬ 
nies  are  joining  the  ranks  of  the  In¬ 
ternet-connected?  Inspect  the 
Commercial  Sites  Index,  originally 
created  by  Henry  Houh  at  the  MIT 
Laboratory  for  Computer  Science 
in  January  and  now  being  main¬ 
tained  by  Open  Market,  Inc.  in 
Cambridge,  Mass.  By  mid-Novem¬ 
ber,  there  were  more  than  830  list¬ 
ings  in  the  directory,  which  is  said 
to  be  growing  at  10%  per  week. 
Open  Market  has  a  searchable  da¬ 
tabase  for  the  listings  and  plans  to 
add  listings  by  prod¬ 
uct  category  and  ge¬ 
ography  in  the  fu¬ 
ture.  Unlisted 
companies  can  add 
themselves  to  the  list 
via  an  on-line  form. 
Point  your  browser 
to  http://www.direc- 

tory.net. 

***** 

Statistics  about  Internet  growth 
are  revealingand  amusing.  Ac¬ 
cording  to  the  November  issue  of 
The  Internet  Index,  the  number  of 
World-Wide  Web  servers  named 
www.something  .com  is  1,047.  The 
index  also  notes  that  at  current 
growth  rates,  every  person  on  the 
planet  will  be  on  the  Internet  in 
2003.  A  copy  of  the  index,  annotat¬ 
ed  with  sources,  can  be  found  at 
http://www.openmarket.com/in- 
fo/internet-index/current-sourc- 
es.html. 

***** 

The  index  reports  there  are  now  at 
least  60  daily  newspapers  current¬ 
ly  offering  or  planning  to  offer  con¬ 
tent  on  on-line  services.  Striking 
employees  of  The  San  Francisco 
Chronicle  and  The  San  Francisco 
Examiner  put  up  a  Web  site  just 
18  hours  after  their  strike  began 
earlier  this  month.  Pick  up  a  copy 
at:  httm://ccnet.com:80/SF_Free 
Press. 

***** 

Book  publishers  are  getting  into 
the  act  as  well.  Gramercy  Press 
two  weeks  ago  opened  its  doors  to 
the  Internet,  providing  readers 
with  away  to  review  Gramercy  ti¬ 
tles.  Point  your  browser  at 
http://www.mci.com/gramercy/in- 
tro.html. 

***** 

Please  keep  us  posted  with  your 
views,  news  and  questions  about 
items  published  in  this  space. 
Contact  us  electronically  at 
ellis@cw.com. 

— El lis  Booker,  Gary  H.  A nthes 
and  Mitch  Betts 


Is  your  data  secure? 

Probably  not,  but  top  management  has  taken  little  action 


By  GaryH.  Anthes 


■  Threats  to  corporate  information  security 
have  increased  in  the  past  year,  but  top  man¬ 
agement  is  often  woefully  unconcerned  about 
security  issues,  according  to  two  recent  sur¬ 
veys  of  information  systems  managers. 

In  a  poll  of  95  security  managers  attending 
the  recent  annual  Computer  Security  Institute 
conference,  more  than  nine  out  of  10  said  cor¬ 
porate  computer  systems  and  networks  are 
more  at  risk  than  a  year  ago  (see  chart).  Risks 
are  “much  greater”  than  they  were  a  year  ago, 
accordingto  41%  of  the  respondents. 

Elliott  T.  Schmidt,  systems  security  adminis¬ 
trator  at  Provident  Life  &  Accident  Insurance 
Co.  in  Chattanooga,  Tenn.,  said  he 
had  not  seen  any  increase  in  secu¬ 
rity  breaches  at  Provident.  How¬ 
ever,  he  said  many  organizations 
are  increasingly  nervous  about 
security  because  of  layoffs. 

“We  are  in  the  process  of  down¬ 
sizing,”  he  said.  “People  are  walk¬ 
ing  around  looking  over  their 
shoulders,  and  physical  security 
is  heightened  right  now.” 

The  survey,  sponsored  by  Secu¬ 
rity  Dynamics  Technologies,  Inc. 
in  Cambridge,  Mass.,  said  dis¬ 
gruntled  former  employees  are 
the  biggest  threat  to  security,  with 
94%  citingthat  risk. 

Other  kinds  of  risks 

Brent  Frampton,  a  computer  se¬ 
curity  specialist  at  the  U.S.  De¬ 
partment  of  Energy’s  Energy  In¬ 
formation  Administration,  also 
cited  an  increase  in  system  com¬ 
plexity  as  a  cause  for  greater  se¬ 
curity  exposure.  “There  is  all  this 
new  technology  out  there,  and  if 
you  don’t  test  it  and  make  sure  it 
does  what  it  is  supposed  to  do, 
that  provides  a  risk.” 

Schmidt  and  other  users  also 
pointed  to  the  trend  toward  decen¬ 
tralized  computing  and  the  move¬ 
ment  to  connect  to  the  Internet  as 
reasons  why  risks  are  greater  now.  “Ten  years 
ago,  we  had  a  mainframe  here  in  the  home  of¬ 
fice,  and  the  only  way  to  get  access  was  to  get 
physical  access  to  the  building,”  Schmidt  said. 
“We  now  have  access  from  all  over  the  U.S.  and 
Canada,  and  it’s  growingdaily.” 

“Information  security  is  not  beingviewed  by 
top  management  as  sufficiently  important,” 
concluded  another  survey  sponsored  by  Ernst 
&  Young  and  Information  Week  magazine.  “In 
the  haste  to  implement  new  systems  and  move 
function  closer  to  the  ultimate  user,  security 
has  frequently  been  overlooked.” 

In  the  survey  of  1,271  corporate  officials  — 
6 1%  of  whom  were  IS  managers  —  42%  said  se¬ 
nior  management  in  their  organizations  be¬ 
lieves  that  information  security  is  “somewhat 
important”  or  “not  important.”  Only  22%  said 
senior  management  views  it  as  “extremely  im¬ 
portant.” 

The  survey  results  also  showed  that  the  per¬ 
ceived  importance  of  information  security  has 


“deteriorated”  in  the  past  year.  According  to 
Ernst  &  Young  partner  Dan  White,  national  di¬ 
rector  of  information  security  effectiveness, 
that  may  be  because  top  management  is  pre¬ 
occupied  with  competitive  pressures  that  are 
not  addressed  by  good  security. 

“Everything  is  cost  reduction,  cost  reduc¬ 
tion,  cost  reduction,”  White  said,  particularly 
in  the  health  care,  manufacturing,  airlines  and 
insurance  industries. 

Paying  no  heed 

Despite  the  perception  that  risks  are  increas¬ 
ing,  50%  of  respondents  who  said  they  are  run¬ 
ning  mission-critical  applications  on  LANs  said 
their  LANs  offer  inadequate  security.  Of  those 
organizations  reportingUnix  security  as  inad¬ 


equate,  68%  nevertheless  said  they  are  running 
critical  systems  on  Unix  platforms. 

White,  who  called  that  finding  “amazing,” 
said  cost  pressures  may  be  to  blame.  “In  some 
cases,  senior  management  is  just  saying,  ‘I 
want  this  implemented  on  time,  and  I  don’t  care 
about  security,’  ”  White  said. 

In  other  cases,  White  said  the  impatience  of 
the  IS  manager  may  be  to  blame.  “We  want  to 
get  familiar  with  a  new  technology,  so  we  just 
implement  it  and  say,  ‘Oh,  maybe  we’ll  go  back 
and  add  security  later.’  ” 

Schmidt  said  Provident  has  a  new  chief  exec¬ 
utive  officer  who  came  from  the  security-con¬ 
scious  banking  industry.  His  first  move  was  to 
hire  a  security-sawy  chief  information  officer, 
he  said. 

“It’s  very  refreshing  because  we  have  an  ear 
now,”  Schmidt  said.  “In  the  past  we  haven't, 
and  it  can  be  an  uphill  battle.  If  you  don’t  have 
someone  who  is  very  security-conscious,  you 
are  seen  as  just  an  expense.” 


While  security  is  a  major  problem  in 
some  companies  ... 


Security  risks  are  greater  than  a  year  ago  0  J  % 

Unauthorized  access  via  the 

Internet  is  a  threat 

53% 

There  has  been  unauthorized 

ACCESS  TO  COMPANY’S  NETWORKS 

45% 

...  managers  are  finding  risks  from  several 
sources ... 


■ 

E-mail  breaches  I 


u 

Hackers 


...  and  are  using  various  security  solutions 


Smart-card-based  onetime 

PASSWORD  GENERATORS 

Encryption 


Audit  trails  of  system  use  | 

Reusable  passwords  13%> 

Base:  95  computer  security  managers.  Multiple  responses  allowed. 

Source:  Security  Dynamics  Technologies,  Inc.,  Cambridge  Mass.,  and  Computer  Security 
Institute,  San  Francisco 
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Microsoft® 

WindowsNT™ 

COMPATIBLE 


Some  new  tires,  maybe  a  fuzzy  steering  wheel  cover,  and  you’ve  got 
yourself  a  spiffy  ride.  Hey,  no  one  said  life  is  fair.  Perfectly  decent 
people  make  mistakes  that  unravel  their  perfectly  decent  lives. 

Mistakes  like  choosing  a  Pentium  or  PowerPC™  system  to  run  Windows  NT. 
Well  there  is  a  way  to  avoid  the  heartache  of  vinyl  bucket  seats. 
Get  your  hands  on  as  much  information  about  NEC’s  VR-Series 
MIPS  RISC  microprocessors  as  quickly  as  possible.  Here’s  some 
of  what  you’ll  learn:  NEC’s  200  MHz  VR4400,M  runs  Windows  NT 
nearly  three  times  as  fast  as  the  90  MHz  Pentium  processor. 
(And  we’d  just  love  to  tell  you  how  the  VR4400  stacks  up 
against  PowerPC,  only  PowerPC  doesn’t  run 
Windows  NT  yet.)  Look,  we’ve  got 
plenty  more  to  say.  So  call 
NEC  Electronics  Inc.  at 
1-800-366-9782  and  ask  for 
Info  Pack  #182.  Pretty  soon,  you’ll 
be  haggling  with  those  snazzy 
dressers  at  the  new  car  dealership. 


©  1994  NEC  Electronics  Inc.  Microsoft  and  the  Windows  logo  are  registered  trademarks 
and  Windows  NT  is  a  trademark  of  Microsoft  Corporation.  Pentium  is  a  trademark  of  Intel 
Corporation.  All  other  registered  marks  and  trademarks  are  property  of  their  respective  holders. 


Enterprise  Networking 


Newly  formed  Bay  Networks  eyes  future 


One  could  say  the  rollercoaster  that  looms 
behind  the  parking  lot  at  Bay  Networks,  Inc. 
in  Santa  Clara,  Calif.,  is  representative  of  the 
ride  the  internetworking  company  has  experi¬ 
enced  since  it  was  formed  from  the  July  merger 
of SynOptics  Communications,  Inc.  and  Well- 
fleet  Communications,  Inc. 

Computerworld  staff  writer  Stephen  P. 
Klettjr.  recently  met  with  Andrew  Ludwick, 
BayNetworks  president  and  chief  executive 
officer,  to  discuss  the  company’s  long-term 
vision  and  customer  migration  plans. 

CW:  What  have  the  past  few  months  been  like 
for  Bay  Networks? 

A:  We  use  the  term  rope-a-dope  to  describe  it 
because  until  the  merger  was  completed  with 
shareholder  votes,  we  really  couldn’t  do 
much.  So  our  competitors  got  to  say  anything 
they  wanted,  and  we  had  to  take  the  punches. 
Now  we  get  to  come  off  the  ropes. 

CW:  Bay  is  working  to  develop  a  “next-gener¬ 
ation”  platform  that  will  merge  Asynchronous 
Transfer  Mode  [ATM]  and  LAN  switching  and 
routing  capabilities  —  which  you  call  the 
“new  shiny  thing.”  Where  does  this  leave  the 
Lattis  System  5000  hub  user,  seeing  as  this  is 
also  a  next-generation  platform  and  has  not 
been  shipping  for  long? 

A:  We  haven’t  made  an  announcement  of 


what  the  platform  for  the  next-generation  rout¬ 
er  will  be,  but  it’s  hard  to  conceive  that  it  won’t 
be  the  5000,  the  way  we’re  thinking  now. 

CW:  If  the  ATM  switch/router  is  not  based  on 
the  5000,  will  customers  have  a  hard  time? 


A:  If  by  using  some  other  architecture  you 
could  dramatically  improve  the  value  to  cus¬ 
tomers,  they  probably  wouldn’t  have  a  big 
problem.  It’s  possible  that  you’d  get  it  in  two 
versions,  but  this  is  all  hypothetical.  You 
might  get  it  inside  the  5000  or  outside  the 

5000  in  two  form  factors. 
Everything  we  are  work- 
ingonwill  be  available 
for  the  5000. 

[According  to  Lud¬ 
wick,  Bay  Network’s 
roadmap  to  the  “new 
shiny  thing”  will  start 
with  a  150  M  bit/sec. 

A  TM  interface  —  called 
Tsunami  —  for  Well- 
fleet’s  Backbone  Node 
router,  followed  by  the 
addition  of  A  TM  capabil¬ 
ities  into  the  5000  in  late 
summer  next  year.  That 
wilt  be  followed  by  the 
Virtual  Network  Router, 
a  backbone  node  router 
architecture  with  higher- 
performance  packet  pro¬ 
cessing  and  much  more 
I/O  to  handle  many  vir¬ 
tual  network  connec¬ 
tions.] 


Bay  Networks’  Andrew  Ludwick:  It’s  hard  to  conceive  that  the 
platform  for  the  next-generation  router  won’t  be  the  5000 


Learn  the  latest  information  on  automating 
communications  with  your  mobile  computers  in  the 
field.  XcelleNet”  and  Toshiba  introduce  the  perfect  way 
to  improve  your  mobile  communications  processes 
using  Remote  Ware”.  Free  seminars  are  being  held  in  28 
cities,  and  we’ll  be  in  your  area  soon.  The  topic  is  hot, 
and  the  information  is  free.  So  reserve  your  seat  today. 

Call  1-800-322-3366 


Xcel  leNet 


In  Touch  with  Tomorrow 

TOSHIBA 


CW:  Obviously  you  think  the  best  plan  is  to 
have  a  single  company  integrate  routing/ 
switching  capabilities  rather  than  a  partner¬ 
ship? 

A:  I  wouldn’t  knock  partnerships.  The  issue 
here  is  that  to  do  this  new  shiny  thing,  we  be¬ 
lieve  we  actually  need  to  commingle  the  code 
and  commingle  the  thought  process  to  create 
it.  So  when  we  design  this  product  from  a  fun¬ 
damental  architectural  level  and  then  imple¬ 
ment  it  in  code,  we’ve  got  to  have  the  two  core 
competency  engineers  sitting  side  by  side.  We 
couldn’t  do  that  with  a  partnership. 

CW:  How  are  you  goingto  bring  these  two  core 
groups  of  engineers  together,  seeing  as  they 
are  based  on  opposite  sides  of  the  country? 

A:  We’ve  set  up  three  PBUs  [private  business 
units]  for  hubs,  routers  and  synergy  products. 
The  PBU  is  a  new  entity  inside  both  compa¬ 
nies.  The  synergy  PBU  will  consist  of  a  small 
number  of  people,  probably  fewer  than  10. 


Briefs 


Retix  offers  ATM  module 

Retix  has  announced  an  $8,000  Asyn¬ 
chronous  Transfer  Mode  interface 
module  for  its  RouterXchange  7000 
router  family.  Accordingto  Retix, 
Cisco  Systems,  Inc.  is  the  only  other 
router  vendor  to  offer  an  ATM  router 
interface. 

MCI  to  employ  new  fiber 

MCI  Communications  Corp.  has  an¬ 
nounced  that  it  will  be  the  first  long¬ 
distance  company  to  deploy  anew  dis- 


Maybe  some  people  will  actually  relocate.  But 
the  intent  right  now  is  that  we  won’t  have  any 
relocations  of  people  —  to  avoid  disruptions 
in  our  delivery  cycle. 

CW:  To  what  extent  are  your  core  hub  and 
router  engineers  in  synergy  with  one  another 
in  their  thoughts  on  the  best  way  to  merge 
these  technologies? 

A:  We’re  doing  this  at  the  beginning  of  the 
product  life  cycle,  which  will  circumvent  a  lot 
of  the  religious  debate.  Wellfleet  had  not 
started  its  ATM  effort.  SynOptics  had  not  start¬ 
ed  its  routing  effort.  So  we’re  starting  with  a 
clean  sheet  of  paper. 

CW:  A  major  criticism  from  Wellfleet  share¬ 
holders  when  you  announced  the  merger  was 
that  Wellfleet  was  on  a  real  roll,  so  why  was  it 
teaming  up  with  this  commodity-like  hub 
company  that  was  flatforthree  quarters? 
What  did  you  tell  them? 

A:  The  biggest  hurdle  was  definitely  convinc¬ 
ing  our  shareholders  that  now  was  the  right 
time  to  do  this  merger.  If  we  were  to  wait  an¬ 
other  two  quarters,  we’d  be  getting  this  prod¬ 
uct  into  the  marketplace  in  1997  or  1998, 
which  would  be  too  late.  It’s  right  to  do  it  now 
for  the  reasons  of  clean  slate  and  fast  start. 

CW:  There’s  a  perception  that  Cabletron 
is  the  fast  mover  and  on  the  way  up  while 
SynOptics/Bay  is  stuck  in  the  mud  a  little  bit 
What  are  you  doing  to  counter  this? 

A:  That  perception  will  change  with  the  mo¬ 
mentum  ofourquarter-to-quarter  business 
growth.  The  SynOptics  business  across  the 
board  is  very  robust.  In  fact,  our  business  over 
the  summer  was  much  strongerthan  we  had 
forecast.  As  Bay  Networks  reports  its  quarters, 
Wall  Street  will  see  the  momentum  change. 
When  that  happens  —  and  I  think  it  already 
has  —  that  will  quickly  shut  down  Cabletron’s 
claims. 

CW:  What  is  your  advice  to  users  sitting  in  the 
middle  of  this  tug-of-war? 

A:  They  should  understand  the  growth  of  their 
networks  in  terms  of  internetworking  traffic 
and  virtualization.  Start  thinking  ahead.  They 
should  have  a  strategy  for  a  migration  path  so 
they  can  buy  products  that  keep  their  options 
open  and  move  them  in  a  direction  they  want 
to  go. 


persion-shifted  optical  fiber  made  by 
Corning,  Inc.  The  fiber  will  support 
several  10G  bit/sec.  channels  on  a  sin¬ 
gle  fiber. 

Nextel/Motorola  deal  OK’d 

The  U.S.  Department  of  Justice  ap¬ 
proved  Nextel  Corp.’s  purchase  of 
Motorola,  Inc.’s  specialized  mobile 
radio  (SMR)  services,  subject  to  Moto¬ 
rola  divesting  some  of  its  900-MHz 
SMR  channels  and  the  two  firms’ col¬ 
lective  divestiture  of  42  channels  in 
Atlanta.  The  deal  frees  Nextel  to  form 
a  nationwide  wireless  network  based 
on  Motorola’s  Integrated  Radio  Sys¬ 
tem  technology. 
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The  Toshiba  T4700CT 


The  Toshiba  T4700CT  can  run  your  most  intense  applications  or  even  help  you  run  a  presentation.  With  its 
SL  Enhanced  i486' 'DX2  50MHz  processor,  it  easily  handles  graphics-rich  programs.  The  built-in  multimedia 
capabilities  let  you  create  and  give  breakthrough  presentations  anywhere,  all  on  Toshiba’s  stunning  color 
active  matrix  screen.  With  so  much  going  for  it,  buying  a  T4700CT  notebook  is  a  very  sound  decision. 

For  a  Toshiba  dealer  near  you,  call  1-800-457-7777. 


Incredible  Sound: 

An  integrated  sound 
system  and  built-in 
speaker  let  you 
enjoy  fantastic  sound 
whenever  you  want. 


The  only  compiter  you'll  ever 
need:  The  optional  Desk  Station  N, 
lets  you  instantly  connect  to  your 
network,  printer,  VGA  monitor, 
mouse,  and  full-size  ,, 
keyboard. 


Two  separate 
PCMCIA  slots: 

A  l6mm  and  a 
5mm  slot  are  your 
keys  to  expansion, 
— for  modems, 
storage  and  more. 


A  multimedia 
roadshow:  Headphone 
or  external  speaker  port 
and  microphone  jacks 
make  the  T4700CT 
perfect  for 
presentations. 


T4700CT  FEATURES: 

•50MHz  SL  Enhanced  i486”DX2 

•  9.5”  dia.  color  IE  1 -LCD  active  matrix  display 

•  256  simultaneous  SVGA  colors  at 
640x480  resolution 

•  320/200MB  HDD 

•  8MB  RAM  expandable  to  24MB 

•  Two  PCMCIA  slots  (16mm  and  5mm) 


•  VL  local-bus  video 

•  Integrated  graphics  accelerator 

•  Built-in  microphone 

•  WAV  Audio  capabilities 

•  Audio  jacks:  headphone/speaker,  microphone 

•  NiMH  battery  for  extended  life 

•  QuickCharge  battery  recharge  system 

•  3.5”  1.44MB  floppy  disk  drive 


•  BallPoint'“  mouse  with  QuickPort'" 

•  MaxTime"  Power  Management  system 

•  LCD  status  icon  bar 

•  DOS'",  Windows"',  and  Windows  Sound 
System  ”  software  pre-installed 

•  Toshiba  Technical  Support  line: 

7  days  a  week,  24  hours  aday 


In  Touch  with  Tomorrow 

TOSHIBA 


©  1994  Toshiba  America  Information  Systems,  Inc.  The  Intel  Inside  logo  is  a  trademark  of  Intel  Corporation.  All  products  indicated  by  trademark  symbols  are  trademarked  and/or  registered  by  their  respective  companies. 


Enterprise  Networking 


SysKonnect,  Inc.  has  announced  the  SK- 
Net  ATM  Sbus  and  the  SK-Net  ATM  Ex¬ 
tended  Industry  Standard  Architecture 
(EISA),  which  are  Asynchronous  Trans¬ 
fer  Mode  (ATM)  network  interface  cards. 

According  to  the  San  Jose,  Calif.,  com¬ 
pany,  the  SK-Net  ATM  Sbus  was  designed 
for  Sbus  platforms  such  as  Sun  Microsys¬ 


tems,  Inc.’s  SPARCstation  and  SPARC- 
server. 

The  SK-Net  ATM  EISA  was  designed 
for  Intel  Corp.  I486  and  Pentium  plat¬ 
forms.  Both  are  available  in  multimode 
fiber  or  unshielded  twisted-pair  Catego¬ 
ry  5. 

Prices  range  from  $1,395  to  $1,895  for 
the  SK-Net  ATM  Sbus  and  from  $1,695  to 
$1 ,995  for  the  AK-Net  ATM  EISA. 

►  SysKonnect 

(408)437-3800 


FTP  Softw  are,  Inc.  has  announced  Ser¬ 
vices  OnNet  1.1  for  DOS/Windows,  a  set 
of  integrated  applications  for  peer-to- 
peer  networking  in  PC-based  TCP/IP  en¬ 
vironments. 

Accordingto  the  North  Andover,  Mass., 
company,  Services  OnNet  1.1  for  DOS/ 
Windows  lets  users  implement  TCP/IP 
server  applications  on  DOS  and  Win¬ 
dows  PCs. 

The  product  includes  a  Network  File 
System  server  and  a  Dynamic  Host  Con- 


<y> 


Implement  A  Wireless  Data  System 
Without  ARDIS,  And  Problems  Will 
Surface  Almost  Immediately. 


Worry  lines 

form  when  connections 
between  your  comput¬ 
er  and  your  wireless 
network  fail. 


Frown  lines 

appear  as  the  hard¬ 
ware  you’ve  chosen 
for  field  workers 
proves  difficult 
to  use. 


Bill  Jones,  MIS,  age  38 


Hair  loss 

occurs  as  users  com¬ 
plain  the  system  is 
costing  them  time, 
not  saving  it 


Bags  under  eyes 

take  shape  from  long 
hours  spent  attempt¬ 
ing  to  connect  your 
wireless  network 
and  LAN. 


New  technology  is  never  easy  to  implement.  Period.  And  we  don't  intend  to  convince  you  that  a  wireless  data  sys¬ 
tem  is  any  different.  That's  why  you  need  ARDIS.  >-  ARDIS  has  implemented  more  wireless  data  systems  than 
anyone.  We  offer  proven  end-to-end  solutions  that  include  hardware,  software,  airtime,  maintenance  and  train¬ 
ing.  5-  We  handle  everything  —  connectivity  issues,  software  compatibility  questions,  even  training  difficulties. 
You're  not  forced  to  organize  and  work  with  multiple  vendors,  so  your  system  gets  installed  on  budget,  in  less 
time  and  with  no  glitches.  >■  When  you  choose  a  wireless  data  network,  go  with  ARDIS.  And  look  wise  beyond 
your  years,  not  worn  beyond  them.  For  worry-free  wireless  data  implementation,  call  1-800-662-5328  ext.  200. 


ARDIS 

Real-time  information  solutions  for 
real-life  business  problems ." 


figuration  Protocol  server,  both  for  Win¬ 
dows.  Other  features  include  file  trans¬ 
fer  and  print  services. 

Services  OnNet  1.1  for  DOS/Windows 
costs  $100. 

^  FTP  Software 
(508)  685-4000 


Frye  Computer  Systems,  Inc.  has  an¬ 
nounced  the  Frye  Network  Management 
Platform  for  Windows-Statistics  Display 
Rack  1.0,  a  module  in  Frye’s  centralized 
network  management  platform. 

Accordingto  the  Boston  firm,  the  Frye 
Network  Management  Platform-Statis¬ 
tics  Display  Rack  monitors  and  displays 
more  than  200  server  and  node  statistics 
and  notifies  network  managers  when 
user-defined  thresholds  have  been  ex¬ 
ceeded. 

Statistics  include  server  utilization, 
dirty  cache  buffers,  disk  I/Os  pending, 
packets  transmitted  and  received  and 
bytes  transmitted  and  received.  The  poll¬ 
ing  interval  can  be  changed  for  each  cell. 

Graphics  can  be  displayed  as  a  speed¬ 
ometer  gauge,  line  graph,  vertical  bar 
chart,  three-dimensional  vertical  bar 
chart  or  informational  text  panel. 

The  Frye  Network  Management  Plat¬ 
form  for  Windows-Statistics  Display 
Rack  1.0  costs  $295  for  the  initial  server 
license  and  $195  for  each  additional  serv¬ 
er  license. 

^  Frye  Computer  Systems 

(617)451-5400 


ATM  switch 

CONTINUED  FROM  PAGE  55 


Switch- 

hitters 


On  the  LAN,  where  transmissions  are 
Alpha-to-Alpha,  congestion  control  does 
work.  However,  “congestion  is  not  as  big 
of  an  issue  on  a  LAN  because  you’re  com¬ 
peting  for  a  resource  that’s  unlimited  — 
the  hub  backplane,”  Nolle  said. 

Digital  cannot  be  criticized  too  harshly 
for  implementing  proprietary'  flow  con¬ 
trol,  one  analyst  said. 

“Proprietary  flow  control  will  play  a 
big  role  in  ATM  for  the  next  12  to  24 
months  be¬ 
cause  the  flow 
control  stan¬ 
dards  will  take 
a  while  to  come 
to  market,” 
saidGregCline, 
program  direc¬ 
tor  at  Business 
Research 
Group  in  New¬ 
ton,  Mass. 

However, 

Nolle  said, 

“Digital  is  not 
in  the  position 
to  make  con¬ 
gestion  man¬ 
agement  deci¬ 
sions.  They’ll 
have  to  con¬ 
form  to  whatev¬ 
er  comes  up  in 
the  market¬ 
place.” 


TheGigaswitch/ 
ATM  is  a  52-port  device 
for  LAN  backbones 
andworkgroups.lt 
supports  155M  bit/sec. 
Synchronous  Optical 
Network  ports  using  a 
10.4G  bit/sec. 
switch  fabric. 

Permanent 
and  switched  virtual 
circuits  are  supported. 
The  ATMworks 
750  single-slot 
adapter  costs 
$2,499- 
Both  products 
are  available 
immediately. 
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Lotus®  has  developed 
SmartSuite.®  IBM®  has  devel¬ 
oped  OS/2®  Warp.  Together, 

I (mmrp  the  two  companies  provide 
a  powerful  solution  for  a  new  and  better  way 
of  working.  SmartSuite  1.1  is  the  only  suite 
of  desktop  applications  created  to  take  full 
advantage  of  the  power  and  speed  of  the 
OS/2  operating  platform. 

Lotus'  1-2-3®  spreadsheet,  Ami  Pro®  word 
processor,  Freelance  Graphics®  presentation 
graphics  and  cc:Mail®  electronic  mail,  are  each 
acknowledged  as  the  best  in  their  class  and 
they've  been  designed  from  the  ground  up 
to  exploit  the  full  potential  of  IBM's  OS/2 
Workplace  Shell.™ 

SmartSuite,  together  with  OS/2,  offers  the 
highest  possible  level  of  product  and  operating 
system  integration.  All  applications  share  a 


cc:Mail  1.01 


Best  New  OS/2  Application 
Reader's  Choice 


common  interface,  including 
Smartlcons.®  All  work  together  to 
facilitate  sharing  across  or  switch¬ 
ing  between  applications.  All  are 
workgroup  enabled  for  single¬ 
click  workgroup  collaboration. 

And  all  have  cross  platform 
capabilities,  so  work  from  other  platforms  is 
secure  and  accessible. 

With  SmartSuite  and  OS/2,  opening,  printing, 
deleting  or  mailing  spreadsheets,  documents, 
presentations  and  messages  are  simple  drag- 
and-drop  procedures.  And,  of  course,  with  true 
multitasking  and  multithreading,  you  can  be 
performing  any  number  of  these  tasks  at  once. 

For  more  informa¬ 
tion  or  to  order  Lotus 
SmartSuite  or  IBM  OS/2, 
call  1-800-3-IBM-0S2.  Working  Together' 


Lotus. 


©1994  Lotus  Development  Corporation,  55  Cambridge  Parkway,  Cambridge,  MA  02142.  All  rights  reserved.  Lotus.  Working  Together,  SmartSuite,  1-2-3,  Ami  Pro,  Freelance  Graphics,  cc:Mail  and  Smartlcons  are  registered  trademarks  of  Lotus  Development  Corporation.  OS/2  and  IBM 

are  registered  trademarks  and  Workplace  Shell  is  a  trademark  of  International  Business  Machines  Corporation. 
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ACCOUNTING  free  Vit 


Resource  Definitions  -  Icon  View 


accounting! 


estic  oak, 


“IBM  takes  an  even  stronger  graphical 
approach  to  LAN  administration  than 
Windows  NT™  Advanced  Server 

— InfoWorld 

“ Early  users  attested  to  its  speed, 
robustn  ess  and  ease  of  administration .” 

-Network  World 


It  all  depends  on  whose  software  you  choose.  The  new  IBM®  LAN  Server  4.0  will  actual- 
ly  make  your  network  a  thing  of— dare  we  say  it— beauty.  So  manageable  that  you'll  actually 
find  yourself  looking  forward  to  dealing  with  it. 

How  have  we  managed  to  transform  a  task  that  at  its  best  was  considered  a  chore?  Well, 
for  a  start,  we  made  the  new  LAN  Server  4.0  much  easier  to  install  than  other  network 
operating  systems.  And  thanks  to  its  powerful  new  drag-and-drop  administration,  adding  new 
users  is  the  closest  thing  to  a  walk  in  the  park. 


: tMj&fve?  4.8.  A st .. 

t  is  ••  ■  .■'*•.  1  •  i*. 

•  -  H  :  •*  -  v  •  • 

All-new  drag-and-drop 
administration. 

:  Atv4:  A; ...  i: .  -  -  ' '  * 

Autoconfiguration  and 
software  distribution 
capability. 

'  '  A  Ar,  /'". 

Over  600  applications 
already  certified,  including 
DOS,  Windows,™  OS/2® 
and  Mac®  applications. 

Seamless  NetWare® 
access  for  disks  and 
printers. 

i  _  - 

Integrated  TCP/IP 

Task  Macros 

Disk  limits 

Built-in  Peer 

Dedicated  Server 
not  required 

WFW,  NT  support 

"Best  of  Show” 

1994  Networld+ 

Interop,  Atlanta. 

The  LAN  Server  family  of 
products  includes: 

LAN  Server  for  AIX® 

LAN  Server  for  AS/400® 

LAN  Server  for  VM/MVS 
LAN  Distance 
LAN  Server  Ultimedia 
NetView®  for  OS/2. 


These  are  just  some  of  the  ways  LAN  Server  4.0  will  help  your  network  grow  big  and 
strong.  For  more  on  how  LAN  Server  4.0  can  beautify  your  office,  call  your  local  reseller  or 
1  800  IBM-CALL.  In  Canada,  call  1  800  565-SW4U,  ext.  298. 


idemarks  of  International  Business  Machines  Corporation.  Windows  and  Windows  NT  are  trademarks  of  Microsoft  Corporation.  .411  other  products  are  trademarks  or  registered  trademarks  of  their  respective  companies. 


When  Data  Is  Lost  In 
Minutes,  It’s  An  Act  Of  God. 


When  Data  Is  Recovered  In 
Minutes,  It’s  An  Act  Of  EMC. 


By  the  end  of  this  sentence,  an 
unforeseen  disaster  could  disrupt  your 
business.  But  don’t  worry.  By  the  end 
of  this  ad,  you  won’t  be  concerned. 

Introducing  Symmetrix™  Remote 
Data  Facility  (SRDF).  A  revolutionary 
mainframe  solution  from  EMC  that 
ensures  continuous  availability  of 
your  business  information. 

Now,  with  SRDF,  a  recovery 
process  that  took  days  is  reduced  to 
minutes  because 
all  your  data  is 
instantaneously 
duplicated  at  a 
remote  location. 


as  of  the  last  transaction,  making  a 
complete  copy 
available  in  the 
next  building, 
state,  country  or 
continent. 

And  that 
means  no  time- 
consuming 
rehearsals  since  SRDF  is  automatic 
and  doesn’t  require  people,  eliminating 
human  error. 

No  CPU  over¬ 
head  or  host  inter¬ 
vention. 

No  loading  tapes 


onto  trucks  for  a  costly  road  trip. 

Simply  bullet-proof, 
fault-tolerant  recovery 
that  doesn’t  degrade  on¬ 
line  perfonnance.  Or  your 
company’s  bottom  line. 

Symmetrix  Remote 
Data  Facility.  When  it 
comes  to  keeping  your 
business  running  through 
anything,  it's  nothing  short  of  a  miracle. 

For  more  information,  please  call 
1-800-424-EMC2,  ext.  201. 

EMC2 

THE  STORAGE  ARCHITECTS 


Disaster  recovery  in 
minutes,  not  days. 


/  l/(  the  EMC.  logo,  Symmetrix,  and  THE  STORAGE  ARCHITECTS  are  trademarks  of  EMC  Corporation.  ©1994  EMC  Corporation.  All  rights  reserved. 


Hardware 


Users  upbeat  on  D&B  Software 
client/server  apps,  78 


Software 

Corporate  Strategies 


Olympus  adopts  unique 

RE-ENGINEERING  APPROACH,  93 


Capacity  planning  takes  client/server  steps 


M 


O' 

CAPACITY 

PLANNING 


Capacity  planning  is  a  crystal-ball  projection  of  how  much  of 
the  computer  will  actually  be  used  by  all  of  the  systems  software 
and  applications  inside  the  system.  Capacity  planners  measure 
this  usage  based  on  simulation  or  mathematical  models. 

Simulation  tools  allow  users  to  create  mock  networks  to 
gauge  usage,  while  mathematical  tools  use  formulas  developed 
from  previous  performance  data  to  calculate  expected  resource 
consumption.  In  the  mainframe  world,  capacity  planners  measure 
the  use  of  the  host’s  CPU,  memory  and  disk  storage.  With 
distributed  systems,  components  such  as  the  server  and  client 
machines,  the  database  and  the  network  can  be  measured. 


By  Craig  Stedman 


■  Great  Western  Bank  has  a  simple  ap¬ 
proach  to  capacity  planning  for  client/ 
server  systems:  Just  don’t  do  it. 

“When  there’s  a  performance  prob¬ 
lem,  we  get  involved  to  try  to  find  out 
where  it  is,”  said  Bill  Neuser,  manager  of 
capacity  planning  and  support  at  the 
Northridge,  Calif.-based  bank.  But  up¬ 
front  performance  modeling  for  its  dis¬ 
tributed  network  is  in  the  “very  primi¬ 
tive”  stages,  he  added. 

Great  Western  is  hardly  in  a  category 
by  itself.  While  capacity  planning  is  a  rit¬ 
ual  part  of  mainframe  life,  it  remains  in 
its  infancy  on  the  client/server  side  be¬ 
cause  of  a  double  whammy  of  immature 
tools  and  the  lack  of  a  widespread  user 
consensus,  which  is  necessary  in  an  era 
of  commodity  hardware. 

Asbestos  approach 

DougMcBride,  one  of  the  board  members 
at  the  Computer  Management  Group,  a 
professional  society  for  capacity  plan¬ 
ners  and  performance  managers,  noted 
that  many  companies  have  been  using 
“the  asbestos-boot  solution”  for  dealing 
with  client/server  performance  issues. 

“You  put  something  in  place,  and  once 
you  have  a  problem,  you  put  on  your  as¬ 
bestos  boot  and  try  to 
stamp  the  fire  out,”  said 
McBride,  who  works  as  a 
program  manager  at 
Hewlett-Packard  Co.  The 
path  of  least  resistance 
is  often  to  simply  “throw 
more  iron  and  wire  at  a 
network,”  he  added. 

The  cost  of  systems, 
memory  and  storage 
“has  become  so  cheap 
that  capacity  planning  is 
less  important”  than  it 
was  duringthe  heyday  of 
the  mainframe,  agreed 
Stan  Johnson,  director 
of  information  systems 
at  Worldport  LA,  the  port 
authority  in  Los  Angeles. 

The  paybacks  are  also 
less  evident  in  client/ 


server  environments,  said  Igor  Sten- 
mark,  a  research  director  at  Gartner 
Group,  Inc.,  a  consulting  firm  in  Stam¬ 
ford,  Conn.  Mainframe  capacity  planning 
might  save  a  company  millions  of  dollars 
in  hardware  upgrade  costs,  but  a  client/ 
server  project  would  likely  yield  far  less 
savings  for  the  same  amount  of  expense, 
he  added. 

Have  to  face  it  sometime 

Nevertheless,  Stenmark  and  other  ana¬ 
lysts  said  it  will  get  harder  for  companies 
to  ignore  capacity  planning  as  networks 
proliferate  and  take  over  more  of  the  crit¬ 
ical  data  processing  from  mainframes. 
The  difficulty  of  pinpointing  bottlenecks 
in  an  ever  more  distributed  environment 
makes  a  compelling  argument  for  doing 
up-front  planning,  they  said. 

However,  users  might  not  like  what 
they  see  when  they  take  a  look  at  the  cur¬ 
rent  crop  of  distributed  modeling  tools. 

“There’s  not  as  much  depth  of  tools  in 
client/server  as  there  is  for  mainframes, 
and  that’s  been  a  real  problem,”  said 
John  Elcock,  assistant  vice  president  of 
computer  resource  management  at  Gen¬ 
eral  Accident  Insurance  Company  of 
America  in  Philadelphia.  And  because 
client/server  systems  are  scattered,  by 
their  very  definition,  there  is  no  one 
place  from  which  to  gather  data.  “The 


guys  trying  to  do  client/server  capacity 
planningcan’t  really  look  into  the  system 
and  get  the  same  information  that  you 
can  get  from  the  mainframe,”  Elcock 
said. 

What’s  there  to  buy? 

Worldport  LA  also  found  available  tools 
lacking  when  it  was  putting  together 
plans  for  its  first  client/server  project,  a 
construction  man¬ 
agement  application 
scheduled  to  go  on¬ 
line  in  February  1995. 

“As  far  as  anything 
we’dbewillingtobuy, 
there  was  nothing 
out  there,”  Johnson 
said.  “They’ve  got  to 
be  more  predictive 
than  what  we’ve 
seen.” 

Some  first  tries  at 
end-to-end  tools  for 
client/server  capaci¬ 
ty  planning  are  avail¬ 
able  now  (see  chart 
below).  But  even  soft¬ 
ware  vendors  say  the 
tools  are  still  too 
complex  to  use  and 
require  customers  to 
do  a  yeoman’s  work 
to  gather  and  feed  in 
performance  mea¬ 
surements. 

“These  are  not  the 
kinds  of  tools  that 
you  can  buy  off  the  shelf,  load  up  on  your 
system  and  be  effective  usingthem,”  said 
Don  Hazell,  director  of  sales  and  market¬ 
ing  at  Advanced  System  Technologies, 
Inc.  in  Englewood,  Colo.  Advanced  Sys¬ 
tem  Technologies,  which  next  week  is  ex¬ 
pected  to  announce  a  marketing  deal 
with  Legent  Corp.,  typically  will  not  sell 
its  Qace  software  without  at  least  a  four- 
week  consulting  con¬ 
tract  to  help  users  get  on 
their  feet,  Hazell  added. 

Florida  Power  Corp.  in 
St.  Petersburg,  Fla.,  got 
useful  results  from  SES, 
Inc.’s  SES/Workbench 
software  while  it  was 
planning  a  customer  ser¬ 
vice  application  that  will 
be  implemented  in 
March,  said  Michael 
Gresh,  a  capacity  plan¬ 
ner  at  the  electric  utility. 
However,  the  final  usage 
models  were  “rough  and 
high  level,”  and  just  get¬ 
ting  that  kind  of  quality 
was  hard,  he  noted. 

“You  have  to  bring  a 
wealth  of  knowledge  to 
make  [client/server 


modeling]  accurate,”  Gresh  said.  Librar¬ 
ies  of  canned  building  blocks  that  are 
common  on  the  mainframe  side  “don’t 
exist  yet  for  network  components,”  he 
added. 

Even  after  a  company  has  client/serv¬ 
er  systems  in  place,  getting  performance 
data  for  use  in  ongoingcapacity  planning 
can  be  difficult,  costly  and  time-consum¬ 
ing,  accordingto  analysts.  Measurement 


tools  typically  gather  data  from  just  a 
piece  of  the  distributed  environment, 
forcing  customers  to  use  separate  prod¬ 
ucts  to  get  usage  information  from  serv¬ 
ers,  clients  and  LANs. 

“Getting  the  data  is  probably  beyond 
the  capabilities  of  most  small  to  medium 
shops,”  said  Paul  Mason,  research  man¬ 
ager  for  enterprise  systems  manage¬ 
ment  at  International  Data  Corp.  in  Fra¬ 
mingham,  Mass.  “It’s  only  the  big  guys 
who  can  afford  to  have  a  full-time  person 
on  staff  to  do  that.” 

All  bets  are  off 

Given  the  current  state  of  flux  in  the  mar¬ 
ket,  it  is  difficult  for  analysts  to  make  any 
bets  about  which  of  the  current  tools  are 
likely  to  survive  over  the  long  haul. 

“We  are  really  at  the  infancy  stage  of 
this  market,  and  you  can’t  call  anybody  a 
leader  now,”  Stenmark  said.  “The  differ¬ 
ent  players  are  essentially  just  trying  to 
get  through  the  starting  gate.” 

Because  of  the  uncertainties,  users 
should  focus  first  on  laying  out  a  detailed 
plan  for  doing  client/server  capacity 
planning,  “rather  than  just  jumping  in 
and  buyinga product,”  he  said. 

And  once  the  plan  is  in  place?  “Pray,” 
Stenmark  advised. 


Number  crunchers 


A  sampling  of  tools  available  for  capacity  planning  in  client/server  environments 


VENDOR 

PRODUCT 

PLATFORMS 

KEY  FEATURES 

Advanced  System 
Technologies,  Inc 

(Englewood,  Colo.) 

Qase 

Macintosh;  Unix 
versions  due  Qi 
1995 

Supports  both 
analytic  modeling 
and  network 
simulations 

Bachman 
Information 
Systems,  Inc. 

(Burlington,  Mass.) 

Bachman/ 

WindTunnel 

Windows  and 

OS/2 

Analytic  modeling 
tool  with  report¬ 
ing  and  analysis 
capabilities 

BGS 

Systems,  Inc. 

(Waltham,  Mass.) 

Best/i 

Performance 
Assurance  for 
Unix 

AIX,  HP/UX, 

SunOS  and  Sun 
Solaris 

Analytic  modeling 
tool  with  real¬ 
time  monitoring 
and  alert 

SES,  Inc. 

(Austin,  Texas) 

C/S  Composer 
and  SES/Work¬ 
bench 

AIX,  DEC  Ultrix, 
HP/UX,  SunOS 
and  Sun  Solaris 

Simulation  tools 
with  back-end  re¬ 
porting  and  analy¬ 
sis  capabilities 

While  mainframes  will  remain  the 
largest  market  for  performance  management  tools... 
1993 


Mainframes 

Unix 

1  $17°M 

LANs 

1  $74M 

Unix/LAN  total 

HI  $244M 

H$i.sb 


...  client/server  sales  of  such  tools  are  expected  to 
more  than  triple  in  the  coming  years 
1998  (projected) 


LANs 

■H  S330M 

r 

;  Unix/LAN  total 

1 

$870M 

These  figures  are  worldwide  revenue  for  performance  management  software  by 
platform,  including  tools  for  capacity  planning,  performance  tracking,  tuning, 
simulation  and  presentation  of  data. 

Source:  International  Data  Corp.,  Framingham,  Mass. 
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$  1 2/31/94.  Prices  solid  m  the  US.  only.  Son 


■  products  and  promotions  may  not  be  available  outside  the  U.S.  Prices  and  specifications  subject  to  change  without  noace.  ‘Source.  Gartnet  Group  study  on  Total  Cost  of  OuTienJup  ( If  you  encounter  a  cumpadbduy  problem  within  3 


il  purchase,  ue  guarantee  that  I  fell's  engineers  and  technicians  will  work  with  you  to  identify  the  cause  and  recommend  a 
umpamhtc  ISA  or  EISA  systems  of  the  same  tentage .  f  Ear  a  complete  description  of  Dell's  3-year  Limited  Warranty ,  pit 
nrpimtkm  On-site  senior  may  not  be  available  m  certain  remote  locations.  The  Intel  Inside  and  Pentium  Processor 


solution  For  a  complete  copy  of  our  bruted  comfunbdry  guarantee .  contact  Dell  at  I  -600-933-4 1 77  Guarantee  applies  to  PC  hardware  only  and  dies  not  extend  to  software  or  deuces  not 
•ase  write  to  Dell  USA  L.P  .  2214  W  Broker  Lane.  Bldg  3,  Auson,  TX  78758-4053,  Atm.  Warranty  ^Business  leasing  arranged  by  Leasing  Group.  It*  XM  uie  servue  prmidedby 
logis  and  Penman  are  trademarks  of  /ruei  Cxffpuratiun.  Lkll  disclaims  proprietary  interest  m  dkr  marks  and  names  of  others.  &I994  Dell  Computer  Corporation  AH  rights  resened. 


OF  OUR  PENTIUM  CHIP 
WE  KILLED  THE  486. 


The  new  Dell  OptiPlex'  560/L 
Pentium  '1  chip  system  is  now  just  $1799. 

Which  means  it’s  as  affordable 
as  a  mid- range  486. 

Which  means  there’s  no  reason 
you  can’t  start  investing  in  Pentium 
chip-based  systems  immediately. 

Which  means  you’ll  then  be 
prepared  for  all  the  “must  have” 
technology  that’s  coming  down 


DELL  OPTIPLEX  560/L 
60MHz  PENTIUM 
PROCESSOR-BASED  SYSTEM 

$1799 

•Business  Lease0:  $67/Month 
•8MB  RAM,  270MB  Hard  Drive 
•3.5"  1.44MB  Diskette  Drive 
•256KB  External  Cache 
•VS14  Monitor  (14"  CRT,  .28mm) 
•Local  Bus  Video 
•Enhanced  IDE 
•Plug-n-Play 

•3-year  Limited  Warrantyf 
Order  Code  #300247 


the  pike,  like  Chicago  and  PCI. 

Which  means  you’ll  be  saving 
yourself  a  truckload  of  headaches 
down  the  road. 

This  system  is  ready  for  just 
about  anything.  It’s  Plug-n-Play. 
And  it’s  powerful;  it  even  has 
a  256KB  cache. 

Dell  can  custom-build  your 
Pentium  chip  systems  for  you 
and  install  customized  peripherals. 
And,  if  you  want,  we’ll  even  load 
in  your  proprietary  software. 

Bottom  line,  we’ll  save  you  a 
ton  of  money  getting  your  system 
to  the  desk.  Now  we’ll  show  you 
how  we  save  you  money  while  it’s 
on  the  desk,  and  when  you  want 
to  get  it  off  the  desk. 

HOW  THE  DELL  OPTIPLEX  560/L 
SAVES  YOU  MONEY  ON  THE  DESK. 

According  to  a  Gartner  Group 
study*  most  of  the  costs  of  owning 
a  PC  occur  after  it  lands  on  a 
user’s  desk.  Dell  has  figured  out 
some  ways  to  cut  those  costs. 

We  back  all  of  our  PCs  with  a 
limited  compatibility  guarantee* 
so  you  can  take  advantage  of  future 
technologies.  And  we’ll  help  you 
custom-tailor  your  service  plan  so 
you’ll  get  what  you  need  without 
paying  for  services  you  don’t. 


We  also  cut  a  lot  of  the  not- 
so-obvious,  yet  very  real  costs. 
Our  3-year  Limited  Warranty,  for 
example,  covers  your  peripherals, 


factory-installed  NICs  and  even 
monitors.  (Not  that  you’ll  need 
service  much,  since  all  Dell  systems 
are  built  to  ISO  9002  standards.) 

HOW  THE  DELL  OPTIPLEX  560/L 
SAVES  YOU  MONEY  GETTING 
YOUR  OLD  PCs  OFF  THE  DESK. 

Getting  rid  of  your  tired  old 
computers  is  one  of  those  time- 
consuming,  expensive  jobs  most 
of  you  can  do  without. 

So  we’ll  do  it  for  you.  And  for 
each  386  you  trade  in,  we  can  give 
you  a  credit  towards  the  purchase 
of  a  Dell  OptiPlex  560/L  system! 

So  call,  and  let  us  show  you 
how  much  Dell  can  save  you. 

It’s  enough  to  kill  a  486. 

D6LL 


(800)  444-1470 


MON DAY-FR1  DAY  7AM-9PM  CT  •  SATURDAY  10AM-6PM  CT  •  SUNDAY  12PM-5PM  CT 
KEYCODE  #11HS8  •  CANADA*  CALL  800-387-5755  •  MEXICO  CITY*  CALL  800-228-7811 


Large  Systems 


Users  like  SmartStream  3.0  customization 


IBM  offers  SP2 

IB  M  delivered  a  5 1 2-processor  ver¬ 
sion  of  its  Unix-based  Powerparal- 
lel  SP2  system  to  the  Cornell  The¬ 
ory  Center  in  Ithaca,  N.Y.,  which 
will  make  it  available  for  academic 
and  business  research.  The  ma¬ 
chine  is  the  largest  SP2  system  to 
be  shipped  thus  far  and  will  be  able 
to  do  136  billion  calculations  per 
second,  according  to  IBM.  The  Cor¬ 
nell  facility  is  the  first  customer  to 
get  a  Powerparallel  system  since 
the  original  SP1  was  introduced 
early  last  year.  The  parallel  pro¬ 
cessors  are  based  on  IBM’s  Power 
RISC  chips. 

Unisys  opens  help  center 

Unisys  Corp.  has  opened  a  desk¬ 
top  help  center  in  Austin,  Texas, 
that  provides  nationwide  services. 

Trade  system  developed 

Smith  Barney,  Inc.  has  acquired 
Infinity  Financial  Technology, 
Inc.’s  Montage  software  to  develop 
its  global  fixed  income  derivatives 
trading  systems. 


F  YOUR  network  is  handling  increasingly  complex  tasks,  then  migrating  to  new  technologies  must  be 
simple.  Which  is  why  we  developed  our  ONcore”  Intelligent  Switching  System  It  gives  you  port,  packet 


and  cell  switching,  all  in  a  single  platform.  What’s  more,  the  ONcore  Switching  System  is  the  only  one 


that  lets  you  upgrade  your  network  while  keeping  the  Chipcom  modules  that  you’re  already  using. 


your  migration  path  is  always  clear  and  well  marked,  and  the  investment  you’ve  made  in  your 


By  Rosemary  Cafasso 


Dun  &  Bradstreet  Software’s  Smart- 
Stream  3.0,  launched  earlier  this  month, 
is  picking  up  some  solid  initial  feedback 
from  users  and  analysts,  who  said  this 
latest  release  could  give  the  company 
its  best  chance  yet  in  the  client/server 
market. 

“It  puts  them  on  an  equal  footing”  with 
other  high-end  players  such  as  SAP 
America,  Inc.,  said  Ed  Black,  a  senior  an¬ 
alyst  at  Aberdeen  Group  in  Boston.  “It 
could  satisfy  the  high  end  of  the  market 
that  is  lookingfor  a  complete  suite.” 

SmartStream  3.0  upgrades  existing 
client/server  components  for  financials, 
human  resources  and  decision  support. 
It  also  marks  the  first  shipment  of  the 
manufacturing  and  distribution  mod¬ 
ules,  which  were  the  biggest  gap  in  D&B 
Software’s  offerings. 


Bartolozzi  was  awaiting  the  arrival  of 
the  code. 

“This  is  really  the  release  where  they 
finally  have,  in  my  mind,  fully  functional 
applications,”  Bartolozzi  said. 

Financial  Stream  3.0  includes  a  finan¬ 
cial  allocation  module  and  performance 
tuning  on  several  other  components,  in¬ 
cluding  asset  management,  accounts 


payable,  accounts  receivable  and  inter¬ 
national  reporting,  according  to  D&B 
Software. 

David  Pickles,  technology  manager  for 
the  human  resources  information  sys¬ 
tems  project  at  Weyerhaeuser  Co.  in  Ta¬ 
coma,  Wash.,  has  installed  Human  Re¬ 
sources  Stream  3.0  specifically  to  test 
the  StreamBuilder  component.  Current¬ 


ly,  the  staff  is  using  it  to  extend  certain 
fields  in  the  human  resources  applica¬ 
tions  for  which  Weyerhaeuser  requires 
more  detailed  information  than  what  the 
basic  D&B  Software  package  provides. 

“We  don’t  want  to  heavily  customize  a 
product  and  have  it  be  very  expensive  to 
then  install  the  new  release,”  Pickles 
explained. 


Release  roundup 

Release  3.0  includes  a  purchasing  mod¬ 
ule  that  can  be  used  with  both  the  finan¬ 
cials  and  the  manufacturing  pieces.  In 
addition,  3.0  will  include  the  first  release 
of  StreamBuilder,  a  customization  tool 
set  that  allows  users  to  tailor  Smart- 
Stream  modules  without  mucking  about 
in  the  corecode. 

Mario  Bartolozzi,  manager  of  business 
systems  at  The  Toronto  Hospital,  uses 
the  SmartStream  decision-support  soft¬ 
ware.  He  said  he  wanted  to  install  the  fi¬ 
nancials  but  decided  to  wait  for  Release 
3.0,  which  he  said  has  the  full  spectrum 
of  functionality  he  needs.  As  of  last  week, 
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Large  Systems 


IntelligenceWare,  Inc.  has  announced 
IDIS:  The  Information  Discovery  System 
2.5,  pattern  discovery  software. 

According  to  the  Los  Angeles  compa¬ 
ny,  IDIS  2.5  analyzes  databases,  auto¬ 
matically  generates  hypotheses,  discov¬ 
ers  patterns  and  displays  output  in  a 
hypermedia  environment. 


Features  in  Version  2.5  include  server- 
based  discovery,  automatic  parameter 
adjustment,  rule  visualization  and  per¬ 
formance  enhancements. 

Prices  start  at  $1,900. 

^  Intelligence  Ware 
(310)216-6177 


XL/Datacomp,  Inc.  has  announced  In- 
Motion,  IBM  AS/400  software  that  con¬ 
trols  the  company’s  near-line  robotic 
automated  tape  libraries. 


According  to  the  Lisle,  Ill.,  company, 
InMotion  lets  users  of  XL/Datacomp’s 
InTerlude  Data  Management  Software  or 
third-party  tape  management  software 
store  and  retrieve  data  from  near-line 
tape  libraries. 

InMotion  is  available  in  four  tape 
formats:  8mm  cartridge,  quarter-inch 
cartridge,  half-inch  cartridge  and  reel- 
to-reel. 

Prices  for  InMotion  with  an  automated 
cartridge  system  and  a  library  control 


ATM  cell  switching  that  will  give  your  network  bandwidth  of  over  eight  gigabits  per  second  for  greater  ;§ 


speed  and  capacity.  To  find  out  more  about  the  ONcore  Switching  System  and  the  rest  of  our  network 


i  E 


switching  solutions,  call  I- 800-228-9930.  And  see  how  you  can  get  the  Network  Switching  Systems  hy 
most  comprehensive  switching  system  just  by  switching  companies. 
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unit  start  at  $40,000. 
►  XL/Datacomp 
(708)  434-1200 


Avalon  Software,  Inc.  has  announced 
Avalon  CIIM  9.0  for  Sybase,  an  integrated 
family  of  client/server  software  for  man¬ 
ufacturing,  distribution  and  financial  ap¬ 
plications. 

Accordingto  the  Tucson,  Ariz.,  compa¬ 
ny,  Avalon  CUM  9.0  for  Sybase  offers  shop 
floor  control,  capacity  resource  planning 
and  demand-driven  procurement. 

The  product  supports  Oracle  Corp. 
and  Sybase,  Inc.  relational  database 
management  systems. 

Prices  range  from  $75,000  to  $750,000. 

► Avalon  Software 

(602)  790-4214 


Pilot  Software,  Inc.  has  announced  the 
Lightship  Sales  and  Marketing  Intelli¬ 
gence  System  (SMIS). 

According  to  the  Cambridge,  Mass., 
company,  Lightship  SMIS  is  based  on  on¬ 
line  analytical  processing  technology. 

The  system  provides  reporting  capa¬ 
bilities  and  includes  a  sample  demon¬ 
stration  database  so  users  can  test  the 
system  immediately.  Modules  include 
Ranking,  80/20  Analysis  and  Ad/Hoc 
Analysis. 

Lightship  SMIS  costs  $95,000  for  a  25- 
user  system. 

^  Pilot  Software 

(617)374-9400 


Global  Software,  Inc.  has  announced 
Giles  1.1.1. 

According  to  the  Duxbury,  Mass., 
company,  Giles  1.1.1  provides  a  directory 
of  existing  MVS  system  components, 
and  it  automatically  mirrors  the  existing 
environment  without  the  need  for  man¬ 
ual  input. 

The  product  stores  vital  information, 
lets  users  assess  the  impact  of  a  pro¬ 
posed  change  and  extracts  information 
from  job  control  language,  Cobol  source 
code,  CICS  tables  and  copy  libraries. 

Giles  1.1.1  runs  on  any  MVS  system 
that  uses  IBM’s  ISPF  2.0  and  above.  It 
costs  $35,000  for  a  site  license. 

^  Global  Software 
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Entries  wanted  for  ComNet  ’95  New  Product  Achievement  Award. 

Last  seen  by  thousands  at  ComNet  ’94. 

Known  for  spotlighting  the  best  new  products  in  the  communications/networking  industry. 

Reward: 

Maximum  exposure  at  ComNet  ’95  for  your  new  product  launch. 


ComNet  New  Product  Achievement  Award  recognizes 
the  best  and  the  brightest  new  products  in  the  communica¬ 
tions/networking  industry.  Over  40,000  industry  professionals,  analysts 
and  press  got  a  sneak  preview  of  250  new  products  announced  at 
ComNet  '94.  We  encourage  you  to  apply  and  join  the  roster  of  New 
Product  Hall  of  Famers  like  IBM,  MCI,  Optical  Cable,  Sun  Microsystems 
and  U.S.  Robotics. 

Enter  the  ComNet  ’95  New  Product  Achievement  Award  Competition 
and  get  maximum  exposure  for  your  product  launch!  You'll  receive 
valuable  pre-show,  at-show  and  post-show  exposure  among  our  exclu¬ 
sive  audience  of  attendees,  press  and  analysts! 

Only  the  best,  newest,  most  innovative,  most  useful,  groundbreaking 
products  may  apply.  Call  800/2 2 5-4698  today  for  complete 
information  and  an  entry  form!  Deadline  for  entries: 

December  12,  1094. 


A wards  will  be  presented  in  9  categories  representing  the 
communications  and  networking  market: 

•  Best  New  Transport  Technology  Product 

•  Best  New  Network  Management  Product 

•  Best  New  Carrier  Service 

•  Best  New  LAN  and  Internetworking  Product 

•  Best  New  Switching  Technology  Product 

•  Best  New  Infrastructure  Product 

•  Best  New  Multimedia  and  Desktop  Product 

•  Best  New  Wireless  Product 

•  Best  New  Software  and  Applications  Product 

•  And  a  Grand  Prize  to  the  Most  innovative  New  Product  or  Service 

Who  Can  Apply?  All  ComNet  ’95  contracted  exhibitors  debuting  a  new 
product,  product  enhancement  and/or  product  upgrade  at  ComNet  ’95  in 
Washington,  D.C.,  January  23-26,  1995.  Or  a  new  product  that  has  been 
announced  within  six  weeks  preceding  ComNet  ’95. 


The  ComNet  '95  New  Product  Achievement  Award  is  proudly  sponsored  by 

COMPUTERWORLD 

the  Newspaper  of  Information  Systems  Management 


For  more  information  on  exhibiting,  attending  or  speaking  at  ComNet  ’95,  contact  IDG  World  Expo  at  800/225-4698 
or  508/879-6700.  For  New  Product  Achievement  Award  information  and  entry  form,  contact  Cress  O’Brien  at  508/820-8631. 
ComNet  ’95  is  produced  by  IDG  World  Expo,  111  Speen  Street,  Framingham,  MA  01701-9107. 
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DataBase  Associates 


NTERNATIONAL 


Now 


BUSINESS  PEOPLE 

can  ask 

USINESS  QUESTIONS 

and  get 

BUSINESS  ANSWERS 

For  the  first  time,  business  people  can  use  familiar  business  terms  to  access  corporate  data,  analyze  it, 
and  generate  reports  lor  effective  decision  making.  And  only  Business  Objects™  makes  it  happen. 

No  need  to  understand  database  structures.  No  need  to  speak  SOL.  And  no  longer  any  need  for  IS 
to  be  in  the  ad-hoc  report  business  —  even  though  IS  maintains  absolute  control  of  the  data. 

We  call  it  Business-Intelligent  Querying.  We  invented  it.  And  more  than  1,200  organizations,  with 

30,000  end  users  in  20  countries,  are  using  it  today. 

BusinessObjects  is  available  for  a  wide  range  of  client/server  environments. 

It  runs  on  Microsoft  Windows,  Macintosh,  UNIX  Motif  and  character  mode 
client  platforms.  And  it  supports  access  to  data  stored  in  Oracle,  Sybase, 
Informix,  Ingres,  Teradata,  Red  Brick  and  DB2  databases. 

To  show  you  exactly  what  BusinessObjects  can  do,  we’ve  put  together  an 


Bvsi.xrssObjects  lets  business  people 

USE  BUSINESS  TERMS  TO  DEVELOP  THEIR 
OWN  AD-HOC  REPORTS. 


extensive  BusinessObjects  Information  Kit,  including  a  demonstration  disk.  Call  1-800-705-1515  for  your 
free  kit,  and  a  schedule  of  our  free  BusinessObjects  Technology  Briefings. 

Everything  you ’ll  learn  comes  down  to  this:  it’s  time  to  talk  business.  business  obiects 


Presenting 

BUSINESS  OBJECTS 

©  1 994  Business  Objecfs,  Inc.  Oufside  the  U.S.,  call  408-428-9039.  All  rights  reserved.  Other  product  names  are  the  property  of  their  respective  trademark  owners 
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REAL  BUSINESS  PROBLI 

By  Colin  White  and  Paul  Winsberg 


ith  worldwide  competi¬ 
tion  heating  up  as  never 
before,  businesses  must 
find  ways  to  meet  customer  needs 
faster,  less  expensively  and  better 
than  competitors.  Information  tech¬ 
nology  plays  a  major  role  in  meeting 
this  challenge  by  providing  the  flexi¬ 
bility  to  cope  with,  and  even  exploit, 
the  accelerating  pace  of  change  in 
the  business  climate. 

Information  technology  is  also 
changing  at  a  fierce  pace,  and  the 
challenge  facing  IT  departments  is  determining  which 
technologies  and  products  provide  real  solutions  that  help 
their  businesses  gain  strategic  advantage.  The  DB/EXPO 
RealWare  Awards  program  is  designed  to  help  organiza¬ 
tions  in  this  decision  making  process  by  highlighting  real 
customer  applications  that  provide  real  business  benefits. 

DB/EXPO  is  the  industry's  largest  database  and  infor¬ 
mation  technology  exposition  and  conference.  It  runs  in 
May  and  December  each  year  in  San  Francisco  and  New 
York,  respectively.  Prior  to  each  DB/EXPO  event,  Blenheim 
NDN,  the  organizer  of  DB/EXPO,  invites  vendors  to  pro¬ 


pose  customer  applications  that 
demonstrate  how  IT  can  benefit  busi¬ 
ness  users.  The  applications  proposed 
must  be  in  production.  Each  vendor  is 
allowed  to  propose  applications  for 
one  of  the  following  categories: 

•  Enterprise  Client/Server 

•  Database  in  the  Office 

•  Rapid  Application  Development 
using  Object-Oriented  Technology 

•  Interoperability 

•  Enabling  New  Business  Opportuni¬ 
ties  using  Data  Warehousing. 

A  panel  of  independent  judges  reviews  each  proposal 
to  determine  the  best  application  in  each  category.  The 
category  winners  are  then  presented  with  awards  at 
DB/EXPO.  This  paper  highlights  the  applications  that  were 
the  winners  and  runners-up  at  the  May  1 994  DB/EXPO  in 
San  Francisco.  All  finalists  at  each  event  are  given  the 
opportunity  to  present  their  application  solutions  at  the  fol¬ 
lowing  DB/EXPO  conference,  and  so  attendees  at 
DB/EXPO  in  New  York  during  the  first  week  of  December 
will  get  an  opportunity  to  hear  in  detail  about  the  appli¬ 
cations  presented  in  this  paper. 


ABOUT  THE  AUTHORS - 

Colin  White  is  president  of  DataBase  Associates  International,  and  editor  of  InfoDB,  a  technical  journal  specializing  in 
information  technology.  He  is  also  well-known  as  the  conference  director  for  DB/EXPO.  He  specializes  in  client/server  com¬ 
puting  and  data  warehousing,  and  lectures  and  consults  throughout  the  world.  He  has  written  numerous  papers  and  arti¬ 
cles,  and  has  co-authored  books  on  IBM's  DB2  and  SQL7DS  products. 

Paul  Winsberg  is  a  principal  of  DataBase  Associates,  associate  editor  of  InfoDB,  and  contributing  editor  to  Database  Pro¬ 
gramming  and  Design.  Mr.  Winsberg  specializes  in  tools  and  techniques  for  designing  distributed  applications  and  data¬ 
bases.  He  has  published  and  lectured  extensively  in  North  America,  Europe  and  Australia,  and  conducts  popular  seminars 
on  database  and  application  design. 
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Enterprise  Client/Server 

Mt.  Clemens  General  Hospital  (NeXT  Computer) 
J.R.  Simplot  (Sybase) 

Napco  International  (Magic  Software) 

Database  in  the  Office 

World  Cup  USA  1994  (Sybase) 

Moore  Advanced  Services  (Uniface) 

Rapid  Application  Development  using 
Object-Oriented  Technology 

Chrysler  Financial  Corporation  (NeXT  Computer) 
Quest  International  (NeXT  Computer) 


Interoperability 

Healthcare  Data  Exchange  (Covia  Technologies) 

Avis  Rent-a-Car  System  (Sybase) 

TNE/Information  Services  (MDI) 

Enabling  New  Business  Opportunities  using 
Data  Warehousing 

Hughes  Aircraft  Company  (Prism  Solutions) 

Mi llipore  (Business  Objects) 


‘WINNERS  INDICATED  IN  RED 
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Mount  Clemens 
General  Hospital 

Mount  Clemens  General  is  a 
288-bed  hospital  providing 
acute  care  services  to  its 
Michigan  community.  The  hos¬ 
pital  depends  on  its  "Core 
Clinical"  computer  system,  which  manages  all  major 
aspects  of  patient  care,  including: 

•  admitting,  discharge  and  transfer  of  patients 

•  entering  all  orders  for  patient  services  and 
pharmaceuticals 

•  tracking  the  results  of  medical  tests 

•  monitoring  patient  care. 

Until  1993,  these  functions  were  supported  by  a  cen¬ 
tralized  system  on  an  aging  mainframe,  which  limited 
hospital  operations  in  several  ways.  It  featured  a  cumber¬ 
some  user  interface  based  on  character  terminals  and 
function  keys.  Routine  patient  care  planning  required  as 
many  as  19  screens  and  200  responses.  The  system  had 
excessive  down  time.  Reports  were  packaged  and  run  in 
batch,  so  users  couldn't  submit  ad  hoc  queries.  One  of 
the  most  important  functions  —  patient  admitting,  dis¬ 
charge  and  transfer  —  was  done  manually. 

Mount  Clemens  decided  to  replace  this  system  with 
client/server  and  object-oriented  technology.  Workstations 
in  the  new  system  are  based  on  Intel  and  Motorola  proces¬ 
sors  running  NEXTSTEP  The  server  is  based  on  a  Sun 
SPARCStation  Model  30  and  Sybase.  The  hospital  runs  two 
identical  servers  in  parallel  in  case  one  fails. 

Vital  Chowdry,  the  architect  of  the  system,  says  the 
hospital  selected  NEXTSTEP  because,  "core  applications 
have  a  life  of  12  to  15  years,  so  we  wanted  an  architecture 
for  the  year  2000  and  beyond." 

In  order  to  improve  response  time  and  decrease  the 
load  on  the  network,  about  two-thirds  of  the  150  tables  in 
the  server  database  were  copied  to  the  client.  The  devel¬ 
opers  built  a  special  object,  called  a  table  manager,  that 
monitors  these  duplicate  tables  and  updates  clients  when 
necessary.  This  strategy  was  successful  because  the  repli¬ 
cated  tables  experience  frequent  reads  and  infrequent 
writes. 

Mount  Clemens  estimates  that  it  saves  15,000  hours 


annually  with  the  new  system.  The  number  of  users  has  ] 
increased  from  300  to  1,100.  Up-time  has  increased  to  I 
99.8%  over  the  first  six  months,  including  scheduled  I 
maintenance.  Hardware  costs  are  dramatically  lower  than  I 
similar  mainframe  solutions.  In  all,  Mount  Clemens  saves  I 
$1  million  annually. 

In  addition,  hospital  staff  members  now  have  a  more 
appealing  user  interface  and  flexible  reporting  mecha¬ 
nism,  so  it's  easier  to  get  information  in  and  out  of  the  sys¬ 
tem.  Better  access  to  information  means  the  hospital  can 
reduce  the  average  patient  stay  without  compromising 
quality  of  care. 

Because  the  system  is  flexible  and  modular,  it  easily 
supports  medical  advances  like  EKG  strips  and  medical 
imaging.  The  technology  is  open  and  standard,  making  it 
easy  to  expand  as  transaction  rates  increase,  and  easy  to 
connect  to  other  systems  like  billing,  accounting  and  lab¬ 
oratory  information. 


Enterprise  Client/Server 
RUNNER-UP 

I 

J.  R.  Simplot 

Sponsored  by  Sybase 

J.  R.  Simplot  is  a  privately  held  company  with  $2  billion 
in  revenue  gained  from  a  variety  of  manufacturing  activi¬ 
ties.  Until  1992,  Simplot  managed  inventory  at  its  five 
main  warehouses  the  old-fashioned  way,  with  colored 
magnets  on  wall  maps  and  processed  orders  on  paper. 
This  wasn't  good  enough  —  only  78%  of  orders  were 
shipped  exactly  as  requested  by  customers. 

Simplot  turned  to  Sybase,  selecting  the  SQL  Server 
database  and  working  with  Sybase  consultants  to  build  a 
system  for  order  entry,  inventory  management  and  distri¬ 
bution.  Sybase  used  the  APT  Workbench  development 
tools  and  installed  the  system  on  5200-class  servers  from 
Digital  running  Ultrix.  The  system  is  based  on  a 
client/server  architecture  so  that  inventory  data  can  be 
shared  across  many  workstations.  Handheld  scanners  and 
barcode  readers  help  capture  inventory  data  on  the  ware¬ 
house  floor.  Shortly  after  the  system  was  installed  in  1 992, 
the  database  reached  300  MB.  It  is  growing  rapidly  as 
Simplot  builds  applications  and  extends  the  reach  to  the 
entire  enterprise. 

Simplot  says  the  new  inventory  system  has  completely 
changed  its  business  practices  and  improved  its  competi¬ 
tive  position  by  realizing  three  specific  benefits: 


Special  Advertising  Supplement 


REAL 

ware 


•  now,  97%,  not  78%,  of  all  orders  are  shipped  exactly 
as  placed 

•  Simplot  has  eliminated  a  number  of  positions  in  order 
entry  and  distribution,  including  nine  of  138  positions 
at  its  Caldwell  warehouse 

•  inventory  at  Caldwell  turns  over  14  times  each  year, 
compared  with  12  prior  to  the  new  system. 

Simplot's  successful  system  is  mission-critical  and  high 

profile.  Ray  Sasso,  Simplot  CIO,  explains:  "I  was  con¬ 
vinced  that  we  should  find  a  real  business  problem  for 
the  first  client/server  application,  not  just  a  telephone 
directory  application.  This  way,  success  means  some¬ 
thing." 


Enterprise  Client/Server 
RUNNER-UP 

Napco  International 

Sponsored  by  Magic  Software 

Napco  International  is  a  $35  million  trading  company 
that  supplies  parts  and  upgrade  services  for  tanks,  aircraft, 
patrol  boats  and  other  military  vehicles  in  60  countries. 
Napco  faces  an  irregular  demand  for  a  wide  range  of  parts 
and  supplies.  CEO  Gary  Rappaport  says,  "Nobody  is  wise 
enough  to  know  what  to  stock  in  this  business.  It's  often  a 
massive  scavenger  hunt  to  find  a  supplier  with  stock  on 
hand,  or  someone  who  can  manufacture  it  quickly  and  at 
the  right  price."  Therefore,  the  company  vyith  the  best 
database  has  the  strongest  strategic  advantage. 

Napco's  business  operations  were  based  on  a  slow, 
inflexible  IBM  4361  that  was  installed  in  1981  and  could 
no  longer  support  Napco's  sales  processes.  In  1990, 
Napco  replaced  the  4361  with  a  client/server  system  of 
100  Intel  386  and  486  workstations,  Novell's  NetWare 
operating  system  and  a  Btrieve  database  on  the  server. 

Napco  built  on  the  new  system  with  a  rapid  application 
development  tool  called  Magic.  The  result  is  a  compre¬ 
hensive  and  integrated  system  for  order  entry,  purchasing 
and  sales.  A  sales  agent  can  now  access  a  U.S. 
Government  supply  database  from  CD-ROM,  read  in 
purchase  requests  from  floppy  disk  and  develop  and  fax 
proposals,  all  within  the  Magic  environment. 

The  new  system  has  three  major  business  benefits.  First 
and  most  important,  it  offers  sales  agents  flexible  access 
to  data,  so  they  can  respond  to  customer  requests  better 
and  faster.  Second,  it  is  easy  to  enhance  and  modify  using 
the  tools  from  Magic  Software.  Finally,  it  is  much  cheap¬ 


er  than  the  old  system.  With  total  development  costs  of 
$900,000  (including  a  false  start  with  Gupta  Software), 
and  annual  savings  of  $350,000,  the  system  paid  for  itself 
in  three  years. 

Database 
in  the  Office 


W  I  N  N  E 


I  Sybase 

World  Cup  USA  1994 

With  a  cumulative  television  audience  estimated  at  32 
billion  people  for  the  52  games,  World  Cup  '94  was  one 
of  the  world's  largest-ever  sporting  events.  The  need  to 
distribute  timely  information  for  TV  broadcasting  and 
media  reporting  was  unprecedented. 

The  World  Cup  News  Service  gave  the  10,000  jour¬ 
nalists  covering  the  event  multimedia  kiosks  showing 
up-to-the-minute  information  on  game  results,  historical 
soccer  data,  player  biographies,  photographs  and  video 
clips.  A  separate  application  controlled  the  badging  and 
registration  of  teams,  broadcasters,  journalists  and 
sponsors  —  in  total,  some  50,000  people.  A  third  appli¬ 
cation  handled  logistics  such  as  accommodation  and 
transportation  for  staff  and  members  of  the  24  partici¬ 
pating  teams. 

The  World  Cup  '94  system  involved  a  consortium  of 
vendors  including  Sun,  Sprint  and  Sybase.  EDS  was  the 
systems  integrator. 

Some  1 ,200  Sun  workstations  were  installed  at  the  nine 
venue  sites.  FIFA  headquarters  in  Zurich  was  connected 
to  a  SPARCenter  2000  Server  in  Dallas  via  fiber-optic 
links.  These  workstations  were  also  connected  to  local 
Sun  servers  for  word  processing,  E-mail,  calendar  man¬ 
agement  and  other  tasks.  Certain  venues  were  wired  with 
ATM  links  for  video  transmission.  Two  other  servers  were 
used  as  hot  standby  machines. 

All  applications  were  built  using  Sybase  Gain 
Momentum,  an  object-oriented  multimedia  development 
tool.  Database  processing  was  done  by  Sybase  SQF 
Server.  Video  clips  were  kept  on  separate  servers  connect¬ 
ed  to  the  ATM  network,  but  were  indexed  from  the  main 
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Sybase  server.  The  Sybase  Replication  Server  was  used  to 
feed  database  changes  to  the  hot  standby  machines. 

Bill  Alaoglu,  assistant  vice  president  of  technology  for 
World  Cup,  comments,  "There  was  a  short  time  period  to 
develop  and  deploy  the  applications.  We  had  less  than 
one  year  to  build  the  system,  and  production  cutover 
involved  installing  the  applications  in  nine  venue  cities 
over  a  time  frame  of  less  than  three  weeks." 


Database  in  the  Office 
RUNNER-UP 

Moore 

Sponsored  by  Uniface 

Moore  is  a  leading  supplier  of  software  for  managing 
electronic  business  forms.  Like  many  software  vendors, 
it  has  a  critical  business  requirement  for  cross-platform 
development. 

One  of  its  most  important  products  is  DocuMASter,  a 
modular  system  for  distributing,  accessing,  viewing,  rout¬ 
ing  and  printing  forms  throughout  the  enterprise. 
DocuMASter  has  three  functions  on  the  server:  system 
management,  form  distribution  and  ordering  of  printed 
forms  from  suppliers. 

Version  1 .0  of  DocuMASter  was  written  in  COBOL  and 
released  in  1991.  To  improve  portability  of  the  software, 
it  was  rebuilt  in  UNIFACE  and  introduced  as  version  2.0 
in  December  1993.  The  system  can  manage  as  many  as 
60,000  forms,  with  an  internal  form  base  measuring  in 
the  gigabytes  if  forms  are  stored  as  images. 

At  its  peak,  there  were  12  engineers  on  the  develop¬ 
ment  team.  The  primary  development  platform  for  ver¬ 
sion  2.0  is  Windows,  Sybase  and  NetWare.  The  applica¬ 
tion  code  occupies  1 5  MB.  The  application  logic  and  user 
interfaces  were  developed  in  the  UNIFACE  environment, 
except  for  several  critical  file  management  functions 
which  were  written  in  C. 

The  UNIFACE  solution  offers  several  business  benefits 
to  Moore.  Most  important,  Moore  can  sell  to  customers 
running  any  database  or  GUI  supported  by  UNIFACE. 
Furthermore,  development  in  UNIFACE  is  easier  even  for 
a  single  environment,  because  UNIFACE  handles  many 
low-level  functions  like  data  access,  network  integration 
and  screen  generation.  Finally,  the  UNIFACE  data  mod¬ 
eling  features  reduce  the  cost  of  building  and  maintain¬ 
ing  the  system. 


Rapid  Application 
Development  using 
Object-Oriented 
Technology 

Chrysler  Financial 
Corporation 

Chrysler  Financial  Corporation 
(CFC),  a  subsidiary  of  Chrysler,  pro¬ 
vides  financial  services  to  5,000 
automobile  dealers  throughout 
North  America.  Like  many  other 
financial  organizations,  CFC  faces  an  increasingly  com¬ 
petitive  business  environment.  It  must  adapt  to  rapidly 
changing  federal  and  state  regulations,  respond  to  innov¬ 
ative  products  and  services  from  the  competition,  and 
make  fast  decisions  on  loans  and  credit. 

CFC  found  an  answer  to  this  problem  in  object-orient¬ 
ed  technology.  The  goal  was  to  build  financial  applica¬ 
tions  —  out  of  a  reusable  set  of  objects  —  that  could  be 
quickly  adapted  and  reassembled  in  response  to  chang¬ 
ing  business  requirements. 

Specifically,  the  solution  was  built  with  the  NEXTSTEP 
product  suite,  including  NEXTSTEP  User  utilities  like  E- 
mail,  print  and  fax,  and  NEXTSTEP  developer  utilities  like 
database,  screen  painting,  editors,  debuggers  and  com¬ 
pilers.  CFC  also  used  selected  development  tools  like 
DevMan  for  version  control  and  AccessKit  for  data  mod¬ 
eling,  both  of  which  are  from  VNP  Software.  The  devel¬ 
opment  tools  and  production  software  run  on  Unix  and 
Intel  486  processors  in  a  client/server  configuration. 

Why  did  CFC  choose  NEXTSTEP?  Mike  Adelson,  MIS 
Manager  at  CFC,  says,  "NEXTSTEP  was  the  only  product 
that  satisfied  our  four  basic  requirements:  an  excellent 
user  interface,  a  robust  development  environment, 
remote  administration  functions  and  support  for  Sybase." 

Using  these  tools,  CFC  built  a  suite  of  24  integrated 
applications  covering  such  areas  as  loans,  leases, 
accounting  changes  and  payments. 

These  are  not  minor  league  applications.  Each  applica¬ 
tion  uses  19  classes  on  average.  The  suite  is  deployed  at 
54  branch  offices  with  roughly  70  MB  of  data  each,  and 
supports  more  than  1 ,200  users.  Deployment  began  in 
June  1993  and  was  completed  in  September  1994. 
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Exposition 

Highlights 

DB/EXPO  has  it  all- 

seven  highly  focused  conferences  and  eighteen 
power  packed  tutorials...provocative  keynote 
sessions.Jnfonnative  special  events.. .and  over 
500  exhibits.  Don’t  miss  this  opportunity  to 
leam  about  the  newest  products  and  technolo¬ 
gies  and  to  network  with  25,000  of  your  peers 
from  around  the  world. 

Conference  Highlights 

DB/EXPO’s  in-depth  conferences  and  tutorials  thoroughly 
cover  today’s  rapidly  changing  technologies  and  the 
effect  they  are  having  on  IT  executives,  developers,  and 
users.  If  your  job  depends  on  keeping  up  with 
Information  Technology,  DB/EXPO’s  conferences  and 
tutorials  will  put  you  way  ahead  of  the  game. 

Executive  DB/EXPO 
Object  Technology 

Client/Server  Application  Development 
Enterprise  Distributed  Computing 
Data  Warehousing  &  Parallel  Computing 
Interoperability  &  Workgroup  Computing 
Interactive  Information  &  Evolving  Technologies 


The  Great  Debate 

1\vo  of  the  industry's  most  dynamic  editors  go  head-to- 
head.  Listen  as  Stewart  Alsop  of  InfoWorlcl  and  Kevin 
Strehlo  of  Datamation  debate  tire  state  of  the  main¬ 
frame  — a  must  see  event! 

Windows  NT  University 

Air  exciting  educational  forum  that  provides  hands-on 
access  to  the  newest  products  from  Digital  Equipment 
Corporation  and  Microsoft. 

New  Product  Announcement 
Spotlights 

Gain  an  information  edge  by  attending  our  New 
Product  Announcement  Spotlights.  These  “first  look" 
presentations  showcase  significant  new  products  weeks 
(even  months)  before  they  appear  in  the  trade  press! 

User  Group  Meetings 

Many  prestigious  User  Groups  make  DB/EXPO  their 
number  one  meeting  spot  because  it  draws  so  many 
well-informed  industry  professionals. 

RealWare™  Awards 

DB/EXPO’s  highly  acclaimed  RealWare  Awards  honor 
innovative  solutions  to  real  business  problems.  Come  to 
the  FREE  buffet  and  reception  on  Wed.,  Dec.  7  at  5:00  pm 
and  find  out  how  companies  like  yours  are  working 
with  vendors  to  solve  real  world  problems. 


Bring  this  ticket  with  you  and  save  $35! 


To  register  and  receive  Name: 

FREE  admission  to  over  500  . 

exhibits  and  special  events, 
complete  all  sections  of  this  1 
form  and  bring  this  ticket  E-Mail  Address 
with  you  to  the  show!  City: 

Without  this  ticket  on-site  registration  is  $35.00 

Please  copy  this  form  for  additional  registrants  Phone: 


Title: 


State:  Zip: 

Fax: 


A.  Your  Title  (circle  one) 

Information  Systems/MIS: 

17  Management  (CIO.  VP.  DIR.  MGR.  SUPV) 

18  Staff  (SYS  ANAliCT,  PROG.  ARCHITECT.  EDP,  DBA  DEVELOPER) 
Company  Management 

19  Corporate  (CJIRM.  CEO,  PRES,  VP,  DIR,  GM,  OWNER  PARTNER) 

20  Financial  (CFO.  VP.  TREAS) 

21  Administrative  (VP,  DIR,  MGR) 

22  Marketing  (VP.  DIR.  MGR) 

Engineering/Manufacturing 

23  Management  (VP,  DIR,  PLANT  MGR,  PROD  MGR) 

24  Stiff  (ENGR  RESEARCH.  GROUP  LEADER,  TECH,  PRGR,  SW  DES) 

25  Consultant  26  Educator 


B.  Total  Number  of  Employees  at  Your  Company: 

M 1-99  BB  100-499  GC  500  -  999 

DD  1000  -  2999  EE  3000  -  9999  FF  10, 000  + 

C.  Your  Interest: 

A  Mainframe  DBMSs  B  LANS/Networking  S/W 
C  App.  Dev.  Tools/CASE  D  Expert  Systems  E  End  User  Tools 

G  Unix  DBMSs  H  Desktop  DBMSs  I  OO  Dev.  Tools 

O  MAC  P  C/S  Back-End  Q  Windows 

R  C/S  Front-End/GUIs  S  Relational  DBMSs  T  Object  DBMSs 

U  Admin.  Tools  V  Middleware  W  DaiaWareliuiNng 

X  IAN/Nefworkingltiniwaie  Y  Imagjng'Mullinulia  Z  NMxle Computing 


D.  Your  Industry  Group: 

1  Developer  of  Computer  Software 

2  Manufacturer  of  Computer  Hardware 

3  Computer  Reseller/Distributor 

4  Transportation  Services 

5  Educational  Institutions  6  Utilities 

7  Trade/Wholesale/Retail 

8  Construction/Mining/Agriculture 

9  Other _  10  Legal  Services 

1 1  Insurance  12  Banking 

1 3  Government  14  Accounting 

1 5  Communications  16  Medical 


Pavilions 


The  DB/EXPO  '94  Pavilions  bring  together,  in  one  con¬ 
venient  location,  the  hottest  products  is  six  of  today’s 
most  important  IT  technology  areas. 

Object  Technology  Pavilion 
1994  Developers  Competition  Winners 
Data  Warehouse  Showcase 
Client/Server  Financial  Application  Forum 
Hurwltz  Consulting  Group  Winners'  Circle 
The  Xbase  Forum 


Four  Free  keynotes! 


DB/EXPO  attendees  will  be  treated  to  stimulating 
Keynote  presentations  by  industry  leaders  who  will  share 
their  visions  on  important  IT  issues  &  trends. 


Joseph  Guglielmi 

Chairman  and  CEO,  Taligent 

From  IT  to  OT: 
Leveraging  Information 
Through  Objects 

Steve  Mills 

General  Manager  of  Software 
Solutions  Division,  IBM 

Truth  or  Consequences: 
Getting  Serious  About 
Client/Server 


Jim  Allchin 

VP  Business  Systems  Division, 
Microsoft 

Tlx  Information 
Superhigkvq}’:  Connecting 
People  and  Business 
Information 

Dr.  Robert  Epstein 

Executive  Vice  President, 

Sybase,  Inc. 

Client/Server  Status  Report 


The  Database  Industry 
Leader's  Forum 

Industry  leaders  exchange  their  observations,  ideas 
and  forecasts  of  what’s  to  come.  Here's  your  chance  to 
interact  with  a  “who’s  who”  contingent  of  database 
industry  leaders. 

Colin  White  Umang  Gupta 

Conference  Director,  President  and  CEO,  Gupta 

Chairperson  Corporation 


Stewart  Schuster 

Executive  Vice  President  of 
Marketing,  Sybase,  Inc. 


Don  Haderle 

IBM  Fellow  &  Director  of  Data 
Management  Architecture  and 
Technology,  IBM  Corporation 


Blenheim  NDN,  Inc. 

444  Castro  Street,  Suite  1 101  Mountain  View,  CA  94041 
BLENHEIM .  Telephone:  4 1 5-966-8440  Fax:  415-966-8934 
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The  most  significant  benefit  of  the  NEXTSTEP  environ¬ 
ment  is  the  level  of  reuse.  On  average,  1 3  of  the  1 9  class¬ 
es  in  each  application  are  shared.  In  other  words,  appli¬ 
cations  are  "half  complete"  before  the  programmer  sits 
down  at  the  keyboard.  This  translates  to  lower  develop¬ 
ment  costs  and,  more  significant  for  CFC,  dramatically 
reduced  lead  times.  CFC  built  the  first  five  applications  in 
four  months.  By  reusing  classes  from  these  applications, 
the  remaining  1 9  were  built  in  the  same  amount  of  time. 

Because  the  project  was  so  successful,  CFC  created  a 
new  organization  called  the  Data  Object  and  Technology 
Team  to  create  new  classes  and  promote  reuse. 


Rapid  Application  Development  using 
Object-Oriented  Technology 
RUNNER-UP 

Quest  International 

Sponsored  by  NeXT  Computer 

Quest  International  is  an  exotic  business  —  it  creates 
fragrances  for  internationally  known  brands  like  Yves  St. 
Laurent  and  Thierry  Mugler.  In  1993,  Quest  set  out  to 
build  software  for  fragrance  design,  using  NEXTSTEP  and 
its  object-oriented  development  tools.  It  called  the  result¬ 
ing  application  MIRIAD  for  "Multimedia  Initiative 
Redefining  Intelligent  Aromatic  Design."  (Quest  is  based 
in  Paris,  and  this  name  is  translated  from  French.) 

MIRIAD  makes  it  easy  for  "fragrance  engineers"  to  try 
out  new  formulas  and  themes.  Each  component  of  a  fra¬ 
grance,  such  as  raw  materials  and  scent,  is  represented 
by  an  icon  and  implemented  in  an  object.  Designers  cre¬ 
ate  new  fragrances  by  selecting  icons,  setting  values  and 
viewing  the  results  graphically. 

The  system  uses  object-oriented  and  client/server  tech¬ 
nology.  It  has  Motorola  and  Intel  clients  and  an  IBM 
RS/6000  server  running  Oracle  version  7.  Quest  recently 
installed  several  workstations  and  an  RS/6000  server  in  its 
New  York  office,  with  remote  access  to  the  Paris  server 
for  enterprise  data.  The  application  is  relatively  small  — 
some  10,000  lines  of  code,  and  approximately  100,000 
database  records  supporting  a  low  transaction  rate. 

Development  of  MIRIAD  took  about  seven  person 
months  in  NEXTSTEP;  Quest  estimated  the  same  project 
in  Windows  would  require  30  person  months.  The  sys¬ 
tem  is  easy  to  use  and  easy  to  modify  as  new  types  of  fra¬ 
grances  become  available.  Most  important,  MIRIAD 


gives  Quest  an  advantage  over  competitors,  which  do  not 
have  any  automated  support  for  fragrance  design. 


Interoperability 


COVIA  TECHNOLOGIES 


Helping  You  Adapt  to  Business  and  Technology  Change. 


Healthcare  Data  Exchange 

Healthcare  Data  Exchange  (HDX),  a  subsidiary  of 
Shared  Medical  Systems,  provides  electronic  data  inter¬ 
change  for  healthcare  organizations.  These  services  allow 
healthcare  providers  and  payers  to  access  and  exchange 
healthcare  information  across  a  diverse  range  of  comput¬ 
er  platforms  and  networks. 

At  the  heart  of  the  information  services  is  a  distributed 
computing  and  database  system  that  routes  requests  for 
information  from  healthcare  providers  to  employers, 
insurance  companies  and  regulatory  agencies.  The  sys¬ 
tem  can  be  used  by  a  hospital,  for  example,  to  determine 
a  patient's  healthcare  benefits  data.  It  can  also  be  used  to 
submit  a  claim  to  the  insurance  company  or  to  receive 
payment  information.  Data  can  further  be  retrieved  from 
a  5  GB  IBM  DB2/MVS  data  warehouse  containing  insur¬ 
ance  index  and  demographic  data. 

The  biggest  challenge  in  developing  the  distributed  sys¬ 
tem  was  the  broad  range  of  hardware  and  software  being 
used.  HDX  needed  to  support  interoperability  across 
LU6.2,  TCP/IP  and  X.25  networks,  and  between  applica¬ 
tions  running  under  IBM  MVS  and  OS/2,  and  Stratus  VOS 
operating  systems.  It  also  wanted  to  insure  that  new 
clients  with  other  operating  environments  could  be  easi¬ 
ly  integrated  into  the  system. 

To  solve  the  heterogeneous  interoperability  problem, 
HDX  employed  Covia  Technologies'  Communications 
Integrator  (Cl),  which  allows  applications  to  communi¬ 
cate  with  each  other  across  a  network  via  a  synchronous 
messaging  system.  Environments  supported  by  Covia 
Technologies  include  MVS  (CICS  and  IMS),  OS/400, 
OS/2,  Stratus  VOS,  Tandem  Guardian,  various  Unix  sys¬ 
tems  and  Windows  NT. 

The  HDX  system  was  first  installed  for  internal  use 
toward  the  end  of  1993,  and  since  then,  several  client 
sites  have  been  integrated  into  the  service.  The  company 
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is  now  seeing  processing  rates  of  5,000  transactions  per 
day  on  OS/2,  50,000  per  day  on  VOS  and  10,000  per 
day  on  MVS.  Another  implementation  in  the  New  York 
area  involving  17  hospitals  is  processing  more  than 
25,000  transactions  per  day. 

Don  Bechtel,  HDX  manager  of  development,  com¬ 
ments,  "We  needed  a  system  that  enabled  us  to  integrate 
existing  mainframe  computers  with  the  new  world  of 
client/server  computing.  The  messaging  middleware 
approach  used  by  Covia's  Communications  Integrator 
enabled  us  to  do  that."  HDX  estimates  that  the  use  of  pro¬ 
tocol-independent  messaging  software  saved  it  more 
than  50%  in  the  development  resources  required  to  write 
the  network  component  of  the  application. 


Interoperability 

RUNNER-UP 

Avis  Rent-a-Car  System 

Sponsored  by  Sybase 

Avis  Rent-a-Car  System,  Inc.  is  one  of  the  largest 
employee-owned  companies  in  the  travel  industry. 
Worldwide,  Avis  rental  activities  are  conducted  by  21,000 
employees  at  4,800  locations  in  139  countries.  The  com¬ 
pany  has  a  fleet  of  more  than  400,000  vehicles. 

To  maintain  its  competitive  edge  in  the  car  rental 
industry,  Avis  decided  that  a  move  to  client/server  com¬ 
puting  across  the  enterprise  was  critical.  A  key  element  of 
the  move  was  a  new  rental  car  reservation  system.  In 
building  the  new  reservation  system  it  was  essential  that 
reservation  agents  be  able  to  access  not  only  the  data 

S  managed  by  the  new  client/server  application,  but  also 
existing  reservation  data  stored  in  DB2  and  IMS  databas¬ 
es  on  an  IBM  mainframe. 

The  solution  was  to  use  Sybase  SQL  Server  running  on 
a  series  of  Sun  SPARCServer  512  servers  and  GUI-driven 
Macintosh  workstations  for  the  new  client/server  applica¬ 
tion.  Access  to  existing  DB2  and  IMS  data  on  the  IBM 
mainframe  was  done  using  the  Sybase  Open  Server  along 
with  Avis-developed  communications  software.  This 
architecture  allowed  agents  to  complete  reservations 
without  having  to  know  where  the  information  was  locat¬ 
ed  —  on  SQL  Server,  DB2  or  IMS. 

"The  implementation  of  a  new  client/server  reservation 
system  provided  major  benefits  for  Avis,"  says  Charles 
Bell,  who  is  in  charge  of  the  system  at  the  Avis 
Worldwide  Reservation  Center  located  in  Tulsa, 


Oklahoma.  "New  hire  training  time  has  been  reduced  by 
50%,  the  time  needed  to  process  a  reservation  by  five 
seconds  and  the  number  of  keystrokes  generated  in  a  call 
by  39%. "  These  are  significant  savings  given  that  Avis 
processes  more  than  25  million  customer  calls  and  trains 
250  new  reservation  agents  annually.  The  new  reserva¬ 
tion  system  also  reduces  the  mainframe  resources 
required  for  the  application's  network  component. 


Interoperability 

RUNNER-UP 

TNE/Information  Services 

Sponsored  by  MDI 

The  New  England  (TNE)  was  the  first  chartered  mutual 
life  insurance  company  in  the  U.S.  TNE  collects,  analyzes 
and  stores  billions  of  pieces  of  information.  To  improve 
end-user  access  to  this  information,  TNE  installed  a  new 
Microsoft  SQL  Server  query  and  reporting  system  that  is 
synchronized  with  its  mortgage,  securities  and  real  estate 
IMS  databases.  The  new  query  and  reporting  system, 
which  uses  tools  such  as  Microsoft  Access,  replaced  an 
excessively  expensive  mainframe  and  PC-based  Focus 
reporting  system.  Although  the  new  SQL  Server  database 
is  for  query  and  reporting,  the  ultimate  objective  is  to 
replace  the  complete  IMS  OLTP  system  with  a  client/serv¬ 
er  solution. 

One  of  the  biggest  challenges  in  developing  the  new 
system  was  keeping  the  SQL  Server  database  current, 
since  the  source  IMS  databases  are  constantly  being  mod¬ 
ified  by  the  company's  main  OLTP  applications.  The 
solution  uses  an  IMS  data  capture  exit  to  trap  the  IMS 
changes  as  they  occur  and  write  them  to  a  DB2  database. 
A  user-written  application  is  then  run  daily  to  read  the 
changes  from  the  DB2  database,  convert  them  to  SQL 
update  statements  and  execute  the  generated  statements 
against  the  SQL  Server  database. 

The  application  runs  on  the  mainframe  and  accesses 
the  SQL  Server  databases  using  the  services  of  the  Micro 
Decisionware  Database  Gateway  which  allows  the  main¬ 
frame  application  to  act  as  a  client  to  Microsoft  SQL 
Server.  Howard  Lipsky,  second  vice  president  at  TNE, 
comments,  "One  issue  for  us  is  the  large  amount  of  IMS 
data  that  has  to  be  handled.  The  daily  update  of  the  SQL 
Server  system  involves  processing  about  20,000  IMS  seg¬ 
ment  updates.  The  MDI  gateway  provides  several  options 
to  help  us  fine  tune  this  processing." 
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Enabling  New 
Business 

Opportunities  using 
Data  Warehousing 


WINNER 


Hughes 

Aircraft  prism 

Hughes  Aircraft  has  seen  dramatic  changes  in  the 
defense  industry  over  recent  years.  Hughes  knew  it  must 
respond  quickly  to  competitive  challenges  in  both  defense 
and  commercial  environments.  This  meant  decision  mak¬ 
ers  needed  better  information  access.  For  example,  the 
director  of  materials  needed  to  find  information  about 
parts  acquisition  in  10  minutes,  not  10  days. 

"Our  mission  was  to  insure  that  Hughes  business  infor¬ 
mation  was  integrated,  shared,  secure  and  easily  accessi¬ 
ble,"  says  Bob  Cunco,  manager,  enterprise  data  manage¬ 
ment.  Several  strategies  were  considered,  including  data 
warehousing.  Says  Cunco,  "A  data  warehouse  was  cho¬ 
sen  as  the  enabling  technology  because  it  offered  faster 
access  to  information  at  a  reduced  cost." 

The  initial  data  warehouse  effort  was  funded  as  part  of 
an  IT  infrastructure  project  so  that  a  pilot  warehouse 
could  be  quickly  built  and  evaluated.  The  warehouse 
contains  information  about  suppliers  and  purchased 
commodities  for  three  of  the  Hughes  business  units.  The 
objective  of  the  warehouse  was  to  better  manage  pur¬ 
chased  parts  and  material  requirements,  and  to  provide 
information  that  allowed  the  company  to  negotiate  sup¬ 
plier  discounts. 

Building  the  warehouse  required  the  acquisition  of  data 
from  17  different  DB2  and  IMS  databases  and  sequential 
files.  Identifying  and  integrating  this  source  data  for  load¬ 
ing  into  the  warehouse  was  done  using  the  Prism 
Solutions  Warehouse  Manager,  which  provides  facilities 
for  copying  data  from  operational  relational  data  sources 
to  a  variety  of  different  relational  database  systems. 

At  Hughes,  the  product  was  used  to  do  source  data 
cleanup  and  transformation,  including  record  selection, 
data  type  conversion,  data  filtering  and  summarization, 
and  data  value  conversion  for  some  200  warehouse  data 
elements.  The  result  was  a  data  warehouse  that  contained 


five  million  rows  spread  over  18  relational  tables.  This 
database  was  managed  by  Red  Brick  Warehouse,  an 
RDBMS  optimized  for  decision  support  processing. 

Says  Cunco,  "The  warehouse  has  reduced  the  time  it 
takes  to  find  information  about  the  acquisition,  storage 
and  location  of  material  from  days  to  minutes.  In  the  first 
year  of  production,  it  will  serve  the  information  needs  of 
400  key  users  and  provide  a  $2  million  savings  in  the  cost 
of  generating  ad  hoc  reports." 


Enabling  New  Business  Opportunities 
using  Data  Warehousing 
RUNNER-UP 

Millipore 

Sponsored  by  Business  Objects 

Millipore  manufactures  filters  and  other  chemical 
analysis  tools  for  use  in  the  chemical,  pharmaceutical  and 
manufacturing  industries.  Key  to  the  success  of  Millipore 
is  the  availability  of  timely  information  to  help  it  identify 
new  markets,  serve  customers  and  stay  competitive.  Until 
recently,  Millipore  struggled  with  giving  end  users  easy 
access  to  this  data.  End  users  were  spending  so  much 
time  searching  for  the  data  they  needed  they  had  little 
time  left  for  data  analysis.  Also,  time  consuming  rekeying 
of  data  was  often  necessary  for  generating  reports. 

The  solution  was  a  data  warehouse.  The  system  uses 
Sequent  Unix  servers  running  Oracle  Financials,  and 
clients  running  Microsoft  Windows.  Data  is  downloaded 
nightly  onto  the  server  from  Oracle  order  entry  applica¬ 
tions.  The  challenge  was  finding  the  right  end-user  tools 
for  accessing  the  warehouse  data.  "We  found  most  tools 
required  users  to  have  some  level  of  understanding  of  the 
underlying  database  structure  or  they  required  MIS  to 
spend  a  lot  of  time  maintaining  the  application,"  says 
Bridgit  Reiss,  a  software  engineer  at  Millipore. 

Business  Objects  was  chosen  as  the  end-user  access 
tool.  The  product  hides  the  complexity  of  the  database 
structure  from  the  end  user  by  utilizing  a  front-end 
semantic  layer.  Using  Business  Objects,  the  MIS  staff  has 
defined  10  universes,  or  predefined  data  categories,  that 
hold  over  500  business  terms  that  form  the  basis  for  ad 
hoc  queries  by  end  users.  The  largest  universe  is  for  sales 
and  marketing  data.  There  is  also  a  universe  for  manu¬ 
facturing  information,  financials,  general  ledger  and 
accounts  payable.  To  date  some  250  users  utilize  the  sys¬ 
tem  with  plans  to  expand  across  the  organization. 


Special  Advertising  Supplement 


Client  servers,  giant  servers  and  main¬ 
frames  alike  will  all  accommodate  a  data 
warehouse,  given  the  right  software.  That’s 
where  Bill  Inmon  comes  in. 

Bill  created  PRISM  Warehouse  Manager," 
a  data  warehouse  automation  tool  that’s 


business  trends  will  be  much  easier. 

Building  A  Warehouse 
On  The  Server 

PRISM  Warehouse  Manager  automates 
the  entire  warehouse  building  process.  It  trans¬ 


director}',  so  you  can  track  information  as  it 
changes  over  time. 

And  only  PRISM  offers  20  Inmon  Generic 
Data  Models — named  after  Bill,  ol  course — 
for  specific  corporate  functions  and  industries. 
These  templates  determine  how  information 


Bill  Inmon,  creator  of  the  data  warehouse, 


proving  indispensable  to  high-level  decision 
makers.  Now  he’s  taken  Warehouse  Manager 
one  step  further,  making  it  fully  compatible 
with  IBM,  HP  DEC,  NCR  and  most  other 
servers  running  Oracle,  Sybase,  DB2  and 
RedBrick  databases. 

Organized  Information 
At  Your  Fingertips 

Today’s  operational  databases  simply 
weren't  designed  for  information  processing. 
Typically,  data  is  stored  in  various  applications 
on  several  databases.  So  converting  raw  data 
into  usable  information  takes  forever. 

A  data  warehouse,  on  the  other  hand, 
stores  data  in  a  single,  integrated  informational 
database.  In  one  consistent  format.  And  in 
one  easy-to-find  location.  A  warehouse  will 
put  years  of  historical  information  at  your 
fingertips.  Responses  to  your  information 
requests  will  be  quicken  Tou'll  get  a  clear  pic¬ 
ture  of  overall  business  activity.  And  analyzing 


forms  data  from  current  operational  and  legacy 
systems  into  accessible,  historical  information. 
Data  is  automatically  extracted,  summarized 
and  restructured,  then  loaded  into  either  a 
mainframe  or  server  environment. 

Warehouse  Manager  won’t  disrupt  oper¬ 
ational  activity.  It  simply  scans  and  copies 
information  before  moving  it  into  the  data 
warehouse.  Data  sweeps  take  little  time  and 
are  conducted  when  processing  activity  is 
minimal.  To  modify  the  warehouse,  just  change 
a  few  parameters.  The  data  is  automatically 
regenerated  in  minutes,  a  feature  that  speeds 
up  prototyping. 

A  Working  Warehouse 
In  A  Few  Short  Days 

With  Warehouse  Manager’s  Metasource' 
on  the  same  target  relational  database  as  the 
data  warehouse,  information  is  easy  to  organize 
and  maintain.  Metasource  keeps  a  record  ot 
transformations  and  serves  as  a  historical 


is  structured  within  the  warehouse.  And 
they  eliminate  the  time-consuming  task  of 
developing  a  custom  data  model. 

Building  a  data  warehouse  will  take  longer 
than  you  can  afford  to  wait,  unless  you  use 
Bill's  shortcut.  Since  Warehouse  Manager  is 
fully  automated,  you  won’t  waste  time  writing 
code  by  hand  or  learning  new  languages.  And 
with  your  staff  spending  more  time  analyzing 
information,  and  less  time  searching  for  it, 
your  productivity  can  increase  tenfold  or  more. 
Call  1-800-995-2928  for  more  information. 


See  us  at  booth  #634 

December  6-8, 1994 
Jacob  Javits  Convention  Center 
New  York  City,  NY 
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ybase  Interoperability  Vs.  The  Oracle  Web 
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Interoperability.  The  ability  to  access 
and  work  with  virtually  all  enterprise  data  - 
wherever  it  may  be. 

Only  Sybase  offers  it,  because  only 
Sybase  has  the  true  open  client/open 
server  architecture  that  makes  interop¬ 
erability  possible. 

Forrester  Research,  Inc.  agrees,  "Sybase 
is  a  connectivity  powerhouse.  Oracle  falls 


Four  v 
Key  Differences 

Sybase 

Oracle 

Open  client/server 
architecture 

Yes 

No 

Read/write  access 
to  20+  databases 

Yes 

No 

Database 

independence 

Yes 

No 

125+ 

certified  tools 

Yes 

No 

way  behind  on  the  connectivity  front  " 
Say  "yes"  to  true  interoperability.  700 
of  the  Fortune  1,000  have.  It's  one  of  the 
many  reasons  they've  chosen  Sybase: 
client/server  for  the  enterprise.  For  details, 
call  I  -800-SYBASE- 1 ,  extension  61 10. 

i  Sybase 

People  Bet  Their  Business  On  Us 


Outside  the  U.S.,  coll  (410)  224-8044  ©  1994  Sybase,  Inc  Sybose  is  o  trademark  of  Sybose,  Inc.  Other  company  ond  product  nomes  may  be  trodemorks  of  their  respective  owners  Forrester  Reseorch.  Inc  is  locoted  in  (ombndge,  MA 


Large  Systems 


Firm  gets  mixed  results  in  re-engineering  project 


By  Julia  King 


Contrary  to  popular  wisdom,  Olympus 
America,  Inc.  skipped  re-engineering’s 
initial  step  of  renovating  business  pro¬ 
cesses  before  implementing  new  infor¬ 
mation  technology.  Instead,  it  dove  di¬ 
rectly  into  installing  $5  million  worth  of 
packaged  software  from  System  Soft¬ 
ware  Associates,  Inc.  (SSA)  to  replace 
18-year-old  proprietary  applications  at 
three  sites. 

At  the  same  time,  the  camera  company 
combined  what  used  to  be  three  separate 
information  systems  organizations  into 
one  32-person  corporate  IS  department 
and  upgraded  an  in-place  IBM  AS/400. 

The  results  have  been  mixed.  While  IS 
has  learned  some  lessons  the  hard  way 
—  particularly  about  customizing  off- 
the-shelf  software  —  it  has  converted 
roughly  40%  of  its  legacy  applications  to 
SSA  packages.  Systems  running  under 
SSA’s  BPCS/AS  software  suite  include 
general  ledger,  financial  reporting,  order 
management  and  inventory. 

Had  Olympus  taken  a  more  conven¬ 
tional  approach  to  re-engineering,  “we’d 
still  be  talking  about  how  to  re-engineer 
and  wouldn’t  have  taken  any  steps  to¬ 
ward  new  information  systems,”  said 
Ethel  Huff,  chief  financial  officer  at  the 
Lake  Success,  N.Y.,  company. 


One  of  the  main  reasons  for  its  deci¬ 
sion  was  the  company’s  highly  autono¬ 
mous  corporate  culture.  Getting  execu¬ 
tives  and  workers  in  three  very  distinct 
operating  groups  —  scientific  products, 
consumer  products  and 
manufacturing/research  — 
to  work  as  a  single  corpo¬ 
rate  entity  would  have  been 
difficult,  time-consuming, 
expensive  and  conceivably 
impossible. 

For  IS,  which  had  to  re-en- 
gineer  itself  in  the  process  of 
purchasing  and  installing 
the  new  software,  the  pro¬ 
cess  was  far  from  easy. 

‘  ‘We  were  sort  of  picked  as 
the  guinea  pigs  to  see  how 
re-engineeringwould  go  and 
how  successful  it  might  be,” 
said  Reg  Maton,  Olympus’ 
chief  information  officer.  “It 
was  a  difficult  and  traumatic  change.” 

Reorganization  process 

First,  IS  staffers  were  divested  of  their 
group-focused  responsibilities  and  orga¬ 
nized  into  functional  teams  covering  ap¬ 
plications  delivery;  manufacturing  sys¬ 
tems;  the  data  center;  an  information 
center,  which  develops  and  implements 
IS  standards;  and  communications. 


After  reorganizing,  Maton  said  one  of 
the  company’s  biggest  challenges  was 
moving  from  a  traditional  systems  devel¬ 
opment  methodology  to  embracing  com¬ 
puter-aided  software  engineering  tools. 

For  example,  virtually  all  IS 
staffers  had  to  be  trained  in 
howto  use  SSA’s  Asset  tool. 

A  major  ongoing  chal¬ 
lenge  is  to  implement  the 
SSA  software  in  such  a  way 
as  to  take  full  advantage  of 
the  standardization  bene¬ 
fits  the  package  offers  but 
also  remain  flexible  enough 
to  accommodate  the  divi¬ 
sions’  different  business 
processes. 

Maton  said  IS  learned 
that  lesson  the  hard  way 
after  making  substantial 
changes  to  BPCS  code  while 
implementing  the  order 
management  module.  “We  made  a  lot  of 
changes  and  enhancements,  and  we  ran 
into  performance  problems  as  a  result,” 
he  said. 

So  now,  rather  than  change  BPCS  code 
to  accommodate  evolving  business  pro¬ 
cesses,  IS  works  around  it  by  creating 
subsystems  written  in  RPG  to  operate 
outside  of  the  BPCS  system. 

Maton  said  if  he  had  it  to  do  all  over 


again,  he  would  go  through  the  classical 
re-engineeringprocess  one  step  at  a  time 
before  he  imported  new  technology. 

“It  would  have  made  it  a  helluva  lot 
easier  in  terms  of  modifications  and  en¬ 
hancements.  We  would  have  had  much 
less  modification  if  we  had  re-engineered 
the  order  management  process  first,”  he 
said. 

Cost  savings 

For  now,  it  is  difficult  to  quantify  how 
much  Olympus  is  saving  under  the  new 
system,  Maton  said. 

“Right  now,  we’re  making  an  invest¬ 
ment  in  new  systems  and  new  technol¬ 
ogy,”  he  said.  “The  savings  will  come 
when  we  do  the  [business  process]  re-en¬ 
gineering  at  the  back  end.” 

Mary  Boone,  vice  president  of  NDMA, 
Inc.,  an  IS  consulting  firm  in  Ridgefield, 
Conn.,  said  she  would  never  recommend 
putting  in  a  new  system  before  re-engi¬ 
neering  business  processes.  But  Boone 
said  she  has  seen  cases  where  compa¬ 
nies  have  “serendipitously  come  upon 
the  right  information  system  without  a 
lot  of  needs  analysis  up  front.” 

What  Olympus  has  done  is  create  an 
infrastructure  where  there  is  a  need  for 
a  common  system,  Boone  said.  “That’s 
installation,  not  implementation,”  she 
said. 


Olympus  OO  Reg  Ma¬ 
ton  said  his  depart¬ 
ment  was  picked  as  a 
guinea  pig  for  re-en- 
gineering 


San  Francisco  Symphony  gets  new  face  for  classical  system 


By  Mark  Halper 


The  San  Francisco  Symphony  is  full  of  face-lifts  these 
days. 

Two  years  after  completing  the  renovation  of  Davies 
Hall,  where  the  orchestra  plays,  the  symphony  is  mak¬ 
ing  some  major  changes  to  the  look  and  feel  of  its  com¬ 
puter  operations. 

The  classical  music  group  is  sticking  with  its  classic 
computing  system  —  Hewlett-Packard  Co.’s  HP  3000. 
But  it  is  adding  front-end  software  that  will  put  a  Win¬ 
dows  interface  on  character-based  programs  that  run 
on  about  100  PCs  tied  to  the  HP  3000. 

The  addition  of  HP’s  NewFace  software  —  costing 
about  $20,000  —  marks  the  first  step  in  a  project  intend¬ 
ed  to  jazz  up  the  HP  3000  into  more  of  a  distributed  com¬ 
puting  server  for  desktop  users,  said  Dave  Murdoch,  the 
symphony’s  director  of  information  systems. 

A  second  phase,  if  the  symphony  goes  ahead  with  it, 
would  entail  replacing  the  HP  3000’s  older  Turbo  Image 
database  with  a  more  relational  program  such  as  Im¬ 
age/SQL  or  a  third-party  database,  Murdoch  said. 

No  to  Unix 

However,  Unix  is  one  item  that  will  not  be  on  Murdoch’s 
agenda  during  the  modernization  effort.  Murdoch  said 
he  remains  committed  to  the  HP  3000  and  its  MPE/IX 
operating  system  to  support  myriad  operations  includ- 
ingfinancial,  sales,  box  office  andfund-raisingbecause 
of  the  system’s  tried-and-true  reliability. 

“In  my  12  years  here,  the  3000  hasn’t  gone  down 
once,”  Murdoch  said.  By  comparison,  Unix  does  not 
have  the  proven  uptime  track  record,  he  noted. 

Murdoch  is  purchasing  the  NewFace  software  from 
M.  B.  Foster  Associates  Ltd.  in  Toronto,  which  HP  and 
NewFace  developer  Denkart  NV  in  Willebroek,  Belgium, 
have  tapped  as  the  product’s  North  American  outlet. 


For  symphony  controller  Deena  Goder,  the  Windows 
front  end  will  give  her  the  ability  to  fashion  financial 
reports  according  to  who  is  receiving  them.  “It  gives  us 
flexibility  in  terms  of  reporting,  and  that’s  become  im¬ 
perative  in  the  ’90s,” 

Goder  said.  “The  need 
for  presenting  and  in¬ 
terpreting  information 
in  different  ways  is 
greater  than  ever.” 

Under  the  current 
character-based  ap¬ 
proach,  tailoring  re¬ 
ports  for  different  audi¬ 
ences  is  a  more  tedious 
task,  she  noted. 

Ticket  services  direc¬ 
tor  Janice  Glenn  said 
she  is  also  looking  for¬ 
ward  to  the  NewFace  in¬ 
terface.  “We’re  con¬ 
stantly  repackaging 
our  ticket  specials  to 
meet  marketing  de¬ 
mands,”  Glenn  said. 

The  ticket  sales  staff 
currently  spends  a  lot  of 
time  thumbing  through 
paper  documents  to 
provide  updated  infor¬ 
mation  on  ticket  discounts  and  promotional  prices. 
NewFace  will  help  avoid  this,  she  said. 

In  selecting  NewFace,  Murdoch  said  he  also  evaluat¬ 
ed  a  similar  product  called  NuView  from  Advanced  Sys¬ 
tems,  Inc.  in  New  York.  He  chose  NewFace  because  it 
was  available  sooner  than  NuView.  The  symphony  plans 
to  begin  installing  NewFace  this  week.  The  software  will 


reside  on  an  486-based  HP  Vectra  network  server  run- 
ningNovell,  Inc.’s  NetWare. 

On  the  client  end,  the  software  will  require  Intel  Corp. 
1486-based  desktops.  That  will  mean  replacing  some  75 

desktops  that  are  now 
either  286,  386  or  dumb 
terminals.  But  that  pro¬ 
cess  will  not  prove  cost¬ 
ly  —  HP  is  donating  the 
486  boxes  as  part  of  a 
$250,000  equipment 
grant  to  be  phased  in 
over  two  years,  an  HP 
spokesman  said.  How¬ 
ever,  the  symphony  is 
paying  for  the  front-end 
software  itself. 

Users  at  other  HP 
3000  shops  said  they 
also  are  interested  in 
adding  a  Windows  look 
to  their  applications  to 
improve  operations  and 
preserve  their  invest¬ 
ment  in  legacy  hard¬ 
ware. 

Robert  Bell,  IS  man¬ 
ager  at  the  Boston  Sym¬ 
phony  Orchestra,  Inc., 
said  he  plans  to  look  in¬ 
to  such  a  move  soon.  The  Boston  Symphony  has  about 
100  PC  users  who  run  Windows  PC  applications,  but 
they  use  character-based  HP  3000  programs  with  ter¬ 
minal  emulation  software  from  Walker  Richer  and 
Quinn,  Inc.  in  Seattle. 

“If  we  could  get  that  flexibility  on  the  3000, 1  think  us¬ 
ers  would  feel  more  comfortable,”  Bell  said. 


San  Francisco  Symphony  IS  director,  Dare  Murdoch,  isajazz 
performer  in  his  spare  time 
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product  today  than 


et's  see  if  we've  got  this  right. 
IBM  and  Microsoft  are  clamoring 
to  sell  you  your  next  network 
operating  system,  but  there's  a  small 
glitch.  Their  operating  systems  aren't 
quite  ready  yet.  In  fact,  they  can  only 
deliver  2  of  the  7  services  a  network 
needs  to  perform  today.  In  the  mean¬ 
time,  how  does  a  promise  to  offer  you 
a  full  service  system  somewhere  down 
the  line  sound?  Are  they  kidding? 


FEAR  OF  THE  UNKNOWN 
IS  A  HEALTHY  THING. 


If  banking  on  a  promise  makes  you 
a  little  nervous,  you're  smart.  After  all, 
we're  talking  time  and  money  here. 

So  consider  this:  although  networking 
today  requires  more  than  just  file  and 
print,  those  basics  are  all  IBM  and 
Microsoft  can  deliver  right  now.  (And 
even  those  aren't  up  to  NetWare  stan¬ 
dards.)  In  the  meantime,  networking 
with  32-bit  NetWare  4  has  evolved  to 
create  distributed  systems  that  speed 

Network  users.  The  vote  is  in. 

IDC  Jan-June  1994  Server  Network 
Operating  Systems  Node  Shipments* 

Novell:  72%  /  Banyan:  7%  /  Microsoft:  7%  / 

IBM:  7%  /  DEC:  3%  /  Other:  4% 


timely  information  directly  to  the  peo¬ 
ple  who  need  it.  At  the  moment  they 
need  it  most.  That  kind  of  feat  demands 
a  proven  product,  not  just  a  promise. 
And  right  now  Novell's  NetWare  4  is 
the  only  one  that  can  deliver. 


COMPARISON  SHOPPING  MADE 
EASY:  WE'VE  GOT  IT,  THEY  DON'T. 


Networking  today  means 
being  able  to  hook  up  with 
people  and  information  any¬ 
time,  anywhere  with  a  single 
login.  Performance  like  this 
requires  seven  crucial  ser¬ 
vices  from  your  network. 

The  chart  on  the  right  shows 
you  how  Novell  stacks  up 
against  the  competition  in 
each  of  these  areas.  Here's 
the  scoop  on  what  these  ser¬ 
vices  could  be  doing  for  you  now. 

The  directory  service  allows  you  to 
simply  log  in  to  the  network  once  to 
get  the  info  you  need  the  moment  you 
need  it.  No  more  looking  for  data  in 
all  the  wrong  places. 

Built-in  messaging  lets  you  use  most 
of  the  popular  groupware  packages 
such  as  E-mail,  calendaring  and  others. 
And  because  it  uses  the  same  directory 
as  the  network  operating  system, 
you're  blessed  with  a  single-point-of- 
administration. 


Multiprotocol  routing  with  NetWare 
gives  you  software-based  routing  (no 
new  hassles,  no  new  hardware)  for 
connecting  your  network  with  the  rest 
of  the  world.  That  way,  you  get  the  info 
you  need  anytime,  anywhere.  And  you 
can  collaborate  with  anyone,  anywhere. 

Network  management  with  NetWare  4 
lets  you  manage  your  entire  network 
from  a  single-point-of-administration. 


And  our  graphical  MS  Window's  man¬ 
agement  tools  reduce  repetitive,  multi- 
step  tasks  to  a  simple  click  of  a  mouse. 

Security  with  NetWare  4  allows  admin¬ 
istrators  to  control  access  to  sensitive 
information  within  a  distributed  envi¬ 
ronment.  In  fact,  it  was  designed  to  meet 
the  National  Computer  Security  Center's 
Class  C2  Network  Security  criteria. 

And  last  but  not  least,  file  and  print. 
Only  NetWare  4  offers  data  migration, 
suballocation  and  compression  so  you 
won't  have  to  buy  extra  hardware  like 


NEXT  GENERATION  NETWORK  SERVICES. 
READY  OR  NOT? 


Services 

Novell 
NetWare  4 

Microsoft  NT 
Server  3.5 

IBM  LAN 
Server  4.0 

1  Directory 

|  Yes. 

No 

No 

2  Integrated  Messaging 

|  Yes. ' 

No 

No 

3  Multiprotocol  Routing 

No 

No 

4  Network  Management 

|  Yes.” 

Limited 

Limited 

5  Security 

Yes. 

Limited 

Limited 

6  File 

Yes. 

Yes. 

Yes. 

7  Print 

|  Yes. 

Yes. 

Yes. 

the  other  vendors  require.  Simply  put, 
our  file  and  print  services  beat  IBM 
and  Microsoft  cold  on  both  perfor¬ 
mance  and  cost. 


555  DAYS  UP,  0  DAYS  DOWN: 
ONLY  NETWARE  4  IS 
A  SURE  THING  TODAY. 


NetWare  4  doesn't  just  sound  good,  it 
works.  And  there's  nothing  like  months 
of  solid  performance  and  happy  users 
to  prove  it.  Folks  tell  us  NetWare  4  is 
a  product  they  can  count  on  today  as 
well  as  tomorrow.  Others  report  that 
it  has  given  them  stability  and  perfor¬ 
mance,  and  has  proven  itself  in  busi¬ 
ness  critical  applications.  Quite  simply, 
NetWare  4  is  doing  everything  our 
customers  need  it  to  do.  Now. 


WHO  ARE  YOU  GONNA  CALL? 
NOVELL'S  SUPPORT  ENGINEERS 
OUTNUMBER  MICROSOFT'S  50  TO  1. 


Buy  NetWare  4  and  when  you  call 
for  help  you'll  get  answers,  not  a  run¬ 
around.  Only  Novell  has  over  47,000 
Certified  Novell  Engineers  working 
with  20,000  Novell  authorized  resellers. 
Not  to  mention  a  veritable  arsenal  of 
everything  from  technology  and  solu¬ 
tion  partners  to  systems  consultants 
and  integrators.  The  point  is,  we  don't 
sell  you  the  product  and  disappear. 


THEY  BOX  YOU  IN,  WE  SET  YOU 
FREE:  THE  OPENNESS  THING. 


Trapping  you  into  using  products 
from  a  single  vendor  isn't  in  our  game 
plan.  Not  only  do  we  work  within  the 
industry  to  insure  product  compatibility 
with  all  the  hardware  and  software  you 
use,  but  we've  gone  out  of  the  way  to 
make  sure  that  every  application  writ¬ 
ten  for  NetWare  3  runs  on  NetWare  4. 
It's  only  fair. 

We've  also  worked  hard  to  make  sure 
the  migration  path  for  NetWare  4  is 
easy  and  risk-free.  On  top  of  having 
the  same  basic  architecture  that  we've 
always  had,  NetWare  4  also  features 
built-in  migration  tools  so  you  can 
upgrade  now. 

And  because  our  NetWare  4  server 
can  manage  NetWare  3,  you  can 
transition  at  your  own  pace.  Even 
installation  and  administration  are 
more  hassle-free. 


BUT  WAIT,  THERE'S  MORE. 
HOW  DOES  A  300%  RETURN 
ON  INVESTMENT  AND 
A  FREE  UPGRADE  SOUND? 


Research  shows  that  approximately 
70%**  of  the  cost  of  a  network  is  admin¬ 
istering  and  managing  the  network 
and  its  applications.  By  simplifying  the 


administrative  load,  NetWare  4  slashes 
the  cost  of  administering  your  network 
by  roughly  25% t 

Customers  who  added  these  savings 
to  those  garnered  by  eliminating  addi¬ 
tional  hardware  expenses  have  report¬ 
ed  up  to  a  300%  return  on  their  invest¬ 
ment  in  NetWare  4.  Better  yet,  if  you 
buy  4.02  now  we'll  upgrade  your  net¬ 
work  operating  system  free  through 
March,  1995.  What  a  deal. 


PROOF  THAT  WE'RE  THERE 
IS  IN  HERE.  OUR  FREE  BROCHURE. 


We'll  be  the  first  to  admit  that  this  is 
a  lot  of  information  for  one  ad  to  carry. 
And  believe  us,  it's  not  all  we  have  to 
say  on  the  subject.  The  way  we  stack  up 
against  the  competition  is  impressive. 
The  product  we've  built  over  the  past 
11  years  is  proven.  And  you  can  get  the 
nitty  gritty  details  on  all  of  it  by  calling 
1-800-554-4446  now. 

1NOVELL 


NetWare  4 

The  only  network 
ready  for  tomorrow,  today. 


©1994  Novell,  Inc.  All  Rights  Reserved.  Novell  and  NetWare  are  registered  trademarks  of  Novell,  Inc.  Microsoft  is  a  registered  trademark  and  Windows  NT  is  a  trademark  of  the  Microsoft  Corporation.  IBM  is  a  registered  trademark  and  LAN  Server 
is  a  trademark  of  the  International  Business  Machines  Corporation.  “Source  IDC  -  this  information  does  not  include  Peer-to-Peer  such  as  Personal  NetWare,  Windows  for  Workgroups,  and  LANtastic.  "Source:  Gartner  Group,  t  Source:  META  Group. 
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Important  enhancements  include 
QuickObjects',M  a  set  of  powerful 
classes  and  visual  tools  that  speed 
application  prototyping  and  development.  SQLWindows 
also  tackles  the  problem  of  poor  4GL  performance  by 
letting  you  output  finished  application  components  as 
C  source  code. 
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Enough  said.  Now,  get  started  with  SQLWindows  Solo.  It’s  available  at 
Programmer’s  Shop  and  Programmer's  Paradise  or,  for  a  limited  time, 
FREE  at  Gupta  Seminars.  Call  1-800-876-3267  Ext.  381  to  reserve  your 
place  at  the  FREE  Gupta  Seminar  nearest  you. 

More  information  is  also  available  online: 


Developers  get  a 
quick  start  with 
SQLWindows 
Soto  Under  $99. 
it’s  also  tree  at 

Gupta  seminars  gupta@wji.eom  or  “GO  GUPTA”  on  CompuServe f 


THE  POWER  TO  GET 
CLIENT/SERVER  DONE. 


load  Menlo  Park.  CA  94025  •  415/321-9500  •  Fax  415/321-5471  •  Quest.  SQLBase.  SQLGateway.  SQLRouter.  SQLHost  and  SQLTalk  are  registered  trademarks  of  Gupta  Corporation  SQL/ API.  SQLNetwork. 

»d  tn©  Gupta  Powered  logo  are  trademarks  of  Gupta  Corporation  SQLWindows  is  a  registered  trademark  and  Team  Windows.  ReportWmdows  and  EditWmdows  are  trademarks  exclusively  used  ana  licensed  by  Gupta 
Ty  of  their  respective  owners  Quotes  reprinted  from  *PC  MAGAZINE*  November  8  and  *PC  WEEK*  October  lO.  1994.  copyright  ©  1994  Ziff-Davis  Publishing  Company  L.P 
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Distributed  client/server  development 


Partitioning  a  key  client/server  technique 


Users  say  development  tool 
has  benefits,  drawbacks 

By  Rosemary  Cafasso 


Application  partitioning  is  emerging  as  a  key 
technique  for  distributed  client/server  devel¬ 
opment,  and  users  said  it  can  provide  plenty  of 
benefits  —  as  long  as  it  is  used  with  care. 

Put  simply,  partitioning  calls  for  building  an 
application  and  then  splitting  it  in¬ 
to  modules  that  can  run  on  differ¬ 
ent  systems  on  a  network.  In  the 
future,  partitioning  techniques 
are  expected  to  allow  users  to 
load-balance  application  modules 
in  real  time  to  get  better  perfor¬ 
mance  or  to  sidestep  system 
crashes. 

For  today,  partitioning  tech¬ 
niques  can  make  a  difference. 

Benefits  include  more  distributed 
applications  and  better  performance  because 
modules  will  presumably  be  deployed  on  the 
most  suitable  system  resource.  The  big  draw¬ 
back  comes  when  users  partition  without  pay¬ 
ing  close  attention  to  the  network.  The  result 
can  be  network  traffic  jams  and  poorly  per¬ 
forming  applications. 


Several  corporate  developers  recently 
stressed  the  need  to  make  module  location  a 
top  priority  when  designing  applications.  Da¬ 
vid  Gusman,  director  of  information  technology 
architecture  at  Federated  Systems  Group,  a 
Norcross,  Ga.-based  division  of  Federated  De¬ 
partment  Stores,  Inc.,  said  module  location  was 
a  key  issue  when  he  selected  a  tool  set  earlier 
this  year. 

“A  lot  of  tools  out  there  will  allow  you  to  de¬ 
velop  partitioned  applications,”  Gusman  said. 

“What  made  us  choose  Seer  Tech¬ 
nologies  was  the  implementation 
and  management  [functions].  It’s 
figuring  out  what  part  of  my  app  I 
will  deploy  where.” 

What  users  want 

Even  the  tools  vendors  that  pro¬ 
mote  automatic  or  default  parti¬ 
tioning,  such  as  Forte  Software, 
Inc.,  say  it  is  important  to  pay  at¬ 
tention  to  application  usage  pat¬ 
terns  and  potential  network  traffic.  These  tools 
vendors  also  offer  the  option  to  “repartition” 
should  the  initial  deployment  be  ineffective. 

But  users  seem  even  more  interested  in  built- 
in  management  functions  that  help  developers 
map  out  a  partitioned  application  before  it  is 
actually  deployed.  This  allows  users  to  see  the 


At  least  one 
user  said  an 
effective  way 
to  keep 
partitioning 
under  control 
is  to  keep  it 
simple. 


Tool  time 


Application 
partitioning  lets  users 
splitapplications  into 
modules  and  run  those 
modules  on  the  most 
appropriate  platforms. 

Companies  offering 
thistechnique  include 
Forte,  Tl,  Dynasty 
Technology,  Inc.,  Seer 
Technologies,  Inc.  and 
Interactive 
Development 
Environments. 


impact  the  partitioning  would  have  on  the  sys¬ 
tem. 

Laura  McSweeney,  an  information  systems 
director  at  Travelers  Insurance  Co.  in  New 
York,  said  a  key  aspect  of  Texas  Instruments, 
Inc.’s  Composer  development  platform  is  the 
up-front  analysis  it  provides  of  “the  perfor¬ 
mance  impact  on  the  network”  before  actual 
codingof  an  application  takes  place. 

Seer’s  benefits 

Gusman  said  the  Seer  development  platform 
provides  some  assistance  for  partitioning.  A 
network  diagrammed  he  said,  keeps  a  profile 
of  available  resources.  But  “the  analysis  itself 
is  something  we  have  to  do,”  he  added.  “You 
have  to  put  that  together  in  terms  of  systems 
resources  and  bandwidth.  You  have  to  compare 
that  to  business  needs,  and  then  you  can  decide 
how  you  wall  partition  it.  I  think  location  analy¬ 
sis  is  crucially  important.” 

And  at  least  one  user  said  an  effective  way  to 
keep  partitioning  under  control  is  to  keep  it 
simple. 

“We  have  set  it  up  as  exactly  three  tiers”  on 
which  the  applications  modules  reside,  said 
Tery  McLane,  head  of  technology  at  Chicago- 
based  Mercer  Technologies,  the  information 
services  group  of  William  M.  Mercer,  Inc.  “Not 
five,  not  10.  It  is  just  very  simple  to  us.” 


Publishing  products  help  users  explore  the  ’net 


Interleaf  taps  HTML  technology  to  boost  access 


Desktop  vendors  incorporate  browsing  features 


By  Ellis  Booker 


Fueled  by  commercial  users’  tremen¬ 
dously  fast  adoption  of  the  Internet,  a 
once  an  arcane  subject  —  hyperlinked 
documentation  —  has  stepped  into  the 
spotlight. 

Specifically,  users  are  trying  to  get 
their  arms  around  HyperText  Markup 
Language  (HTML),  the  behind-the- 
scenes  “stitching”  that  makes  point-and- 
click  cruising  through  World-Wide  Web 
servers  on  the  Internet  possible. 

Web  servers  are  by  far  the  fastest 
growing  part  of  the  Internet  —  moving 
from  500  sites  a  year  ago  to  5,000  today, 
with  50,000  sites  expected  by  the  end  of 
next  year.  The  appeal  of  the  Web  is  its 
ability  to  present  multimedia  content  — 
text,  graphics,  images  and  even  audio 
and  video  —  in  a  hypertext  environment . 

New  contender 

Earlier  this  month,  Interleaf,  Inc.,  a  ma¬ 
jor  document  management  player,  joined 
the  fray  with  its  announcement  of  Cyber¬ 
leaf,  a  desktop  tool  for  building  and  man¬ 
aging  Web  pages. 

Cyberleaf’s  features  include  the  fol¬ 
lowing: 


•  A  graphical  user  interface  that  does 
not  require  knowledge  of  HTML  syntax. 

•  Multiple  format  conversions  from  pop¬ 
ular  word  processing  packages,  includ¬ 
ing  Word  and  WordPerfect. 

•  Persistent  hyperlinking,  or  the  ability 
to  retain  hyperlinks  when  documents 
are  incrementally  updated. 

The  Unix  version  of  Cyberleaf  will  be 
available  next  month  for  $795.  A  Win¬ 
dows  version,  supporting  both  Windows 
and  Windows  NT,  will  be  ready  in  the  first 
quarter  of  1995  for  $495. 

A  beta  user  of  Cyberleaf  said 
he  was  pleased  with  the  product 
and  its  ability  to  reduce  the 
time  it  takes  to  build  Web 
pages.  “There’s  no  other 
product  like  it.  We’re  going  to 
recommend  it  highly  to  our 
customers,”  said  Jay  Weber,  director  of 
research  and  development  at  Enterprise 
Integration  Technologies  Corp.,  an  elec¬ 
tronic  commerce  consulting  firm  in  Palo 
Alto,  Calif. 

Cyberleaf  is  aimed  at  two  markets  — 
content  publishers,  such  as  corpora¬ 
tions,  government  agencies  and  acade¬ 
mia,  and  large  sites  that  have  begun  to 
Interleaf,  page  100 


By  William  Brandel 


In  an  effort  to  get  a  piece  of  the  informa¬ 
tion  superhighway  action,  the  two  big¬ 
gest  desktop  word  processing  vendors 
are  incorporating  Internet  browsing  and 
file  conversion  facilities  into  their  pack¬ 
ages. 

Before  year’s  end,  Microsoft  Corp.  will 
release  its  Internet  Assistant  for  Word, 
which  will  be  available  from  Microsoft’s 
World-Wide  Web  server  for  no 
charge. 

Meanwhile,  WordPer¬ 
fect,  the  Novell,  Inc.  Appli¬ 
cations  Group,  will  deliver  In¬ 
ternet  access  capabilities  in 
WordPerfect  for  Windows  6.1.  The 
word  processing  package  upgrade  will 
ship  next  week,  but  the  add-on  function 
for  Internet  file  conversion  will  not  be 
available  until  first-quarter  1995,  ac- 
cordingto  Dallas  Powell,  manager  of  soft¬ 
ware  development  at  WordPerfect. 

Reed  Gilgen,  director  of  learning  sup¬ 
port  services  at  the  University  of  Wiscon¬ 
sin  at  Madison,  said  he  sees  merit  in  the 
Internet/word  processing  approach . 

“We  pull  documents  off  the  Internet 
all  the  time,”  Gilgen  said.  “Now  it’s  a 


Mickey  Mouse  process.” 

Indeed,  the  two  products  could  launch 
a  new  trend  in  word  processing  Internet 
access  and  document  retrieval  from 
within  the  word  processor.  The  most  pop¬ 
ular  method  of  accessing  the  Internet  to¬ 
day  is  via  a  browser  such  as  Mosaic.  How¬ 
ever,  the  incorporation  of  a  browser  and 
a  file  conversion  utility  into  a  word  pro¬ 
cessor  could  let  a  user  take  advantage  of 
features  such  as  editing  and  spellcheck¬ 
ers  to  manipulate  Internet  documents. 

It’s  possible 

Because  Internet  documents  are  format¬ 
ted  to  be  stored  in  a  HyperText  Markup 
Language  (HTML),  word  processors  that 
use  proprietary  document  formats  can¬ 
not  store  files  in  an  HTML  format.  How¬ 
ever,  that  is  about  to  change.  Microsoft’s 
HTML  file  conversion  option  will  allow 
Word  users  to  choose  HTML  as  the  for¬ 
mat  for  their  file. 

WordPerfect  will  include  a  Standard 
Generalized  Markup  Language  (SGML) 
browser  that  will  run  with  WordPerfect 
for  Windows  6.1.  SGML  is  a  flexible  for¬ 
mat  that  enables  a  user  to  design  how  he 
will  store  objects  in  the  file  framework. 

Browsing,  page  100 
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department  really  make  For  a  better  product? 


rlTr L  is  a  powerful  thing.  It  can  make  the  ordinary 
seem  extraordinary.  It  can  make  products  that  have 
real  limits  seem  desirable.  And  blind  you  to  ones 
that  can  make  you  more  productive.  Hype  can  keep 
you  from  learning  that  Sapiens  Ideo  works  with 
more  platforms  and  databases  than  the  application 


development  products  that  you  keep  hearing  about. 
(Platforms  from  mainframes  and  minis  to  Unix  and 
Windows.™  Databases  from  Oracle®  and  Sybase®  to 
Informix.®  Just  to  name  a  few.)  Hype  can  make  you 


think  that  something  developed  to  work  with  what 
you  have  now  is  an  acceptable  product.  And  make  you 
forget  how  quickly  your  environment  changes.  Hype 
can  make  you  ignore  Sapiens  Ideo  and  sell  you 
on  products  with  high-priced  marketing  budgets. 

‘  "  .  ■  •  ’  ■  *’  '  'v;r.‘£i£ 

Hype  i  s  l  i  ke  t ha t . 
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hanging  client/server  environment .  Not  just  the  ones  you  have  now .  For  information ,  call  800-230-IDEO. 
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Obj  ect  market 
gets  face-lift 

When  we  last  examined  the  object 
database  market  in  depth  a  year 
ago,  some  industry  observers  were 
predicting  a  shakeout  in  the  subse¬ 
quent  12  to  18  months.  Too  many 
players  and  not  enough  of  a  market, 
they  said,  would  force  mergers, 
takeovers  or  plain  old  bankrupt¬ 
cies. 

So  far,  not  so.  Object-oriented  da¬ 
tabase  makers  are  still  hangingon,  though  several  look 
vastly  different  from  the  way  they  did  at  their  incep¬ 
tions. 

Ontos,  Inc.,  for  example,  is  in  the  midst  of  a  makeover 
intended  to  erase  perceptions  it  sells  only  databases. 
Burlington,  Mass.-based  Ontos  unveiled  several  add-on 
utilities  early  this  month  that  let  object  applications 
based  on  the  Ontos/DB  manipulate  information  stored 
in  relational  databases. 

While  Ontos  plans  to  follow  its  initial  support  for  Sy¬ 
base’s  SQL  Server  with  links  to  Oracle’s  product,  the 
company  is  leaving  no  stone  unturned.  Open  Database 
Connectivity  and  Object  Linking  and  Embedding  inter¬ 
faces  are  due  before  June  1995. 

IS  managers  “are  tellingus  that  they  don’t  need  new 
technology  but  need  to  make  what  they  already  have 


run  better,”  says  Gerard  Keating,  a  product  manager  at 
Ontos. 

Indeed,  Ontos  is  not  alone  in  that  realization. 

Overall,  object  database  companies  are  eager  to  dis¬ 
tance  themselves  from  that  very  moniker.  They  are  busy 
recasting  their  marketing  tactics  with  an  eye  toward 
emphasizing  connectivity  to  existing 
popular  products  —  namely,  relational 
databases. 

Versant  Object  Technology,  Inc.,  for 
example,  plans  to  announce  at  DB/Expo 
the  week  of  Dec.  5  a  relational  data  ac¬ 
cess  product  called  Versant/M.  It’s 
based  on  Austin,  Texas-based  UniSQL, 

Inc.’s  access  recommendations. 

Aligningwith  established  relational 
players  is  a  smart,  stay-alive  strategy, 
according  to  Vince  Jordon,  vice  presi¬ 
dent  of  technology  at  SHL  System- 
house’s  Object  Technology  Center  in 
Boulder,  Colo. 

“Listen,  no  one  is  goingto  throwout 
Oracle  or  DB2  or  whatever  for  unproven 
products  from  questionable  vendors,” 

Jordon  noted.  He  helps  large  companies 
build  object-oriented  applications. 

Pincer  move 

Meanwhile ,  a  shadow  has  fallen  over  hy¬ 
brid  object-relational  databases  from 
UniSQL  and  Illustra  Information  Tech¬ 
nologies,  Inc.  in  Oakland,  Calif.  Although  these  combi¬ 
nation  products  were  once  regarded  as  providingthe 
best  of  both  database  worlds,  now  the  future  may  not 
be  as  fruitful,  said  Ian  Wesley,  an  analyst  at  Ovum  Ltd., 
a  market  research  firm  in  London. 

The  reason?  Illustra  and  UniSQL  are  likely  to  be 
pinched  hard.  As  the  pure-object  players  add  hooks  to 


relational  products,  the  relational  side  is  becoming 
gradually  (and  I  emphasize  “gradually”)  more  object- 
aware.  IBM,  for  example,  has  bought  an  undisclosed 
stake  in  Object  Design,  Inc.,  and  the  two  are  doingjoint 
development,  in  part  to  add  object  technology  to  IBM’s 
DB2  family  of  relational  databases. 

And  makers  of  object  development 
environments  such  as  Next  Computer, 
with  its  NextStep,  and  Taligent,  with  its 
Common  Point,  are  themselves  hoping 
to  grab  onto  relational  data  access  as  a 
means  of  furthering  their  own  goals. 
Early  this  month.  Next  shipped  its  En¬ 
terprise  Objects  Framework,  a  soft¬ 
ware  layer  that  sits  atop  NextStep  to  let 
object  applications  get  at  and  manipu¬ 
late  information  stored  in  relational  da¬ 
tabases.  The  product  comes  with 
adapters  for  both  Oracle  and  Sybase. 

Taligent  plans  similar  relational  ac¬ 
cess  layers  for  its  environment,  when 
and  if  it  ships  next  year. 

Significantly,  Oracle  and  Sybase 
have  kept  mum  on  specific  object  plans, 
leading  us  to  wonder  just  howrfar  out 
object-oriented  technology  will  be  add¬ 
ed  to  their  flagship  products.  (And  no, 
Larry  Ellison,  the  ability  to  run  multi- 
media  applications  on  the  Oracle  Media 
Server  doesn’t  count.) 

So  it  looks  like  object  database  mak¬ 
ers  that  don’t  want  to  go  under  must  undergo  much 
change.  Perhaps  hybrid  object-relational  vendors  Illus¬ 
tra  and  UniSQL  had  the  right  idea  from  the  start,  but 
heaven  knows  they’re  in  for  more  competition  than  ever. 


Nash  is  a  senior  editor  in  Computerworld' s  Burlingame.  Calif., 
bureau. 


IS  managers 
“are  telling 
us  that  they 
don’t  need 
new 

technology 
but  need  to 
make  what 
they  already 
have  run 
better.” 

“  Gerard  Keating, 
product  manager, 
Ontos 


Interleaf 

CONTINUED  FROM  PAGE  97 


Browsing 

CONTINUED  FROM  PAGE  97 


File  Edit  View  Settings  Run  Help 


Web 

customer  info 


Run  All  Steps 


B  hazard  (v/p) 

B  homepage  (lleaf) 
B  hours  (ileaf ) 

B  recyclo  (rtf) 

B  symbol  (gif) 


use  hypertext  documents  “as  a  way  to  distribute  informa¬ 
tion  internally,”  said  Philip  Werner,  Interleaf  product  man¬ 
ager  for  Internet  publishing. 

But  the  market  for  Web  authoring  tools  already  has  sev¬ 
eral  products  in  it,  and  besides,  creating  new  Web  pages  is 
just  part  of  the  equation,  analysts 
said. 

“Most  large  organizations  don’t 
only  have  new  information  to  put 
up”  on  the  Internet,  said  Rick  Vil- 
lars,  director  of  network  architec¬ 
ture  research  at  International  Da¬ 
ta  Corp.  in  Framingham,  Mass. 

Companies  still  need  a  way  to  re¬ 
organize  their  old  content  and 
build  links  from  their  systems  to 
the  Internet,  he  added. 

Even  so,  Frank  Gilbane,  an  ex¬ 
pert  on  document  management 
standards  such  as  HTML,  said  in¬ 
terest  in  Internet  publishing  and 


While  HTML  is  a  rigid  format  that 
determines  how  a  document  can 
be  stored,  SGML  browsers  can 
read  HTML  documents. 

In  addition,  Lotus  Development 
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Link  phase  complete. 


Several  products,  including  Interleaf’s  Cyberleaf,  take  ad¬ 
vantage  of  HTML  technology 


HTML  will  have  “a  huge  effect”  on  the  adoption  of  standard¬ 
ized  ways  of  marking  up  documents,  notably  Standard  Gen¬ 
eralized  Markup  Language  (SGML).  HTML  is  one  applica¬ 
tion  of  SGML. 

Gilbane,  president  of  Publishing  Technology  Manage¬ 
ment,  Inc.,  a  consulting  firm  in  Cambridge,  Mass.,  noted 
that  attendance  at  the  annual  SGML  conference  sponsored 
by  the  Graphic  Communications  Association  in  Alexan¬ 
dria,  Va.,  almost  doubled  this  year,  to  more  than  700 
attendees. 

Although  Villars  said  he  is  less  convinced  HTML  will  spur 
SGML  adoption,  he  did  concur  that  HTML  has  “focused  peo¬ 
ple's  attention  on  the  need  to  preformat  information.” 


Corp.  plans  to  include  SGML  and 
HTML  features  in  Ami  Pro.  Bill 
Jones,  product  manager  for  word 
processing  at  Lotus,  said  this  ca¬ 
pability  would  be  available  some¬ 
time  next  year. 

Proprietary  system  filters 

The  potential  for  HTML  compati¬ 
bility  in  the  two  most  popular  word 
processor  packages  on  the  market 
is  interesting.  Mastersoft,  a  file 
conversion  company  in  Scotts¬ 


dale,  Ariz.,  will  release  HTML  file 
conversion  filters  to  a  number  of 
proprietary  word  processing  com¬ 
panies,  such  as  Wang  Laborato¬ 
ries,  Inc. 

Should  these  companies  offer 
HTML  tagging  capabilities  in  their 
proprietary  systems,  these  files 
will  be  accessible  to  users  via  the 
Internet  browser.  This  has  the  po¬ 
tential  to  greatly  increase  the 
number  of  documents  users  could 
access  from  inside  or  outside  a 
company. 

Future  uncertain 

However,  it  is  unclear  yet  whether 
the  idea  of  including  Internet  ca¬ 
pabilities  in  a  word  processor  will 
catch  fire. 

“I  can’t  see  much  value  in  it,” 
said  Karl  Wong,  an  analyst  at  Da- 
taquest,  Inc.,  a  market  research 
firm  in  San  Jose,  Calif.  “I’m  sure 
there  is  a  select  audience  that  is 
demanding  these  features,  but  the 
majority  of  people  don’t  even  know 
what  HTML  is,  or  care.” 

Brian  Peabody,  director  of  end- 
user  computing  at  Prime  Consult¬ 
ing  Group  in  Norcross,  Ga.,  con¬ 
curred. 

“I  see  an  awful  lot  of  value  in 
mail-enabling  a  word  processor,” 
he  said.  “But  whether  it  goes  out 
through  an  Internet  gateway  or  a 
messaging  transport  is  not  a  big 
concern.  We  just  don’t  have  the  In¬ 
ternet  population  here  yet.” 


Briefs 


Ontos  introduces  VIA 

Ontos,  Inc.  has  introduced 
integration  services,  an  ob¬ 
ject-oriented  framework 
and  tool  suite  that  extends 
the  company’s  object-orient¬ 
ed  database.  The  Ontos  Vir¬ 
tual  Information  Architec¬ 
ture  allows  applications 
built  with  graphical  user  in¬ 
terface-based  tools  to  share 
data  on  the  front  end  and  on 
a  back  end  that  will  inte¬ 
grate  data  from  a  range  of 
sources.  Newwith  this  re¬ 
lease  is  Object  Integration 
Server  for  Sybase,  Inc.’s  da¬ 
tabase,  which  provides  ob¬ 
ject-oriented  access  to  Sy¬ 
base’s  database. 

PVCS  Tracker  ships 

Intersolv,  Inc.  began  ship¬ 
ping  PVCS  Tracker  earlier 
this  month.  The  software 
lets  developers  manage  and 
track  code  problems  and 
change-request  information 
in  LAN-based  environments. 
The  basic  Tracker  product 
was  acquired  earlier  this 
year  alongwith  Software 
Edge,  Inc. 
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Application  Development 


SQL  Software,  Inc.  has  announced 
PCMS  VCS  and  PCMS  CTS,  version  con¬ 
trol  and  change  management  software, 
and  PCMS  PCwin,  version  control  soft¬ 
ware  for  PCs,  all  part  of  SQL’s  process 
configuration  management  system 
(PCMS)  product  line. 

Accordingto  the  Vienna,  Va.,  company, 
PCMS  VCS  supports  parallel  and  concur¬ 
rent  development  efforts,  automated 
heterogeneous  builds,  release  definition 
and  common  code. 

PCMS  CTS,  which  runs  enterprise¬ 
wide,  uses  electronic  mail  to  alert  groups 
to  changes  and  maintains  a  to-do  list  for 
developers.  PCMS  PCwin  lets  developers 
in  Windows  environments  access  PCMS 
with  security  controls. 

Prices  for  PCMS  VCS  and  PCMS  CTS 
start  at  $2,500,  and  prices  for  PCMS 
PCwin  start  at  $995. 

^  SQL  Software 

(703)  760-0448 


Hewlett-Packard  Co.  has  announced 
HP  Distributed  Smalltalk  4.0,  a  develop¬ 
ment  environment. 

Accordingto  the  Palo  Alto,  Calif.,  com¬ 
pany,  HP  Distributed  Smalltalk  4.0  pro¬ 
vides  support  for  Unix,  Windows,  Micro¬ 
soft  Corp.’s  Windows  NT  and  OS/2. 

The  product  provides  classes  of  ob¬ 
jects  that  communicate  over  a  network 
using  an  Object  Request  Broker  and  ex¬ 
tends  ParcPlace  Systems,  Inc.’s  Visual- 
Works  2.0.  The  combination  provides  an 
environment  for  developing  peer-to-peer 
distributed  object  applications. 

Prices  start  at  $2,995  on  PC  platforms 
and  $4,995  on  Unix  platforms. 

► Hewlett-Packard 

(415)857-1501 


Reasoning  Systems  has  announced 
Software  Refinery  4.0,  a  development  en¬ 
vironment  for  building  software  code 
analyses  and  conversion  tools  for  Unix 
workstations. 

According  to  the  Palo  Alto,  Calif.,  com¬ 
pany,  Software  Refinery  4.0  lets  users  an¬ 
alyze,  document,  enhance  and  convert 
mission-critical  software  systems. 

Features  include  a  parser  generator 
that  lets  tools  work  with  source  code  in 
any  language,  an  object  base  that  stores 
source  code  representation  and  pro¬ 
vides  data  sharing  on  a  LAN  and  unit-lev¬ 
el  incremental  compilation  and  dynamic 
linking  that  speed  up  the  edit-compile- 
debug  loop.  Included  in  Software  Refin¬ 
ery  4.0  is  Workbench,  a  library  of  reus- 
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able  reverse-engineering  components, 
including  charts,  flow  graphs  and  coding 
standards. 

Software  Refinery  4.0  costs  $19,600. 

►  Reasoning  Systems 
(415)494-6201 


Tartan,  Inc.  has  announced  Tartan  C,  aC 
compiler  that  produces  digital  signal 
processor  (DSP)  code. 

Accordingto  the  Monroeville,  Pa.,  com¬ 
pany,  Tartan  C  includes  a  compiler,  a 


modular  runtime  system  with  a  selective 
linker,  runtime  math  libraries,  an  assem¬ 
bler  and  object  file  utilities.  The  product 
supports  Spectron  Microsystem,  Inc.’s 
SPOX  DSP  opera  ting  system. 

Prices  start  at  $1,495. 

^  Tartan 
(412)856-3600 


Visual  Systems  Corp.  has  announced 
GUI-Kit,  a  C  and  C  +  +  cross-platform 
graphical  user  interface  (GUI)  develop¬ 


ment  tool  kit. 

According  to  the  Ham  Lake,  Minn., 
company,  GUI-Kit  supports  Win32,  Mi¬ 
crosoft  Corp.’s  Windows  NT,  OS/2,  Unix 
and  the  Open  Software  Foundation’s  Mo¬ 
tif  platform. 

The  product  lets  users  create,  modify 
and  test  the  visual  interface  of  an  appli¬ 
cation  without  writing  a  line  of  C  code. 

GUI-Kit  costs  $249. 

►  Visual  Systems 

(612)  434-6382 


It  takes  guts 

to  build  the 
perfect  line 
printer. 


Introducing  The  4800  Series 
From  GENICOM. 

Nonstop  reliability  that 
costs  less  to  own. 

Lowest  cost-of-ownership  of  any 
printer  in  its  class. 

Patented  shuttle  mechanism  carries 
the  industry’s  only  lifetime  warranty. 

New,  patented,  lower-cost,  clean- 
hands  ribbon. 

User-selectable  top  or  rear  paper 
exit;  quick  performance  at  400  or 
800 1pm. 

Unique,  user-serviceable  features 
and  no  preventive  maintenance. 

Ideal  for  bar  codes,  labels, 
multipart  forms,  industrial 
graphics,  high- volume 
reports,  mail  processing, 
card  stock  and  more. 

Dependability  worth  looking  into. 

Inside  our  gutsy  performers,  you’ll  find  few 
moving  parts.  And  that  means  trouble-free 
printing.  The  4800  Series  is  the  perfect 
choice  for  the  warehouse  or  the  office. 


The  4800  Series  puts  more  on  the  line. 

Popular  emulations  are  standard  in  the  4800  Series.  QMS 
and  IGP  graphics  are  available,  as  are  IBM  coax  and  twinax 
models  and  connectivity  solutions  for  Ethernet,  TCP/IP  and 
Token  Ring  LANs. 


Put  it  all  together  with  GENICOM. 

There’s  a  GENICOM  document  solution  for  EPA  P0LLU,cfL..ENIE, 
every  workload  and  every  workgroup.  All  backed 
by  GENICOM'S  worldwide,  quick  response  service  network. 
For  more  information  and  a  free  copy  of  The  Complete  Guide 
To  GENICOM  Printing  Solutions,  cal!  1-800-4-GENICOM 
ext.  50.  In  Canada,  call  1-800-268-0464. 


GSA  Schedule  approved. 
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The  SAS  System  for  Information  Delivery 
is  a  new  concept  in  client/server  software.  It 
provides  workable  strategies  for  overcoming 
the  barriers  that  stand  between  people  and 
the  information  they  need.  For  instance,  the 
SAS  System  strategy  for  universal  data 
access  makes  it  easy  to  reach  all  your 
diverse  “islands  of  information”—  including 
host  system  files,  flat  files, 
and  corporate  DBMS’s  such 
as  DB2®  ORACLE?  ,, m  | 
and  dBASE®  .Sfu'J  »  ,  L, 


An  exclusive  MultiVendor  Architecture 
is  behind  the  SAS  System’s  strategy  for 
hardware  independence.  Applications 
run  the  same  way  across  PCs,  workstations, 
and  host  systems  — making  true  client/server 
computing  a  reality  while  exploiting  the 
particular  strengths  of  each  platform. 

Address  the  needs  of  users  at  every  level 
with  the  SAS  System’s  strategy  for  interface 
versatility.  An  EIS  interface  puts  decision 
makers  in  command  of  the  facts— when  they 
need  them.  There’s  also  a  task-oriented 
menu-driven  interface  for  business 


Fite  Options  Windows  Help 


CALC:  A  DEMO.CALC 


gptfons  y/tndows  Ijetp 


Process  Capability  Analysis 


Active  data  set :  SASUSER. DISK! 


Variable  to  analyze:  WIDTH 


File  Edit  View  Locals  Globals  Help 


Supplier  Capability  Analysis  for  Last  Year 


Opening  Width  (inches) 


ASSIST 


01 JAN91 


f1ID_UEST 

NORTHEAS 

SUUTHCAS 


J WESTERN 


CHART:  DEMO.CALC 


■  MID  UEST 

□  NOR THE AS 

□  SOU THE AS 

□  SOUTHUES 

□  UESTERN 


Correlation  Hatrli 
SALES  EMPLOYS 
SALES  1.0000  0.7335 

EMPL0V6  0.7335  1.0000 

PROFITS  0.3082  0.I6H9 


EMPLOYS 


PROFITS*4 


P-velue*  of  the  Corre 
SALES-  EMPLO^ 
i  0.0  0.00 

)YS  0.0001  0.0 

ITS  0.0000  0.07 


i  Square  DF 
56.0230  113 

32.7M0M  M2 


r 

Si* 

ion  for  EIS  and 


analysts... plus  object-oriented  and  full- 
function  programming  environments  for 
applications  developers. 

The  SAS  System’s  applications 
integration  strategy  provides  one  seamless 
solution  for  virtually  any  application  that 
involves  accessing,  managing,  analyzing,  or 
presenting  data.  Choose  integrated  tools  for 
decision  support,  reporting,  financial  %  %  Q 
analysis,  market  research,  project 
management,  quality  improvement, 
and  more.  All  backed  by  SAS  Institute  % 

Inc.,  a  vital  force  in  the  information 


Parker  Equipment  &  Services 
US.  Regional  Territories 


$600,000 


•  High 

•  Medium 

•  Low 


Select  Region  to  View  Detail 


industry  with  a  strong  commitment  to 
helping  you  succeed  —  and  an  unrivaled 
dedication  to  training,  documentation, 
technical  support,  and  consulting  services 
See  for  yourself  how  the  SAS  System 
of  software  brings  out  the  best  in  your 
hardware  and  the  people  who  use  it.  Just 
give  us  a  call  at  919-677-8200  for  a  free 
video,  plus  details  about  a  free  software 
evaluation. 


Current  Order 


Customer  Protili 


Correspondence 


Sales  Activities 


SAS  Institute  Inc. 
Phone  919-677-8200 
Fax  919-677-8123 


Customer  Management 


"•  . : . . 


.  . 


SAS  is  a  registered  trademark  of  SAS  Institute  Inc. 
Copyright  ©1993  by  SAS  Institute  Inc. 
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Governance  could 

be  the  way  to  manage  IS  in  the 
new  era  of  decentralized  com¬ 
panies,  empowered  managers 
and  distributed  comput¬ 
ing.  But  only  if  CEOs 
agree  it’s  the  way  for 
IS  and  the  business 
to  achieve... 


Have  you  ever  set  an  information  systems  budget,  only  to  see  it  blown  away  by 
some  new  corporate  initiative  you  didn’t  know  was  in  the  works?  Have  you  ever 
been  blamed  for  letting  IS  expenditures  explode  when  users  beyond  your  control 
sent  PC  spending  skyrocketing? 

Are  you  irritated  by  overbearing  general  managers  who  double  as  ignorant  info-twits? 
Are  you  one  of  those  chief  information  officers  who,  as  The  Wall  Street  Journal  reported  in 
a  Nov  10  article  on  CIOs,  “are  finding  their  jobs  can  be  thankless?” 

The  answer  to  your  frustrations  could  be  found  in,  of  all  places,  the  U.S.  Constitution. 
Recently,  Paul  A.  Strassmann,  in  his  book  The  Politics  of  Information  Management,  and 
other  prominent  IS  thinkers  and  ex-CIOs  such  as  Bruce  J.  Rogow,  Richard  Koeller  and  Larry 
Prusak  have  begun  to  popularize  a  new  concept  for  managingthe  IS  function,  information 
technology  and  even  information:  constitutional  governance. 

Perfect  Union,  page  108 
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It's  time  for  you  to  fix  bayonets.  And 
hold  the  line  on  your  mainframe. 

Oracle's  desire  stems  from  a  fundamen¬ 
tal  deficiency  in  its  system  architecture. 
Theirs  was  never  designed  to  integrate  the 
mainframe.  No  migration  strategy  there. 

But  Sybase's  was  —  from  the  start. 
We  ve  been  building  solutions  to  leverage 
the  mainframe  for  ten  years. 


With  SYBASE®  old  mainframes  never 
die.  They  just  lose  their  limitations. 

It's  A  Client.  It's  A  Server. 

It's  Whatever  You 
_ Need  It  To  Be. _ 

Architecture  is  the  key  to  interoper¬ 
ability.  With  Sybase's  truly  open  architec¬ 
ture,  your  mainframe  is  more  valuable 


today  than  it  has  ever  been  before. 

Suddenly  the  mainframe  plays  so  man> 
more  roles.  It's  a  great  data  warehouse.  Its 
processing  speed  makes  it  a  very  powerfu 
server.  And  it's  a  client,  too.  For  instance, 
a  mainframe-based  application  can  access 
a  UNIX  database,  just  as  though  that 
database  was  on  the  mainframe. 

With  Sybase's  Enterprise  CONNECT" 


changing  business  needs  to  drive  their 
computing  —  not  the  other  way  around. 

If  your  business  is  anything  like 
theirs,  you  need  your  mainframe  too. 

As  for  those  who  would  tell  you  other¬ 
wise,  give  them  their  marching  orders. 


interoperability  products,  you  can  get 
data  in  and  out  of  the  mainframe  with¬ 
out  violating  the  security  or  business 
logic  you  rely  on.  So  you  can  safely  give 
read/write  access  to  more  users,  to  han¬ 
dle  more  transactions,  at  PCs  and  work¬ 
stations  throughout  your  enterprise. 

That's  what  true  interoperability  is. 
Oracle's  capabilities  are  clearly  no  match. 


Big  Companies  Leverage 
Their  Big  Iron. 

700  of  the  Fortune  1,000  have  inte¬ 
grated  their  mainframes  with  SYBASE. 
With  Sybase's  best-of-breed  products, 
they  know  that  whatever  they  wish  to 
integrate  can  be  integrated.  Open  archi¬ 
tecture  gives  them  the  flexibility  to  allow 


The  Enterprise  Client  /Server  Company 


What  The  Customers  Say: 

"When  I  hear  people  talk  about  getting  rid  of  the 
mainframe,  I  know  they  don't  understand  my  business. 
For  us  to  be  successful,  we  need  to  maximize  all  of  the 
computing  resources  available  to  us.  That  means  con¬ 
necting  desktop  workstations,  LAN-based  servers,  and 
the  mainframe  into  a  seamless  and  powerful  informa¬ 
tion  enterprise.  Sybase's  Enterprise  CONNECT  has 
enabled  us  to  do  just  that. " 

—  Bob  Thompson,  Supervisor  of  Database 
Administration  at  Towers  Perrin,  an  inter¬ 
national  management  consulting  firm. 

"Sybase  enables  us  to  offer  a  new  standard  of 
client  applications  which  leverage  our  existing  main¬ 
frame  databases.  Our  clients  are  experiencing  dra¬ 
matic  increases  in  user  productivity  along  with 
reduced  application  development  time  on  our  part. " 

—  Ken  Carbullido,  Director  Open  Data 
Streams  at  First  Data  Resources,  the  world's 
largest  third-party  processor  of  credit  and 
debit  card  transactions. 


To  get  a  free  copy  of  our  new  brochure, 
"Client/Sewer  Solutions  for  the  Mainframe, 
call  1-800-SYBASE-l,  ext.  6610. 


Outside  the  U.S.,  coll  (410)  224-8044  ©  1 994  Sybose,  Inc  SYBASE  is  a  registered  trodemotk  ond  Enterprise  CONNECT  is  a  trademark  of  Sybose.  Inc  Other  company  or  product  names  may  be  tiodemcris  of  their  respective  holders 
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The  topic  has  also  popped  up  recently 
at  IS  conferences.  Gartner  Group,  Inc.’s 
Information  Technology  Research  Pro¬ 
gram  has  placed  “governance”  on  its  re¬ 
search  agenda,  callingit  a  “new  set  of  [in¬ 
formation  technology]  management 
fundamentals  . . .  for  the  distributed,  cli¬ 
ent/server  world.” 

This  isn’t  just  theory.  IS  executives  at 
organizations  such  as  Chemical  Banking 
Corp.  in  New  York  and  Hughes  Space  and 
Communications  Co.  in  El  Segundo,  Cal¬ 
if.,  are  applying  governance  principles 
even  if  they  don’t  call  them  that  (see 


spend  $90  million  on,  the  person  who 
heads  IS  should  be  valued  enough  to  be 
part  of  those  discussions,”  says  Richard 
Koeller,  an  IS  management  consultant  in 
Chicago. 

IS  appeal 

No  wonder  IS  executives  are  intrigued 
and  attracted  to  governance;  it  promises 
to  elevate  their  role,  clarify  the  relation¬ 
ship  between  IS  and  the  rest  of  the  com¬ 
pany  and  provide  a  framework  for  solv¬ 
ing  many  of  their  toughest  problems. 

“I  was  giving  a  talk  to  a  Gartner  Group 
bunch,”  recalls  Rogow,  an  IS  consultant 
in  Marblehead,  Mass.,  who  often  works 
with  Gartner  Group.  “Three  minutes  into 
the  talk,  someone  raised  their  hand  and 
said,  i  don’t  relate  to  this  governance  is¬ 
sue.  What  would  be  the  symptoms  that 
we  don’t  know  how  to  govern  [informa¬ 
tion  technology]?’  I  mentioned  the  ele¬ 
ments  of  governance — direction  and  pri¬ 
ority  setting,  resource  allocation, 
organizational  structure,  etc.  —  and 
went  around  the  room.  Ninety  percent  of 
the  people  in  the  room  said  this  is  their 
No.  1  problem.” 


“Governance  is  the  only  lasting 
way  to  create  rules  that 
)  re  vent  chaos,  stagnation  and 
organizational]  violence.” 

-  Paul  A.  Strassmann 

Author,  “The  Politics  of  Information  Management” 


“Profiles  in  Governance,”  page  109). 
Many  of  the  organizations  profiled  in 
Comput  er  world's  recent  series  on  dem¬ 
onstrating  the  value  of  information  tech¬ 
nology  have  created  a  de  facto  gover¬ 
nance  process  for  making  investment 
decisions  [CW,  Aug.  15,  Oct.  3  and  Oct. 
31]. 

Governance  advocates  say  top  corpo¬ 
rate  and  IS  management  must  establish 
a  set  of  basic  principles  and  processes  to 
guide  IS  decision-making. 

A  constitutional  model 

In  particular,  Strassmann  and  Rogow 
wave  the  flag  for  the  U.S.  Constitution’s 
federal  system  of  checks  and  balances  as 
the  best  model  for  IS  in  many  companies 
(see  box  at  right). 

Governance  is  a  long  way  from  the  old 
hierarchical,  command-and-control 
style  of  managing  IS  or  setting  stan¬ 
dards.  And  it  bears  no  resemblance  to 
the  often  chaotic  way  companies  divvy 
up  technology  responsibility  between  us¬ 
ers  and  IS,  governance  advocates  argue. 
These  IS  management  approaches  —  if 
they  work  —  grant  decision-making  au¬ 
thority  to  individual  managers.  But  they 
do  not  necessarily  establish  how  IS  and 
non-IS  managers  negotiate  differences, 
provide  principles  to  guide  their  deci¬ 
sions  or  mandate  that  IS  expertise  is 
brought  to  bear  on  information  technol¬ 
ogy-related  decisions. 

“If  something  is  important  enough  to 


Many  members  of  the  New  York-based 
management  association  Conference 
Board  who  heard  Strassmann  expound 
on  governance  at  a  recent  meeting  think 
the  concept  provides  fresh  insight  into 
old  problems  and  proven  IS  management 
practices. 

Creating  a  “compact”  establishing 
checks  and  balances  between  central  IS 
and  users  is  something  “I  had  not 
thought  of,”  says  Max  D.  Hopper,  senior 
vice  president  of  IS  at  American  Airlines 
in  Dallas.  Yet  establishing  such  a  balance 
is  consistent  “with  what  I’ve  tried  to  do 
throughout  my  career. ...  I  intend  to  talk 
to  all  our  folks  about  the  model  he’s  de¬ 
scribed.” 

Kathy  Brittain  White,  vice  president  of 
IS  and  services  at  AlliedSignal  Engi¬ 
neered  Materials  in  Morristown,  N.J., 
calls  it  an  “excellent  idea.  I  hadn’t  previ¬ 
ously  thought  in  that  conceptual  frame¬ 
work,  but  it  fits”  what  we’ve  been  doing. 

But  perhaps  what  most  attracts  these 
CIOs  and  advocates  to  the  concept  of  gov¬ 
ernance  is  that  it  goes  to  the  root  of  so 
many  intractable  problems. 

Governance  advocates  say  much  of 
what  ails  IS  are  symptoms  of  a  deeper  is¬ 
sue:  The  old  planningand  budgeting' pro¬ 
cesses  and  the  old  model  of  a  central  IS 
function  reporting  to  a  chief  financial  of¬ 
ficer  and  guided  by  a  steering  committee 
have  broken  down.  They  no  longer  work 
in  an  era  where  computing  is  both  perva¬ 
sive  and  distributed,  and  corporations 


The  U.S.  Constitution  divides  rights,  powers 

and  responsibilities  amongthe  citizens,  state 
and  federal  government  and  amongthe  exec¬ 
utive,  legislative  and  judicial  functions  at  the 
federal  level.  It  is  echoed  in  the  long-estab¬ 
lished  concept  of  “corporate  governance”  —  the  divi¬ 
sion  of  power  among  the  shareholders  who  own  the 
company,  the  board  of  directors  elected  to  represent 
their  interests  and  the  executives  hired  to  manage  the 
company.  Advocates  of  IS  governance  say  IS  is  best 
managed  through  the  creation  —  or  the  evolution  —  of 
a  constitution-like  set  of  core  principles  and  processes. 
Such  a  constitution  might  establish  the  following; 

We  the  People . . . 

Corporate  IS  goals  or  mission  statement  (resembling 
the  preamble  of  the  Constitution). 

...  to  form  a  more  perfect  Union . . . 

The  institutions  that  make,  execute  and  reviewviola- 
tions  of  IS  policy  decisions.  These  may  include: 

•  An  information  technology  management  committee 
(legislates  IS  policies). 

•  IS  management  (executive  branch). 

•  IS  auditing  function  (judiciary). 

. . .  promote  the  general  Welfare . . . 

Principles  for  making  IS  decisions  and  managingthe 
IS  function.  These  may  include  a  division  of  power  and 
responsibilities  between: 

•  Managers  at  the  corporate,  business  unit,  depart¬ 
mental  and  process  level  (resembling  the  division  be¬ 
tween  federal,  state  and  local  government). 

•  IS  and  non-IS  managers.  It  could  mandate  user  in¬ 
volvement  in  systems  development  decisions  or  IS 
manager  involvement  in  business  initiatives  that  re¬ 
quire  the  use  of  information  technology. 

•  Policies  or  policy-making  rules  governingoutsourc- 
ing,  systems  development,  information  management, 
security,  etc. 

. . .  secure  the  Blessings  of  Liberty . . . 

Rights  for  technology  and  information  use  reserved  for 
employees,  managers  and  directors  (a  bill  of  rights). 
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are  decentralizing  decision-making  au¬ 
thority. 

“What  was  a  fairly  orderly  process 
now  almost  becomes  anarchy.  The  infor¬ 
mation  technology  governance  process 
in  most  companies  works  about  as  well 
as  the  governance  process  in  Bosnia, 
Haiti  and  Somalia,”  Rogow  says. 

Governance  is  the  only  lasting  way  to 
create  rules  that  prevent  IS  from  sliding 
into  the  chaos  of  rampant  decentraliza¬ 
tion  or  stagnating  under  the  heavy  hand 
of  central  authority,  says  Strassmann,  an 
independent  consultant  in  New  Canaan, 
Conn.  And  it  is  the  best  defense  against 
organizational  “violence”  —  the  blood¬ 
letting  that  occurs  when  companies  and 
IS  organizations  are  swamped  by  uned¬ 
ucated  enthusiasm  for  overhyped  new 
technologies  and  disruptive  manage¬ 
ment  fads. 

Information  structures 

Governance  also  offers  an  approach  to 
an  emerging  issue:  how  corporations 
should  use  and  manage  information. 
Companies  are  only  now  beginning  to  es¬ 
tablish  structures  to  ensure  that  “indi- 


ing  to  Robert  E.  Mittelstaedt,  vice  dean 
at  the  Wharton  School  and  director  of  its 
Aresty  Institute  of  Executive  Education, 
which  educates  directors  and  senior  ex¬ 
ecutives.  At  some  financial  service  and 
technology-based  companies,  “I’ve  seen 
a  number  of  companies  which  have  set 
up  technology  committees  of  the  board,” 
he  says. 

Another  sign  of  interest  is  a  May  1994 
draft  report  on  improving  corporate  gov¬ 
ernance  issued  by  the  Toronto  Stock  Ex¬ 
change.  The  report  calls  upon  directors 
to  take  responsibility  for  “the  integrity  of 
the  corporation’s  internal  control  and 
management  information  systems.” 

Meanwhile,  CEOs  are  becoming  inter¬ 
ested  in  applying  governance  principles 
to  manage  their  increasingly  downsized, 
decentralized  and  dispersed  corpora¬ 
tions. 

“The  concept  of  governance  —  where 
you  are  giving  people  guidelines  instead 
of  direction  —  is  one  that  has  found  a  lot 
of  interest,”  Mittelstaedt  says. 

“It’s  very  much  a  CEO  topic  these  days. 
A  lot  of  companies  are  tryingto  figure  out 
how  to  manage  a  decentralized,  rapidly 


“The  key  is,  don’t  create 
bureaucracies  in  the  attempt 
to  create  good  governance.” 

-  Denis  J.  O’Leary 

Executive  vice  president  and  CIO 
Chemical  Banking  Corp. 


viduals  have  access  to  the  information 
and  knowledge  they  need  to  achieve  the 
firm’s  strategic  goals,”  says  Larry  Pru- 
sak,  a  principle  at  Ernst  &  Young’s  Center 
for  Business  Innovation  in  Boston. 

That’s  “one  of  the  trickiest  manage¬ 
ment  issues  for  today’s  companies,” 
Thomas  H.  Davenport,  a  professor  at  the 
University  of  Texas  in  Austin  who  is  affil¬ 
iated  with  Ernst  &  Young,  writes  in  Har¬ 
vard  Business  Review's  March/April 
1994  issue.  Sharing  information  does  not 
come  easily  in  a  politically  charged  envi¬ 
ronment  such  as  a  typical  corporation. 
Davenport  proposed  a  federal  model 
for  managing  information  as  the  “pre¬ 
ferred  model  in  most  circumstances”  in 
a  Fall  1992  Sloan  Management  Review 
article. 

But  what  does  governance  do  for  chief 
executive  officers  and  other  senior  non- 
IS  executives?  There’s  the  rub:  IS  can’t 
go  the  governance  route  alone. 

Fortunately,  CEOs  may  well  be  recep¬ 
tive  to  the  concept  of  governance.  In  re¬ 
cent  years,  corporate  governance  —  the 
division  of  power  among  the  board  of  di¬ 
rectors,  senior  executives  and  share¬ 
holders  —  has  become  a  hot  issue  for  ex¬ 
ecutives.  Take,  for  example,  the  share¬ 
holder  revolts  that  led  directors  to  toss 
many  prominent  CEOs,  including  IBM’s 
John  Akers,  out  of  the  corner  office. 

Directors  are  now  beginning  to  take 
some  oversight  responsibility  for  infor¬ 
mation  technology  investments,  accord¬ 


changing  environment.  They  find  their 
old  command-and-control  structures 
don’t  work  very  well.  I  can  think  of  two  or 
three  engagements  we’ve  done  in  the  last 
six  months  which  have  addressed  this  is¬ 
sue,”  says  C.  Thomson  Ross,  a  Washing¬ 
ton-based  director  at  consultancy 
McKinsey&Co. 

CEOs  probably  haven’t  thought  of  IS 
governance  yet,  but  for  many  it  might  be 
a  simple  step  to  connect  governance 
principles  with  a  better  way  of  managing 
IS  and  information  technology  expendi¬ 
tures.  “If  you  have  the  right  sort  of  cli¬ 
mate  and  general  management  is  think¬ 
ing  about  those  things  and  is  comfortable 
with  it,  [IS  governance]  strikes  me  as  a 
good  and  appropriate  idea,”  Ross  says. 

The  right  approach 

Yet  even  at  such  companies,  many  prob¬ 
lems  must  be  avoided  if  the  concept  of  IS 
governance  is  not  to  perish  from  the 
earth. 

One  precondition  for  success:  Any  IS 
governance  philosophy  has  to  fit  with  the 
overall  corporate  governance  philoso¬ 
phy.  Otherwise,  “you’re  swimming  up¬ 
stream,”  Ross  says. 

Each  company  must  evolve  its  own 
governance  policies  rooted  in  culture 
and  history,  much  as  the  Constitution’s 
principles  evolved  from  such  anteced¬ 
ents  as  the  Mayflower  Compact  and  the 
Magna  Carta.  “There  must  be  a  heritage 
and  a  culture  which  is  receptive  to  feder¬ 


CIO  Gary  R.  Osborn 


Profiles  in 

Governance 

Hughes  Space  and  Communications  Co. 

El  Segundo,  Calif. 

In  1993,  Hughes  Space  established  rules,  in¬ 
stitutions  and  a  process  to  manage  informa¬ 
tion,  according  to  CIO  Gary  R.  Osborn. 

To  manage  a  specific  item  of  information,  the 
business  unit  divides  responsibility  between  “pro¬ 
cess  owners,”  such  as  a  manufacturingvice  presi¬ 
dent,  and  the  IS  department.  Process  owners  are 
the  sources  of  data,  and  they  define  its  quality,  ac¬ 
curacy  and  accessibility.  IS  sets  rules  distinguish¬ 
ing  different  kinds  of  data  and  dictating  how  it  is  formatted  on  the  system. 

A  policy  board  meets  every  two  to  four  weeks  to  decide  changes  in  infor¬ 
mation  policy.  Broader  information  issues  are  discussed,  alongwith  corpo¬ 
rate  issues,  in  a  quarterly  meeting  of  senior  Hughes  executives.  Osborn  sits 
on  both  boards.  However,  Hughes  is  just  beginning  to  consider  ways  to  gov¬ 
ern  how  information  is  captured  and  used,  he  says. 

Chemical  Banking  Corp.,  New  York 

After  Chemical  Bank  and  Manufacturers  Hanover  Trust  Co.  merged, 
a  business  technology  management  council  was  established  to  set 
technology  direction  for  the  combined  companies.  The  council  is 
chaired  by  Denis  J.  O’Leary,  Chemical’s  executive  vice  president  and  CIO.  It 
includes  the  top  IS  executives  from  both  central  IS  and  Chemical’s  business 
units,  senior  non-IS  executives  from  Chemical  business  units  and  the  con¬ 
troller’s  office.  The  council  sets  policies,  standards  and  guidelines  that  di¬ 
rect  technology  policies  for  both  line  managers  and  IS  managers. 

The  council  then  spun  off  subcommittees  such  as  the  2-year-old  informa¬ 
tion  management  committee.  The  committee  is  cochaired  by  O’Leary,  the 
CFO  and  the  head  of  credit  policy.  It  establishes  rules  and  principles  for 
managinginformation  across  the  company. 

Not  all  issues  are  put  up  for  a  vote;  central  IS  still  makes  decisions  on 
control  and  security  issues.  “Cooperation  may  be  communicating  about 
what  you  are  doing,”  O’Leary  says. 

O’Leary  says  he  has  no  plans  to  sponsor  a  constitutional  convention  or 
create  a  bill  of  rights.  “We’re  doing  many  of  the  things  that  ought  to  be  done 
in  a  convention,  but  not  all  at  once,”  he  says. 


alism,”  Strassmann  says.  It  can’t  be  sud¬ 
denly  imposed,  or  it  will  either  be  reject¬ 
ed  or  devolve  into  bureaucracy. 

That  means  “you  won’t  be  successful 
with  a  standards-based,  principles- 
based  governance  structure”  in  firms 
that  successfully  operate  in  a  command- 
and-control  environment,  Ross  says. 

And  a  federalist,  constitutional  gover¬ 
nance  approach  probably  won’t  travel 
well  outside  the  U.S.  —  a  factor  for  multi¬ 
nationals.  “Strassmann  and  I  are  argu¬ 
ing  for  a  kind  of  governance  that  is  very 
American  and  very  hard  to  export  for  cul¬ 
tural  reasons,”  Rogow  says.  Americans 
have  a  deep-rooted  reverence  for  their 
Constitution  and  its  principles  that  oth¬ 
ers,  including  Europeans,  find  puzzling, 
according  to  Rogow. 


In  addition,  any  attempt  to  introduce 
governance  is  sure  to  be  a  turnoff  if  it 
looks  to  be  bureaucratic,  academic  or  a 
constraint  on  the  flow  of  information. 
“People’s  eyeballs  wall  glaze  over  if  you 
start  talking  about  what  sounds  like  a  bu¬ 
reaucratic  control  structure  for  IS,”  Mit¬ 
telstaedt  says. 

No  new  policies 

A  new  set  of  what  can  easily  appear  to  be 
standard-settingpolicies  is  the  last  thing 
the  world  wrnnts  to  hear  from  the  techie 
crowd.  And  few  managers  have  the  time 
to  hold  the  equivalent  of  a  constitutional 
convention  —  particularly  if  they  think 
they  have  to  produce  a  constitution  as 
long  and  elaborate  as  the  “model  consti- 
Perfect  Union,  page  112 
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HP  Vectra  VL2  PCs 
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value-priced  PCs,  from 
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HP  Vectra  N2  PCs 
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HP  Vectra  Interactive  PCs 
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solutions  for 
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$1,559 


HP  offers  a  full  3-year 
warranty  on  all  PCs, 
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and  2-year  carry-in.' 
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1-800-322-HPPC,  Ext.  8780. 
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apart  because  middle  management 
doesn’t  behave  consistently  with  gover¬ 
nance  principles.  If  that  happens,  it 
doesn’t  work,”  Ross  says. 

Which  means  that  governance  re¬ 
quires  —  you  guessed  it  —  full-fledged 
CEO  support. 

If  the  theorists  are  right  and  compa¬ 
nies  must  evolve  governance  rather  than 
do  it,  don’t  expect  it  to  explode  into  a 
megatrend  like  re-engineering.  Gover¬ 
nance  won’t  catch  on  in  highly  central¬ 


ized  or  command-and-control-style  orga¬ 
nizations. 

But  governance  could  gradually  find 
its  way  into  many  IS  organizations.  Most 
corporations  are  attemptingto  find  a  bal¬ 
ance  between  empowerment  and  central 
control.  If  your  company  is  one  of  those, 
and  if  your  CEO  considers  information 
technology  to  be  a  business  driver  but  al¬ 
so  a  cost  headache,  a  constitutional,  fed¬ 
eral  approach  to  managing  information 
technology  could  well  make  business 


sense  and  solve  nagging  business  prob¬ 
lems.  The  positive  experiences  of  compa¬ 
nies  that  have  evolved  governance  prin¬ 
ciples  without  calling  it  governance  may 
be  the  best  proof  that  it  can  work. 

Just  remember  that  governance  can’t 
be  rushed  into  existence  even  in  these 
fast-moving  times  and  that  no  one  loves 
rules  and  regulations.  ■ 

Alter  is  Computerworld's  senior  editor.  Man¬ 
agement.  He  can  be  reached  at  aalter(a  cw.com. 
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A  smart  way  to  sp( 


tution”  in  The  Politics  of  Information 
Management.  (They  don’t,  Strassmann 
says.) 

“Companies  exercising  good  gover¬ 
nance  don’t  pull  out  a  lot  of  manuals,” 
says  Denis  J.  O’Leary,  who  is  applying 
governance  principles  as  executive  vice 
president  and  CIO  of  Chemical  Bank. 
“They  have  a  style  of  sharing  informa¬ 
tion,  of  knowing  when  they  need  to  have 
a  meeting  and  when  business  can  just  go 
ahead.  The  key  is  don’t  create  bureau¬ 
cracies  in  the  attempt  to  create  good  gov¬ 
ernance.” 

“The  information 
technology  gover¬ 
nance  process  in 
most  companies 
works  about  as  well 
as  the  governance 
irocess  in  Bosnia, 
laiti  and  Somalia.” 

-  Bruce  J.  Rogow 

Independent  consultant 
Marblehead,  Mass. 


Ross  says  CIOs  should  establish  “a  few 
clear,  easily  understood  principles,”  not 
a  long  list  of  rules  and  regulations.  Gen¬ 
eral  Electric  Co.  in  Fairfield,  Conn.,  and 
Asea  Brown  Bovari  Ltd.  in  Zurich  rely  on 
leaders  to  inspire  allegiance  to  their  gov¬ 
ernance  philosophy  rather  than  a  writ¬ 
ten  set  of  guidelines,  he  notes.  So  if  you 
are  an  IS  executive  who  wants  to  make 
the  case  for  governance,  your  best  bet  is 
to  take  advantage  of  those  times  when 
you  are  analyzing  technology  paybacks 
with  general  management.  That’s  a  good 
time  to  suggest  organizational  struc¬ 
tures  that  could  improve  the  value  of 
your  IS  investments. 

Clearly  it  won’t  be  easy  to  find  the  right 
balance  between  establishing  gover¬ 
nance  guidelines  and  going  too  far  and 
antagonizing  other  executives.  But  even 
i  f  you  do  find  a  balance,  many  people  sim¬ 
ply  won’t  like  governance.  Many  line 
managers  won’t  want  to  share  the  power 
they  already  have,  Smith  notes.  Others 
don't  want  to  be  bothered  with  IS  man¬ 
agement  responsibilities. 

’  Governance  models  frequently  fall 
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Calendar 


DEC.  11-17 


Shaping  Government  for  the  21st  Century.  Phoe¬ 
nix,  Dec.  1 1-14  —  This  symposium  will  focus  on 
how  to  improve  the  delivery  of  public  services 
and  explore  new  ways  to  respond  to  the  public’s 
increasing  demands.  Topics  will  include  the  cit¬ 
izen’s  role.  Keynote  speaker  is  Peter  Senge,  au¬ 


thor  of  The  Fifth  Discipline:  The  Artaud  Prac¬ 
tice  of  the  Learning  Organizations  and  The 
Fifth  Discipline  Fieldbook.  Contact:  City  of 
Phoenix,  Phoenix,  Ariz.  (002)  262-4714. 

Project  World  Conference  &  Exposition.  Santa 
Clara,  Calif.,  Dec.  12-16  —  There  will  be  12  pre¬ 
conference  workshops,  including  programs 


by  the  Tom  Peters  Group  and  Deioitte  &  Touche; 
five  keynote  sessions  featuring  the  latest 
discoveries  in  technology;  114  expert  present¬ 
ers;  and  more  than  80  exhibit  booths  highlight- 
ingthe  latest  in  project  management  groupware 
and  software.  Contact:  Center  for  Management 
Research,  Wellesley,  Mass.  (617)  431-9797. 

JAN.  1-7,1995 


Macworld  Expo.  San  Francisco,  Jan.  4-7  — 
Contact:  Mitch  Hall  Associates,  Dedham,  Mass. 


It’s  also  a  smart  way  to  maximize  the  PC 
networking  capabilities  of  OS/2®  or  DOS 
with  Windows™  In  fact  IBM®  TCP/IP  work¬ 
station  software  is  a  perfect  building  block 
for  linking  users  running  on  virtually  all  IBM 
environments  including  AIX®  OS/400®  VM 
and  MVS,  as  well  as  non-IBM  systems. 

IBM  TCP/IP  for  OS/2 
or  DOS/Windows 

With  IBM  TCP/IP  for  OS/2  or 
DOS/Windows  you  not  only  get  industry- 
standard  network  software,  you  also  get  a 
feature-rich  package.  File  transfer,  terminal 
emulation,  mail,  network  printing,  remote 
command  execution  and  network  manage¬ 
ment  are  just  some  of  the  applications 
included.  Optional  features  include  NFS,® 
Netbios,  X-Windows  (OS/2)  and  application 
development  toolkits. 

Of  course  one  of  the  most  attractive 
features  of  IBM  TCP/IP  solutions  is  the  kind 
of  support  and  service  that  only  IBM  offers. 
To  order  or  for  more  information,  call 
1  800  IBM -CALL,  Dept.  SA021. 

IBM  TCP/IP.  When  it  comes  to  making  it 
all  work  together,  we  know  our  ABCs. 

IBM,  OS/2,  AIX  and  OS/400  are  registered  trademarks  of  International 
Business  Machines  Corporation.  NFS  is  a  registered  trademark  of  Sun 
Microsystems,  Inc.  Windows  is  a  trademark  of  Microsoft  Corporation. 

Dealer  prices  may  vary.  ©  1994  IBM  Corp.  All  rights  reserved. 


1  interoperability. 


(617)361-2001. 

JAN.  15-21 


First  Annual  Mobile  Communications  ’95  Confer¬ 
ence.  Dallas,  Jan.  16-18  —  The  conference  will 
address  North  American,  European  and  Pacific 
Rim  regions,  marketingstrategies  used  in  these 
regions  and  regulatory  and  legislative  matters 
aimed  at  mobile  equipment  vendors  and  service 
providers.  Contact:  Frost  &  Sullivan,  Inc.,  Santa 
Clarita,  Calif.  (800)  256-1076. 

1995  Usenix  Technical  on  Advanced  Computing 
Systems.  New  Orleans,  Jan.  16-20  —  Contact: 
Usenix  Association,  Berkeley,  Calif.  (510)  528- 
8649. 

SoftExpo  ’95.  San  Jose,  Calif.,  Jan.  17-19  —  The 
conference  will  focus  on  business  and  technical 
issues  facing  software  companies.  Sessions  in¬ 
clude  product  development,  marketing  and 
sales,  technical  support,  customer  service, 
translation  or  “localization,”  finance,  licensing, 
packaging  and  manufacturing.  Contact:  Mark 
Cramer,  Expomasters,  Englewood,  Calif.  (303) 
771-2000. 

Mobile  Outlook  on  Communications  and  Comput¬ 
ing.  Atlanta,  Jan.  18-20  —  The  focus  areas  of  the 
three-day  conference  will  include  how  to  inte¬ 
grate  mobile  systems  into  a  fixed  computing  en¬ 
vironment,  how  much  of  what  is  now  in  place 
must  change  to  permit  remote  access,  how  and 
when  to  make  required  hardware  and  software 
modifications  and  why  some  promising  pilot 
programs  succeed  while  others  fail.  Contact: 
David  A.  Kaminer,  Kotch  &  Poliak,  Inc.,  New 
York,  N.Y.  (212)  486-6186. 

JAN.  22-28 


ComNet  ’95  Conference  &  Exposition.  Washing¬ 
ton,  Jan.  23-26  —  Products  and  technologies  to 
be  exhibited  on  the  show  floor  will  include  the 
following:  internetworking  hubs,  bridges,  rout¬ 
ers,  gateways,  modems,  network  applications, 
databases,  private  branch  exchange-to- 
computer  applications,  multimedia,  videocon¬ 
ferencing,  LANs,  servers,  adapters,  wiring, 
backup  and  network  services,  local  and  long¬ 
distance  services,  mobile  computing,  portable 
and  handheld  computers,  client  software,  wire¬ 
less  data  services,  network  management  and 
security.  Contact:  IDG  World  Expo,  Framing¬ 
ham,  Mass.  (508)  879-6700. 

JAN.  29-FEB.  4 


Special  Libraries  Association  1995  Winter  Educa¬ 
tion  Conference:  Managing  Information  Technol¬ 
ogy.  Raleigh,  N.C.,  Jan.  29-31  —  Contact:  Spe¬ 
cial  Libraries  Association,  Washington,  D.C. 
(202)234-4700. 

Second  Annual  Display  Manufacturing  Technol¬ 
ogy  Conference.  Santa  Clara,  Calif.,  Jan.  31- 
Feb.  2  —  Contact:  Mark  Goldfarb,  Palisades  in¬ 
stitute  for  Research  Services,  Arlington,  Va. 
(800)  787-7477. 

FEB.  4-10 


Demo  ’95.  Palm  Springs,  Caiif.,  Feb.  5-8  —  The 
conference  will  include  product  demonstra¬ 
tions,  product  premieres,  head-to-head  product 
showdowns,  sneak  previews  and  technical  re¬ 
views.  Contact:  InfoWorld  Editorial  Events,  San 
Mateo,  Calif.  (800)  633-4312. 
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CPU  upgrade. 

OverDrive™  processor,  a  family  of  single-chip 
upgrades  that  significantly  boosts  the  overall 
performance  of  your  Intel486™  SX  and  DX 
processor-based  PCs. 


Slow  performance. 

Your  software  is  bogged  down,  but  you 
can't  buy  a  new  PC  right  now. 


To  speed  up  your  486, 


OverDrive™  Processor  iCOMP™  Performance  Index 

Processor  0 

i486'"  DX-33  mm 


KIO 


166 


200 

-  HH 


300 


400 


i486  SX-25 


(435  with  Intel  DX4"  100  MHz  OverDrive"  processor) 

91 

(231  with  lntelDX2’‘  50  MHz  OverDrive  processor) 


The  Intel  iCOMP  i ode  v  is  a  simple  ruling  of  the  pcrtonruncc  of  Intel  microprocessors  on  a  broad  range  of  applications  and  benchmarks 
All  iCOMP  index  ratings  arc  normalized  to  the  Intel486™  SX  processor  ( 25  MHz )  which  has  an  iCOMP  rating  of  100. 


500 


■  Processor  only 

B  With  OverDrive 
processor 


Call  1-800-538-3373,  ext.  178  j 

To  find  out  more  about  the  family  of  OverDrive 
processors  and  to  receive  a  free  demo  disk. 


Speeds  up  software. 

Microsoft  Excel*  4.0  runs  122%  faster  and 
Microsoft  Word*  2.0  120%  faster  when  you 
upgrade  a  i486™  DX-33  processor  with  an 
IntelDX4™  100  MHz  OverDrive  processor. 


tFor  European  residents,  call  +44  (0)  793  43 1 155,  and  ask  for  infopack  IOD 15. 
©  1994  Intel  Corporation.  *Other  brands  and  names  are  the  property  of  their 
respective  owners. 


AT  ISSUE:  Can  academic  and  research  users  peacefully 
coexist  with  business  users  on  the  Internet?  One  academic 
user  says  businesses  tend  to  be  poor  ’ net  citizens.  That's 
ridiculous,  claims  a  business  advocate. 


truth  seekers  and  wackos  bandying  about  the¬ 
ories  and  thoughts.  Instead,  the  Internet  atmo¬ 
sphere  is  becoming  one  of  greed  and  control. 

Is  it  possible,  for  instance,  that  we  will  one 
day  see  universities’  Internet  feeds  “spon¬ 
sored”  by  various  companies,  only  to  have  the 
feeds  pulled  because  of  disagreements  over 
content  or  accessibility? 

The  main  argument  for  commercializing  the 
Internet  is  that  companies  have  the  financial 
resources  to  expand  its  capabilities.  But  I  have 
yet  to  see  this  happen  with  the  thousands  of 
companies  that  have  been  using  the  ’net  during 
the  past  several  years.  Some  of  the  best  inno¬ 
vations —  the  World-Wide  Web  protocol  and  Mo¬ 
saic,  for  instance  —  were  originally  developed 
at  research  institutions  to  further  the  purposes 
of research. 

Currently,  the  Internet  is  a  place  where  ev¬ 
eryone,  no  matter  how  odd  his  tastes,  can  find 
something  of  interest.  In  this  way,  it  serves  a 
large  but  individualistic  group  of  people,  many 
of  whom  would  not  be  at  home  in  a  more  struc¬ 
tured  commercial  environment. 

As  the  20,000  companies  start  making  their 
presence  felt,  though,  that  commercialization 
will  mean  control.  We  can  look  forward  to  a  cor¬ 
porate  future  where  the  ’net  will  be  all  things  to 
all  people  and  thus  satisfy  no  one  —  kind  of  like 
network  TV 

We  can  already  see  the  effects  of  the  new  cor¬ 
porate  presence  in  the  increasing  number  of 
court  cases  in  the  past  year  over  “stealing”  do¬ 
main  names  and  threatened  lawsuits  over 
copyright  infringement. 

For  instance,  'net-sawy  Princeton  Review, 
Inc.,  a  New  York-based  company  that  sells 
Scholastic  Aptitude  Test  preparatory  courses, 
set  up  a  domain  name  on  the  Internet  by  regis¬ 
tering  not  only  its  own  name  but  also  that  of  its 
main  competitor,  Kaplan  Education  Centers  in 
New  York.  Kaplan  filed  suit,  and  though  the 
companies  settled  out  of  court,  it  is  just  this 
type  of  unwelcome  antic  that  has  come  with  the 
’net’s  corporate  citizens. 

The  ’net  community  has  handled  its  prob- 
O’Neal-Petterson,  page  120 


O’Neal-Petterson:  The  Internet  is  not  a  worldwide  billboard 


cl 

Capitalists  create 
atmosphere  of  ‘greed 

and  control’ 


There  would  be  an  excellent  market  for  a 
snack  food  store  in  the  middle  of  your  public 
library,  but  that  doesn’t  mean  it’s  a  good  idea. 
Should  a  person  have  to  look  at  ads  for  General 
Motors’  latest-and-greatest  luxury  sedans 
while  looking  up  information  on  early  20th  cen¬ 
tury  automobde  production  techniques? 

The  Internet’s  history  is  firmly  rooted  in  the 
concept  of  a  worldwide  library  without  walls. 
Why  should  the  corporate  giants  that  already 
control  politics,  TV,  merchandising  and  every¬ 
thing  else  also  take  over  one  of  the  few  places 
where  academics  can  easily  exchange  informa¬ 
tion?  Why  should  they  be  allowed  to  influence 
the  scope  and  content  of  scholarly  dialogue? 

The  Internet  is  maintained  as  a  place  where 
individuals  and  institutions  are  both  the  pro¬ 
viders  and  takers  of  information.  Volunteers 
have  compiled  vast  repositories  of  information, 
such  as  Project  Gutenberg,  which  holds  classic 
texts  for  which  copyrights  have  expired,  and 
the  many  FAQs  (Frequently  Asked  Questions) 
in  Usenet,  a  collection  of  news  and  discussion 
groups.  It  is  a  medium  where  information  can 
flow  unfettered ...  or  so  it  was. 

The  sources  of  communal  information  are 
slowly  being  supplanted  by  stodgy  companies 
such  as  Encyclopaedia  Britannica  and  its 
charge-by-the-word  on-line  version.  In  1990, 
only  93  companies  were  regis¬ 
tered  with  the  Internet’s 
central  registry;  today,  that 
number  has  grown  to  more  than 
20,000. 

Commercial  ventures  large 
and  small  want  to  take  advan¬ 
tage  of  the  ’net  community’s 
sheer  numbers  —  an  estimated 
20  million  plus  —  without  look¬ 
ing  at  why  these  people  use  the 
’net.  Clearly  business’  intent  is  to  profit,  not 
contribute  to  research. 

No  longer  is  it  a  simple  mixture  of  academics, 


O’Neal-Petterson  is  computer  and  facilities  coordinator 
at  Occidental  College  Library  in  Los  Angeles.  His  Inter¬ 
net  address  is  mop@oxy.edu. 


BY  MICHAEL  O’NEAL-PETTERSON 
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1 .  BUSINESS/INDUSTRY  (Circle  one) 

10.  Manufacturer  (other  than  computer) 

20.  Finance/lnsurance/Real  Estate 
30.  Medical/Law/Education 
40.  Wholesale/Retail/T rade 
50.  Business  Service  (except  DP) 
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BY  JAYNE  LEVIN 


T here  is  enough  bandwidth  for  both  of  us.  The 
next  time  I  hear  someone  from  the  academic  or 
research  community  whine  about  business  use 
of  the  Internet,  I’m  going  to  throw  my  Birken- 
stocks  at  them. 

Academics  and  researchers  have  been 
spreading  misinformation  about  appropriate 
use  of  the  Internet  for  too  long.  Don’t  they  know 
that  the  Internet  is  not  a  cyberwetlands?  It  is 
not  off-limits  to  capitalists.  It  is  not  an  academ¬ 
ic  toy. 

Business  has  a  right  to  use  the  Internet  and 
profit  from  it,  although  not  in  the  way  “green 
card”  lawyers  Canter  &  Siegel  did  when  they 
blanketed  about  6,000  Usenet  news  groups  in 
April  offering  legal  services  to  immigrants.  But 
more  on  that  in  a  moment. 

Academics  and  researchers  who  protest  that 
capitalists  are  spoiling  their  domain  should 
stop  straining  their  eyes  through  a  microscope 
and  step  back  to  take  a  good  look  at  the  real 
world.  It’s  changing,  and  businesses  large  and 
small  need  to  find  ways  to  leverage  whatever 
resources  they  have  to  stay  competitive. 

The  Internet  can  be  a  company’s  most  pow¬ 
erful  ally.  Boston  law  firm  Hale  &  Dorr  uses  the 
Internet  to  speed  up  and  cut  the  costs  of  some 
routine  work.  Lamp  Technologies,  Inc.  in  Bohe¬ 
mia,  N.Y.,  uses  the  World-Wide  Web  to  reach  a 
global  audience  and  sell  10,000  different  types 
of  lightbulbs.  Bellevue,  Wash.-based  Med- 
Search  America,  Inc.  uses  the  Internet  to  help 
people  in  the  health  care  industry  find  jobs. 

If  academics  want  to  target  inappropriate 
use  of  the  Internet,  let  me  remind  them  that 
nearly  half  of  the  Top  25  news  groups  contain 
sexually  explicit  material.  Talk  about  a  waste 
of  computingresources. 

True,  25  years  ago,  academic  and  govern¬ 
ment  researchers  built  what  has  become  the  In¬ 
ternet.  But  back  then,  the  network  chugged 
along  at  56K  bit/sec.  and  was  unreliable.  Later, 
it  became  so  horribly  congested  that  in  1987  the 
original  Archie  server  had  to  be  turned  off  be¬ 
cause  it  was  generating  too  much  traffic. 

In  1990,  big  business  helped  bring  about  a 
major  overhaul  of  the  National  Science  Foun¬ 
dation  network  (NSFnet),  the  core  of  the  Inter¬ 
net.  If  it  weren’t  for  the  private  sector  and  mil- 
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lions  of  tax  dollars,  the  Internet  might  still  be  a 
gravel  road  on  the  information  superhighway. 

Today,  the  NSFnet  is  capable  of  transmitting 
data  at  45M  bit/sec.  or  greater.  Outages  are  less 
of  a  problem,  and  networking  services  have 
been  extended  to  a  greater  number  of  users. 
Two  private  sector  initiatives  —  CommerceNet 
and  Elnet  —  are  working  toward  making  the 
Internet  a  more  secure  environment,  which 
benefits  the  entire  networking  community. 

Moreover,  NSFnet  is  undergoing  a  dramatic 
upheaval  in  how  it  operates.  It  is  beingreplaced 
by  a  new  architecture  that  will  further  segre¬ 
gate  commercial  and  research  and  develop¬ 
ment  traffic.  There  will  be  a  separate  network, 
the  very  high-speed  Backbone  Network  Ser¬ 
vice,  dedicated  to  R&D.  Because  of  the  way  IP 
traffic  is  routed,  business  users  won’t  even 
bump  into  the  research  crowd. 

Oh,  and  let’s  not  forget  academic  propagan¬ 
da —  that  the  federal  government’s  Acceptable 
Use  Policy  (AUP)  prohibits  commercial  traffic 
over  the  Internet.  The  government  backs  busi¬ 
ness  use  of  the  Internet.  Tony  Villasenor,  who 
coauthored  the  NSF’s  AUP  and  now  manages 
the  NASA  Science  Internet,  told  me  that  the  gov¬ 
ernment  “absolutely  encourages  commercial 
entities  to  hook  into  the  Internet.” 

Villasenor  also  says  advertisingon  the  Inter¬ 
net  does  not  constitute  a  violation  of  the  AUP. 
The  AUP  applies  to  only  the  backbone  traffic  of 
federal  agencies.  Under  the  new  architecture, 
the  AUP  does  not  even  apply,  so  it’s  a  moot 
point. 

It  is  unfortunate  that  the  way  Canter  &  Siegel 
advertised  its  services  gave  the  Internet  a 
black  eye.  The  firm  created  a  stir  last  spring 
when  it  posted  an  advertisement  for  legal  ser¬ 
vices  to  immigrants  participating  in  a  govern¬ 
ment  green-card  lottery.  Canter  received  36,000 
electronic-mail  messages  in  two  days.  Indig¬ 
nant  Internet  users  shot  back  with  450M  bytes 
of  flame  mail,  charging  that  the  firm  took  ad¬ 
vantage  of  the  Internet.  Canter  &  Siegel  says  it 
generated  $50,000  in  business  from  the  ad. 

Respectable  companies  do  not  conduct  their 
business  in  this  manner.  They  know  that  goods 
and  services  should  be  sold  over  the  Internet 
like  perfume,  not  cars. 

There  are  successful  ways  to  advertise  on 
the  Internet  without  clashing  with  the  culture 
of  the  ’net.  Companies  can  set  up  a  World-Wide 


The  Internet  isn’t 
an  academic 
playground 
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Web  or  gopher  site.  They  can  make  an  an¬ 
nouncement  on  the  National  Center  for  Super¬ 
computing  Application’s  “What’s  New”  home 
page.  They  can  use  a  “mailbot,”  which  sends 
an  automatic  reply  when  an  incoming  E-mail 
message  is  received. 

With  new  multimedia  applications  looming 
and  use  of  the  Web  increasing,  the  clash  be¬ 
tween  the  academic  and  commercial  worlds  is 
likely  to  get  worse  before  it  gets  better.  It  comes 
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Customer  needs  and  changing  technologies  have  brought  many 
networking  vendors  closer  together.  Unfortunately  their  combined 
efforts  give  you  only  so  much  performance  before  product  limitations 
put  the  squeeze  on  your  network  operation.  Once  ATM  and  advanced 
network  management  services  become  standardized,  you  may  be  left  in 
a  bind  of  your  own,  having  to  retool  or  replace  components  to  keep 
up  with  user  demands. 


Cabletron,  on  the  other  hand,  has  remained  focused  on  developing 


products  that  meet  your  needs  today  and  provide  a  smooth, 


cost-effective  path  to  the  emerging,  high-bandwidth  technologies  of 


tomorrow. 
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Our  singular  vision  has  led  to  innovations  such  as  the  MMAC-Plus,  a 
revolutionary  hub  that  supports  bridging,  routing,  packet  switching 
and  ATM  from  one  centralized  platform.  This  forward-thinking 
design  enables  you  to  realize  the  best  benefits  of  next-generation 
networking  while  protecting  your  current  investments. 

Find  out  for  yourself.  You’ll  see  that  while  other  vendors  are  tied  to 
their  pasts,  Cabletron  has  the  foresight  to  lead  you  as  far  as  you’re 
willing  to  go. 

Call  (603)  337-2705.  And  ask  for  your  free,  informational 
MMAC-Plus  CD  ROM  presentation. 

caBLeTRon  one  company. 

_ sYsrems 

The  Complete  Networking  Solution™ 


ONE  VISION. 


v  orporate:  i  in  'ti  \™  1  lampshire  l  IS  A.  (603)332-9400  •  Europe:  Berkshire,  England  (011)44-635-580000  •  Asia:  The  Cavendish,  Singapore  (011)65-775-5355  •  Australia:  Frenchs  Forest,  NSW  (011)61-2-950-5900 
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lems  for  many  years  without  going  to 
court.  Now  it's  being  dragged  into  the  li¬ 
tigious  muck  by  bigbusiness,  which  sees 
a  huge  cash  cow  waiting  to  be  slaugh¬ 
tered. 

Before  you  get  the  wrong  idea,  let  me 
say  that  the  Internet  is  not  completely 


hostile  to  every 
type  of  business 
and  advertising  — 
as  immigration  at¬ 
torneys  Canter  & 

Siegel  would  have 
you  believe.  They’re  the  ones  who 
spammed  the  ’net  last  springwith  an  ad¬ 
vertisement  for  their  services  for  immi¬ 
grants.  (“Spamming”  is  the  practice  of 
spraying  the  same  message  across  mul¬ 
tiple  news  groups.) 


Readers  of 
print  media 
should  not  have 
to  endure  ads 
with  no  relevance 
to  99.9%  of  read¬ 
ers.  Nor  should  users  have  to  endure  an 
immigration  proclamation  on  the  ’net  in 
alt.folklore.urban.  There  are  appropri¬ 
ate  places  for  all  types  of  information, 
and  corporate  entities  must  learn  this. 

I  fear  it  will  not  be  longbefore  corpora- 
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tions  bypass  passive  Web  billboards  and 
become  more  aggressive.  As  they  push 
the  ’net  toward  a  pay-per-byte  model,  we 
will  face  a  larger  number  of  unsolicited 
ads  attemptingto  influence  our  opinions. 
It  will  be  a  world  of  on-line  billboards  and 
tollbooths,  and  the  quest  for  knowledge 
will  be  squeezed  out  by  the  quest  for  the 
almighty  dollar. 

Work  is  under  way  at  the  National  Sci¬ 
ence  Foundation  network  (NSFnet)  to 
separate  research  and  commercial 
bandwidth  on  the  'net,  but  it  addresses 
only  the  technical  aspect  of  academic  in¬ 
terests  being  overwhelmed  by  commer¬ 
cial  ones.  It  does  not  create  a  barrier  or 
even  a  buffer  between  research  and  prof¬ 
iteering. 

While  continued  commercialization  of 
the  ’net  is  inevitable,  it  is  up  to  the  aca¬ 
demic  community  to  band  together  to 
protect  our  rights  and  prevent  the  appro¬ 
priation  of  our  most  coveted  shared  re¬ 
source. 

We  may  not  be  able  to  stop  them  from 
coming,  but  we  can  at  least  work  to  edu¬ 
cate  new  users — corporate  or  otherwise 

—  and  make  clear  the  consequences  for 
those  who  would  grab  control.  Many  have 
suggested  boycottingcompanies  that  se¬ 
verely  compromise  “netiquette.”  Others 
have  called  for  an  all-out  publicity  war  to 
combat  the  misinformation  being  spread 
by  companies  such  as  Canter  &  Siegel. 

Canter  &  Siegel  portray  the  Internet 
community  as  a  bunch  of  whining  hack¬ 
ers  who  don’t  want  their  space  invaded 

—  rather  than  as  worldwide  community 

of  more  than  20  million  that  has  devel¬ 
oped  civilized  rules  of  etiquette.  They  see 
no  reason  to  follow  such  rules.  Until  they 
do,  some  of  us  in  the  academic  and  re¬ 
search  community  see  no  reason  to  ac¬ 
cept  them  as  good  ’net  citizens.  ■ 
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down  to  network  congestion. 

But  solutions  are  in  the  works  that  will 
help  mitigate  the  potential  problem.  Us¬ 
age-based  pricing  is  one  of  them.  If  fees 
are  structured  properly,  usage-based 
pricing  should  accommodate  everyone 
by  prioritizing  important  traffic.  Users 
who  rely  heavily  on  E-mail  should  not  be 
penalized  by  this  pricing  scheme.  ASCII 
traffic  generates  hardly  any  congestion. 

University  of  Michigan  economists  Hal 
Varian  and  JeffreyMacKie-Mason  Eire  de¬ 
veloping  “smart  markets”  —  auction- 
based  schemes  in  which  prices  adjust  to 
the  current  state  of  congestion.  Each 
user  would  include  a  bid  in  each  packet 
sent  to  the  network.  The  bid  would  indi¬ 
cate  the  user’s  maximum  willingness  to 
pay  for  immediate  service,  and  the  net¬ 
work  would  sort  the  bids  from  highest  to 
lowest. 

Business  has  paid  its  fair  share  to 
make  the  Internet  the  vibrant  commodity 
it  is  today.  Why  should  the  academic  com¬ 
munity  continue  to  get  a  free  ride?  It  is  a 
good  thing  that  the  federal  government 
is  phasing  out  subsidies  to  academic  in¬ 
stitutions  to  link  up  to  the  Internet.  ■ 
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DeSTENeD  FOR  CHANGe 

The  only  advancement  opportunity  open  to  network  administrators  at  some  firms  is  a  slot  on  the  help  desk 


By  Dave  Yakerson 


Network  administrators  might 
resent  the  title  change  and 
responsibility  that  comes 
with  a  move  to  the  help  desk. 
Like  me,  these  professionals 
are  highly  technical  and  view 
this  move  as  a  step  backward.  But  in 
many  cases,  the  help  desk  is  the  only  ca¬ 
reer  path  available. 

The  problem  is  better  software.  As 
more  and  more  developers  offer  good 
quality  software  that  runs  on  virtually  all 
types  of  hardware  and  network  types, 
compatibility  issues  have  all  but  disap¬ 
peared.  Where  network  administrators 
once  spent  long  hours  investigating 
problems  with  cable  testers  and  scopes, 
today’s  software  handles  that  almost  in¬ 
dependently.  Powerful  network  design 


tools  take  the  guesswork  out  of  building 
tools,  reduce  labor  and  are  reasonably 
priced.  It’s  no  wonder  companies  have 
bought  them. 

So  what’s  left  for  network  administra¬ 
tors  to  do? 

Talking  with  information  profession¬ 
als  at  similar-size  firms,  I’ve  learned  that 
many  companies,  including  my  own, 
have  handed  over  network  monitoring 
duties  to  the  help  desk.  Administering 
the  network  allows  the  help  desk,  al¬ 
ready  the  primary  focal  point  between 
end  users  and  information  systems,  to 
notify  users  about  problems  before  users 
notify  them.  The  goal:  better  customer 
service. 

As  help  desks  become  increasingly  re¬ 
sponsible  for  most  of  the  tasks  formerly 
associated  with  network  administration 
—  from  user  maintenance  to  network 
monitoring  —  many  smaller  IS  depart¬ 


ments  have  eliminated  the  network  ad¬ 
ministrator’s  position.  However,  in  large 
and  medium-size  departments,  IS  man¬ 
agers  have  used  the  opportunity  to  re¬ 
allocate  the  administrator’s  time. 

In  companies  where  customer  service 
takes  precedence  over  reducing  head 
count,  the  new  home  for  former  network 
administrators  may  be  on  the  help  desk. 
Here  they  stay  in  touch  with  traditional 
administrative  duties. 

Learning  experience 

As  help  desk  analysts,  we’re  more  in¬ 
volved  with  planning,  coordinating  and 
implementingprojects  such  as  new  serv¬ 
er  installations  and  network  expansion. 
Moreover,  I’ve  been  given  the  chance  to 
pool  my  knowledge  with  other  help  desk 
members,  sharing  information  about 
how  the  network  functions.  In  return, 
I’ve  learned  more  about  software  than  I 


would  have  been  exposed  to  otherwise. 
More  important,  I've  learned  to  interact 
with  nontechnical  people  and  provide 
better  customer  service. 

Like  many  network  administrators,  I 
haven’t  always  been  content  with  this 
change.  The  thought  of  increased  inter¬ 
activity  with  users  was  unpleasant  to  me 
at  best.  Also,  the  help  desk  has  tradition¬ 
ally  been  a  stepping-stone  into  network 
administration,  not  vice  versa. 

To  transition  successfully,  I  needed  to 
see  the  change  in  a  positive  light — it  was 
an  opportunity  for  me  to  get  the  custom¬ 
er  service  and  interpersonal  skills  I 
needed  to  compete  in  today’s  corporate 
environment. 

This  doesn’t  necessarily  mean  that  all 
network  administrators  will  eventually 
land  on  the  help  desk.  Companies  with 
large  complicated  networks  and  systems 
still  need  network  personnel  with  spe¬ 
cialized  skills.  But  in  office  environments 
such  as  my  own,  the  change  is  already 
taking  place.  ■ 


Yakerson  is  a  systems  and  network  administra¬ 
tor  at  Bridgeport  Hydraulic  Co.  in  Bridgeport, 
Conn. 


[CL- 

Developing  Careers 


Join  Florida’s  Leader  In  Consulting, 
Training  and  Permanent  Placement. 

CLIENT/SERVER  ENVIRONMENTS 

•  C  •  C++  •  SmallTalk  •  Visual  Basic 

•  PowerBuilder  •  Oracle  •  Informix  ‘Sybase 

•  Windows  NT,  MFC/SDK,  MS  Access 

•  Unix  •  Lotus  Notes 

IBM  MAINFRAME 

•  DB2/CICS  •  IMS  DB/DC  •  Cobol 

IBM  MIDRANGE 

•  AS400  Programmers 

APPLICATION  PACKAGE  SOFTWARE 

•  Arthur  Andersen  DCS,  MACPAC 

•  SAP  MM,  FIN  •  M&t)  Payroll,  HR 

OCCUPATIONS 

•  Object  Oriented  Analysis  &  Design  &  Implementation  Experts 

•  Internal  Position  In  Orlando  tor  Business  Development 

•  Sr.  Programmer/Analysts 

•  Business  Analysis 


Mkmsoft 


SOLUTION  PROVIDER 


mpa  Bay  Area 

25  2811  . . 


e 


12225  28th  Street  North 
SI  Petersburg,  FL  33716 
800-554-7206  •  FAX  813-572-6088 

Ft.  Lauderdale  Area 

3265  Meridian  Pkwy,  Suite  122 
Ft  Lauderdale,  FL  33331 
800-777-8603  *  FAX  305-389-0204 

Orlando  Area 

201 E.  Pine  St.,  Suite  1305 
Orlando,  FL  32801 

800-299-9953  •  FAX  407-843-8153 
Jacksonville  Area 

Freedom  Commerce  Centre 
8375  Dix  Ellis  Trail,  Suite  403 
Jacksonville,  FL  32256 
800-246-4085  •  FAX  904-464-0290 


APPLICATIONS 

DEVELOPERS 


oftware  AG  is  meeting  the  distributed 
enterprise  computing  challenges  of  the  90's 
and  retains  its  position  as  a  world-leading 
software  company.  With  a  host  of  mainframe/ 
UNIX  products.  Rapid  Application  Development 
tools,  world-class  DBMS  and  Client/Server  tech¬ 
nologies,  Software  AG  is  defining  enterprise-wide 
solutions  today.  To  meet  the  demands  of  our  cus¬ 
tomers,  our  Commercial  Professional  Services 
Group  is  seeking  PROGRAMMER/ANALYSTS, 
SYSTEMS  ANALYSTS,  DBAs  and  PROJECT 
LEADERS/MANAGERS  for  opportunities 
throughout  the  U.S. 

Applicants  must  have  in-depth  knowledge  of 
NATURAL  and  AD  ABAS  plus  two  or  more  of 
the  following: 

•  CASE  •  4GL/RDBMS 

•  Project  Management  •  Client/Server 

•  CONSTRUCT  •  PREDICT 

Experience  witli  higher  education  student 
record/financial  systems  a  plus. 

Take  the  first  step  toward  working  witli  an 
internationally  recognized  software  leader  with 
increasing  profitability,  stability,  independence 
and  growth.  Send  your  resume  to:  Software  AG, 
Human  Resources,  Dept.  MC-CW,  1 1 190  Sunrise 
Valley  Dr.,  Reston,  VA  22091.  FAX:  (702)  291-8340. 
At  equal  opportunity  employer. 

C  soft UL) FIRE  RG 


♦Candle 

World  Leader  in  Object  Systems  Management 

Exciting  Challenges  For  Visionaries 

Candle  Corporation  is  the  world's  leading  independent  supplier  of  system  management  software. 
It’s  a  whole  new  world  for  power  players  with  8+  years  industry  experience  to  join  our  team. 
Positions  are  available  in  Washington,  DC,  Santa  Monica,  CA,  and  Oakbrook,  IL. 


SYSTEMS  ENGINEER 


Requires  BA/BS  in  CS  (or  related)  or  equivalent  experience;  3+  years  UNIX  experience;  solid 
working  knowledge  of  UNIX  System  Administration,  Networking  protocols  (TCP/IP,  SNA, 
LU6.2,  NETVIEW/6000,  HP/OPENVIEW,  etc.);  strong  technical  leadership  and  Problem 
Management  skills;  good  understanding  of  MVS,  OS/2,  Motif  and  Windows  NT 
environments,  mainframes. 


ACCOUNT  MANAGER 


Requires  BA/BS  in  CS  or  Marketing  (or  related)  or  equivalent  experience;  3+  years  in  C/S, 
Open  systems  or  UNIX  software  sales;  working  knowledge  of  distributed  systems  (C/S) 
industry  issues,  competitors  and  trends;  understanding  of  MVS,  OS/2,  Motif,  Windows  NT, 
mainframes;  proven  abilities  to  work  as  team  player,  consistently  exceed  sales  quotas,  accurately 
forecast  over  90-day  period,  develop  viable  financial  alternatives,  successfully  negotiate  witn 
accounts  and  perform  account  and  territory  management. 


BUSINESS  UNIT  MANAGER 


Requires  BA/BS  in  CS  or  Marketing  (or  related)  or  equivalent  experience;  3+  years 
software  sales  management  experience;  working  knowledge  of  distributed  systems  (C/S) 
industry  issues,  competitors  and  trends;  proven  abilities  to  work  as  team  player  and  leader, 
hire/develop  highly  successful  sales  people,  consistently  exceed  sales  quotas,  accurately  forecast 
over  90-day  period,  develop  viable  financial  alternatives  and  contracts,  successfully  negotiate 
with  accounts  and  to  manage  employees  in  remote  locations. 

All  positions  involve  travel  up  to  60%  of  the  time  and  also  require  the  ability  to  work 
independently  as  well  as  very  good  communication  and  presentation  skills. 

For  consideration,  please  forward  your  resume  with  salary  history  to:  Candle  Corp.,  2425 
Olympic  Blvd.,  Attn:  HRSO,  Santa  Monica,  CA  90404.  EOE. 
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Inc.  500 

1994 

1993 

1992 


To  Advance  Your  Career, 
Join  Our  Winning  IT 
Consulting  Firm. 


For  the  leading  edge  opportunities  below,  contact 

Mike  Forbes  (mforbes@tri.com): 


The  Registry,  tk 
Inc.,  a  leading  IT  »  consulting  firm, 
is  one  of  a  select  ▼  few  organizations  to 
be  honored  as  a  three-time  Inc.  500  compa¬ 
ny.  We  appreciate  that  our  rapid  growth 
and  success  is  attributable  to  the  success  of 
our  best-in-class  consultants.  That's  why 
we  offer  our  consultants  unparalleled 
opportunities,  through  our: 

•  Technology  Sector  Recruiting 

Enables  our  specialized  recruiters  to  fully 
understand  consultant  skills  and  capabilities. 

•  Delivery  Management  System 

Matches  consultant  expertise  and  profes¬ 
sional  goals  with  the  best  local  and 
nationwide  opportunities. 

•  Flexible  Career  Options 

Provides  hourly  and  salaried  positions 
both  short-  and  long-term. 

•  Consultant  Retention  Program 

Builds  long-term  relationships  through 
successive  project  placements. 


Mainframe  Developers  DB2  CICS  Cobol 


Boston,  Chicago,  Cleveland,  Denver,  Durham,  Ft.  Lauderdale, 
Greensboro,  New  York  City,  Richmond,  Rye  Brook 


Visual  C++  or  Visual  Basic.  MS-Windows 


Atlanta,  Boston,  Charlotte,  Chicago,  Dallas,  Greensboro, 
RTP,  Seattle,  Washington,  DC 


Pathworks,  VAX/VMS  or  NT 


Atlanta,  Boston,  Chicago,  New  York  City 


UNIX,  TCP/IP,  C/C++ 


Atlanta,  Boston,  Charlotte,  Chicago,  Dallas,  Denver, 
Durham  (RTP),  Ft.  Lauderdale,  Greensboro 


For  the  opportunities  below,  contact 

John  Byrne  (jbyme@tri.com): 


Sybase  or  Oracle  P/As  and  DBAs 


Boston,  Chicago,  Dallas,  Denver,  Ft.  Lauderdale,  New  York 


ago 

City,  Rye  Brook,  San  Francisco,  Washington,  DC 


UNIX  Sys.  Admins.  -  all  flavors 


Boston,  Dallas,  Denver,  New  York,  Washington,  DC 


In  addition  to  excellent  compensation,  we  provide 
a  401(k)  plan  and  healthcare  options.  Please  e-mail, 
fax  or  call  with  your  selected  opportunity  and 
location: 


1-800-248-9119  •  Fax:  617-527-8805 


The  Registry,  Inc. 

Attn:  National  Division,  189  Wells  Avenue,  Suite  C,  Newton,  MA  02159 


Member  NACCB 


Atlanta,  GA 
Boston,  MA 
Charlotte,  NC 
Chicago,  IL 
Cleveland,  OH 


Columbus,  OH 
Dallas,  TX 
Denver,  CO 
Durham,  NC  (RTP) 
Ft.  Lauderdale,  FL 


Greensboro,  NC 
McLean,  VA 
Newton,  MA 
New  York,  NY 
Rye  Brook,  NY 


Richmond,  VA 
Rosemont,  IL 
San  Francisco,  CA 
Seattle,  WA 
Schaumburg,  IL 


urns! 


Want  to 

push  your  talent 
further  out  on  T 
•  •  •  the  edge ! 


Find  those  assignments  that  give  you  lots  of 
challenge  and  room  to 


We  have  an  elite 
client  base  made  up  of  Fortune  1000  firms  -  and  they 
need  the  cream  of  IT  talent  with  the  following  skills: 


•  Smalltalk,  C++,  Visual  Works,  PowerBuilder 

•  COBOL,  CICS/DB2,  AS/400 

•  Sybase,  Oracle,  DB2/2 

•  DOS,  Windows,  OS/2 

•  VB,  Paradox,  C.  LAN/WAN 


We'll  give 
you  better 
compensation, 
the  opportunity 
to  contribute 

and  learn  in  a  stimulating  team  environment  where  ideas  are  encouraged  and 
valued.  To  learn  more  about  how  we  treat  our  gurus,  please  call  or  send  your 

resume  to:  Technical  Resource  Solutions,  3900  W.  Alameda  Ave., 
Suite  1700,  Burbank,  CA  91505.  (818)  972-1744  Fax: 

(818)  972-1608;  email:  74601.3324@compuserve.com 

TECHNICAL  RESOURCE  SOLUTIONS 


Software  Engineer  for  software 
consulfants  in  central  Ohio. 
Design,  develop,  test  and  main¬ 
tain  communication  software  with 
TCP/IP  &  X.25  protocols. 

Develop  relational  data  modeling 
with  Oracle  database  manage¬ 
ment  systems.  Work  with  UNIX 
System  V  and  SunOS  operating 
systems,  C,  C++,  SQL,  shell  pro¬ 
gramming  and  IPO’s  on  AT&T 
and  SUN  hardware.  Job  requires 
Masters  Degree  in  Computer 
Science  and  IV4  years  experience 
in  job  described  or  as  Software 
Engineer/Systems  Analyst. 
(Experience  may  be  gained 
before  or  during  M.S.  program.) 
The  year  and  a  half  experience 
must  indude  at  least  six  months 
of  programming  experience  in 
each  of  the  following:  TCP/IP  and 
X.25  communication  protocols; 
SUN  and  AT&T  3B  series  hard¬ 
ware;  C,  C++;  InterProcess 
Communications  and  UNIX 
(System  V  or  SunOS)  operating 
systems;  data  modeling  with 
INFORMIX  or  ORACLE  data¬ 
base  management  systems. 
Must  have  completed  at  least 
one  graduate  level  course  in 
each  of  the  following:  operating 
systems,  switching  or  datacom- 
munication  theory,  and  integrat¬ 
ed  computer  systems.  40+ 
hrs/wk;  overtime  as  needed;  8:00 
a.m.  -  5:30  p.m.  Salary. 

$44,460/yr.  Must  nave  proof  of 
legal  authority  to  work  indefinite¬ 
ly  in  U.S.  Send  resume  in  dupli¬ 
cate  (no  calls)  to  T.  Do,  JOB 
#00801,  Ohio  Bureau  of 
Employment  Services,  P.O.  Box 
1618,  Columbus,  Ohio  43216. 


★  (JET  OUT  ★ 
OF  TOWN 


NATIONWIDE 


OPPORTUNITIES 


YOUR  HOME  TOWN  MAY  HAVE 
MANY  JOBS.  BUT  NOT  YOUR 
CAREER  OPPORTUNITY  THE 
COMPUTER  TECH  NETWORK  OP  160 
NATIONAL  COMPUTER  SEARCH 
AGENCIES  SPECIALIZES  IN  THE 
NO  CHARGE  PLACEMENT  AND 
EMPLOYER  PAID  RELOCATION  OP 
COMPUTER  PERSONNEL  TO  ALL 
AREAS  OF  THE  USA  Jt  OVERSEAS 
TOLL  FREE  1  800  752  3674 
FAX  (216)  356-9991 


COMPUTER 


NETWORK 


21010  ('enter  Ridge  Rd. 
Rocky  River,  Ohio  44116 


Senior  Application;  Pmfcper: 

International  automotive  compo¬ 
nents  and  systems  designer  and 
manufacturer  seeks  Senior 
Applications  Developer  for  40+ 
hours  per  week.  This  position  pro¬ 
vides  software  support  on  an 
AS/400  platform  for  the  manufac¬ 
turing  operations  of  the  Company's 
business  units.  The  position  is 
responsible  for  the  investigation, 
development  and  maintenance  of 
the  most  complex  software  require¬ 
ments  for  information  systems  pro¬ 
jects  assigned.  Moreover,  it  reviews 
and  evaluates  requests  for  changes 
in  existing  systems,  and  determines 
modifications  to  meet  new  require¬ 
ments  and  improve  the  operation  of 
existing  ones.  The  position  performs 
a  variety  of  analytical  duties  related 
to  the  planning  and  development  of 
information  systems  and  the  most 
complex  software  requirements  for 
a  major  project  area.  Exercises  a 
high  degree  of  initiative  and  judg¬ 
ment  and  makes  decisions  in  ana- 
zing  systems  requirements,  and 
designing  and  integrating  new  sys¬ 
tems  with 


lyzii 
des  _ 

terns'  with  existing”  systems.  Uses 
considerable  judgment  in  evaluating 
and  recommending  procedures  ana 
equipment  to  be  used.  Works  from 
project  objectives  outlined  by  the 
Supervisor  to  plan  the  course  of 
action  to  be  followed,  determining 
scope  and  complexity  of  problems 
anticipated  in  the  development  and 
design  of  the  system.  Examines 
details  of  existing  operations,  and 
consults  with  Business  Analysts, 
operating  personnel  and  their 
respective  supervisors  to  obtain 
data  required  for  analysis.  Studies 
data  requirements  relating  to  pre¬ 
sent  methods  and  procedures, 
working  dosely  with  departmental 
personnel  and  personnel  from  other 
departments  to  develop  recommen¬ 
dations  for  an  information  system 
that  will  best  meet  everyone's 
needs.  Plans  and  develops  new 
applications  and  major  conversions 
to  new  equipment  that  typically 
involve  advanced  techniques. 
Prepares  detailed  documentation  to 
define  the  application  steps  to  be 
followed  to  provide  problem  resolu¬ 
tion.  Prepares  sample  data  to  thor¬ 
oughly  test  and  debug  the  software. 
Makes  parallel  runs  to  assure  that 
the  software  is  at  least  as  accurate 
as  the  existing  system.  Submits 
completed  projects,  including  docu¬ 
mentation.  to  supervisor  for  review 
and  approval.  May  assign  work  to 
project  subordinates  and  follow 
such  work  to  assure  that  the  overall 
project  integration  and  schedules 
are  met.  Follows  up  on  newly 
installed  systems  to  resolve  difficul¬ 
ties  and  maintain  liaison  to  ensure 
satisfactory  results.  Prepares  peri¬ 
odic  project  reports  and  makes  rec¬ 
ommendations  as  to  feasibility  of 
system  requests.  Works  regularly 
with  information  of  major  impor¬ 
tance  involving  a  wide  range  of 
'any  records.  Disclosure  of 
information  would  be  detri¬ 


mental  to  the  company's  interests. 
Finally,  performs  other  job  related 
functions  as  required  from  time  to 
time  Minimum  Qualfi cations:  A 
Bachelor's  degree  in  Computer 
Science  or  its  equivalent  In  addi¬ 
tion,  one  and  one-half  years  of 
experience  as  a  Programmer  and/or 
Programmer/ Analyst  is  required, 
which  experience  must  include  one 
and  one-half  years  of  experience  in 
each  of  the  following  areas:  (1 )  in  an 
AS/400  and  S/38  environment;  (2) 
with  SYNON  2/E,  RPG  and  the 
Command  Language;  and  (3)  billing, 
distribution  systems  and  Electronic 
Data  Interchange  (“EDI"),  with  a 
minimum  of  six  months  in  distribu¬ 
tion  systems  and  EDI.  Full-Time. 
Salaried  Position:  $4 2,500/year. 
Office  hours  are  8  a.m.  to  5  p.m. 
Hours  in  excess  of  8  hours  per  day 
are  compensated  at  the  rate,  of  1.5 
times  the  straight  time  rate.  For 
Interview  Selection  and 
Appointment,  send  Resume  to: 


Appointment,  send 
Michigan  Employme 


:mploy  ment  Security 
Commission.  7310  Woodward 


Avenue,  Room  415,  Detroit,  Ml 
48202,  Ref.  No.  98894.  EMPLOYER 
PAID  AD 


DATA  PROCESSING 

Contract  &  Permanent  Jobs: 


•  COBOL /CICS 

•  DB2  &  IMS  DB/DC 

•  UNIX  SYS  ADMIN 

•  C/C++ 

•  NOVELL  ADMIN 

•  FOCUS  /  VISUAL  BASIC 
.SQLSERVER/ ACCESS 

•  INFORMIX  /  ORACLE 

•  IDMS/TELON 

•  INGRES  /IDEAL 


Fax  or  send  your  resume  to: 

ProTech  Systems 
Group,  Inc. 

5545  Murray  Road.  Suite  300 
Memphis.  TN  38119 
901-767-7550 
Fax:  901-767-9350 


ANOTHER 
REASON  WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING 
WORKS ... 


Computerworld gives  you  large  num¬ 
bers  of  professionals  who  work  in  your 
industry. 


When  you're  recruiting  computer  pro¬ 
fessionals,  it's  often  important  to  find 
ones  with  experience  working  on  sys¬ 
tems  specific  to  your  industry.  From 
manufacturing  to  banking,  healthcare 
to  insurance,  Computerworld's  audi¬ 
ence  of  over  one  half  million  is  made 
up  of  the  right  people  in  every  major 
industry. 


INDUSTRY 


COMPUTERWORLD'S 

AUDIENCE 


Information  Systems  "vendor"  companies 
(includes  consulting)  192,435 


Computer  Manufacturer 

72,415 

large-scale  systems 

32,186 

mid-range  systems 

51,326 

PCs/workstations 

47,195 

Software  Vendor 

112,959 

for  large-scale  systems 

49,415 

for  mid-range  systems 

88,948 

for  PCs/workstations 

50,801 

Non-CPU  Computer 

products  manufacturer 

23,872 

VAR/Dealer/Retailer 

29,263 

contract  DP  services 

53,003 

Consulting/Planning 

74,686 

Information  Systems  "user"  companies 

and  organizations 

462,930 

Manufacturing  (not  computers) 

101,020 

Insurance 

52,857 

Healthcare 

53,838 

Banking/Financial  Services 

68,840 

Government  Federal/State/Local 

85,753 

Business  Service  (except  DP) 

29,586 

Communications  Systems 

28,985 

Public  Utilities 

56,584 

Transportation 

31,351 

Wholesale/Retail  Trade 

57,868 

Education 

104,994 

SOURCE:  Skill  Survey  of  Computerworld's 
Audience,  September  1993. 


To  place  your  advertisement  regionally 
or  nationally,  call  John  Corrigan,  Vice 
President/Classified  Advertising,  at 


800/343-6474 

in  MA,  508/879-0700 
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BY  DAVID  A.  KELLY 

Breaking 

the 

NEWS 


in  Toronto,  downsized  from  an  IBM  4381 
to  dual  AS/400s,  he  was  frank  with  his 
staff.  In  one-on-one  interviews,  he  talked 
through  the  reasons  for  downsizingwith 
the  eight  employees  being  laid  off  and  of¬ 
fered  them  an  employment  contract  that 
lasted  the  duration  of  the  transition.  “Be 
open  with  your  people,”  Bellack  says. 
“People  appreciate  the  honesty 
and  will  commit  to  the  process.” 


HOW  TO  TELL 
YOUR  STAFF 
ABOUT  A 
CORPORATE 
DOWNSIZING 


You’ve  been  told  to  cut  your  staff  in 
half  as  your  company  downsizes 
during  the  next  year.  How  do  you  si¬ 
multaneously  reduce  staff,  make 
strategic  technical  changes  and 
keep  morale  and  productivity  high? 

As  hard  as  it  is  to  lose  a  job,  it’s 
not  easy  to  let  someone  go  either,  in¬ 
formation  systems  managers  say. 
What’s  their  advice  for  breaking 
the  news?  Shoot  from  the  hip,  keep 
the  human  factor  in  sight  and  avoid 
the  following  simple  yet  common 
mistakes. 

Don't  make  the  decision  alone.  Put  employ¬ 
ees  in  your  shoes.  When  Aroon  Maben, 
vice  president  of  technology  services  at 
Novus  Financial  Corp.  in  Riverwoods, 


Ill.,  was  faced  with  the  task  of  cutting  35 
people  during  a  downsizing,  he  asked 
them  to  look  at  it  from  his  perspective. 

“When  employees  wanted  to  know 
why  they  were  being  let  go,”  Maben  says, 
“I  suggested  they  compare  themselves  to 
the  remaining  workers  and  asked  them: 
‘If  I  could  only  keep  one  of  you,  who 
should  I  pick?’  ”  As  painful  as  it  sounds, 
giving  his  workers  the  chance  to  objec¬ 
tively  evaluate  themselves  lessened  the 
emotional  aspects  of  the  change  for  Ma¬ 
ben.  “Most  were  honest  in  their  self-eval¬ 
uation  and  realized  that  the  other  person 
was  a  better  fit,  given  the  criteria  and  the 
skills  required  for  the  future.” 

Don't  sugarcoat  the  situation.  When  Paul 
Bellack,  vice  president  of  systems  and 
technology  at  Speedy  Muffler  King,  Inc. 


Don't  ignore  new  needs.  How  you 

handle  staff  cuts  has  an  effect  on 
both  the  people  being  let  go  and 
on  remainingstaffers. 

Designate  a  manager  or  hu¬ 
man  resources  contact  as  an 
outplacement  coordinator  who 
can  help  set  up  interviews  and 
guide  employees  through  the 
process.  According  to  Maben, 
“you  have  to  go  the  extra  mile  for 
the  people  beinglet  go — getting  them  ca¬ 
reer  counseling,  advanced  training  or 
whatever  they  need.  How  you  treat  your 
outgoing  people  has  a  tremendous  im¬ 
pact  on  the  employees  left  behind.” 

Don't  forget  the  goal.  Make  sure  you  have  a 
vision  of  the  goal  in  mind  and  use  that  to 
help  energize  your  employees.  “We  used 
the  new  tools  and  capabilities  of  the 
AS/400  as  a  carrot  to  motivate  the  staff,” 
Bellack  says.  “We  spent  a  huge  amount 
of  money  to  retrain  and  get  employees  up 
to  speed  on  new  technologies. 

Experts  suggest  putting  the  best  light 
on  the  situation  by  finding  something 
positive  to  sell. 

Don't  play  favorites.  Spend  some  time  ex¬ 
amining  your  employee  pool  to  identify 
who  can  survive  the  emotional  and  pro¬ 
fessional  changes  needed. 

When  Novus  downsized,  Maben  looked 


not  only  at  an  employee’s  quality  of  work 
and  how  he  dealt  with  users,  but  he  also 
looked  for  a  “can-do”  attitude.  “If  you 
look  at  your  employees  objectively,”  Ma¬ 
ben  says,  “it’s  fairly  obvious  who’s  good 
and  who’s  got  some  work  to  do.” 

Don't  break  promises.  Make  sure  you  actu¬ 
ally  follow  through  on  any  promises  you 
make.  Too  often  there  is  a  delay  between 
what  management  says  will  change  and 
what  actually  gets  changed,  Grady  says. 
“Employees  become  frustrated  and  lose 
faith  in  a  company’s  ability  to  change.” 

Don't  be  dull.  Get  your  remaining  people 
excited  by  showingthem  management  is 
committed  to  improving  their  skills  and 
productivity.  “You  need  to  create  an  ex¬ 
citing  environment,”  Maben  says. 
“When  we  started  development  of  new 
software,  we  bought  the  best  tools,  work¬ 
stations  and  training  for  the  remaining 
staff.” 

Don'!  turn  one  downsizing  into  many.  As  the 

old  adage  goes,  if  you  have  to  cut  the  tail 
off  a  dog,  do  you  do  it  all  at  once  or  do  you 
cut  off  an  inch  every  week  because  you 
feel  sorry  for  the  dog? 

Don’t  fail  to  make  the  tough  decisions 
the  first  time  and  then  have  to  go  back  to 
employees  later  and  ask  for  more. 

“It’s  extremely  important  to  do  it 
right,”  says  Sharon  Grady,  president  of 
the  Grady  Co.,  an  organizational  change 
consultancy  in  Waltham,  Mass.  “Employ¬ 
ees  may  not  support  a  second  chance.” 

Maben  agrees:  “It  can  be  extremely 
difficult  for  both  the  managers  and  em¬ 
ployees,  but  you  have  to  downsize  in  one 
fell  swoop,  not  dribs  and  drabs.”  ■ 

Kelly  is  a  free-lance  writer  in  West  Newton, 
Mass. 
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TANDEM  PROFESSIONALS 

CISCORP,  a  national  systems  integration  firm  and  a  preferred  service 
provider  for  Tandem  Computers,  has  requirements  as  follows: 

COBOL,  SCOBOL,  C,  TAL,  SQL, 
TELCO,  CLIENT-SERVER,  UNIX 

CISCORP  provides  excellent  benefits  to  our  employees  including  an 
Employee  Stock  Ownership  Plan.  For  confidential  consideration, 
please  mail  resume  to: 

Rob  Dougherty-MS  0832  C I S*-  O  f  p 

Penn  Center  West  II,  Suite  430 
Pittsburgh,  PA  15276 
800/969-0099  or  fax  412/787-3070 

Equal  Opportunity  Employer 


\  CONSULTANTS  / 
\SH0ULD  CONSULT  / 


/  IMMEDIATE  \ 

/  CONTRACTS \ 

/  Please  send  resume  &  call\ 

/  Mimi  Simon  Assoc.  \ 

r  90  West  SL.  Suite  1105,  NYC  10006  \ 

(212)  406-1705 
FAX  (212)  406-1768 


TANDEM 


COBOL,  PATHWAY, TAL, 
SCOBOL, C,  SQL, X. 25 


STRATUS 


PL1 , COBOL, C, ON/2 


MUMPS  UNIX 


SUN,  HP,  RS/6000,  GUI,  SDK 
Powerbuilder,  C++,  Visual  Basic 
Fultbme/Consulting  Positions 
available  in  the  US/ ABROAD 


STRATEM 


800-582-JOBS 
TEL  (212)967-2910 
FAX  (212)967-4205 

124  W.  30th  St.  Suite  #302 
New  York,  N.Y.  1 000 1 


DATA  AID,  INC. 

People  Who  Know  Computers 


“A  premiere  consulting  & 
_ contracting  company  ” 


Immediate  openings  in  Birmingham,  AL,  Atlanta, 
GA  and  surrounding  cities: 


•  COBOL.  IMS.  DB2 

•  UNIX,  C,  C++ 

•  Powerbuilder.  Sybase 

•  O,  x*rafion.s.  Telephony 

•  Smalltalk.  OUI.  OO 

•  eeoptesoft  Technicians 

•  Banking  or  ATM  exp. 

•  Aulocad  wlrh  LISP 


•  VAX.  VMS,  COBOL  •  DB2.  DBA 


•  visual  Basic 

•  Boole  a>  Babbage 

•  asi  on  AS400 

•  Technical  Writers 

•  CUPPER 

•  VAX.  Fortran 


•  SAP 

•  Lotos  Notes 

•  X -Windows 
-  Uupla 

•  MVS.  C 

•  CICS 


Please  fax  or  mail  resumes  to: 

1 855  Data  Drive 
Suite  155 

Birmingham,  Alabama  35244- 


fax:  1-205-987-1014  fax:  1-404-394-2897 
\ _ 1-800-987-8878 _ / 


decision 
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Pros. 
Performers. 
Partners  in  Excellence. 


The  most  satisfying 
careers  are  a 
result  of  quality, 
dedication, 
commitment 
and  integrity. 


However  we  describe  them,  our  people  make  us  great. 

We're  Decision  Consultants,  Inc.,  one  of  the  largest  privately 
held  information  consulting  firms  in  the  country.  Our  outstanding 
people  make  client  service  their  priority  —  and  our  continued 
growth  in  each  of  the  last  10  years  proves  the  point. 

We  are  seeking  professionals  with  strong  technical  expertise 
and  the  creative  ability  to  define  solutions  for  our  leading  edge 
clients  in  the  following  areas: 


•C,  OS/2,  PM 

•  APL/APL2 

•C/C++,  WINDOWS  SDK 

•  DMS  SWITCHING  SOFTWARE  EXP 
•ORACLE  DBA 

•HW/SW  SUPPORT,  C/C++ 
•SMALLTALK 

•  UNIX,  C/C++,  X  MOTIF 
•UNIX,  C,  ORACLE 

•UNIX  SYSTEM  ADMINISTRATORS 


•COBOL  II,  DB2 

■LAN  MGR/NT  NETWORK  ADMIN 

•PROTEL 

•IMS  DB/DC 

•  C/C++,  OS/2,  PM,  WINDOWS  NT,  DB2/XDB 

•  IDMS/ADSO 

•ORACLE  FINANCIALS  DEVELOPMENT 

•  INFORMIX,  SYBASE  OR  ORACLE 

•  POWERBUILDER,  UNIX,  C 
•IEF 


Exciting  projects  exist  in  client/server,  telephony  and  IBM  main¬ 
frame  environments,  to  name  just  a  few.  We  offer  competitive 
compensation  and  exceptional  benefits  that  include  tuition 
reimbursement,  401  (k)  and  3  weeks  vacation.  For  consider¬ 
ation,  send  your  resume  indicating  location  preference  to 
National  Recruiting-CW,  DECiSION  CONSULTANTS.  5000  Quo¬ 
rum  Drive,  Suite  410,  Dallas,  TX  75240.  Ph.  1-800-3G4-4DCI,  Fax  214- 
386-0741.  INTERNET:  dci@dice.com  E0E  M/F/D/V. 

•  Chicago  •  Dallas  •  Detroit  •  Raleigh  •  N.  California  • 
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Computer  Careers 


WISH  YOU  WERE  HERE. 
Salt  Lake  City,  Utah 

Utah  offers  great  skiing,  backpacking,  water  sports.  National  Parks,  and 
excellent  family  environment,  social  opportunities  and  affordable  living. 

American  Stores  Company  is  one  of  the  nation's  largest  retail  grocery/ 
drug  chains,  operating  stores  in  27  states  as  Lucky,  Acme,  Jewel,  Sav¬ 
on,  Osco,  and  Price  Advantage.  The  migration  of  our  Systems  Deve¬ 
lopment  Center  to  Salt  Lake  City  has  created  career  opportunities  for 
qualified  individuals  Application  experience  in  retail,  warehousing, 
transportation,  inventory,  or  finance  is  required  for  most  positions. 

PROG/ANALYSTS  &  JR.  PROG/ANALYSTS 

COBOL/COBOL  II,  MVS,  CICS,  VSAM,  DB2  required.  SQL  IMS  DB/DC., 
DB2/UNIX  combination.  Utilities  &  Tools  a  plus, 

DBAs/SYSTEM  ARCHITECTS 

IMS  DB/DC.  DB2/SQL  CICS,  QMF,  Data  Administration,  Data 
Modeling  in  a  retail  environment. 

BUSINESS  SYSTEMS  ANALYSTS 

Solid  experience  with  M/F  applications,  structured  analysis, 
design,  test  and  implementation.  End  user  experience  with 
training,  cost  benefit  analysis,  and  ROI  studies.  Warehouse 
or  Distribution/Logistics  a  real  plus. 

PROJECT  SPECIALIST  •  Electronic  Payment  S; 

Requires  5  years'  experience  in  EPS:  Credit.  Debit,  Check  Authc 
On-Line  Collection.  EBT  or  ACFI  essential. 


'Jf 


zation. 


In  addition  to  an  attractive  compensation  &  benefits  package,  v^koffer  a  rare 
ground  floor  opportunity  to  join  an  established,  growing  company^  To  apply, 
please  send/fax  resume  &  salary  requirements  with  a  cover  letter  defiling  your 
knowledge  and  experience  to: 


A 


AMERICAN  STORES  COMPANY 


American  Stores  Company  \\ 
Attn:  Job#  CW- 11 28  \  \ 

BOX  999  Pleasanton,  CA  94566-9998 
FAX:  (510)  833-6497 

Equal  Opportunity  Employer 


Lucky  •  Acme  •  Jewel  •  Sav-On  •  Osco  •  Price  Advantage 


Programmer,  40hrs/wk.,  9am  - 
5pm,  $36, 500/year.  Develop¬ 
ment  of  software  products  and 
related  technical  configurations 
for  commercial  &  manufacturing 
applications,  including  process 
automation  using  ladder  logic 
programming.  Perform  capability 
studies  based  on  the  latest  tech¬ 
nological  advances  to  develop, 
expand,  and  enhance  systems 
to  meet  clients  system  require¬ 
ments.  Networking/debugging. 
Tools:  MS-DOS:  UNIX;  C; 
Paradox;  SQL;  C++;  ORACLE. 
M.S.  in  Computer  Science, 
Engineering,  or  Technology  as 
well  as  six  months  experience 
as  a  Programmer  or  Graduate 
Assistant  required.  Previous 
experience  must  include  system 
terminal  installation  &  debug¬ 
ging.  Graduate  education  must 
include  one  course  each  on 
object  oriented  and  windows 
programming  and  artificial  intelli¬ 
gence.  Previous  experience  or 
graduate  education  must  include 
one  project  on  ladder  logic  pro¬ 
gramming.  Must  have  proof  of 
legal  authority  to  work  perma¬ 
nently  in  the  U.S.  Send  two 
copies  of  resume  to:  ILLINOIS 
DEPARTMENT  OF  EMPLOY¬ 
MENT  SECURITY,  401  South 
State  Street  -  3  South,  Chicago, 
IL  60605,  Attention:  Len  Boksa, 
Roference  #V-IL-12218-B.  NO 
CALLS.  An  Employer  Paid  Ad. 


SOFTWARE  ENGINEER:  (2  po¬ 
sitions)  40  hrs/wk. 8  a.m.-  5  p.m„ 
$42,000 7yr.  Analyze,  design  and 
develop  computer  software  sys¬ 
tems  for  industrial  and  manufac- 
tunng  applications  on  IBM  main¬ 
frames  utilizing  MVS,  CICS, 
DB2.  CSP,  ADABAS,  NATUR¬ 
AL/D  B2,  ADW,  Visual  BASIC  and 
COBOL.  Prepare  program  speci¬ 
fications,  perform  unit  and  sys¬ 
tem  testing,  and  assist  in  prepar¬ 
ing  documentation.  Requires 
Bachelor's  Degree  in  Computer 
Science,  Computer  Engineering, 
Electrical  Engineering,  or 
Mechanical  Engineering.  Reqr,  3 
yrs.  expr.  in  job  offered,  or  3  yns. 
expr.  as  Systems  Analyst/ 
Programmer.  Reqr  work  expr.  in 
development  of  s/w  systems  on 
IBM  m/f  utilizing  MVS,  CICS, 
DB2,  CSP  and  ADABAS. 
“Employer  paid  ad."  E.O  E.  Send 
resumes  to:  7310  Woodward 
Ave.,  Rm.415,  Detroit,  Ml  48202. 
Ref.  No;  127694. 


SENIOR  SOFTWARE  ENGI¬ 
NEER,  40  hrs/wk.  8am-5pm, 
$42,750/yr.  Will  design  and 
develop  automatic  vehicle  track¬ 
ing  system  using  software 
design  methodologies  and  algo¬ 
rithm  design  and  analysis.  Use 
Fortran  in  VAX/VMS  system  to 
interface  communication  con¬ 
trollers,  implement  message 
routing,  and  interprocess  com¬ 
munications.  Develop  Graphical 
User  Interface  using  C. 
Implement  network  interface 
using  VMS  system  calls,  Decnet 
programming,  and  VMS  system 
management  tools.  Perform  soft¬ 
ware  testing,  documentation, 
and  installation  of  software  sys¬ 
tem.  Train  software  users  at  cus¬ 
tomer's  worksite.  Reqr.  Masters 
Degree,  Computer  Science. 
Reqr.  5  yrs.  experience  in  the 
following:  VAX/VMS  systems 
including  Decnet,  VMS  system 
calls,  interprocess  communica¬ 
tions,  and  system  management 
tools;  and,  C  and  Fortran  pro¬ 
gramming.  Reqr.  6  months  expe¬ 
rience  in  the  following:  graphical 
user  interface  design,  software 
design  methodologies  and  com¬ 
puter  course  instruction. 
Experience  may  be  gained  con¬ 
currently.  Contact  LA  Office  of 
Employment  Security,  Job  Order 
565386,  6701  Airline  Hwy., 
Metairie,  LA  70003-5100 


Systems  Analyst  -  60%  of  time 
will  be  spent  in  Boston,  MA;  40% 
of  time  will  be  spent  in  Denver, 
CO.  Analyze,  design,  develop, 
implement  &  maintain  systems 
using  object  oriented  design  tech¬ 
niques.  Provide  technical  support 
to  end  users.  Utilize  C,  OS/2,  PM, 
Proprietary,  SCO  UNIX  on  IBM 
PC's,  PS/2  and  mainframes. 
Bachelors/Computer  Science. 
2yrs/exp.  in  job  offered  or  2yrs  as 
Graduate/Research  Assistant 
and/or  Engineer  and/or 
Programmer.  Related  occupation 
must  include  1  yr  exp.  using  C, 
OS/2,  PM,  Proprietary,  SCO 
UNIX  on  IBM  PC's,  PS/2  and 
mainframes.  40hrs/wk  (8-5). 
$33,500/yr.  Send  resume  in  dupli¬ 
cate  to:  Case  #41199,  P.O.  Box 
8968,  Boston.  MA  021 14 


FLORIDA  &  SOUTHEAST 
CONTRACT  &  PERM 


•  Systems  Programmer  - 
MVS/ESA,  VTAM.  TCP/IP, 
Degree,  Perm. 

•  TANDEM  -  Systems  Software, 
EDI  Appl.  Installation  &  Support 

•  CICS,  IMS,  COBOL,  MVSJCL 
Banking  Insurance,  Healthcare 

•  UNISYS  V-Series,  COBOL,  IPS 

•  OS/2  PM,  C++,  Graphics,  GUI 

•  AS/400,  S/38,  COBOL,  RPG 

Central  Technical  Services 

550-15  Wells  Road 
Orange  Park,  FL  32073 
(904)  264-4251,  FAX  264-7541 


Must 
have  3+ 
years  of  experience. 

#1  -IMS  DB/DC,  COBOL 
II  (required)  TELON 
&  EASYTRIEVE 
PLUS  (desired). 

Springfield,  Illinois  location 
Reply  MSI,  PO  Box  670 
Springfield,  IL  62705. 


PROGRAMMER/ANALYST; 

(2  positions)  40  hrs/wk.  8  a.m.  -  5 
p  m  .  $39,500./yr.  Analyze,  devel¬ 
op,  code  and  test  computer  soft¬ 
ware  application  systems  on  IBM 
3090  mainframes  utilizing  CICS, 
DB2,  COBOL,  C,  REXX,  and 
JCL.  Carry-out  user  training  and 
implementation  of  the  application. 
Requires  Bachelor's  Degree  in 
Computer  Science  or  Computer 
Engineenng.  Reqr  2  yrs.  expr.  in 
job  offered  or  2  yrs.  expr.  as 
Systems  Analyst/Programmer/ 
Assistant  Systems  Analyst.  Rear, 
work  expr  in  development  of  s/w 
systems  on  IBM  m/f  utilizing 
CICS,  DB2,  COBOL,  C,  REXX 
and  JCL.  "Employer  paid  ad". 
E.O.E.  Send  resumes  to:  7310 
Woodward  Ave  ,  Rm.415,  Detroit, 
Ml  48202.  Ref.  No:  127794. 


ANALYST  PROGRAMMER:  2 

full  time  positions  open.  (M-F,  40 
hrs  per  week  8AM-5PM)  To  work 
for  software  consulting  firm  locat¬ 
ed  in  Columbus,  Ohio.  Position 
Objective:  Responsible  for  the  full 
life  cycle  of  PACBASE  modules 
running  on  RDBMS  for  business 
applications,  including  system 
analysis,  design,  and  develop¬ 
ment,  together  with  design,  devel¬ 
opment  and  implementation  of 
training  courses  and  computer 
training  software.  Position  Duties: 

I)  From  client  requirements, 

develop  specifications  for  data¬ 
base  reads  and  updates,  external 
and  internal  validations  and  dis¬ 
play  rules  of  PACBASE  screens 
and  reports.  Walk  through  specifi¬ 
cations  with  users  to  obtain 
approval.  2)  Carry  out  mainte¬ 
nance  and  coding  of  modules, 
including  the  creation  of  ele¬ 
ments,  segments  and  program 
macro  structures.3)  Write  module 
level  tests  and  participate  in  qual¬ 
ity  assurance  procedures  with 
peers.  4)  Set  up  unit  test  data  and 
execute  module  tests.  Maintain 
and  correct  coding  in  light  of  test 
results.  5)  Write  system  level  and 
integration  scripts  and  obtain  user 
approval.  6)  Set  up  and  document 
system  test  cases  on  database 
and  execute  test  scripts  and 
record  results.  Assist  in  execution 
of  volume  and  stress  tests.  7) 
Develop  training  programs  includ¬ 
ing  analysis  ana  identification  of 
data  to  be  incorporated  into  train¬ 
ing  databases  by  extracting  and 
manipulating  the  selected  data 
from  appropriate  databases  for 
particular  training  scenarios.  8) 
Management  and  testing  of  the 
technical  environments  to  imple¬ 
ment  computer  training  software 
to  simulate  operation  or  the  actu¬ 
al  system  including  customization 
and  troubleshooting  of  training 
software,  9)  Conduct  training  ses¬ 
sions  with  client's 

supervisors/users.  10)  Provide 
consultancy  and  support  to  tech¬ 
nical  writers/trainers  relating  to 
development  of  training  courses. 

II)  may  have  to  travel  (25-30%), 

average  trip  1  week,  30-40%  out 
of  state  (New  York,  New  Jersey) 
based  on  location  and  length  of 
project.  Must  have  BS  in 
Computer  Science  or  equivalent 
(BA/BS  any  field  &  1  yr  exp.  in  job 
offered  or  related  occupations  of 
analyst  programmer  or  training 
consultant).  Must  have  1  year  oT 
experience  in  job  offered  or  relat¬ 
ed  occupations  of  analyst  pro¬ 
grammer  or  training  consultant.  In 
addition  to  or  concurrently  with 
must  have  1)  programmed  and 
tested  15  PACBASE  programs 
accessing  a  minimum  of  5 
RDBMS  tables  each.  2)  devel¬ 
oped  and  implemented  a  comput¬ 
er  based  training  program  for 
PACBASE  system  users  or 
PACBASE  users.  Salary: 
$39,000-42,000  per  yr  based  on 
exper.  Must  have  proof  of  legal 
authority  to  work  indefinitely  in 
U.S.  Send  resume  in  duplicate 
(no  calls)  to:  J.  Davies,  Job  Order 
#  00593,  Ohio  Bureau  of 

Employment  Services,  P.O.  Box 
1618,  Columbus,  Ohio  43216.  AN 
EQUAL  OPPORTUNITY 

EMPLOYER 


SOFTWARE  ENGINEER:  (2  posi¬ 
tions)  40  hrs./wk.  8am-5pm, 
$45,030/yr.  Analyze,  design,  code, 
test  &  implement  s/w  systems  for 
manufacturing  &  industrial  applica¬ 
tions  under  IBM  ES9000  &  IBM  PS/2 
environments.  Design  reviews,  code 
walk-thrus  &  prepare  test  data/ 
scripts  utilizing  CASE  Tools,  OS/2, 
MVS,  CICS,  DB2  &  COBOL  II  soft¬ 
ware.  Requires  Bachelor's  degree  in 
Computer  Science,  Electrical  or 
Mechanical  Engnmg  4  yrs.  exper.  in 
Job  offered  or  4  yrs.  exper.  as 
Systems  Analyst/Programmer.  Expe¬ 
rience  in  developing  s/w  systems 
under  IBM  ES9000  &  IBM  PS/2  envi¬ 
ronments  utilizing  CASE  Tools,  OS/2, 
COBOL  or  COBOL  II,  CICS,  DB2  & 
MVS.  "Employer  paid  ad."  E.O.E. 
Send  resumes  to:  7310  Woodward 
Ave.,  Rm.  415,  Detroit,  Ml  48202. 
Ref.  No:  2095. 


Software  Engineer  for  mftr  in 
Springfield.  Ohio  Analyze,  design 
and  develop  computer  software 
systems.  Develop  and  direct  soft¬ 
ware  system  testing  procedures, 
programming,  and  documenta¬ 
tion.  BS  in  computer  science, 
computer  engineering,  or  statis¬ 
tics.  Five  yrs  exp.  incT2  yrs  exp  in 
COBOL,  FORTRAN,  ACMS, 
DECFORMS,  SQL,  RDB,  CDD+, 
&  CMS  and  2  yrs  exp  with  VMS 
on-line  transaction  process  and 
database  management  systems. 
All  exp  may  be  concurrent.  40 
hrs/wk.  8am-5pm  Mon-Fri. 
$43,600/yr  Must  have  proof  of  le- 

8al  authority  to  work  indefinitely  in 
S.  Send  resume  in  duplicate 
(no  calls)  to  J.  Davies,  JOB 
#00580,  Ohio  Bureau  of  Employ¬ 
ment  Services,  PO  Box  1618,  Co¬ 
lumbus,  OH  43216 


TECHNICAL 

RECRUITING 


m  tTie 


Conference 

Proceedings 


^June  12-15,  1994 

►  Scanticon  Conference 
Center  &  Resort 
Englewood,  Colorado 

►  Table  of  Contents 
on  Pages  2  &  3 


If  you  recruit  Information  Systems  talent  and  want  to  get  expert 
advice,  you'll  want  to  order  the  complete  proceedings  from 
Computerworld's  1994  Corporate  Technical  Recruiting 
Conference,  held  June  12-15  in  suburban  Denver.  For  just  $49 
plus  $3.50  for  shipping  and  handling,  you'll  receive  this  200- 
page  book  that's  packed  with  over  50  presented  papers  on  sub¬ 
jects  ranging  from  sourcing  techniques,  Client/Server  recruit¬ 
ing,  professional  development,  corporate  recruiting  networks, 
and  much  more.  And  all  papers  are  written  by  expert  I.S. 
recruiters  and  educators,  so  you're  sure  to  learn  from  top  pre¬ 
senters  in  the  field. 

To  order  your  copy,  simply  fax  or  send  the  coupon  below.  But 
hurry,  because  supplies  of  this  one-of-a-kind  tool  are  limited! 


To  order,  fax  this  coupon  to:  1-508-620-9430 

Or  send  to:  Computerworld,  c/o  Price  Lampert  Associates, 

187  Oaks  Road,  Framingham,  MA  01701 

□  Please  rush  me  the  1994  Conference  Proceedings 

□  I've  enclosed  my  check  for  $49  +  $3.50  for  shipping  &  handling 

□  Please  bill  me 

□  Please  □  send  or  □  fax  me  information  about  the  1995 
Corporate  Technical  Recruiting  Conference  and  1995  Worldwide 
Conference  on  Information  Systems  Education,  June  11-14,  1995  at 
the  Scanticon  Conference  Center  &  Resort  in  surburban  Denver. 

□  I'm  interested  in  submitting  a  paper  for  presentation  at  the  1995 
conference 


Topic: 
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Fax 


Zip 
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ICS.  Where  impact  and  precision  connect. 


In  this  day  and  age,  it  is  quite  rare  to  find  a  company  characterized 
as  entrepreneurial,  dynamic  and  forward  thinking.  A  firm  like  this 
would  be  the  exception  to  the  rule.  The  epitome  of  open-style 
management,  the  encouragement  to  use  one's  creativity  and 
initiative,  the  chance  to  work  with  multinationals...  International 
Consulting  Solutions  is  that  company. 

In  1990,  four  SAP  employees  envisioned  a  consulting  company 
that  would  focus  exclusively  on  helping  SAP  customers  quickly 
and  effectively  implement  the  software  that  brings  them  world 
class  systems  integration.  In  four  short  years,  ICS  has  achieved 
tremendous  growth  due  to  innovation,  drive,  experience  and  a 
successful  track  record  —  the  same  reasons  that  continue  to 
attract  the  best  talent  to  the  ICS  team.  With  400  plus  employees 
and  over  40  million  U.S.  dollars  in  revenue  in  1994,  the  numbers 
continue  to  increase. 

Today,  ICS  is  widely  recognized  as  the  industry  leader  for  SAP 
consulting  in  North  America,  winning  the  Award  of  Excellence  for 
the  second  year  in  a  row  as  evaluated  by  SAP  and  its  customers. 
ICS  is  committed  to  accomplishing  the  same  leadership  and 
quality  in  Australia. 

Australia 

SAP  R/2  and  R/3  Consultants 

If  you  have  at  least  12  months  experience  implementing  SAP's 
R/2  or  R/3  product,  2  years  working  in  a  high  profile  business, 
willing  to  travel,  and  are  interested  in  relocating  to  Australia  with 
the  elite  in  SAP  consulting,  then  we  would  like  to  speak  with  you 
regarding  significant  growth  opportunities. 

Take  advantage  of  the  opportunity  to  work  with  this  dynamic 
company  and  respond  immediately.  Compensation  will  be  based 
on  experience  and  achievement,  including  base  salary,  bonus, 
company  car  and  all  medical  benefits.  Mail  or  FAX  your  resume  to 
ICS  do  Addmore  Personnel,  Inc.,  Attn:  Gary  Marks,  5799  Yonge 
Street,  Suite  700,  North  York,  Ontario  M2M  3V3,  Canada. 
Phone:1-416-229-6868,  FAX:  1-416-229-0757.  Toll  Free  1-800-300-2792. 

Responses  welcome  for  U.S  A.  and  Canadian  opportunities. 

_  mm 


International  Consulting  Solutions 


waMi 


ORACLE 

FINANCIAL 

CONSULTANTS 


Good  Consultants 
Required 
O 

Excellent  Rates 
O 

Immediate 

Assignments 

Dataforce  Inc, 

Tel:  305-471-081 1 
Fax:  305-471-9054 


Network  Administrator:  tor 
retail/installation  glass  company. 
Resp.  for  analysis,  design  & 
devlpmt.  of  software  &  selection 
of  hardware  for  sales,  inventory, 
acctg  &  managerial  needs; 
Analyze  info,  to  be  collected, 
determine  processing  steps, 
type  frequency  of  reports;  Direct 
writing  of  software,  screen 
design  data  entry  format,  filing 
directory  &  inventory  systems. 
Design  data  base  files  for  8 
stores;  resp.  for  tech,  support, 
maintenance,  troubleshooting  & 
upgrading  of  systems  to  adapt 
requirements.  Prep,  charts  & 
manuals  to  describe  operating 
procedures.  Design  test  data  & 
train  personnel.  Must  demon¬ 
strate  ability  to  perform  duties  & 
use  Req.  DOS,  OS/2,  MAC  & 
Windows.  Req  2  yrs  in  job  or  2 
yrs  as  Technical  Support 
Specialist/Tech.  Service  Mgr.  40 
hrs/wk,  8am-5pm  M-F  $646/wk. 
Must  have  proof  of  legal  authori¬ 
ty  to  work  indefinitely  in  US. 
Send  resume  in  duplicate  (no 
calls)  to  T.  Do,  JOB#00538.  Ohio 
Bureau  of  Employment  Serv¬ 
ices,  POB  1618,  Columbus,  OH 
43216. 


Opportunities 

Nationwide 

We  are  seeking: 

•  Project  Mgrs, 

Team  Leaders 

•  Database  Specialists 

•  Programmer  Analysts 

•  Network  Managers 
•Technical  Specialists 

Skills  in  these  areas: 

•  LAN,  WAN,  TCP/IP,  X.25 

•  SMALLTALK,  C++ 

•  VISUALBASIC,  GUI,  MOTIF 

•  WINDOWS,  UNIX,  OS/2 

•  DB2,  CICS,  IMS,  IDMS, 
ADABAS 

•  COBOL,  C,  NATURAL, 
FOCUS,  SAS 

•  POWERBUILDER,  SYBASE 
ORACLE,  INFORMIX 

•  SAP,  PEOPLESOFT, 

LOTUS  NOTES 

WALTER  &  ASSOCIATES 

P.O.  Box  3358 
Olathe,  KS  66063-3358 
FAX  913-764-9381 


INFORMATION  MANAGEMENT 
PROFESSIONALS 

Make  It  Happen 
in  Rochester,  New  York. 


Xerox,  a  global  Fortune  50  corporation,  is  committing  substantial  resources  to  the 
installation  of  a  leading  edge  client-server  environment  and  the  development  of 
strategic  applications  that  will  meet  the  competitive  needs  of  Xerox  well  into  the 
next  century. 

This  large  scale  company  wide  process  re-engineering  initiative  might  well  be  the 
largest  project  of  its  kind  -  and  the  most  visible  -  currently  underway  in  the  global 
business  community. 

Global  Information  Management's  Business  Solutions  Development  Group  is  chal¬ 
lenged  to  radically  re-engineer  and  re-implement  the  core  business  processes  of 
the  corporation.  A  project  of  this  scale  offers  experienced  computer  professionals, 
technologists  and  managers  unique  career  expanding  opportunities. 

We  are  interested  in  talking  to  world-class  information  management  professionals 
with  backgrounds  in  business  process  re-engineering,  client-server,  client-agent, 
object-oriented  analysis,  object-oriented  design  and  data  modeling. 

Specific  talents  sought  include  C++,  OOA/OOD,  Visual  Basic,  Oracle,  Windows 
and  UNIX  operating  systems. 

The  following  are  just  a  few  of  the  positions  we  are  looking  to  fill  immediately. 

Software  Development  Program  Manager 

MBA  preferred  with  a  minimum  of  10  years'  experience  in  Software  Development 
and  5+  years'  experience  as  a  Project  Manager  required.  Understanding  of  the 
goals  of  Business  Process  Re-engineering,  significant  experience  with  an  OO 
methodology  and  a  minimum  of  2  years'  managing  large  scale  Client-Server 
development  projects  also  essential.  Knowledge  of  UNIX  PCs,  Client-Server 
Networks,  C++,  SMALLTALK,  or  other  OO  languages  is  important.  We  expect  you 
to  motivate  and  manage  a  group  of  highly  talented  professionals  in  a  team  envi¬ 
ronment. 

Software  Technical  Support  Specialist 

BS  required;  Advanced  Degree  preferred.  Requires  2+  years'  experience  provid¬ 
ing  technical  support  to  Client-Server  Development  teams  and  an  understanding 
of  OO  programming  environments.  Experience  with  debugging  UNIX,  C++, 
Microsoft  or  Network  problems  also  required.  Background  in  Modern  Data 
Communications  Protocols  and  Standards  (TCP/IP)  for  UNIX  and  Windows  appli¬ 
cations  important. 

Systems  Analyst  or 

Knowledge  Engineer  with  OO  experience 

BA/BS  and/or  MBA,  with  a  minimum  of  3  years'  experience  in  systems  analysis  or 
knowledge  engineering  required.  1+  year's  experience  with  client-server  develop¬ 
ment  and  familiarity  with  one  or  more  00  methodologies  (Booch,  Rumbaugh, 
etc.)  also  essential. 


C++  Programmer 


BS  in  Computer  Science  or  Engineering  with  a  minimum  of  2  years'  programming 
in  C++  and  familiarity  with  an  OO  methodology  required.  A  minimum  of  1  year 
client-server  development  experience  essential;  SMALLTALK  experience  a  plus. 

Oracle  Applications  Developer  Programmer 

Requirements  include  a  BS  in  Computer  Science  or  Engineering  with  a  minimum 
of  2  years'  programming  experience  plus  1  year  background  in  installing  Oracle 
applications  or  developing  applications  using  Oracle  tools.  A  working  knowledge 
of  UNIX  is  also  essential.  Familiarity  with  an  OO  methodology  or  C++  is  an  asset. 

Software  Testing  Specialist 

BS  in  Computer  Science  with  a  minimum  of  3  years'  experience  to  include 
1+  year's  experience  testing  C++  applications.  Demonstrated  knowledge  of 
software  quality  assurance  and  a  clear  understanding  of  object-oriented 
programming  also  essential. 

Rochester  offers  numerous  lifestyle  options  and  access  to  a  broad  range  of  cultur¬ 
al  and  recreational  activities.  We  offer  highly  competitive  salaries  and  compre¬ 
hensive  benefits.  For  confidential  consideration,  please  forward  your  resume  and 
salary  history,  indicating  position  of  interest,  to:  Xerox  Corporation,  Department 
COM1  845-20C,  780  Salt  Road,  Webster,  New  York  14580.  Xerox  is  an  equal 
opportunity  employer. 


The  document  company 

XEROX 
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East 


JM ;  EK  Tech  oologies,  Inc.  is  a  premier 
Infonnation  Technology  Services  firm. 
We  offer  software  professionals  exciting 
and  challenging  opportunities 
implementing  solutions  and  delivering 
results  for  our  clients.  Three  basic 
principles  have  established  INTEK  as 
the  resource  provider  of  choice: 

Deliver  World  Class  Results; 

Delight  the  Client;  Maintain  High 
Employee  Satisfaction. 

Permanent  and  contract 
consulting  positions  available 
nationwide.  Permanent 
employees  receive 
competitive  salaries,  health 
benefits,  bonus 
opportunities  and  profit 
sharing.  If  you  have  3+ 
years  practical 
experience  in; 


PowerBuilder 
ADW 
OLE2 
IEF 

Visual  Basic 
MFC 
,  DBMS 
DB2,  CICS 
ObjectView 
IMS 
Sybase 
Oracle 

MicroFocus  COBOL 
SmallTalk 


OS/2  PM 
C/C++ 
Foresight 
Navigator 


frk IINTEK 

J  ^TECHNOLOGIES 
An  EquJ  Opportunity  Employer. 


Send  or  fax 
your 

resume  to  our 
corporate 
offices  at; 


-I 


3390  Peachtree  Rd.,  NE 

Suite  1000,  Atlanta,  Georgia  30326. 

Fax:  (404)  239-1723  •  Tel:  (404)  239-1 72S 


SOUTHEAST 


Join  Computer  Consulting  Group,  one  of  the  Southeast's  most 
dynamic  consulting  firms,  and  watch  your  career  soar.  We  are 
seeking  talented  and  motivated  programmer/analysts  and  have 
immediate  staff  openings  through  our  offices  in  Richmond,  VA; 
Raleigh  and  Charlotte,  NC;  Greenville  and  Columbia,  SC.  Our 
immediate  and  continuing  needs  are: 

•  Network  Specialists  •  IMS/COBOL 

•  Visual  Basic  •  Sybase 

Programmers  Programmers 

•  CICS/COBOL  •  Cc:Mail  Expert 

•  SAS  Programmers  •  Windows  NT 

•  PC/MAC  Specialists  •  AS400/RPGIII 

CCG  offers  competitive  salaries,  attractive  benefits,  relocation 
assistance  and  MORE!  For  immediate  consideration  send 
resume  or  call  NOW! 


Computer 

Consulting 

Group 


Contract  Professional  Services 


One  Monckton  Boulevard 
Columbia,  SC  29206 

1-800-222-1273  •  FAX  (800)539-3339 
Member  NACCB 


SOUTHEAST 


Work  and  play  in  one  of 
the  most  desirable  areas: 

beaches  •mountains 
lower  cost  of  living 
year-round  golf  •  takes 


•  Client  Server 

•  Mainframe 

•  Networking 


ACP 


Salaried ‘Full  Benefits1 401  (k) 
Referral  $ 

American  Computer 
Professionals,  Inc. 

1 40  Stoneridae  Drive,  Suite  350 
Columbia,  SC  29210 
800-933-9227 
Fax:  (803)779-1955 
Internet:  ACP@SCSN.NET 

equal  opportunity  employer 


Programmer/Analyst:  Develop 
and  maintain  accounting  and  cus¬ 
tomer  information  system  applica¬ 
tions  on  IBM  Mainframe  (IBM 
3090  and  IBM  ES/9000).  Provide 
application  data  model  and  design 
processes  using  DESIGN/1  and 
running  under  INSTALL/1  execu¬ 
tion  architecture.  Develop  pro¬ 
grams  using  VS  COBOL-II,  CICS, 
DB2.  VSAM  and  JCL  features. 
Formulate  test  plans  for  unit  test¬ 
ing  and  System  Integration  test¬ 
ing  Use  FILEAID,  SPUFI,  QMF 
ind  AMS  utilities  and  debugging 
toots.  Develop  need  based  utilities 
using  CLIST,  REXX  and  ISPF 
commands.  Follow  structured  pro¬ 
gramming  practices  and  standard 
software  methodology.  Reg., 
Bachelor' s  dogroe  in  Computer 
Science  and  Engineering  and  2 
yrs  oxp  In  position  or  2  yrs  as 
Programmer  and/or  Programmer/ 
Analyst.  SSO.OOO/yr.  40  hrs/wk.  8- 
5  Subma  resume  to:  Job  Service 
of  Florida.  701  SW  27th  Avenue. 
Miami,  FL  33135  3014.  Re.  Job 
CVd**  *  -  FL  1 143992 


Analyst/PL  •  MACPAC 


AS400 

PC/LAN 


EXCLUSIVE  SEARCH!  New 

hands-on  leadership  role  with 
progressive  profitable  global 
manufacturing  co  based  in 
the  Philadelphia  area  Pro] 
mgmt .  analysis/implementa¬ 
tion  of  mission  critical 
systems  implement  new 
LAN/WAN  configuration  Per¬ 
sonable  energetic,  proactive 
quality/  service  oriented  team 
player  to  make  an  impact  with 
exp  /  skills  in  RPG  PC/LAN 
MFG  systems  (MACPAC 
BPCS.  MAPICS)  and  the  ability 
to  take  on  greater  responsi¬ 
bly  Call  610-565  8880.  lax 
credentials  to  610-565-1482. 
Systems  Personnel  Inc..  115  W 
State  Si.  Media.  PA  19063 


Highly  motivated  Individual 
with  extensive  experience 
In  multi-platform  distributed 
computing  (distributed  pro¬ 
cessing  and  databases, 
TCP/IP,  WAN,  WAIS, 
MOSAIC  etc.)  and  object- 
oriented  methodologies  is 
needed  to  analyze  user  and 
system  requirements  and 
develop  in  puts  for  func¬ 
tional  and  technical  specifi¬ 
cations  for  a  national  net¬ 
work  of  Information  sys¬ 
tems.  Support  the  project 
engineer  with  development. 
Implementation  and  testing 
of  a  prototype.  Excellent 
oral  and  written  skills 
required.  Bachelor's  degree 
In  infonnation  systems 
required  Washington,  O.C 
Area.  Send  resume  with 
salary  requirements  to: 
Personnel  Dept.,  Rm  6, 
13th  Fl„  11  W.  42nd  St., 
N.Y.,  N.Y.  10036  EOE/M/F 


Programmer  Analyst  (Norcross, 
GA):  Dsgn,  dvlp  &  maintain 
Mortgage  related  systs  like  Loan 
Origination,  Loan  Underwriting  & 
Mortgage  Lending  Control  for 
Secondary  Mkt  Mortgages  on 
IBM  3090  using  CICS,  COBOL 
II,  EASYTRIEVE  PLUS.  File-Aid, 
JCL,  VSAM  MVS  tools  &  on  PCs 
using  PowerBuilder  &  WAT COM 
SQL.  Prep  tech  rprts  for  end 
users.  Fine  tune  systs  using 
code  optimization  &  efficient 
algorithm  to  decrease  memory 
usage  &  better  response  time. 
5days-40hrs,  9a-5p.  $42,000/yr. 
Reqts:  BS  in  Comp  Sci/Comp 
Eng  or  equiv.  1  yr  exp  in  job 
off'd.  Must  have  proof  of  legal 
auth  to  work  in  US.  Send  resume 
or  apply  in  person  to:  GADOL, 
Job  Order  #GA5792480,  1535 
Atkinson  Rd,  Lawrenceville,  GA 
30243-5601  or  the  nearest  DOL 
Field  Service  Office. 


COBOL,  CICS  P/A  . To  S45K 

AS/400.  RPG400  P/A  To  S45K 

Greensboro,  NC  •  91^373-1461 
P.0.  Box  14548,  Dept  CWN,  27415 

P/L,  HPUX,  SYBASE  .To  $60K 

SAP  R3  TECH  CONSULT  To  $80K 

Lexington,  MA  •  617-861  1020 
P.0.  Box  636,  02173 

SYBASE  DBA/Sys.  Admin  To  $65K 

ORACLE  C  UNIX  Devel  To  $55K 

Tampa,  FL  •  813-289-3000 
2502  Rocky  Point,  0930,  33607 


National 

Computer 

Associates 


SOUTHEAST 

Permanent  &  Contract 


AS/400 _ 

•  P/A  AS/400  Software  2000 

•  P/A  MARC  AM,  MACPAC.  JOMAR 

•  AS/400  User  Support 

Mainframe 

•  P/A  M&D,  MSA,  DBS 

•  P/A  DB2,  CICS.  COBOL 

PC _ _ 

•  p/A  &  DBA  Oracle  or  Sybase 

•  P/A  MS-Access  or  Visual-Basic 

•  P/A  ‘C\  C++  (UNIX  or  DOS) 

ProSelect 

P.O.  Box  72613 
Marietta,  GA  30007 
404-973-2566  fax  578-9586 


Recruit 
computer 
professionals 
in  the  one 
newspaper 
that  reaches 
more  QUALIFIED 
professionals 
than  any  other 
newspaper: 
Computerwodd. 

For  more 
information  or 
to  place  your 
advertisement,  call 

Lisa  McGrath  at 
1-800-343-6474; 
ext  201 

(in  MA,  508-879-0700). 

Weekly. 

Regional. 

National. 

And  it  works. 

_  COMPUTCRWORU9  * 


Conference 


Call 


1995 

CORPORATE 

TECHNICAL 

RECRUITING 

CONFERENCE 


Computerworld’s 

Corporate  Technical 
Recruiting  Conference 

Suburban  Denver,  Colorado 
June  11-14, 1995 

For  more  information,  call 
1-800-488-9204 


Clip  and  FAX  this  coupon  to  1 -508-620-9430  or  call  1-800-488-9204  for  more  information. 

Please  place  my  name  on  your  mailing  list  so  1  11  receive  registration 
materials  and  information  throughout  the  year. 


Name. 

Title 


Company. 

Address 


City. 


Phone 

e-mail 


State 

Fax 


Zip  Code. 


CTRC 
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ANOTHER 
REASON  WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING 
WORKS  ... 


Computenvorld  gives  you  only 
qualified  computer  professionals. 

Unlike  the  readers  of 
Sunday  or  daily  newspapers, 
Computerworld's 
readers  are  experienced 
computer  professionals. 
In  fact,  the  majority  of 
Computenvorld 's  audience  has 
experience  beyond  three  years. 
Wnat's  more,  some  subscribers 
have  been  reading 
Computenvorld 
ever  since  its  first  issue  in  1967. 
Simply  put,  Computenvorld 
delivers  far  more  than 
just  job  candidates  - 


Years  in  Current  Job 
Function  Reported  by 
Computerworld's  Audience 
of  Over  One  Half  Million 


More  than  4  years 


More  than  6  years 


More  than  9  years 


More  than 
12  years 


85% 


71% 


51% 


37% 


SOURCE:  Skill  Survey  of  Computerworld's 
Audience,  August  1993. 


To  place  your  advertisement 
regionally  or  nationally, 
call  John  Corrigan, 
Vice  President/ 
Recruitment  Advertising, 
extension  201,  at 
800-343-6474, 
in  MA  508-879-0700. 

COMPUTERWORU) 

Where  th e  qualified  candhhrta*  took.  Every  week. 


East 


Build  Your 
Career  With  Us! 


Advanced  Technology  Systems  currently  has 
permanent  positions  available  in  Charlotte, 
NC.  Qualified  individuals  will  possess  at  least 
1-1  t/2  years  of  experience  with  any  of  the 
following: 


Languages: 

•  c 

•  SmallTalk 

•  Power  Builder 

•  Cobol 

•  Visual  Basic 

Databases: 

•  IMS  DB/DC 

•  Oracle 

•  DB2 


Operating 

Systems: 

•  MVS 

•  OS2 

•  UNIX 

Other  Skills: 

•  CICS 

•  JCL 

•  APS 

•  IEF 

•  Excellerator 


ATS  offers  competitive  salaries  and  excellent 
fringe  benefits.  For  consideration,  please 
forward  resume  to:  Advanced  Technology 
Systems,  Inc.,  Suite  2460,  301  S.  Tryon 
Street,  Charlotte,  NC  28282;  FAX  (704) 
376-7369.  An  Equal  Opportunity  Employer. 


Advanced  Technology  Systems,  Inc. 


Catch  th 
C++ 

■ 

Let  Source  Services,  die  largest  and  oldest 
technical  recruiting  firm,  help  you  catch  the 
C++  wave. 


♦  C++/OOPS  ♦  Relational  Database 

♦  Client-Server  ♦  X.25  &  IP 

♦  MS  Windows/GUI  ♦  ATM,  SS7,  ISDN 

♦  MFC,  OLE,  VXD  ♦  Novell/UNIX/TCP  IP 


Jr.,  Sr.,  Architect,  Manager  roles 

Source  Services  Corporation 

Source  Engineering  •  Source  Edp  •  Source  Consulting 

20  Mall  Road,  Suite  405  -  LR43 
Burlington,  MA  01803 

Call  (617)  272-5000  or  FAX  (617)  273-4969 


DP  RECRUITERS 

Brannon  &  Tully,  Inc.,  the 
Southeast's  most  progressive 
computer  consulting  firm 
with  over  200  employees  is 
hiring  several  Senior 
Technical  Recruiters  due  to 
unprecedented  growth.  Base 
salary,  bonus  and  commis¬ 
sion  as  well  as  a  comprehen¬ 
sive  benefit  package  includ¬ 
ing  401  (k),  medical,  dental 
and  life  are  offered.  We  are 
hiring  for  Atlanta,  GA, 
Washington  DC,  and 
Birmingham,  AL  offices.  Only 
experienced  Technical 
Recruiters  reply  please. 

BRANNON 
&  TULLY 

Cheryl  Smith 

3690  Holcomb  Bridge  Road 
Norcross,  GA  30092 
Phone:  (404)  447-8773 
FAX:  (404)  729-9803 
OR 

Katie  Sleep 

12030  Sunrise  Valley  Drive 
Suite  300 
Reston,  VA  22091 
Phone:(703)391-6270 
FAX: (703) 391-6267 


s 


trategic 

faffing 

olutions 


S3  Is  experiencing  excep¬ 
tional  growth  in  perma 
nent  and  contract  oppor 
(unities  in  Chicago, 
Detroit  and  Charlotte. 
These  opportunities 
indude: 

•SAP 

•HOGAN 

•  IDMS/ADSO 
•ORACLE 

•  COBOL,  CICS 

•  IMS,  DB2 

•  C++/WINDOWS 

Please  call,  fax  or  mail  a 
resume  to: 

Kristine  Karsa 
Strategic  Staffing 
Solutions 

1415  W.  22nd  Street 
Suite  280 

Oak  Brook,  IL60S21 


708/571-0012 
708/S71  0041  FAX 


mm  noun 

f  UTUW  AT  id 


SYSTEMS  &  COMPUTER  TECHNOLOGY 
CORPORATION  (SCT)  is  the  leading  provider 
in  application-specific  software  and  on-site 
computing  management  services  to  higher 
education,  utilities  and  local  governments 

With  revenues  tripling  over  the  past  5  years  and  our  staff  expanding  by  30% 
per  year,  the  growth  at  Systems  &  Computer  Technology  Corp.  is  nothing 
short  of  phenomenal. 

Technical  Consultants 

(ORACLE  Programmer/Analyst) 

These  positions  offer  fascinating  travel  opportunities  to  intriguing  and 
diverse  locations  to  individuals  who  can  provide  our  clients  with  system 
installation/operations  support.  Candidates  should  have  2+  years 
ORACLE/UNIX  experience.  A  knowledge  of  GUI  and  Forms  3.0/4. 0  and 
experience  in  software  installation/support  would  be  significant  assets. 
Must  also  have  extensive  interaction  experience  with  end-users  in  order  to 
define  programming  needs. 

ORACLE  Programmers 

Positions  are  available  for  Senior,  Intermediate  &  Entry  Level  ORACLE/SQL 
Programming  Professionals  who  possess  well-developed  analytical  and 
communication  skills. 

ORACLE  Database  Administrators 

Must  have  5+  years  data  processing  experience.  Your  strong  Oracle 
background  with  SQL*F0RMS  3. 0/4.0  must  be  in  a  UNIX  or  VMS  network 
environment.  To  quality,  you  must  have  excellent  analytical  skills  to  handle 
debugging  as  well  as  the  communication  skills  necessary  to  effectively  train 
users.  “C"  and  Makefile  are  a  plus. 

Fax/forward  your  resume  and  salary  requirements  clearly  indicating 
position  of  interest  to:  SCT,  Dept.  ACCW509,  4  Country  View  Road, 
Malvern,  PA  19355.  FAX  (610)  648-7560.  We  are  an  equal  opportunity 
employer  m/f/d/v. 


NATIONWIDE  OPPORTUNITIES 


11  SCT 


40%  Annual  Growth 
Means  HNS  Careers 
Are  Far  Arove  Tiii  Rest 

30+  Openings! 

Hughes  Network  Systems  (HNS)  lias  long  been  the  preeminent 
designer,  developer  and  producer  of  digital  cellular,  satellite  and 
enterprise  networking  technologies.  Backed  by  our  success  in  these 
fields,  we're  making  further  advancements  in  the  wireless  commu¬ 
nications  market. 

Now,  you  can  get  in  on  our  dynamic  growth  at  our  headquarters 
in  Germantown,  Maryland  (suburban  Washington,  D.C.)  if  you 
are  an  experienced  Software  Developer,  Engineer,  or  Project 
Leader  with  skills  in  one  or  more  of  the  following: 


C,  C+  + 

Unix 

Embedded,  real-time,  multi¬ 
tasking  environments 
68000,  Intel 


X.25,  X.400,  X.500,  SSI 
SNMP,  CM1P 
LANAVANs,  TCP/IP 
1S54,  GSM 
VAX/VMS  experience 


At  HNS,  you’ll  receive  an  excellent  compensation  package,  indud 
ing  a  401  (k)  plan,  relocation  assis¬ 
tance  and  more.  For  consideration, 
fax  your  resume  to:  (301)  428-1699. 

Or  mail  to:  Hughes  Network 
Systems,  Dept.  ATRADE,  11717 
Exploration  Lane,  Germantown, 

Ml)  20876.  An  equal  opportunity 
employer. 


HUGHES 

NETWORK  SYSTEMS 


Subsidiary  of 
Hughes  Aircraft  Company 
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Computer  Careers 


The  right  place  at  the  right  time. 

Boston 

Xerox,  a  global  Fortune  50  company,  is  committing 
substantial  resources  to  the  implementation  of  a  leading 
edge  information  technology  that  will  position  the 
company  to  achieve  superior  results  in  the  marketplace 
well  into  the  next  century. 

Through  the  effective  and  creative  use  of  advanced 
technologies,  we  will  establish  a  true  client  server 
environment  that  ensures  a  seamless  flow  of  information 
worldwide. 

Our  Object  Technology  Competency  Center  located  in  Boston 
provides  the  specialized  support  which  is  essential  to  the 
success  of  our  leading  edge  development  efforts.  Our 
commitment  to  this  technology  demonstrates  our  intent  to 
take  a  coherent,  organization-wide  approach  and  deliver  the 
highest  quality  solutions  in  the  shortest  possible  time  frame. 

A  project  of  this  scale  offers  experienced  computer 
professionals,  technologists  and  managers  unique  career 
expanding  opportunities.  We  are  interested  in  talking  to 
world-class  systems  professionals  with  strong 
backgrounds  in  object-oriented  analysis,  object-oriented 
design,  object-oriented  business  process  modeling  and 
global  deployment  of  object-based  solutions. 

Senior  Object  Analyst/Designer 

You  must  possess  3+  years'  experience  developing  domain 
models  with  a  leading  00  method  such  as  Booch,  Rumbaugh, 
Jacobson,  Shlaer-Mellor,  and/or  Martin  O'Dell,  together  with 
7+  years'  overall  experience  in  analysis/  design  techniques 
using  related  tools.  This  position  requires  the  ability  to 
synthesize  customer  requirements  from  a  variety  of  sources 
and  map  them  to  coherent  technical  designs.  Excellent  oral 
and  written  skills  coupled  with  experience  in  developing/ 
delivering  object  analysis/design  training  is  desired. 

Senior  Object  Developers 
(Implementators) 

Applicants  should  have  3  years'  experience  coding  commercial 
applications  in  C++,  Smalltalk,  Eiffel,  or  CLOS,  in  addition  to  7+ 
years’  experience  coding  at  the  application  or  system  level  for 
Windows,  NT  and/or  UNIX.  Exposure  to  development  techniques 
for  client  server  systems  and  service  based  information  systems 
architecture  is  desirable.  Training  experience  and  proven  project 
leadership  skills  are  strongly  preferred. 

All  positions  require  a  degree  in  Computer  Science,  MIS 
or  Business. 

We  offer  highly  competitive  salaries,  comprehensive  benefits 
and  all  the  challenge  you  can  handle.  If  you  are  an  enthusiastic 
strategic  thinker  who  is  interested  in  joining  the  team  that  will 
define  the  business  processes  of  the  future,  get  in  touch  with 
us  today,  by  sending  your  resume  to:  Xerox  Corporation, 
COM2,  XRX2-02K,  100  Clinton  Avenue  South,  Rochester, 

NY  14644.  Xerox  is  an  equal  opportunity  employer. 

THE  DOCUMENT  COMPANY 

XEROX 


Technology  Consulting,  Inc.  is  a  dynamic  and  rapidly  growing 
Software  Development  Firm  with  challenging  assignments.  We 
are  a  leader  in  application  outsourcing.  Current  client  projects 
and  our  regional  development  center  require  the  following  skills: 
CLIENT  SERVER  -  C.C++,  Smalltalk,  Visual  Basic/C++, 
MS/Access,  Oracle,  SQL'FORMS,  Sybase,  Powerbuilder, 
Windows  SDK  NT,  Foxpro 
AS/400  -  RPG/400,  COBOL 

MAINFRAME  -  COBOL,  CICS,  IMS  DB/DC,  DB2,  Natural, 
Construct,  INFORMIX,  EDI,  UNISYS,  TIP/DMS 


Arthur  Andersen's  DCS  Package 

TCI  offers  competitive  salaries,  attractive  benefits,  and 
relocation  assistance.  For  consideration,  send  resume  or  call: 

502-589-3110. 


TECHNOLOGY 

CONSULTING 

INC. 


1800  Meidinger  Tower,  Louisville,  KY  40202  FAX:  502-589-3107 


ATTENTION: 
HIRING  MANAGERS 


H 


When  you  compare  costs  and  the 
people  reached,  Computerworld  is 
the  best  newspaper  for  recruiting 
qualified  computer  professionals. 
Place  your  advertisement  today! 

Call  toll-free 
800-343-6474;  ext  201 

(in  MA,  508-879-0700) 


ANOTHER 
REASON  WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING 
WORKS ... 


For  over  two  decades,  Com¬ 
puterworld  has  delivered  qual¬ 
ified  job  candidates  to  Ameri¬ 
ca's  employers. 

And  ever  since  Computer- 
world's  first  weekly  issue  in 
1967,  America's  companies 
have  relied  on  Computerworld 
to  target  America’s  most 
qualified  computer  job  candi¬ 
dates. 

To  place  your  ad  regionally  or 
nationally,  call  John  Corrigan, 
Vice  President/Classified  Ad¬ 
vertising,  at  800/343- 
6474  (in  MA,  508/879- 
0700). 

CPMPUIHW0R1D 

Where  the  qualified  candidates  look.  Every  week. 
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CAREER  SURVEY:  Biotechnology 


REGIONAL  GROWTH  ANALYSIS 


OVERALL  GROWTH  RATE 


Stable 


- Shrinking 


Growing  at 
MORE  THAN  25% 


16.6% 


Growing  at 
LESS  THAN  25% 


7.1% 


Survey  base:  157  technology  firms 
involved  in  Biotechnology 


35.9% 


12.8% 


4*7%  3  o%  o  to/  o  ->o/ 
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©c  ’v  ini  1994,  Cccnorate  Technology  Information  Services,  Inc.,  Woburn,  Mass. 


CorpTech,  a  directory  publisher  in  Woburn,  Mass.,  tracks  the 
U.S.  35,000  TECHNOLOGY  MANUFACTURERS.  THIS  SURVEY  RELATES  TO 
THE  28,437  TRACKED  FIRMS  WITH  FEWER  THAN  1,000  EMPLOYEES. 
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1995 

CORPORATE 

TECHNICAL 

RECRUITING 

CONFERENCE 


Computerworld's  Corporate  Technical  Recruiting  Conference 

Suburban  Denver,  Colorado 

June  11-14, 1995 

For  more  information,  call 

1  -800-488-9204 


Clip  and  FAX  this  coupon  to  1-508-875-3202  or  call  1-800-488-9204  for  more  information. 

Please  place  my  name  on  your  mailing  list,  so  I'll  receive  registration  materials  and  information  throughout  the  year. 

Name _ Title _ 

Company _ 

Address _ 

City _  State _ Zip  Code _ 

Phone _ Fax _  e-mail _ 

CTRC 


Worldwide 


■  Conference  on 

INFORMATION 

Systems 

E  DUCATION  || 

EDSIG  I 

Serving  Information  System  Educators 


19  9  5 


EDSIG's  Worldwide  Conference  on  Information  Systems  Education 

Suburban  Denver,  Colorado 

June  11-14,1995 

For  more  information,  call 

1  -800-488-9204 


Clip  and  FAX  this  coupon  to  1-508-875-3202  or  call  1-800-488-9204  for  more  information. 

Please  place  my  name  on  your  mailing  list,  so  I'll  receive  registration  materials  and  information  throughout  the  year. 

Name _ Title _ 

Institution  or  Company _ 

Address _ 

City  _ 

Phone 

WISE 


State 


Fax 


e-mail 


Zip  Code 


Unix  server:  leases  on  the  rise 


By  Julie  Hart 


Leasing  Unix  servers  may  not  have 
seemed  practical  in  the  past,  but 
the  speed  of  technology  turnover  is 
makingit  more  appealing. 

“I  would  estimate  that  25%  of  all 
Unix  servers  in  place  today  are 
leased,”  says  Mike  Varg'o,  vice  pres¬ 
ident  of  information  technology 
management  at  Gartner  Group,  Inc. 
in  Stamford,  Conn.  “I  think  this 
number  will  go  up  over  time 
because  the  tendency  is  to 
increase  leasingwhen  tech¬ 
nological  obsolescence  is 
high.” 

Currently;  price/perfor¬ 
mance  rates  of  Unix-based 
machines  are  moving  at  a 
rate  of  about  40%  per  year, 
according  to  Vargo.  That 
means  the  Unix  server  you 
buy  today  will  be  leap¬ 
frogged  next  year  by  one 
that  has  a  20%  higher  performance 
rating  and  is  20%  cheaper.  The  re¬ 
sult  is  machines  with  dramatically 
shortened  life  cycles. 

Keep  this  in  mind 

“Unix  servers  lend  themselves  well 
to  leasing  since  the  environment  is 
moving  so  quickly,”  says  John 
Sheaffer,  product  manager  for 
open  systems  at  Forsythe  McAr¬ 
thur  in  Skokie,  Ill.  “Companies  that 
are  continually  growing  and  chang¬ 
ing  their  system  should  consider 
leasing.” 

And  the  situation  isn’t  expected 
to  change  any  time  soon,  says 
Franc  Romano,  director  of  server 
research  at  Aberdeen  Group  in  Bos¬ 


ton.  “With  the  second  wave  of 
client/server,  scalable  Unix  servers 
are  going  to  take  off  in  1995,”  he 
says. 

Rules  to  live  by 

If  leasing  Unix  servers  makes 
sense  for  your  site,  you  must  barter 
for  the  best  possible  lease  agree¬ 
ment.  To  begin  with,  be  sure  to  de¬ 
sign  a  master  lease.  “Over  a  five-  to 
six-year  period,  it’s  not  unusual  for 


a  company  to  have  to  deal  with  30 
to  40  lease  contracts,”  Vargo  says. 
Administering  these  contracts 
without  some  sense  of  consistency 
can  be  difficult  at  best. 

A  master  lease  is  also  invaluable 
when  comparing  bids.  “All  of  the 
lessors  are  bidding  on  the  same 
terms  and  conditions,  making  it 
easy  to  set  lessors  apart,”  Vargo 
says.  With  the  same  contract  that 
includes  identical  terms,  you  can 
avoid  the  ongoing  review  of  paper¬ 
work  when  a  server  needs  an  up¬ 
grade. 

Furthermore,  for  a  good  compar¬ 
ison,  analysts  recommend  firms  get 
three  to  six  lessor  bids  for  each 
lease  arrangement.  “Don’t  just  get 


prices,”  Romano  says.  “Make  sure 
you  see  the  agreement  as  well.” 

The  more  flexible  the  lease,  the 
more  options  you  have  when  re¬ 
placing  or  upgrading  equipment  as 
needs  change.  “If  a  company  is  con¬ 
sidering  replacing  their  mainframe 
with  a  Unix  server,  for  instance,  a 
flexible  lease  will  allow  them  to  up¬ 
grade  their  server  in  stages  as  they 
move  off  the  mainframe,”  Sheaffer 
says.  An  inflexible  lease  will  re¬ 
strict  upgrades  or  make 
them  so  expensive  that  pur¬ 
chasing  a  Unix  server  would 
have  been  more  advanta¬ 
geous. 

If  you  don’t  have  leasing 
experience,  consult  an  ex¬ 
pert.  “There  are  a  variety  of 
consultants  out  there  who 
will  review  lease  contracts 
or  even  develop  them,”  Vargo 
says.  “Plus,  there  are  plenty 
of  courses  available  to  help 
companies  make  intelligent  leasing 
decisions.” 

Most  important,  be  warned  that 
the  length  of  time  a  site  will  actually 
use  a  server  is  misjudged  at  least 
half  the  time  when  negotiating  a 
lease,  Vargo  says.  As  a  result,  com¬ 
panies  get  stuck  paying  extensions 
or  end  up  buying  the  machine  at  a 
predetermined  buyout  rate. 

The  best  rule  of  thumb?  Accord¬ 
ing  to  Neal  Lulofs,  marketing  com¬ 
munications  manager  at  Comdisco, 
Inc.  in  Rosemont,  Ill.,  avoid  a  lease 
if  you  plan  to  keep  a  Unix  server  for 
more  than  four  or  five  years.  ■ 


Hart  is  a  free-lance  writer  in  Sunnyvale, 
Calif. 


The  best  rule  ofthumb  is  to  avoid 

A  LEASE  IF  YOU  PLAN  TO  KEEP  A  UNIX 
SERVER  FOR  MORETHAN  FOUR  OR  FIVE 
YEARS,  SAYS  NEAL  LULOFS, 
MARKETING  COMMUNICATIONS 
MANAGER  AT  COMDISCO. 


Lease VS.  purchase 


A  “lease-vs.-buy  analysis”  compares  the  costs  of 
leasing  and  buying  equipment  such  as  Unix  servers. 
The  analysis  is  based  on  the  assumptions  used  for 
residual  value,  cost  of  funds,  tax  rates  and  so  on. 
The  example  below  can  help  you  analyze  your  own 
situation. 

Assumptions: 


Cost  of  equipment 

$1M 

Depreciation 

Three  years 

Expected  use 

Three  years 

Pretax  cost  of  debt 

6,5% 

Lease  term 

36  months 

Monthly  rent 

$28,091 

Tax  rate 

35% 

Example: 

Lease 

Purchase 

Present  value  (PV) 
cost  of  asset 

$890,000 

$1M 

PV  of  depreciation 

$841,977 

Multiply  by  tax  rate 

hSoScrSafl'i-Til .c.'-  -  \ i-!  iCc. , 

35% 

35% 

Tax  shield 

$311,500 

$294,692 

After  tax  PV  cost 

$578,500 

$705,308 

Difference  in  cost 

$126,808 

Source:  Comdisco,  Inc..  Rosemont,  III. 


FIRST  SEMINAR  in  Lowell  Mass.,  maintains  current 
information  on  more  than  100,000  nationwide  professional 
and  technical  seminars,  including  ones  on  computer 
leasing.  Some  of  the  classes  include  “Auditing  the 
Equipment  Leasing  Function"  and  “Computer  Negotiations 
Workshop.”  For  more  information  on  these  and  other 
leasing  workshops,  call  (800)  3211990. 


Network  Management  Tools 


WHO  GOT  INTO  . 

WHAT  FILES,  WHEN? 

FileAuditor  enhances  your  network  security  by.. 

▲  Tracking  file  and  directory  activity  on  the  network. 

A  Having  proactive  network  security  with  NLMAuto  or  NLMerlin 
A  Denying  access  to  specific  files. 

A  Generating  custom  reports. 

If  you  need  enhanced  network  security 

can  1-800-333-8698 

FAX:  (602|  545-0000 
Knozall  Systems,  375  E.  Elliot  Rd,  #10  Chandler,  AZ  85225 

A  Division  of  Tangram  Enterprise  Solutions 


Networking  Management 


•  Remote  power  cycle  1  to  1 ,024  devices  from  single  line 

•  User  ID/Password  Security,  with  device  database 

•  User  programmable  power  sequencing 

•  Dial-Back:  individual  power  loss,  temp,  UPS  on  battery 

•  VT100  Emulation, 2400  Baud  built  in  modem 

•  Internal  battery  backup 

•  Current  verification  on  each  device 

•  30  Day  Money  Back  Guarantee,  One  Year  Warranty 


LodeStar 
Technologies  Inc. 
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•*  Products  -  Hardware  -  Software 


Networking  Management 


Network  Security  £r  Wireless  Bridges 


Cylink  has  the  world  locked  up. 

You  can  secure  your  information  globally.  You  just  need  the  right  security  partner.  Only 
Cylink  has  spent  the  last  ten  years  building  a  support  organization  in  over  80  countries — work¬ 
ing  successfully  with  local  governments,  customs,  and  communications  infrastructures.  We  can 
secure  everything  from  applications  on  a  laptop  to  global  wide-area  networks,  from  telephones 
to  high-speed  data  links.  We  secure  information  for  most  of  the  world’s  money  center  banks. 
Fortune  500  companies,  and  government,  police,  and 
military  organizations.  Because  of  our  experience, 
it's  easier  than  you  think  to  keep  your  information 
safe.  Cylink  Corporation,  910  Hermosa  Court, 

Sunnyvale,  California,  USA,  94086.  Telephone:  408- 
735-5800,  FAX:  408-720-8294,  Toll-free  (USA): 

800-533-3958.  Worldwide  sales  &  support. 


England:  Cylink,  Ltd.,  Hampshire— TEL:  +44-256-841919  •  FAX:  +44-256-24156 
Singapore:  Cylink  Corporation — TEL:  +65-336-6577  •  FAX:  +65-334-1429 
©  1994  Cylink  Corporation.  Cylink  is  a  registered  trademark  of  Cylink  Corporation. 


tcS^LLDENJDZ, 


Security 


Networking  Management 


Kablit™  Security  O559 


NOW! 

STOP  COMPUTER  THEFT 

IN  THE  OFFICE  —  ON  THE  ROAD 

Secure  computer  or  notebook 
to  desk,  table,  etc. 

Lock  disk  drive  —  Protect  data 

Lifetime  warranty 

Kablit™  H 


$24.95  to 
$49.95 

Retail  Price 


Sentinel 


Disk  Drive  Lock 


Fixed  Location 


Padlock  Security 
Provided  by 
Master  Lock 


Quick  and  Easy  to  Install! 

Compact  —  Lightweight! 

Available  For  Macintosh  Computers  Too! 


Order  Now  —  Call  800  -  451-7592 


18  Maple  Court,  East  Long  meadow,  MA  01028 

The  particular  Master  Lock  Trademarks  used  ore  trademarks  ol  the  Master  lock  Company  and  are  used  by  Secure-ll,  Inc .  under  license. 


l  .'OfWLX  um^j 


Locked-up  Routers  &  Other  WAN  Devices 
using  the  Sentry  Remote  Power  Manager 


Using  an  ANSI  emulator,  a  network  administrator,  calls  the  sentry, 
enters  a  password  and  receives  an  on  screen  menu.  From  the 
menu  individual  ports  can  be  toggled  "power-off  or  power-on” 
to  re-boot  locked-up  mission  critical  network  devices.  The  Sentry  sup¬ 
ports  4  companion  power  modules  which  control  the  AC  power  flow  to 
each  network  device. 

When  your  remote  Router,  Modem,  Gateway  or,  Access  Server  gets 
locked-up  RE-BOOT  IT  using  the  Sentry  Remote  Power  Manager. 

Sentry  provides  password  secure  power  on/off  REBOOT  control  to 
geographically  distant  network  devices. 

Call  for  Info  or  a  Server  Technology 

Free  Demo  Disk 

800/835-1515  U.S.  408/745-0300 

Fax  408-745-0392 
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Hardware  -  Buy  /  Sell  /  Lease 


Computer  Presentations 


Three  for  the  show. 

BOXLIGHT  2100.  $6,299 


SPECIAL 

OFFER 


Affordable  color!  Our  most  popular  product  just  got  even 
better.  Better  wall-sized  true-color  projection  at  the  same 
unbeatable  price.  The  BOXLIGHT  ColorShow  1200  is  our 
best  seller  for  a  good  reason  -  value! 

BOXLIGHT  1200.  $2,299 

♦  24,389  vibrant  colors 

♦  Universal  PC  and  Mac  compatibility 

♦  Compact,  portable  design 

♦  FREE  remote  control  and  cables 

♦  Brightest  color  at  any  pi'ice 

♦  Now  with  faster  mouse  response! 


All-in-one!  Convenience  is  the  key  with  the  new  BOXLIGHT 
ProColor  2100  integrated  LCD  projector.  Outstanding  bright¬ 
ness  without  the  need  for  an  overhead  projector.  Built-in 
video  AND  audio  for  true  multimedia.  Automatic  dual-lamp 
changer  means  the  show  always  goes  on.  A  high-performance 
solution  at  a  tremendous  introductory  price. 


Company 


16.8  Million  colors! 

Built-in  video  convertor 
Built-in  audio  amp  &  speaker 
Optional  wide-angle  lens 
FREE  Remote  control  &  cables 


INTRO.. 

PRICE 


MULTIMEDIA 

READY 


Price  Performance!  Over  600,000  colors  and  built-in  audio 
make  your  presentations  and  meetings  come  alive  with  wall¬ 
sized  video  and  room-filling  sound.  Super-fast  response 
times,  VESA  Local  bus  video  compatible.  Need  we  say  more? 

BOXLIGHT  1500.  $3,799 


BOXLIGHT:  Your  direct  source 
for  all  the  bright  answers. 

More  than  50  models  in  stock 
Instant  availability 
Overnight  shipping 

30-day  guarantee  and  extended  warranties 
Expert  technical  support 

.  .  .  .  . 


No  one  else  offers  the  one-stop  shopping... the  selection... 
the  value. ..the  immediate  delivery... 

and  the  knowledgeable  service  and  support  you  get  from 
the  projection  panel  experts. 

The  Inc.  500  logo  is  a  registered  trademark  of  Goldhirsh  Group,  Inc. 


16  million  colors,  600K  simultaneously 
Built-in  audio  amp  &  speaker 
Rugged,  lightweight  metal  case 
Projects  from  PC,  Mac  or  VCR 
Model  1300  without  video/audio  -  $2,999! 

BOXLIGHT 

CXDRPORATION 

17771  Fjord  Dr.  N.E..  Poulsbo,  WA  98370  •  206/779-7901 
Payment:  VISA,  MasterCard.  American  Express,  COD  and 
Purchase  Orders  (some  restrictions).  Leasing  and  rental 
options  available.  30-Day  Money -Back  Guarantee 


•S  Call  today  1-800-762-5757 


Buy  /  Sell  /  Lease 


Buy  /  Sell  /  Lease 


BUY  •  SELL  •  LEASE  •  RENT 


IBM  Sgstamt  9  Psripherate  *  PM*  &  Scfife* 


SPECIALIZING  IM: 


RISC  System/6000® 

Workstations 

Parts  &  Features 

AS/400® 

Novell  Networking 

Sun  8  Dec 

Personal  Computers 

Data  Communications 

i 

UPS  Systems 

Peripherals  &  Upgrades 

System  36  Conversions 

AutoCad 

COMPUTER 

MARKETPLACE 

TEL  (909)  735-2102  •  FAX  (909)  735-5717 

1490  Railroad  Street  •  Corona,  CA  91720 


NEW  &  USED  IN  STOCK 

Complete  Technical  Center, 
Installation,  Stock  Parts  & 
Features  for  RISC. 


Authorized  Distributors 
for:  Seagate  •  Xerox 
Kingston  •  Cal  Comp 
Motorola  •  UDS/Codex 
Decision  Data  Products 


8  Nationwide  Locations 


A  Publicly  Traded  Company 
NASDAQ:  MKPL 


Computer  Marketplace 
prides  itself  on  being 
your  one-call  computer 
hardware  solution. 


800-858-1144 


®  IBM  Trademark 

a§|  a 

cal  ls  i—/ 1 


Dempsey:  Where  IBM* 
Quality  is  Second  Nature! 


AS/400 

INDUSTRIAL  PC 
RS/6000 
•  SYSTEM/36 
SERIES/1 
9370 
ES/9000 
•  PS/2  &  VP 


BUSINESS  SYSTEMS 

1 8377  Beach  Blvd. ,  Suite  323  •  Huntington  Beach.  CA 92648 
(714)847-8486  •  FAX  (7 14)  847-3 149 


IBM  is  a  registered  trademark  of  Inrernational  Business  Machines  Coipoialton 


(800)  888-200 


Sales  &  Rentals 

•  Processors 

•  Peripherals 

•  Upgrades 

For  pretested 
equipment,  flexible 
financing,  configuration 
planning,  technical 
support  and  overnight 
shipping  call. 


XBM 

Authorized 

Distributor  Products 

Integrator 
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dware  -  Software  -  Buy  /  Sell  /  Lease 


Connectivity  Software 


LPR/LPD  Mail 


Gophei 


Custom 


Mail  Utilities 


Whois 


TN5250 


TN3270 


NEV/TNews 


Readme 


Phone  T  ag 


NewtPROFS  VisualSciipt 
h  ortoi 


Diagnostic 

Centei 


Chameleon 


TCP/IP  Applications 
For  Windows. _ 

Network  Your  PC  To  The  World 
With  Chameleon. 


BEST  VALUE 

Chameleon  offers  more  applications 
than  any  other  product.  Providing  a 
comprehensive  Windows  solution 
for  TCP/IP  networking. 

SEVEN  INTEGRATED  SUITES 

Terminal  emulation,  e-mail,  file  and 
printer  sharing,  remote  access 
network  utilities,  administration 
tools  and  point-and-click  interface 
into  the  Internet. 

SEAMLESS  ACCESS  TO  OTHER 


APPLICATIONS  INCLUDED: 

Terminal  Emulation 

Telnet:  VT100.  VT200,  TVI, 
TN3270,  TN5250,  Visual 
Script  Editor  and  Player 
File  Transfer  and  Printer  Sharing 
FTP  Client  and  Server 
TFTP 
LPR/LPD 
NFS 

Electronic  Mail 

SMTP  Mail  with  Mime 
Phone  Tag 

Windows  interface  to  IBM 
PROFS  mail 
Internet  Access 
Gopher 
Newsreader 
Whois 

Network  Utilities 
Ping 
Finger 

DNS  Client  and  Server 
Networking  Tools 
TCP/IP  Stack 
Diagnostic  Center/Trace 
Agent 
Custom 


HOST  SYSTEMS  More  applications  allow  you  to  access  information  on 


Unix  networks,  mainframes,  minicomputers,  PC-based  LANs  and  WANs, 


and  the  Internet. 


HOME,  OFFICE  AND  REMOTE  INTERNET  ACCESS 

Chameleon’s  easy-to-use  Windows  interface  accesses 
Internet  resources  anytime,  anywhere. 


MICROSOFT® 

Windows™ 

Compatible 


NetWare 
Tested  and 
Approved 


Sept.1994  Sept.1994 


Chameleon  includes  WinSock  TCP/IP  and  is  1 00%  DLL. 
It  requires  only  6KB  memory  and  5  minutes  to  install. 


©  1994  NetManage  Inc.,  10725  North  De  Anza  Boulevard,  Cupertino  California  95014,  U.S.A. 
Fax:  (408)  257-6405.  Specifications  are  subject  to  change  without  notice. 


B@NETl4M(?r 

(408)  973-7171 

e-mail:  sales@netmanage.com 


World  Wide  Web:  www.netmanage.com 


Computer  Presentation 


Pouier  Tools  |t*  Ihe  toner  Presenter 


For  the  latest  in  color  projection  panels  and  projectors  call 
the  experts  in  LCD  technology.  Your  satisfaction  guaranteed 
or  your  money  back.  Quick  delivery  via  Fed-X  or  UPS. 


*  (*si| 


CH1DL0G 1 800  726  3599 


tTSPlAY  SYSTEMS.  INC 


101  The  Embarcadero  Ste.  100-A,  San  Francisco,  CA94105 
Hours:  6:30  to  5:30  PST,  9:30  to  8:30  EST 
VOICE:  415  772  5800  FAX:  415  986  3817 


Large  Systems  Computers  &  Peripherals 


New  &  Used 


Computers 

Peripherals 


amdahl 

Cisco 

Concurrent 

trData  General 


(800)  745-1233 

(714)  970-7000  •  (714)  970-7095  Fax 

Anaheim  Corporate  Center 
5101  E.  La  Palma  Ave.,  Second  Floor 
Anaheim,  CA  92807 
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Buy  /  Sell  /  Lease  -  Services 


Get  Instant  Access 
to  -  Computerworld 
Introducing  .... 

CW  Online 

Computerworld  introduces  CW  Online,  a 
comprehensive,  fully  searchable  library  of 
Computerworld  articles.  With  CW  Online,  you  can 
search  the  three  most  recent  years  of 
Computerworld  issues.  And  the  service  is 
updated  weekly,  so  you  can  access  new 
information  every  week.  Research  has  never  been 
so  easy,  so  complete  or  so  economical.  Right 
from  your  personal  computer. 

The  Online  start-up  kit  costs  just  $25.00  and 
includes  everything  you  need  to  start  using  CW 
Online  including  easy-to-use  communications 
software.  After  that,  you'll  be  charged  for  access 
time  along  with  a  $5.00  monthly  account  service 
fee.  You  can  even  set  your  account  up  for  us  to 
bill  your  credit  card  or  invoice  your  company  on  a 
monthly  basis. 

Call  today  to  enter  your  subscription  to  CW 
Online  and  to  receive  your  CW  Online  start-up 
kit  with  valuable  communication  software. 


ONLINE  Elec  onic  access  to  a  library  of  Computerworld  articles 

For  more  information  or  to  order  call 

800-343-6474  x81-493  today. 


I  pi  m  v 

;  m 
- 


COMPUTERWORLD 

Marketplace 

Reach  more  buyers  by  stretching  your  ad  budget  with  our  charter  rates!  Your  Computerworld 
Marketplace  Account  Executive  has  all  the  colorful  details— call  today 


Phone  800/343-6474  or  508/879-0700,  ext  744 


South  Atlantic 

Kevin  Gasper 
Alabama 

Arkansas 

Florida 

Georgia 

Iowa 

Northwest 

Andrew  Sambrook 

Alaska 

New  England 

Mid  Atlantic 

Kansas 

Idaho 

Susan  Cardoza 

Michelle  Reeves 

Kentucky 

Montana 

Connecticut 

Delaware 

Louisiana 

Nebraska 

Maine 

Illinois 

Minnesota 

North  Dakota 

Massachusetts 

Indiana 

Mississippi 

Northern  California 

Southwest 

New  Hampshire 

Maryland 

Missouri 

Oregon 

Claude  Garbarino 

New  York 

Michigan 

North  Carolina 

South  Dakota 

Arizona 

Rhode  Island 

New  Jersey 

Oklahoma 

Washington 

Colorado 

Vermont 

New  York  City 

South  Carolina 

Wyoming 

Hawaii 

Long  Island 

Tennessee 

British  Columbia 

Nevada 

New  Brunswick 

Ohio 

Texas 

Alberta 

New  Mexico 

Newfoundland 

Pennsylvania 

Virginia 

Manitoba 

Southern  California 

Ontario 

Washington,  D.C. 

West  Virginia 

Saskatchewan 

Utah 

Quebec 

Wisconsin 

Buy  /  Sell  /  Lease 


When  Stellar  Performance  Counts 

fc  ince  1 980,  Star  has  offered  immediate  availability  on  new  and  refurbished 
D  IBM  equipment  at  prices  that  aren't  out  of  this  world.  Call  us  and  we  will 
show  you  why  we  are  . 

"The  Brightest  Star  in  the  Midrange  Industry ” 


★  AS/400  Systems 

★  AS/400  Features 

★  RS/6000  Systems 

★  RS/6000  Features 

★  System/36  Systems 


★  System/36  Features 

★  IBM  DASD 

★  IBM  Tape 

★  IBM  Lexmark  Printers 

★  IBM  Pennant  Printers 


★  New  IBM  Terminals 

★  New  IBM  Controllers 

★  New  IBM  Modems 

★  New  UDS  &  Codex 
Modems 


1-800-548-5421  ext  730 


Star  Data  Systems 

888  Isom  Road  A- San  Antonio,  TX  78216 

TEL:  (210)  341-8114 


Authorued 

FAX:  (210)  341-9754  IgST 


Product  Locator 

THE  EASIEST  WAY  TO  FILL  ALL 
YOUR  DIGITAL  COMPUTING  NEEDS 

FREE  TO  USERS! 

GUIDE  LISTING 
\  75  EXPERIENCED 
INDEPENDENT 
COMPANIES 


=$THEIR  LOCATION 
^SERVICES  PROVIDED 
=>  WHO  TO  CONTACT 

SEE  US  AT  BOOTH  f 430 

I  DECUS  ANAHEIM 

OR  CALL  FOR  YOUR  COPY 


Used  Equipment  £r  Deinstallation 


XMijinf////- 


ASSOCIATION  OF  THE 
DEC  MARKETPLACE 


Buy,  Sell,  Deinst 


2 


BROUGHT  TO  YOU  AS  A  SERVICE  OF  DOA.  A  NON-PROFIT  TRADE  | 
ASSOCIATION  SERVING  THE  DIGITAL  INDUSTRY  SINCE  1982. 


800-332-1130  FAX 313-475- 


Purchase  of  used  mainframe  systems 
and  peripherals 

Deinstallation  Services 


-  Wanted  to  Buy  - 

•  308x  •  3420 

•  3370  •  3422 

•  3380  •  3480 

43xx  •  53xx 


914-427-2151  Fax:  914-427-7791 

Electronic  Resource  Recovery 
PO  Box  R  •  FTenry  Henning  Dr. 
Maybrook,  NY  12543-0316 
Contact:  Bob  Hewitt 


Outsourcing  /  Remote  Computing 


ALICOMP,  INC. 


3 

The  “Boutique”  of  the  Computer  Services  World 

Outsourcing  Remote  Computing 

VM,  MVS,  VSE 

Two  State  of  the  Art  Locations: 

^ALICOMP  I  ®CBS 

20,000  sq.  ft.  Manhattan  complex  105,000  sq.  ft.  Secaucus,  NJ  complex 

“Our  Platform  is  Excellence” 

Serving  Clients  Since  1980 

(212)  886-3600  •  (800)  274-5556 


Outsourcing  /  Remote  Computing 


Your  best  choice  for  mainframe  computing  services 


Extensive  Software  Library 

Telenet  Tymnet 

Advantis  CompuServe 

Extraordinary  Customer  Service 
Migration  Management 


MVS/ESA 

VM/ESA 

VSE/ESA 


IMS/DBDC 
CICS  SAS 
TSO  DB2 


708-574-3636 

New  England  617-595-8000 
815  Commerce  Drive,  Oak  Brook,  IL  60521 


aiEUIL 

SYSTEMS 
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--vices  -  Classified  -  Novell 


## 


Outsourcing 


if  Outsourcing  is  your  objective... 

You  can  maximize  your  information  technology  investment  by 
outsourcing  part  -  or  all  -  of  your  IS  operation.  Whether  it’s  a 
transitional  or  long-term  total  services  partnership,  American 
Software’s  the  right  place  to  rightsize. 

Even  software  developers  enjoy  the  cost  and  time-saving  benefits 
of  outsourcing  with  us.  Call  today  and  we’ll  tell  you  why. 

®  The  Outsourcing  Group 

A  Unit  of  American  Software  USA 
470  E.  Paces  Ferry  Road 
Atlanta,  GA  30305 
404-264-5770 


Bids  /  Proposals 

MS  CENTRAL  DATA 
PROCESSING  AUTHORITY 

Sealed  proposals  will  be  received  by 
CDPA,  301  N.  Lamar  St.,  301  Bldg,  Suite 
508.  Jackson,  MS  39201  for  the  following: 

RFP  2658  due  Tuesday,  January  24,  1995 
@  3:30  P.M.  for  the  acquisition  of  services 
of  a  disaster  recovery  firm  for  the 
Mississippi  Department  of  Human 
Services  and  the  Central  Data  Processing 
Authority.  No  Charge. 

RFP  2665  due  Tuesday,  December  20, 
1994  @  3:30  P.M.  for  a  master  mainte¬ 
nance  contract  on  existing  microcomputer 
equipment  and  peripherals  within  the  MS 
Department  of  Mental  Health,  MS  State 
Hospital  and  the  Hudspeth  Center  at 
Whitfield.  No  Charge. 

RFP  2666  due  Monday,  December  19. 

1 994  @  3.30  P.M.  for  the  establishment  of 
an  Express  Products  List  (EPL)  contract 
for  use  by  interested  state  agencies,  insti¬ 
tutions  and  governing  authorities,  for  the 
acquisition  of  a  standardized,  automated 
tool  to  facilitate  and  periodic  inventory 
process  relative  to  data  capture,  validation, 
reconciliation  and  reporting  using  bar¬ 
code  technology,  No  Charge. 

Vendors  may  request  RFPs  with  no  charge 
by  calling  Linda  Watkins  at  (601 )  359- 
2604.  CDPA  reserves  the  right  to  reject 
any/all  bids  and  to  waive  informalities. 


What’s  the  Best-read 
Newsweekly  among  IS 
Professional? 

Simmons 
Says... 

Computerworl 
Again! 

Call  for  Complete  Details! 
Computerworld 
Marketplace 
Call  1-800-343-6474, 
ext  744 


f\| ovel  I  YES 

Network  Diagram  Tool 


P 


a  rtners 


It  runs  wiffi 

NetWare 


Batch  Processing 


Diagram,  document  networks 
&  systems  with 


Has  Viz 


■  Intuitive  drag-&-drop  interface  saves  loads  of  time 

■  Embed  descriptive  data  within  graphic  objects 

■  Multi-level  capability  handles  complex  structures 

Free  demo  version  of  netViz! 

■  CompuServe:  GO  WINAPD:  download  file  NVDEMO.EXE. 

■  Internet:  Send  message  to  ftpserver@his.com  (no  subject  needed),  message 
contents  “get  nvdemo.exe".  File  will  be  sent  to  you 

a  After  download:  At  DOS  prompt,  type  “nvdemo".  From  Windows,  run  “setup". 

$395.  30-day  money  back  guarantee. 

1  -800-827-1 856  Quyen  Systems,  Inc. 


Mainframe-Style  Processing 
Scheduled  Computing  for  LAN's 


For  data  downloads,  program  compiling,  off-hours  back¬ 
ups.  Report  generation,  virus  scans  and  more!  Runs  any 
DOS  .BAT, .EXE  or  .COM.  Runs  on:  Netware2.x,  3.x,  4x, 

Trial  version  available  with  30-day  money  back  guaran¬ 
tee.  Call  today! 


KeyLogic 


It  runs  with  inic-  orporatfd 

NetWare  pH  (800, 641 ,4066  .  FAX  (603)  497-3785 


Virus  /  Security  Protection 


Violating  This  Law  Could 
Cost  You  More  Than  2 
Points  and  $49.00 


It  Could  Cost  You 
Your  Job! 


EMD  Armor 


PC  and  Network  Protection.  Stops  Boot  Viruses. 
Hard  Disk  Protected  from  Virus  Formatting. 
Continuous  Virus  Activity  Monitor.  Correct  Power  Up 
insured  by  CMOS  Protection.  Virus  Protection  During 
File  Copying/Executing.  Password  Protection  Prevents 
Changing,  Or  Using  Private  Files.  Conventional 
Memory  Not  Used! 

Ask  About  Our  Corporate  ~s 

“Try  Before  You  Buy  Policy”  '“VytV 

EMD  Enterprises  (41 0)583-1 575, ext3020 

Fax  Back. ..extension  4,  document  #1015 


It  runs  with 

NetWare 


Please  Meet. ..Luis  Navarro, 
Seller  of  Outsourcing  and 
Remote  Computing  Services 


Hundreds  of  IS  Buyers 
Already  Have... Thanks  to  ' 
i  Computerworld  Marketplace 


The  Business  Charter.  Positioning  itself  as  “Your  Best  Choice  for  Mainframe 
Computer  Services,”  Faneuil  Systems  has  been  providing  outsourcing  and 
remote  computing  services  to  a  growing  base  of 
customers  throughout  the  U.S.  for  over  a  decade. 

The  Target  Audience.  “In  a  broad  sense,  our  target  audience  includes  anyone 
with  a  mainframe  on  the  floor.  More  specifically,  Faneuil  Systems  targets  orga¬ 
nizations  looking  to  outsource  their  corporate  data  centers  while  transitioning 
to  smaller  platforms  -  and  companies  needing  outside  services  to  drive  their 
mainframe-based  applications. 

The  Advertising  Vehicle.  “Computerworld  Marketplace  puts  us  in  touch  with 
organizations  that  have  specific  mainframe  criteria  and  are  a  good  fit  for  our 
environment.  It’s  also  where  we  establish  credibility  overtime  by  building 
name  recognition  and  corporate  visibility. 

The  Results... Bottom  Line.  “In  our  business,  the  quality  of  leads  is  what  we 
focus  on  most.  And  we  experience  a  higher  rate  of  closure  with  leads  generated 
by  Computerworld  Marketplace  than  with  leads  from  any  other  source. 

Because  we  consistently  get  very  qualified  prospects,  we  advertise  in 
Computerworld  Marketplace  exclusively.  Until  I’m  convinced  that  we  can  get 
better  results  elsewhere,  Faneuil  Systems  will  continue  running  weekly  adver¬ 
tisements  in  the  primary  classified  resource  for  IS  —  Computerworld 
Marketplace.” 

COMPUTERWORU) 

Marketplace 

Where  Buyers  Meet  Sellers  ■  Every  Week  1-800-343-6474,  ext.  744 
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Looking  for... 

j . .  .Application  development  tools  from  an  experienced  developer? 


APPLICA 


The  AD  Toolbox  has  just  what  you’re  looking  for  . .  .flexible,  portable,  and 
maintainable  tools  for  your  environment/platform.  Simply  locate  the 
developers  providing  your  solutions  -  and  give  them  a  call. 

And,  if  you’re  a  developer  with  solutions  to  sell, 
call  800/343-6474,  ext  744. 

Then  watch  the  AD  Toolbox  go  to  work  -  for  you! 


DEVELOPER' 


TOOLBOX 


OBJECT  ORIENTED 


Learn  C++  &  Windows- 
Based  Programming... 

Simply,  Quickly! 


With  the  OML  Learning  Series'”  you  can 
learn  C,  Visual  C++  "  object  technology 
and  Windows'"-Based  programming 
quickly  and  conveniently  in  the  privacy 
of  your  home  or  office.  The  OML 
Learning  Series  features: 

Visual  Series'”,  C/C++  Series  ” 
OOA/OOD  Series'",  OLE  Series'" 

Each  series:  $245*  (reg.  $400) 

Any  2  series:  $395*  (reg.  $750) 

Any  3  series:  $545*  (reg.  $ioso> 

All  4  series:  $645*  (reg.  $1300) 

LAN  version:  Call 
Limited  Time  Offer 

Tao^ 


PARALLEL  PROCESSING 


DATA  ENTRY  SOFTWARE  H  COBOL  TOOLS 


Call  us  for  information 
and  FREE  Demo  Software. 

800-6789-OML 


DAY 


Ask  about  our 
low  cost  LAN  package 


OML  LEARNING  SERIES 
Object  Technology  Made  Simple 


PRINT  STREAM  MGMT 


Enhance  the  Productivity  of  Your 
Legacy  Applications 

Introducing  Stream  Weaver'”...  the  latest 
in  print  stream  management  technology. 

With  StreamWeaver,  you  can  change  your 
output  without  changing  your  applications. 

The  benefits  are  clear: 

•  Combine  output  from  multiple  business 
applications  without  costly  programming 
changes 

•  Increase  the  productivity  of  your  legacy 
applications 

•  Extend  the  life  of  your  mainframe 

•  Works  with  all  IBM  and  IBM-compatible 
mainframe  applications 

Reduce  costs.  Increase  efficiency.  Call 

(800)  624-5377 

*LPC 

A  Pitney  Bowes  Company 

StreamWeoveF  is  o  product  of  PDR  Automated  Systems  and 
Publications,  Inc. 


Application  Development... 

Critical  software  technologies,  including  products  that  enhance  the 
development  of  mission  -  critical  client/server  applications,  are  ot 
primary  interest  to  IS  professionals.  With  today's  focus  on  maxi¬ 
mizing  productivity,  these  professionals  -  Computerworld  readers 
-  are  looking  tor  proven  application  development  tools.  Fast 
sophisticated  tools  for  designing,  developing,  and  implementing 
complex  applications  for  today's  diverse  environments 


AWAKEN  THE  GIANT 


•  SaveMillions  On  Main  Frame  Time 

•  Increase  The  Worth  Of  Your  Networked  PCs 

•  Utilize  What  You  Know  To  Minimize  Training 

•  Speed  Up  Compute  Intensive  Applications 

•  Off  Load  Data  Intensive  Applications 

•  Utilize  Millions  Of  Unused  CPU  Cycles 

•  Runs  On  PCs  With  Microsoft  Windows,  NT 

•  Link  In  UNIX  Workstations 

•  Provides  A  Blackboard  Architecture 

•  Supports  Parallel  Processing  Primitives 
•APIs  In  C 

NORRAD,  Inc. 

33  Indian  Rock  Road 
Windham.  NH  03087 
1-800-5  NORRAD 
1-603-434-3979  FAX 

Solutions  For  Industry 


▼  ▼ 


WINDOWS  IMAGING 


/M/lGt 


ASIC 


RECOGNITION 

INDEXING 

V  FULL  TEXT 

INTEGRATION 

VISUAL 

OPTICAL 

PROGRAMMING 

TOOLS 

‘storage 

Imaging  Magazine 

Product  of  the  Year 

•  Customize  ALL  aspects  of  your  imaging  system  using  Visual 
Basic,  SQL  Windows,  Visual  C++,  or  dBase  for  Windows 

•  Industry  standard  components  are  in  use  by  over  1 20,000  users 

•  30-day  money-back  guarantee  eliminates  risk  of  trying  product 

DIAMOND  HEAD  SOFTWARE,  INC. 

Call:  1-800-IBTOOLS  Fax:  (808)  545-7042 


What  Differentiates 

COMPUTERWORLD 


■S’  The  Only  Newspaper  in  the  IS 
Category  -  “The  Newspaper  of 
Information  Systems 
Management” 

The  Only  Paid  Subscriber  Base 
(100%,  ABC  Audited  140,313) 
in  the  IS  Category. 

&  The  Only  ABC-verified  Total 
Audience  Figure  (505,423),  and 
the  Only  Audited  Renewal  rate 
(61%)  in  the  IS  Category. . 


-■ OUT 

VIKING 
DATA  ENTRY 


Before  replacing  yours,  check-out  the 
Viking  Data  Entry  (VDE)  System. 

Half  of  Fortune  magazine’s  top  50  companies, 
numerous  U.S.  and  foreign  government  agencies, 
and  data  entry  service  bureaus  worldwide  have 
discovered  the  benefits  of  VDE: 

•  Faster,  easier  keyboard  entry  and  verification 

•  Insure  accuracy  with  advanced  data  validation 

•  Multi -platform:  MS/DOS,  UNIX,  VMS 

•  Save  costs  ...  replace  mainframe  data  entry 

•  Real-time  "Customer  Care"  support 

Call  now  for  our  WE  Features 
&  Functions  Checklist  _ 

Compare  VDE  features  with 
an  existing  system  or  one  you're 
considering  buying. 

Viking  Software  Services^  Inc. 

800-324-0595 

Ph:918/49 1  -6144  •  Fx:9 18/494-2701 


ORDER 
SE  One 
NOW. 

Only  $495 


The  COBOL  Program  understanding  tool  Find  date  routine 
problems.  Metrics,  structure  analysis,  interactive  analysis, 
coding  quality  assessment,  standards  compliance.  For 
maintenance  and  quality  assurance. 

800-457-3113 

Fax:  404-667-9417 

Software  Eclectics,  Inc 

Suite  131, 10955  Jones  Bridge  Rd. 

Alpharetta,  BA  30202  7343 


Application  Development _ 

Critical  software  technologies,  including  products  that  enhance 
the  development  of  mission  -  critical  client/server  applications, 
are  of  primary  interest  to  IS  professionals.  With  today's  focus  on 
maximizing  productivity,  these  professionals  -  Computerworld 
readers  -  are  looking  tor  proven  application  development  tools 
Fast  sophisticated  tools  for  designing,  developing,  and  imple¬ 
menting  complex  applications  for  today's  diverse  environments 


PROGRAMMING 

H||rDlEs 

Getting  You 
Down? 

You've  Turned 
to  the 

Right  Place! 

Because...every  week,  you'll 
find  the  right  tools  for  the  right 
jobs  —  right  here. 

In  the  new 

Application 
Developer's  Toolbox 

in  Computerworld  Marketplace. 


Tools  to  build  applications 
that  are  portable  across  a 
multitude  of  platforms. 

Tools  that  speed 
application  development 
and  make  programming 
much  less  painful. 

And  tools  for  mission- 
critical  applications 
that  improve  your 
organization's 
competitiveness. 


So  turn  here  again  next 
issue  —  and  every  issue 
for  expert  help  in 
overcoming  your 
programming  hurdles! 
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COPER'S  TOOLBOX 


ions  Directory 


401{k)  ADMINISTRATION 


DELTA  DATA  SERVICES,  INC . 

(300) 451-9188 

Defined  contribution  administration  software  for 
the  plan  sponsor.  Interfaces  with  payroll  to  ad¬ 
minister  401 K,  ESOP,  thrift,  and  profit  sharing 
plans.  Daily  or  periodic  processing,  distributions, 
loans,  ADP/ACP  testing.  User  defined  state¬ 
ments,  voice  response.  Runs  on  AS/400. 


ACCOUNTING 


M  •  A  •  S  90  EVOLUTION/2  Accounting 
Software  at  Discount  Prices? 

Pay  DISCOUNTED  prices  for  the  premier  ac¬ 
counting  solution.  Industrial  strength  G/L,  A/P, 
A/R,  Payroll  (with  multiple  city/state  taxation), 
J/C,  P/O,  Sales  Order,  Point  of  Sale,  Inv 
Mgmt,  Time  &  Billing,  many  others.  Dos/Win- 
dows/UNIX  platforms  supported. 

CORLOR  Development,  Inc.  (505)  281-7151 


APPLICATIONS  CONVERSION 


AUTOMATED  CONVERSION  SPECIALISTS 

DOS  to  MVS  HONEYWELL  to  IBM 

MACRO  to  COMMAND  CSP  to  COBOLVCICS 

RPG  to  COBOL  COBOL  to  COBOL  II 

PL/1  to  COBOL  CENTURY  EXPANSION 

Other  Platform/Language  Conversions 
BELCASTRO  COMPUTER  SERVICES,  INC. 
800-521-2861  216-652-1628 


MIGRATION  -  CONSOLIDATION 

SERVICES: 

VSE  to  MVS  Migrations/MVS  Re-Design 
Data  Center  Consolidations 
DFSMS  Migrations 
Project  Management 

COBOL/VS  to  COBOL/ll/370  Conversions 

Systems  Integration  &  Re-Design,  Inc. 
(504)  834-2293 


APPLICATIONS  DEVELOPMENT 

APPLICATION  DEVELOPER’S  TOOLBOX 
See  proceeding  page  in  Marketplace. 

Is  your  shop  ready  for  the  “Turn  of  the  Century”? 
. (800)999-0757 

Tired  of  maintaining  your  legacy  applications? 
LPC . (800)  624-5377 

C++ 


C++  and  Object  Technology  Training 

5-day,  on-site  seminars  on  C++,  Visual  C++. 
Borland  C++,  OOA/OOD,  Visual  Basic,  and 
C.  We  customize  our  courses  to  your  needs. 
Contact  us  today  for  course  outlines  and  pric¬ 
ing. 

DEITEL  &  ASSOCIATES 
deitel@world.std.com 
Phone:  (508)  877-0273  FAX:  (508)  788-0937 


C++  Training,  Design,  Emergency  Code  Repairs. 
Rowe  Technology . (408)  375-9449 

CLIENT  SERVER  DEVELOPERS 


High  performance  OLTP  design  and  imple¬ 
mentation  specialists.  We  utilize  memory  resi¬ 
dent  databases,  Sybase,  SQL  Server  and  Oracle, 
as  appropriate  on  Windows  NTAS,  Stratus/VOS/ 
FTX  and  UNIX  Servers  with  either  Windows  or 
Unix  Clients. 

Developers  Edge  Ltd.  1-800-EDGE-SYS 


Re-Engineer  NOWIII 

Let  our  highly  motivated  professionals  help 
your  corporation  make  the  successful  transi¬ 
tion  from  your  existing  mission  critical  applica¬ 
tions  into  object-oriented  client/server  sys¬ 
tems.  Powerbuilder,  C/C++,  Visual  Basic. 
Sybase/Oracle/Informix.  Imaging,  Wireless. 

Innovative  information  Technologies,  Inc. 
1-800-352-2797 


Innovision  Technologies,  Inc. 

(PowerBuilder  Specialists)(313)  591-7472 
Quality  Client  Server  GUI  Applications  Develop- 
mt/Testing  using  formal  methodologies.  OOA, 
ODD  OOP,  Integration  Testing,  System  Testing, 
Acceptance  Testing.  PowerBuilder,  C/C++, 
Auto  Tesilng.  Oracle,  Informix,  Sybase,  Ingres. 


Millennium  Computer  Corp.  "Quality  Solutions" 
On  Schedule,  within  Budget(7l6)  248-0510 


NIIT  -  Software  Division  ...  (404)  804-6446 

Developers  of  client  server  applications  using 
Sybase  and  Oracle.  Option  for  offshore  software 
development  available.  For  more  information, 
contact  us  at  400  Perimeter  Center  Terrace, 
Suite  900,  Atlanta,  GA  30346.  Fax:  (404)  804- 
6445. 

COMPUTER/TEL  INTEGRATION 

Computer/Telephone  Integration 

Consulting  &  Design. 

Expert  guidance  for  the  medium  to  large  call  cen¬ 
ter  environment.  ANI/DNIS  routing  -  Call/Data- 
screen  synchronization  -  Caller  Profile  call  rout¬ 
ing.  Functional  Specifications- 
Design-Documentation. 

Get  it  right  the  1  st  timel 

INSIGHT  SERVICES1 -800-877-9024 

CONTRACT  PROGRAMMING 

Client/Server  Solutions  using  PowerBuilder,  VAX/UNIX 
Acucobol.  Accurate  Data  Systems  .  .  .  (305)  864-3835 

NASTEL  Technologies 

Prime  source  for  cost  effective,  high  quality,  on¬ 
site/offsite  software  development.  Expertise  in 
Oracle,  Informix,  Sybase,  Powerbuilder,  Client 
Server  applications,  re-engineering  (multimedia, 
windows)  and  CAD  conversions.  Reliable 
delivery.  Excellent  References. 

(212)  251-0787  Fax  212-689-4950 

SAVE  50%-70% 

ON  PROGRAMMING 

While  using  some  of  the  most  sophisticated 
programmers  in  the  world.  All  customer  con¬ 
tact  handled  in  the  U.S. 

•  Client  Server 

•  New  Application  Development 

•  Updating  &  Porting  to  New  Platforms 

Typhoon  Software,  Inc. 
800-499-0888 

DATA  RECOVERY 

RANDOMEX  Data  Recovery  Service 

Hard  Drives  -  Tapes  -  Floppies  -  Disk  Packs 
Crashes/Power  Failures/Viruses/Fire 
Average  Turnaround  72  Hours 

98%  Success  Rate  On  Recoverable  Data 

14  Years  Experience  *  23  Operating  Systems 
800-726-3669  (Long  Beach,  CA) 
800-466-0893  (Boston,  MA) 

DATA  WAREHOUSING 

UNLOCKING  THE  POWER  OF  INFORMATION 

Solveris  Inc . (800)  999-4829 

DISASTER  RECOVERY 

CHI/COR  Information  Management,  Inc. 
Recovery  Planning  Software  ....  (800)  448-8777 

EDUCATION  &  TRAINING 

NIIT  -  Training  Division . (404)  804-6446 

Developers  of  custom  Computer  Based  Training 
(CBT),  Multimedia,  and  Performance  Support 
Systems.  Development  site  is  ISO-9001  certified. 
For  more  information,  contact  us  at  400  Perime¬ 
ter  Center  Terrace,  Suite  900,  Atlanta,  GA  30346. 
Fax  (404)  804-6445. 

Visual  Basic,  C++,  OOA-OOD,  ORACLE 

Texas  Software . (800)  252-7007 

EASY  TECHNICAL  UPDATING 

50-Minute  videos,  $29.95  each,  on  today's  cru¬ 
cial  topics  (client/server,  OOPS,  software  engi¬ 
neering,  networking,  Al)  by  over  40  leaders 
(Stroustrup,  Bell,  Knuth,  Microsoft,  etc.)  CON¬ 
TACT  UVC,  toll-free  1-800-900-1510  xl  1 12; 
uvc.lemon@forsythe.stanford.edu.  FREE  CATA¬ 
LOG.  SATISFACTION  GUARANTEED. 

ELECT.  DATA  INTERCHANGE 

EDI  software,  consulting,  &  integration 

Next  EDition,  Inc.,  14+  yrs  exp . (216)  498-0602 

FAX-ON-DEMAND 

COMPUTER-FAX  INTEGRATION 

Discover  the  Power  of  Fax-On-Demand,  Increase 
Sales.  Save  90%  over  past  method.  Delivery 
product  literature  upon  request  24  hrs/day,  7 
days/wk.  Buy  Fax-On-Demand  Marketing  Tool  for 
the  90's  to  learn  how.  For  more,  call  408-243- 
2275,  get  Doc  #210. 

ABConsultants  1-(800)  982-3715 

GROUPWARE  LOTUS  NOTES 


Nationwide  Professional  Services 

Summit  Software  Services,  Inc.  .  .  .  (503)  226-6250 

l/T  CONSULTING 


ITM,  Inc.  (617)  489-3639 

Focus:  Development  Productivity,  Data  Man¬ 
agement,  Strategic  Planning,  Staff  Augmenta¬ 
tion;  Custom,  business  aligned  methodologies 
(w/integ.  Bus.  Proc.  Re-Eng.  &  Data  Mgmt),  Impl. 
Coaching,  Meth.  Educ.;  CASE,  GUI  PowerBuilder 
(Dev.  &  Proj.  Mgrs.),  Info  Modelers,  etc.  Data 
Warehousing  &  Admin.,  I/T  Planning,  Arch.  Des. 
We  help  you  use  l/T  to  create  Business 
Value  through  Organizational  Success. 


MCBA 


SYSTEMS  DESIGN  &  SERVICES,  INC.  - 
(708)  894-1674  Specializing  in  support,  en¬ 
hancements,  upgrades,  conversions.  Established 
1982.  ALL  applications,  releases,  versions,  lan¬ 
guages,  operating  systems.  NEW!  UNIX/AIX, 
AS/400  SOFTWARE  FOR:  ACCOUNTING,  DIS¬ 
TRIBUTION,  MANUFACTURING,  HUMAN  RE¬ 
SOURCES,  4GL 


OFFSHORE  SOFTWARE  DEV. 


COSTA  RICA  -  “A  BETTER  WAY” 

Low-cost,  hi-quality  offshore  programming,  Cen¬ 
tral  Time  Zone,  3  hour  flight  from  USA.  Satellite 
Links.  Oracle,  Visual  Basic,  Powerbuilder, 
Sybase,  C++,  COBOL,  AS400. 

Hestair,  Houston . (800)  448-7277 


Hexaware  Technologies  - 
A  Blue  Chip  Resume: 

*  Client/Server  technology  focus 

•  Oracle,  Sybase 

•  Powerbuilder,  Uniface,  Visual  Basic 

*  Complete  Turnkey  responsibility 

*  Virtual  64  kbps  data  link  from  your  office 
to  India 

*  State-of-the-art  software  development 
center  in  India..... 


Hexaware  Technologies  - 
A  Blue  Chip  Resume: 

*  Large  pool  of  quality  software  talent 

*  International  quality  standards 

*  Success  stories  in  US/Middle  East/India 

*  Joint  Venture  option 

Tel:  (609)  951-9195;  Fax  (609)  951-9638; 
Partner  for  Success 
Hexaware  Technologies,  Inc. 
Princeton  •  Bombay  •  Bahrain  •  Dammam 


Serving  the  Northwest  USA 

*  Providers  of  quality  software  development. 
Options  for  Joint  Venture.  Services: 

New  Development  Re-engineering 

Migration  Client-Server/PC/RDBMS 

Testing/QA  Product  Enhancement 

UNCROSS  SOFTWARE  SYSTEMS,  INC. 
(206)  236-5847 
INDIA  •  SINGAPORE 


Typhoon  Software . (800)  499-0888 

(See  our  ad  in  Marketplace) 


OFF-SITE  SOFTWARE  DEV. 


Powerbuilder/ORACLE/SYBASE/etc.  -  C/S  Ap¬ 
plications  PowerSource,  Inc . (606)  229-2554 


OUTSOURCING 


ALICOMP  and  CBS  Data  Services  formed  a 
business  alliance  to  offer  the  highest  level 
of  technical,  operational,  and  managerial 
expertise  within  a  single  mandate:  loyalty 
and  the  highest  quality  computer  services 
with  flexible  pricing. 

ALICOMP/CBS 
(800)  274-5556 

(See  Our  Ad  in  the  Marketplace) 


Outsourcing/Remote  Computing 
IBM,  MVS/ESA 
Transistional  Outsourcing 
Specializing  in  high  online 
transaction  environments,  Multiple 
mainframes,  Reasonable  prices 
Consultec,  Inc. 

Contact:  Tom  Robinson 
(800) 358-2381 


ISO  9001  CERTIFIED  OFF-SHORE/ 
ON-SITE  SOFTWARE  SERVICES 

Substantial  cost  savings  on  Development, 
Maintenance,  Conversion,  Rightsizing  using 
Indian  facility  with  in-house  IBM  9000,  AS/ 
400,  RS  6000,  SUN  and  CICS,  DB2,  IMS.  CO¬ 
BOL,  RPG,  SYNON,  Oracle,  Sybase,  Visual 
Basic,  Powerbuilder,  Uniface,  C++. 

D  Square  Software,  Inc. 

Tel:  (908)  632-2688  Fax:  (908)  632-2692 


FANEUIL  SYSTEMS  provides  mainframe 
based  Outsourcing  and  Remote  Computing 
Services  for  well  over  a  decade.  Our  reputa¬ 
tion  for  providing  high  quality  services  in  a  flex¬ 
ible  and  cost  effective  manner  is  undisputed  in 
the  industry.  Join  the  many  others  who  have 
already  made  the  right  choice,  call  FANEUIL 
SYSTEMS  at  (708)  574-3636.  (See  Our  Ad  in 
the  Marketplace  Section) 


OUTSOURCING/REMOTE  COMPUTING 

For  26  years  we  have  nationally  located  out¬ 
sourcing  services  on  all  platforms  from  over 
2,000  data  centers.  NEVER  a  fee  to  our  buyers 
because  we  are  paid  by  our  sellers.  Call  us  today 
and  join  over  1 ,500  satisfied  customers! 
COMPUTER  RESERVES,  INC. 

(800)  882-0988 


FINANCIAL  TECHNOLOGIES 
COMPUTER  SERVICES  DIVISION 

(703)  631-4401 

OUTSOURCING  -  REMOTE  PROCESSING 
Multiple  IBM  ES9000  Mainframes 
MVS/ESA  VM/ESA 
Current  Software  Releases, 

7  days/week,  24  hours/day 
Quality  Service  -  Competitive  Pricing 


MCRB  Service  Bureau,  Inc. 

3090  Computer  Services . (800)  941 -MCRB 


PC  SOLUTIONS 

Micro  Focus  COBOL,  Dialog  System,  Panels2 
solutions.  Next  EDition,  Inc (216)  498-0602 

PURCHASING  SOFTWARE 


Commerce  Software,  Inc.  (PurchaseSQL®) 
Elmsford,  NY . (800)  447-7172 


REMOTE  COMPUTING 


ALICOMP,  Inc . (800)  274-5556 

(See  Our  Ad  in  the  Marketplace) 


FANEUIL  SYSTEMS  provides  mainframe 
based  Outsourcing  and  Remote  Computing 
Services  for  well  over  a  decade.  Our  reputa¬ 
tion  for  providing  high  quality  services  in  a  flex¬ 
ible  and  cost  effective  manner  is  undisputed  in 
the  industry.  Join  the  many  others  wno  have 
already  made  the  right  choice,  call  FANEUIL 
SYSTEMS  at  (708)  574-3636.  (See  Our  Ad  in 
the  Marketplace  Section) 


RIGHTSIZING 


MCRB  Service  Bureau,  Inc. 

3090  Computer  Services . (800)  941  -MCRB 

SOFTWARE  REENGINEERING 


Reuse  Your  Existing  Software  Assets 

*  Computer  language  translation  and  migration 

reengineering  services  converting  into  C, 
C++,  Ada,  and  COBOL 

*  Services  guaranteed  for:  functionality; 

maintainability;  price;  delivery  date. 

*  Language  and  platform  independent 

Alydaar  Software  Corporation: 
(504)  845-3322 


SOFTWARE  REUSE 


RPM  ® 

Reuse  Process  Manager  ® 

"a  windows  and  C/S  based  process  manager 
with  a  customizable  environment  for  defining, 
measuring  and  practicing  reuse-driven  software 
development" 

developed  by  Dr.  Carma  McClure 
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Corporate  Software,  Inc . 1 

Covia  Technologies . 16 

Crystal  Computer  Services,  Inc . 44 

CSC  ConsultingGroup . 29 


Hale  &  Dorr . 117 

Hewlett-Packard  Co . 8,4,10, 1 4, 16,24 

. 49,52,75,93,101 

HoniCorp,  Inc . 29 

Hughes  Network  Systems,  Inc . 68 

Hughes  Space  and 

Communications  Co . 105,109 

Hurwitz  Consulting 

Group,  Inc . 10,49 


IBM. 


1,4,6,7,8,12,16,24,49 

52,68,78,100,105,125 

. 24 

. 10 


903 

D.  H.  Andrews  Group,  Inc . t 

I).  H.  Brow  n  Associates,  Inc . 49 

Data  General  Corp . 10 

Dataquest,  Inc . 1,41,97 

Dell  Computer  Corp . 24 

Digital  Equipment  Corp . 8,12,14,16,24,55 


IBM  PC  Co . 

Illuminata . 

Illustra  Information 

Technologies,  Inc . 100 

Infinite  Technologies . 14 

Infinity  Financial  Technology,  Inc . 78 

Info’Products  Europe . 1 

Information  Systems  Marketing . 8 

Informative  Research . 55 

Informix  Software,  Inc . 10 

Integrated  SystemsSolutionsCorp . 1 

Integrix,  Inc . 53 

Intel  Corp .  6,8,24,32,49,50,70,93 

IntelligenceWare,  Inc . 79 

Interactive  Development 

Environments . 97 

Interleaf,  Inc . 97 

International 

Data  Corp . 6,8,14,32,41,44,75,97 

Intersolv,  Inc . 100 

Intuit,  Inc . 1 

IQ  Software  Corp . 44,46 


.J.  D.  Power  and  Associates . 41 

Judson  Art  Warehouse,  Inc . 29 


Kagan  Telecom  Associates . 15 

Kaplan  Education  Centers . 1 16 

Kennametal.Inc . 1,41 


Lamp  Technologies,  Inc . 117 

LanteCorp . 20 

Legent  Corp . 10,75 

Leo  Burnett  Worldwide,  Inc . 29 

Lockheed  Corp . 52 

Locus  ComputingCorp . 8 

Logiea  North  America,  Inc . 32 


NEC  Technologies,  Inc . 24 

NetAccess  Development  Corp . 53 

NetFrame  Systems,  Inc . 24,50 

Netscape  Communications  Corp . 15,65 

Network  General  Corp . 12,68 

Next  Computer,  Inc . 8,100 

Nextel  Corp . 68 

Nokia  Mobile  Phones,  Inc . 46 

Norton-Lambert,  Inc . 44 

Novell,  Inc . 4,8,14,32,49,50,53,93,100 

Novus  Financial  Corp . 125 

NynexCorp . 68 


Object  Design,  Inc . 100 

Ocean  Isle,  Inc . 44 

Octopus  Technologies,  Inc . 12 

Olicom  USA,  Inc . 52 

Olympus  America,  Inc . 93 

On  Technology  Corp . 1,53 

Ontos,  Inc . 100 

Open  Market,  Inc . 65 

Optimal  Networks  Corp . 12 

Oracle  Corp . 10,79,100 


Pacific  Telesis  Group . 68 

ParcPlace  Systems,  Inc . 101 

Perot  Systems  Corp . 20 

Phar  Lap  Software,  Inc . 4 

Philip  Morris,  Inc . 29 

Pilot  Software,  Inc . 79 

Plaintree  Systems,  Inc . 32 

PMC-Sierra . 16 

Portable  Software  Corp . 46 

Premisys  Real  Estate  Services  Co . 44 

Prime  ConsultingGroup . 97 

Princeton  Review,  Inc . 116 

Procter  &  Gamble  Co . 29 

Prodigy  Services  Co . 1,49 

Protege  Corp . 46 

Publishing  Technology 

Management,  Inc . 97 

Pyramid  Technology  Corp . 10 


Quote.Com,  Inc . 68 


R.  H.  Macy&Co . 15 

RAM  Mobile  Data  USA  L.P. . 20 

Retix . 68 

Rollerblade,  Inc . 7 


RSA  Data  Security,  Inc . 15 


s 


Sales  Technologies,  Inc . 8 

San  Francisco  Symphony . 93 

SAP  America,  Inc . 78 

Saratoga  Systems,  Inc . 8 

Seagate  Technology,  Inc . 44 

Security  Dynamics 

Technologies,  Inc . 65 

Seer  Technologies,  Inc . 97 

SES,  Inc . 75 

Sierra  Semiconductor  Corp . 16 

Silicon  Graphics,  Inc . 55 

Sloan  Management  Review . 105 

SoftArc,  Inc . 14 

Software  Edge,  Inc . 100 

Software  Publishers  Association . 50 

SouthTrust  Corp . 8 

Spectron  Microsystem,  Inc . 101 

Speedy  Muffler  King,  Inc . 125 

Sprint  Corp . 55 

SQL  Software,  Inc . 101 

Stac  Electronics,  Inc . 41 

Standard  Microsystems  Corp . 52 

Star  Enterprise . 12 

Stone  Container  Corp . 1 

Strategic  Mapping,  Inc . 41 

Stratton  Oakmont,  Inc . 1 

Summit  Strategies,  Inc . 12,50 

Sun  Microsystems,  Inc .  10,29,49,70 

SunSoft,  Inc . 8,16 

Sybase,  Inc . 8,10,29,79,100 

Symantec  Corp . 4,8,44 

SynOptics  Communications,  Inc . 68 

System  Software  Associates,  Inc . 93 

SytronCorp . 50 

Tandem  Computers,  Inc . 14 

Tandy  Corp . 32 

Tartan,  Inc . 101 

Texas  Instruments,  Inc . 52,97 

The  Drummond  Group . 14 

The  Dun  &  Bradstreet  Corp . 8 

Tivoli  Systems,  Inc . 10 

TMC  Personal  Computer  Services . 24,41 

Transarc  Corp . 12 

Traveling  Software,  Inc . 44,68 


u 


UniSQL,  Inc . 100 

Unisys  Corp . 8,78 

United  Parcel  Service,  Inc . 16 

Unocal  Corp . 12 

Versant  Object  Technology,  Inc . 100 

Visual  Systems  Corp . 101 

VLSI  Technologies,  Inc . 6 


w 


Walker  Richer  and  Quinn,  Inc . 93 

Wang  Laboratories,  Inc . 97 

Wellfleet  Communications,  Inc . 68 

Weyerhaeuser  Corp . 78 

Wharton  School . 105 

William  M.  Mercer,  Inc . 97 

WordPerfect . 4,97 

Worldport  LA . 75 

WorldTalkCorp . 14 

Xircom,  Inc . 68 

XL/Datacomp,  Inc . 79 

Young  &  Rubicam.  Inc . 29 
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Gainers  Losers 

Percent 


Rasterops(L) 

9.5  American  Software  Inc. 

-20.0 

Gupta 

9.0  Proteon  Inc. 

-14.9 

AST  Research  Inc. 

8.2  Software  Publishing  Corp. 

-13.3 

EmulexCorp.(H) 

7.0  NetManage  Inc. 

-13.2 

Group  1  Software 

5.6  Manugistics  Group  Inc. 

-12.9 

Data  Switch  Corp. 

5.6  Platinum  Software 

-12.4 

CESoftware(L) 

5.6  NetrixCorp. 

-12.3 

Progress  Software  Corp. 

5.5  Exabyte 

-12.2 

Dollar 

Progress  Software  Corp. 

1.75  Peoplesoft 

-6.75 

Intel  Corp. 

1.69  Hewlett  Packard  Co. 

-5.25 

Optical  Data  Systems  Inc.(H) 

1.25  Stratacom  Inc. 

-4.75 

Gupta 

1.13  Xerox  Corp. 

-4.75 

AST  Research  Inc. 

1.06  Oracle  Corp. 

-4.50 

Boole  &  Babbage 

1.00  Cabletron  Systems 

-4.38 

EmulexCorp.(H) 

0.75  XylogicsInc. 

-4.25 

BellSouth  Corp. 

0.75  ITTCorp. 

-4.25 

Fears  of  increasing  interest  rates  caused  volatile  big  technology  stocks  to  drop 
SIGNIFICANTLY.  IBM,  MOTOROLA,  INC.,  HEWLETT-PACKARD  CO.  AND  TEXAS  INSTRUMENTS,  INC. 
ALL  FELL  IN  LAST  WEEK'S  TRADING. 


Modem  makers  face  challenge 

Now  that  Hayes  Microcomputer  Products,  Inc.  has  filed 
for  bankruptcy,  Wall  Street  analysts  say  the  modem  market 
has  actually  gotten  a  little  bit  tougher. 

Maribel  Howard,  an  analyst  at  International  Data  Corp. 
in  Framingham,  Mass.,  said  Hayes’  competitors  will  be 
scrambling  to  steal  market  share  from  the  onet  ime  modem 
leader  while  it  struggles  to  get  back  on  its  feet  [CW,  Nov.  14], 

Current  market  leader  U.S.  Robotics,  Inc.  (USRX), 
which  will  soon  merge  with  Megahertz  Corp.  (MEGZ),  will 
probably  be  among  the  companies  trying  to  capitalize  on 
Hayes’  situation,  said  Joe  Noel,  an  analyst  at  Hambrecht  & 
Quist,  Inc.  in  San  Francisco. 

“U.S.  Robotics  definitely  wins  in  this  deal,”  Noel  said. 
“Hayes  is  not  nearly  as  big  as  most  people  thought,  and  fil¬ 
ing  for  bankruptcy  will  hurt  [them  with]  a  lot  of  their  ac¬ 
counts.” 

The  void  left  by  Hayes  aside,  Robotics  and  other  modem 
makers  face  a  number  of  other  challenges. 

According  to  Antoine  Tristiani,  an  analyst  at  SouthCoast 
Capital  Corp.  in  Austin,  Texas,  modem  manufacturers  have 
to  meet  the  new  standard  for  high-speed  communications  if 
they  want  to  do  well  in  the  market. 

“Robotics  is  the  only  company  shipping  V.34  modems  in 
volume  because  it  makes  its  own  chip  sets,”  Tristiani  said. 
“The  other  vendors  don’t,  so  they  are  about  three  to  six 
months  behind.” 

While  Hayes  had  its  own  internal  manufacturing  trou¬ 
bles,  competitive  pricing,  increasing  costs  and  higher  de¬ 
mand  for  products  are  factors  pressuring  all  modem  mak¬ 
ers,  Howard  said. 

“Hayes’  situation  is  proof  of  how  hard  it  is  to  be  a  modem 
vendor,”  she  said. — Erin  Callaway 


More  for  less 


Although  both  stocks  are  solid,  SouthCoast 
Capital  recommends  that  investors  buy  stock 
in  Megahertz  now  in  order  to  own 
U.S.  Robotics  stock  at  a  lower  price 

AFTER  THE  COMPANIES  MERGE 


Closing  price 

Recommendation 

Megahertz 

12  Va 

Strong  Buy 

U.S.  Robotics 

39  5/8 

Strong  Buy 

Exch  52-Week  Range  Nov.23  Wk  Net  Wk  Pct 


3  pm 

Change  Change 

Communications  and  Network  Services 

OFF  4.86% 

OTC 

46.00 

17.50 

3  COM  Corp.  (H) 

42.38 

-0.38 

-0.9 

NYS 

43.38 

36.25 

AMERITECH  Corp. 

40.00 

-0.38 

-0.9 

NYS 

57.13 

49.50 

AT&T 

50.25 

-2.25 

-4.3 

OTC 

26.50 

12.75 

Banyan  Systems  Inc. 

17.38 

-0.94 

-5.1 

OTC 

43.88 

18.63 

Bay  Networks  Inc. 

24.13 

-1.50 

-5.9 

NYS 

62.00 

49.00 

Bell  Atlantic  Corp. 

50.25 

-0.88 

-1.7 

NYS 

63.50 

50.50 

BellSouth  Corp. 

52.75 

0.75 

1.4 

NYS 

21.50 

10.00 

Bolt,  Beranek  &  Newman 

18.13 

-0.25 

-1.4 

OTC 

15.75 

9.00 

Brookt rout  Technology 

12.25 

-0.38 

-3.0 

NYS 

53.00 

33.06 

Cabletron  Systems 

45.75 

-4.38 

-8.7 

OTC 

43.00 

10.00 

Centigram  Communications 

19.25 

-1.00 

-4.9 

OTC 

45.00 

21.00 

ChipcomCorp. 

40.00 

-2.50 

-5.9 

OTC 

40.75 

18.75 

Cisco  Systems  Inc. 

31.13 

-2.50 

-7.4 

OTC 

16.13 

7.50 

Compression  Labs  Inc.  (L) 

7.50 

-0.50 

-6.3 

OTC 

12.38 

5.13 

Computer  Network  Tech. 

6.50 

-0.38 

-5.5 

OTC 

32.00 

7.50 

CrossComm 

9.63 

-0.38 

-3.8 

OTC 

3.00 

1.50 

Data  Switch  Corp. 

2.38 

0.13 

5.6 

OTC 

35.00 

17.88 

DSC  Communications 

29.13 

-3.75 

-11.4 

OTC 

60.50 

20.00 

FORE  Systems  Inc.  (H) 

57.00 

-1.00 

-1.7 

NYS 

34.88 

8.25 

GeneralDatacomm  Inds. 

27.00 

-3.13 

-10.4 

NYS 

37.88 

29.50 

GTE  Corp. 

30.38 

0.25 

0.8 

NYS 

95.97 

78.63 

ITT  Corp. 

80.63 

-4.25 

-5.0 

OTC 

29.00 

21.00 

MCI  CO  MMM  UNI  CATIONS  CORP.  (L) 

21.38 

-0.25 

-1.2 

OTC 

15.75 

8.13 

MICOMCommunications  Corp. 

13.50 

-0.50 

-3.6 

OTC 

10.63 

4.00 

Microcom  Inc.  (H) 

9.63 

-0.50 

-4.9 

OTC 

31.00 

11.25 

NetManage  Inc. 

24.75 

-3.75 

-13.2 

OTC 

7.38 

4.00 

NetrixCorp. 

6.25 

-0.88 

-12.3 

OTC 

8.75 

3.25 

Network  Computing  Devices 

4.13 

-0.38 

-8.3 

NYS 

22.25 

7.38 

Network  Equipment  Tech. 

18.50 

-2.38 

-11.4 

OTC 

23.38 

13.25 

Network  General 

20.13 

-1.63 

-7.5 

OTC 

9.63 

6.38 

Network  Systems  Corp. 

6.94 

-0.31 

-4.3 

NYS 

68.75 

26.50 

Newbridge  Networks  Corp. 

32.25 

-2.25 

-6.5 

NYS 

37.75 

26.00 

NorthernTelecom  Ltd. 

31.75 

-2.00 

-5.9 

OTC 

26.63 

13.38 

Novell  Inc. 

18.75 

-1.00 

-5.1 

NYS 

43.75 

33.25 

NynexCorp. 

38.38 

-0.38 

-1.0 

OTC 

30.00 

15.50 

Octel  Communications  Corp. 

20.75 

-0.25 

-1.2 

OTC 

26.25 

10.75 

Optical  Data  Systems  Inc.  (H) 

25.50 

1.25 

5.2 

OTC 

7.50 

2.50 

Penril  Data  Comm  Networks  (L) 

2.50 

-0.19 

-7.0 

OTC 

22.50 

10.00 

PictureTel  Corp. 

19.13 

-1.63 

-7.8 

OTC 

7.88 

2.13 

Proteon  Inc. 

5.00 

-0.88 

-14.9 

OTC 

14.38 

2.75 

Racotek  Inc. 

3.75 

-0.19 

-4.8 

OTC 

11.25 

4.25 

Retix 

4.50 

-0.63 

-12.2 

NYS 

23.25 

12.44 

Scientific  Atlanta  Inc. 

19.88 

-2.13 

-9.7 

NYS 

45.25 

36.75 

Southwestern  Bell  Corp. 

41.63 

-0.38 

-0.9 

NYS 

40.13 

30.25 

Sprint  Corp.  (L) 

31.00 

0.25 

0.8 

OTC 

26.75 

13.38 

Standard  Microsystems  Corp. 

21.88 

-1.50 

-6.4 

OTC 

61.00 

13.00 

Stratacom  Inc. 

53.00 

-4.75 

-8.2 

OTC 

15.25 

3.88 

TelebitCorp. 

4.56 

-0.31 

-6.4 

OTC 

46.00 

23.00 

US  Robotics 

38.00 

-2.13 

-5.3 

NYS 

47.25 

35.63 

US  West  Inc. 

36.50 

0.63 

1.7 

OTC 

28.25 

12.75 

Xircom 

17.50 

0.38 

2.2 

OTC 

37.00 

13.25 

Xylogics  Inc. 

32.50 

-4.25 

-11.6 

OTC 

28.13 

11.25 

Xyplex  Inc. 

27.75 

0.00 

0.0 

PCs  and  Workstations 

OFF  3.73% 

OTC 

7.50 

3.00 

Advanced  Logic  Research 

4.75 

0.00 

0.0 

OTC 

43.75 

24.63 

Apple  Computer  Inc. 

36.75 

-3.13 

-7.8 

OTC 

33.00 

10.38 

AST  Research  Inc. 

14.00 

1.06 

8.2 

NYS 

42.00 

23.41 

CompaqComputer  Corp. 

37.63 

-2.13 

-5.3 

OTC 

47.38 

19.13 

Dell  Computer  Corp. 

42.25 

-2.88 

-6.4 

OTC 

25.00 

9.25 

Gateway  2000  Inc. 

21.25 

-0.38 

-1.7 

NYS 

102.50 

71.88 

Hewlett  Packard  Co. 

95.38 

-5.25 

-5.2 

NYS 

33.13 

18.75 

Silicon  Graphics 

28.88 

-2.63 

-8.3 

OTC 

34.50 

18.25 

Sun  Microsystems  Inc. 

31.25 

-1.88 

-5.7 

NYS 

50.75 

30.75 

TandyCorp. 

41.38 

-2.50 

-5.7 

OTC 

6.25 

2.38 

Zeos  International  Ltd. 

6.06 

-0.19 

-3.0 

Large  Systems 

OFF  5.28% 

ASE 

10.88 

5.25 

Amdahl  Corp. 

9.75 

-0.50 

-4.9 

NYS 

8.88 

4.38 

Convex  Computer 

6.63 

-0.50 

-7.0 

OTC 

3.00 

0.50 

Cray  Computer 

1.44 

0.06 

4.5 

NYS 

33.75 

17.75 

Cray  Research  Inc. 

18.13 

-1.13 

-5.8 

NYS 

12.00 

6.63 

DataGeneralCorp. 

10.63 

-1.00 

-8.6 

NYS 

38.13 

18.25 

Digital  EquipmentCorp. 

33.75 

-1.50 

-4.3 

OTC 

6.38 

2.38 

Encore  Computer  Corp. 

3.69 

-0.22 

-5.6 

NYS 

51.75 

40.25 

Harris  Corp. 

40.25 

-3.88 

-8.8 

NYS 

76.38 

51.38 

IBM 

69.13 

-4.00 

-5.5 

OTC 

18.75 

7.50 

NetFrame 

8.00 

-0.44 

-5.2 

OTC 

19.50 

3.88 

Parallan  Computer 

4.88 

0.00 

0.0 

OTC 

16.50 

5.38 

PyramidTechnology 

9.63 

-0.38 

-3.8 

OTC 

20.13 

11.13 

Sequent  Computer  Sys. 

18.00 

-1.00 

-5.3 

OTC 

6.84 

3.25 

Sequoia  Systems  Inc. 

3.75 

-0.31 

-7.7 

NYS 

39.88 

22.88 

Stratus  Computer  Inc. 

35.63 

-1.75 

-4.7 

NYS 

19.13 

10.00 

Tandem  Computers  Inc. 

16.63 

-0.75 

-4.3 

OTC 

30.00 

3.88 

TriCord  Systems 

5.75 

-0.38 

-6.1 

NYS 

16.50 

8.63 

Unisys  Corp. 

9.13 

-1.25 

-12.0 

Software 

OFF  4.43% 

OTC 

38.50 

19.75 

AdobeSystems  Inc. 

31.38 

-3.38 

-9.7 

OTC 

6.50 

4.00 

American  Software  Inc. 

4.00 

-1.00 

-20.0 

OTC 

15.25 

6.75 

Ask  Computer  Systems 

13.13 

0.00 

0.0 

OTC 

40.00 

20.13 

Autodesk  Inc.  (H) 

35.75 

-2.50 

-6.5 

OTC 

3.88 

1.75 

Bachman  Info.  Systems 

3.88 

-0.13 

-3.1 

OTC 

28.25 

20.50 

BGS  Systems  Inc. 

24.50 

-0.88 

-3.4 

OTC 

71.00 

40.50 

BMC  Software  Inc. 

42.50 

-1.31 

-3.0 

OTC 

25.75 

15.00 

Boole  &  Babbage 

25.75 

1.00 

4.0 

OTC 

16.88 

8.50 

Borland  Int’l  Inc. 

9.63 

-0.38 

-3.8 

OTC 

25.00 

6.75 

Brock  Control  Systems  Inc. 

7.69 

-0.19 

-2.4 

OTC 

4.00 

2.13 

CE  Software  (L) 

2.38 

0.13 

5.6 

ASE 

30.34 

6.25 

Cheyenne  Software  Inc. 

10.63 

-0.50 

-4.5 

OTC 

16.13 

8.50 

Cognos  Inc. 

12.50 

-1.61 

-11.4 

NYS 

50.88 

27.38 

Computer  Associates 

43.63 

-2.38 

-5.2 

NYS 

5.38 

2.50 

Computer  vi  sion  Corp. 

3.13 

-0.25 

-7.4 

OTC 

49.25 

24.50 

Compuware  Corp. 

34.50 

-0.75 

-2.1 

OTC 

14.75 

9.00 

Comshare  Inc. 

12.00 

-0.50 

-4.0 

OTC 

16.66 

10.50 

Corel  Corp. 

13.63 

-0.25 

-1.8 

OTC 

17.75 

7.25 

Dataware  Technologies  Inc. 

12.50 

-0.50 

-3.8 

OTC 

6.75 

2.50 

Easel  Corp. 

2.88 

-0.13 

-4.2 

OTC 

29.25 

14.25 

FilenetCorp. 

24.75 

-1.00 

-3.9 

OTC 

25.00 

3.00 

4th  Dimension 

5.00 

-0.38 

-7.0 

OTC 

18.00 

8.13 

Frame  Technology 

14.00 

-1.25 

-8.2 

OTC 

31.25 

11.50 

FTP  Software  Inc. 

25.25 

-1.63 

-6.0 

OTC 

11.00 

7.00 

Group  1  Software 

9.50 

0.50 

5.6 

OTC 

31.75 

6.75 

Gupta 

13.63 

1.13 

9.0 

OTC 

10.88 

5.13 

Hogan  Systems  Inc. 

5.69 

-0.06 

-1.1 

OTC 

40.25 

18.00 

IMRS 

34.50 

-3.25 

-8.6 

OTC 

39.75 

11.25 

Information  Resources 

14.13 

-1.13 

-7.4 

OTC 

29.88 

14.25 

Informix  Corp.(H) 

26.19 

-2.69 

-9.3 

OTC 

11.25 

7.75 

Intergraph  Corp. 

8.13 

-0.13 

-1.5 

Exch 

52-Week  Range 

Nov.23Wk  Net  Wk  Pct 

3  pm  Change  Change 

OTC 

8.75 

2.50 

Interleaf  Inc. 

4.00  -0.25 

-5.9 

OTC 

18.00 

8.63 

Intersolv  Inc. 

16.63  -0.50 

-2.9 

OTC 

73.25 

27.00 

IntuitInc. 

65.63  -2.94 

-4.3 

OTC 

18.75 

2.25 

Knowledgeware  Inc. 

3.75  0.00 

0.0 

OTC 

34.75 

19.00 

LegentCorp. 

29.75  -2.38 

•7.4 

OTC 

86.50 

29.75 

Lotus  Development 

38.50  -3.38 

-8.1 

OTC 

17.75 

4.75 

Magic  Software  Enterprises  (L) 

4.75  -0.13 

•2.6 

OTC 

15.50 

6.00 

Manugistics  Group  Inc. 

6.75  -1.00 

-12.9 

OTC 

27.50 

14.75 

MapInfo  Corp. 

22.25  0.00 

0.0 

OTC 

7.50 

1.44 

MathSoft 

3.25  0.00 

0.0 

OTC 

17.00 

5.88 

McAfee  Associates 

13.75  -0.25 

•1.8 

OTC 

17.25 

9.38 

Mentor  Graphics 

12.75  -0.63 

•4.7 

OTC 

20.00 

11.50 

Micro  Focus 

13.75  -0.38 

•2.7 

OTC 

11.63 

4.63 

MicrografxInc. 

5.63  -0.13 

•2.2 

OTC 

65.13 

39.00 

MicrosoftCorp. 

61.50  -3.00 

-4.7 

OTC 

46.50 

26.25 

Oracle  Corp. 

39.00  -4.50 

-10.3 

OTC 

40.75 

21.50 

Parametric  Technology 

31.50  -3.25 

-9.4 

OTC 

24.50 

13.38 

ParcPlace  Systems  Inc. 

17.25  -2.00 

-10.4 

OTC 

66.75 

26.00 

Peoplesoft 

57.00  -6.75 

-10.6 

OTC 

8.13 

3.63 

Phoenix  Technologies 

6.75  0.00 

0.0 

OTC 

73.25 

34.00 

Powersoft 

64.50  -3.25 

-4.8 

OTC 

29.75 

3.50 

Platinum  Software 

12.38  -1.75 

-12.4 

OTC 

23.75 

9.00 

Platinum  Technology 

19.50  -0.75 

-3.7 

OTC 

56.75 

27.00 

Progress  Software  Corp. 

33.75  1.75 

5.5 

OTC 

4.13 

1.94 

Quarterdeck  OfficeSys. 

2.06  -0.06 

-2.9 

OTC 

24.00 

9.50 

Rainbow  Technologies  Inc. 

13.50  -1.88 

-12.2 

OTC 

9.25 

2.50 

Rasterops  (L) 

2.88  0.25 

9.5 

OTC 

8.50 

2.88 

Ross  Systems 

5.38  -0.56 

•9.5 

OTC 

23.25 

2.38 

Sapiens  Intl.  Corp.  N.V. 

2.44  -0.13 

-4.9 

OTC 

21.00 

9.75 

Softkey  International  Inc. 

19.00  0.13 

0.7 

OTC 

8.63 

3.00 

Software  Publishing  Corp. 

4.88  -0.75 

-13.3 

OTC 

10.00 

5.00 

StateoftheArt 

7.50  -0.75 

•9.1 

NYS 

35.63 

25.00 

Sterling  Software  Inc. 

29.13  -1.38 

•4.5 

OTC 

19.88 

3.63 

Struct.  Dynamics  Research 

6.25  0.00 

0.0 

OTC 

57.00 

35.25 

Sybase  Inc. 

42.50  -1.75 

-4.0 

OTC 

19.63 

9.88 

Symantec  Corp. 

17.19  -1.56 

-8.3 

OTC 

49.75 

33.00 

SynOpsys 

41.50  -3.75 

-8.3 

OTC 

18.00 

10.63 

System  Software  Assoc. 

13.75  0.13 

0.9 

OTC 

6.75 

3.25 

TrinzicCorp. 

4.88  -0.31 

-6.0 

OTC 

30.00 

11.75 

ViewLogic  Systems 

20.50  -1.13 

-5.2 

OTC 

23.25 

12.25 

VMark  Software  Inc. 

14.00  0.25 

1.8 

OTC 

13.25 

6.25 

Walker  Interactive  Systems 

6.50  -0.38 

-5.5 

OTC 

60.00 

29.25 

Wall  Data  Inc. 

33.38  -2.00 

-5.7 

Semiconductors 

OFF  4.21% 

NYS 

31.75 

16.75 

Advanced  Micro  Devices 

24.63  -0.38 

-1.5 

NYS 

36.75 

21.13 

Analog  Devices  Inc. 

32.63  -3.13 

-8.7 

OTC 

37.63 

12.88 

AtmelCorp. 

33.38  -0.63 

-1.8 

OTC 

7.50 

3.63 

Chips  and  Technologies 

6.63  0.13 

1.9 

OTC 

44.63 

24.88 

Cirrus  Logic 

25.38  -1.63 

-6.0 

NYS 

24.13 

11.88 

Cypress  Semiconductor  Corp. 

20.75  -2.00 

-8.8 

NYS 

20.13 

13.00 

Dallas  Semiconductor 

14.38  -0.63 

-4.2 

OTC 

29.25 

14.75 

Integrated  Silicon  Systems 

25.75  -1.00 

-3.7 

OTC 

73.50 

56.00 

IntelCorp. 

64.38  1.69 

2.7 

NYS 

45.38 

13.25 

LSI  LogicCorp. 

40.00  -3.50 

-8.0 

OTC 

20.13 

13.00 

Lattice  Semiconductor 

15.94  -1.19 

-6.9 

NYS 

44.88 

17.44 

Micron  Technology 

39.38  -0.63 

-1.6 

NYS 

61.13 

42.13 

Motorola  Inc. 

55.63  -4.13 

-6.9 

NYS 

25.00 

14.38 

National  Semiconductor 

17.38  -0.88 

-4.8 

OTC 

16.25 

6.75 

Sierra  Semiconductor 

14.00  -1.00 

-6.7 

NYS 

89.50 

58.75 

Texas  Instruments 

74.75  -3.88 

-4.9 

OTC 

16.38 

9.38 

VLSI  Technology 

11.25  -1.13 

-9.1 

OTC 

10.00 

2.88 

Weitek 

3.25  -0.13 

-3.7 

ASE 

20.38 

8.63 

Western  Digital  Corp. 

17.25  -0.38 

-2.1 

OTC 

61.00 

29.00 

XlLINX  (H) 

57.50  -1.50 

-2.5 

OTC 

37.75 

26.00 

Zilog  Inc.  (L) 

26.25  -0.25 

-0.9 

Peripherals  and  Subsystems 

OFF  4.09% 

OTC 

30.50 

14.50 

American  Power  Conversion 

15.88  -1.25 

-7.3 

OTC 

27.25 

18.25 

Banctec  Inc. 

20.50  -0.25 

-1.2 

OTC 

6.25 

3.25 

CambexCorp. 

3.75  -0.25 

-6.3 

ASE 

5.50 

1.88 

CognitronicsCorp. 

1.88  -0.06 

-3.2 

NYS 

20.50 

10.25 

Conner  Peripherals 

11.88  -0.88 

-6.9 

OTC 

24.00 

9.75 

CreativeTechnologies  Inc. 

12.88  -0.25 

-1.9 

OTC 

13.25 

3.50 

Data  Race  Inc. 

4.25  -0.13 

-2.9 

ASE 

9.75 

4.13 

Dataram  Corp. 

6.25  -0.13 

-2.0 

NYS 

24.00 

12.38 

EMC  Corp. 

20.88  -2.25 

-9.7 

OTC 

12.38 

3.13 

Emulex  Corp.  (H) 

11.50  0.75 

7.0 

OTC 

21.00 

11.25 

Evans  &  Sutherland 

12.00  -0.25 

-2.0 

OTC 

24.00 

14.00 

Exabyte 

20.19  -2.81 

-12.2 

OTC 

26.88 

2.63 

Intelligent  Info.  Systems 

2.81  -0.13 

-4.3 

OTC 

4.50 

2.00 

Iomega  Corp. 

3.88  -0.25 

-6.1 

OTC 

9.75 

2.88 

IPL  Systems  Inc. 

3.00  -0.13 

-4.0 

OTC 

28.88 

15.25 

Komag  Inc. 

24.75  -0.50 

-2.0 

OTC 

8.63 

2.63 

Maxtor  Corp. 

4.06  -0.19 

-4.4 

OTC 

9.38 

4.88 

Micropolis  Corp. 

8.63  -0.25 

-2.8 

OTC 

21.50 

10.25 

Pinnacle  Micro  Inc. 

11.00  -1.00 

-8.3 

OTC 

29.00 

6.50 

Printronix  Inc. 

25.75  -1.63 

-5.9 

NYS 

10.75 

6.88 

QMS  Inc. 

9.13  -0.63 

-6.4 

OTC 

20.25 

11.63 

Quantum  Corp. 

15.25  -0.25 

-1.6 

OTC 

18.25 

7.38 

Radius  Inc. 

8.63  -0.50 

-5.5 

NYS 

17.00 

6.38 

Recognition  International 

7.25  -0.13 

-1.7 

OTC 

6.88 

4.00 

Rexon  Inc. 

5.13  0.00 

0.0 

OTC 

28.75 

18.63 

SeagateTechnology 

23.75  -1.25 

-5.0 

NYS 

41.50 

25.00 

Storage  Technology 

29.00  -0.50 

-1.7 

NYS 

40.50 

21.38 

Tektronix  Inc. 

35.63  -2.13 

-5.6 

NYS 

112.75 

80.50 

XeroxCorp. 

97.25  -4.75 

-4.7 

Ser 

vices 

■ 

OFF  3 

79% 

OTC 

18.50 

11.66 

American  Mgmt.  Systems 

16.38  -1.50 

-8.4 

NYS 

4.25 

2.25 

Anacomp  Inc. 

2.25  -0.25 

-10.0 

OTC 

20.75 

14.50 

Analysts  Int’l 

18.50  -0.63 

-3.3 

NYS 

58.88 

47.63 

Auto  Data  Processing 

55.63  -1.50 

-2.6 

OTC 

19.50 

14.00 

CambridgeTech.  Partners 

18.00  -1.00 

-5.3 

NYS 

27.50 

18.25 

Ceridian  Corp. 

25.00  -1.50 

-5.7 

NYS 

24.25 

17.25 

Comdisco  Inc. 

21.38  -0.38 

1.7 

OTC 

14.50 

6.50 

Computer  Horizons 

14.50  -0.50 

-3.3 

NYS 

48.13 

30.66 

Computer  Sciences 

44.50  -3.38 

-7.0 

NYS 

10.38 

6.50 

Computer  Task  Group 

7.75  0.25 

3.3 

NYS 

28.63 

6.75 

CompUSA  Inc. 

12.13  -0.50 

-4.0 

OTC 

11.38 

5.50 

Control  Data  Systems  Inc. 

5.88  -0.25 

-4.1 

OTC 

11.00 

6.13 

Egghead  DiscountSoftware 

8.50  -0.44 

-4.9 

NYS 

38.50 

26.50 

General  Motors  E  (EDS) 

35.63  -1.00 

-2.7 

OTC 

21.00 

7.25 

Inacom  Corp. 

9.56  0.19 

2.0 

OTC 

28.00 

12.50 

Intelligent  Electronics 

13.00  -0.38 

•2.8 

OTC 

22.50 

7.00 

Merisel 

8.88  -0.25 

-2.7 

OTC 

32.50 

9.25 

MicroAge  Inc. 

11.38  -0.75 

-6.2 

OTC 

40.50 

28.50 

Paychex 

35.81  -2.44 

-6.4 

NYS 

47.75 

22.25 

Policy  ManagementSys. 

42.38  -3.38 

-7.4 

NYS 

28.25 

19.75 

Reynolds  and  Reynolds 

22.75  -0.88 

-3.7 

OTC 

28.50 

17.00 

SEI  Corp. 

18.75  0.25 

1.4 

KEY:  (H)  =  New  annual  high  reached  in  period  (L)  =  New  annual  low  reached  in  period 
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HOW  DELL  GIVES 
YOU  TRUE  EIGHT-HOUR 
BATTERY  LIFE' 


The  Latitude  XP  "  notebooks  lithium  ion 
battery  packs  more  juice  into 
the  same  space  as  older  batteries. 


Our  exclusive  power  management 
software  is  designed  to  dynamically 
adjust  energy  consumption. 


Dell’s  engineering  expertise  combines 
the  lithium  ion  battery  with  power 
management  software  to  give  you  higher 
performance  without  sacrificing  battery  life. 

L Actual  battery  life  will  vary  depending  on 
nature  and  frequency  of  use  and  configuration.) 


DELL  LATITUDE  XP 
IntelDX4™  100MHz  System 

9.5"  Dual  Scan  Color  Display 
8MB  RAM  (36MB  Max  RAM) 

340MB  Removable  Hard  Drive 
(810MB  Hard  Drive  also  available. 
Call  for  special  prices.) 

New  Smart  Lithium  Ion  Battery 
PC  Card  Slots:  2  Type  II  or  1  Type  III 

Advanced  Port  Replicator 
with  Built-in  Ethernet  and  SCSI 

3-year  Limited  Warranty1 
30-day  Money-back  Guarantee1 

$3499* 

Business  Lease0:  $129/MO. 
Order  Code  ~600025 


When  your  captain  tells  you  he’s 
beginning  the  final  approach,  your  Dell 
Latitude  XP  notebook  is  far  from  being 
finished.  All  thanks  to  its  unrivaled 
eight  hours  of  battery  life! 

That  means  you  can  power  up  on 
one  coast  and  work  non-stop  as  you  fly 
clear  across  the  country. 

Call  today  to 
order  Latitude  XP 
notebooks  for  your 
company.  But  do  realize 
that  even  with  these  extra  hours  of 
juice,  you  still  have  to  cooperate  when 
the  flight  attendant  asks  you  to  put  your 
tray  in  the  upright  position. 

mil 


(800)  433-5899 


MONDAY-FRIDAY  7AM-9PM  CT  •  SATURDAY  10AM-6PM  CT  •  SUNDAY  12PM-5PM  CT 
KEYCODE  #UHS7  •  CANADA*  CALL  800-387-5755  •  MEXICO  CITY*  CALL  800-228-7811 
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News 


Metering 

CONTINUED  FROM  PAGE  1 

users  will  become  more  intent  on 
paying  only  for  what  they  use. 
Meanwiiile,  the  three  main  desk¬ 
top  software  license  providers  — 
Microsoft  Corp.,  Novell,  Inc.’s 
WordPerfect  Applications  Group 
and  Lotus  Development  Corp.  — 
will  continue  to  seek  maximum 
revenue  from  potential  usage 
practices  and  not  give  users  the 
green  light  to  float  licenses. 

“This  technology  could  be  very 
significant  for  LAN  managers,” 
said  Ki  Wilson,  a  senior  microcom¬ 
puter  manager  at  Stone  Container 
Corp.  in  Chicago.  “It  could  help  a 
site  stay  compliant  wiiile  spread¬ 
ing  the  software  costs  across 
a  much  larger  pool”  of  billable 
users. 

That  larger  pool  would  be  con¬ 
tingent  on  license  floatingand  con¬ 
current  license  structures.  A  net¬ 
work  administrator  could  con¬ 
ceivably  float  software  to  another 
site  by  allocating  the  licenses  to 
another  server  in  another  time 
zone.  With  enterprisewide  meter¬ 
ing  capabilities,  users  could  theo¬ 
retically  monitor  their  interna¬ 
tional  usage  from  a  single 
management  console  and  prove 
compliance  with  software  licens¬ 
ing  agreements. 

The  greatest  savings  will  go  to 
users  who  have  concurrent  licens¬ 
ing  agreements,  which  allow  a  site 
to  buy  fewer  licenses  than  the 
number  of  end  users  at  the  site,  as¬ 
suming  the  maximum  number  of 


Count  on  them 


New  metering 
products  set  to  ship  are 
McAfee’s  Sitemeter  5.0 
and  Sabre  Software 
Corp.’s  Saber 
Enterprise  License 
Manager  5.0.  The 
products  are 
considered 
breakthroughs  in  the 
software  management 
realm  not  only  because 
they  provide 
multiserver  metering 
and  reportingfrom  one 
management  console 
but  because  they 
metersoftware  usage 
overTCP/IP  and  IPX 
transport  layers.  Until 
now,  most  metering 
systems  were  confined 
to  one  server,  usually  a 
Novell,  Inc.  NetWare 
server  running  IPX.  The 
McAfee  product  begins 
shippingthis  week. 
“There  are  at  least 
1,000  large 
corporations  in  the 
U.S.  that  could  benefit 
from  being  able  to 
judiciously  metertheir 
enterprise  licensing,” 
said  Matthew  Cain,  an 
analyst  at  Meta  Group. 


users  does  not  exceed  the  number 
of  licenses. 

Concurrent  licensing  is  quickly 
becoming  the  model  of  choice  for 
thrifty  information  systems  shops. 
In  a  Computerworld  survey  of  50 
IS  managers,  52% 
said  their  software  li¬ 
cense  structure  is 
based  on  a  concur¬ 
rent-usage  model; 

42%  said  they  license 
per  desktop. 

However,  combin¬ 
ing  floating  and  con¬ 
currency  has  its  risks. 

It  may  be  illegal  to 
float  concurrent  li¬ 
censes  without  multi¬ 
national  usage  rights 
built  into  the  licens¬ 
ing  agreement. 

“If  your  agreement 
does  not  expressly 
prohibit  or  condone 
[floating],  it’s  a  jump  ball,”  said 
John  Yates,  an  attorney  who  heads 
up  the  technology  group  at  Morris, 
Manning  &  Martin  in  Atlanta.  “It 
gets  more  difficult  when  you  go  in¬ 
ternational,”  Yates  added. 

No  floating  here 

According  to  Corporate  Software, 
Inc.,  a  reseller  in  Norwood,  Mass., 
most  concurrent  software  li¬ 
censes  would  not  allow  floating'be- 
cause  they  assume  the  software 
will  be  used  only  on  a  single  server. 

However,  a  small  fraction  of 
large,  international  users  have 
worldwide  licensing  agreements 
with  vendors,  said  Matthew  Cain, 
an  analyst  at  Meta  Group,  Inc.  in 
Stamford,  Conn.,  and  these  are  the 


ones  that  would  use  enterprise 
metering. 

While  no  vendors  are  rushing  to 
accommodate  floating,  all  say  they 
are  reviewing  their  concurrent  li¬ 
censing  policies.  For  example, 
WordPerfect  Presi¬ 
dent  Ad  Rietveld,  call¬ 
ing  international 
floating  an  interest¬ 
ing  idea,  said  it  was 
something  vendors 
would  have  to  figure 
out  sooner  or  later. 

“We’ve  treated  soft¬ 
ware  licenses  like  fur¬ 
niture:  You  might  not 
sit  in  one  room  all  the 
time,  but  you’d  like  a 
chair  there  when  you 
do,”  he  said.  “But  how 
do  you  support  this 
[floating]  policy  and 
make  money  on  it  at 
the  same  time?” 

While  some  vendors  look  for¬ 
ward,  others  look  back.  For  exam¬ 
ple,  a  Microsoft  official  contended 
that  it  was  in  users’  best  interest 
to  forgo  the  metering  investment 
and  just  settle  into  a  sitewide,  one- 
license-per-desktop  agreement. 

“I  don’t  think  so,”  said  Ed  Smith, 
LAN  manager  at  Monumental  Gen¬ 
eral  Insurance  Group  in  Balti¬ 
more.  Like  other  users  and  ana¬ 
lysts,  Smith  dismissed  the  Micro¬ 
soft  one-user  theory,  pointing  to 
numbers  that  prove  otherwise. 

Monumental  has  350  end  users 
using  Word.  With  a  $750  metering 
application  from  On  Technology 
Corp.  in  Cambridge,  Mass.,  Smith 
found  he  needs  only  50  software  li¬ 
censes  at  peak  use  and  has  bought 


WordPerfect  President 
Ad  Rietveld:  'There are 
marketing  and  legal 
questions.  It  won ’t 
just  happen  over¬ 
night’ 


Serve  it  up 


Do  you  plan  to  use  a  server- 
based  application  software 
distribution  technology? 


Base:  50  respondents 

Source:  Computerworld  survey 

a  concurrent  license  to  accommo¬ 
date  that  number. 

Paying  $200  for  each  of  his  350 
end  users  would  cost  him  $70,000; 
instead,  he  pays  approximately 
$10,000  for  50  users,  plus  $750  for 
the  metering  tool,  a  total  of 
$10,750. 

“This  one-license-per-desktop 
structure  won’t  save  me  any  mon¬ 
ey  unless  Microsoft  is  willing  to 
sell  me  Word  for  about  $25  per 
copy,”  Smith  said.  “And  based  on 
the  way  they  do  business,  1  don’t 
think  they’re  about  to  do  that.” 

“What  we’re  monkeying  with 
here  is  the  whole  software  busi¬ 
ness  framework,”  said  Chris  Ger- 
mann,  an  analyst  at  Gartner 
Group,  Inc.  in  Stamford,  Conn. 
“And  the  only  thing  inhibiting  the 
deployment  of  this  technology  at 
user  sites  is  the  wray  vendors  want 
to  sell  their  software.” 


Worldwide  support:  Truth  or  dare? 


CONTINUED  FROM  PAGE  1 

tion  for  customers  in  Europe  and  the  U.S. 
Through  the  alliance,  the  company  will 
sell,  support  and  manage  hardware  and 
software  from  multiple  vendors  in  sever¬ 
al  locations  on  both  continents. 

The  Entex  arrangement  highlights  a 
trend  toward  a  customer  support  model 
that  provides  a  more  standardized,  cen¬ 
trally  managed  approach  to  systems 
management  in  multiple  locations 
worldwide,  analysts  said. 

“This  is  a  trend  that  has  been  brewing 
very  quietly  for  at  least  a  couple  of 
years,”  said  Stephen  Clancy,  an  analyst 
at  market  research  firm  Dataquest,  Inc. 
in  Framingham,  Mass.  “Global  account 
management  is  something  that  a  lot  of 
companies  have  begun  to  look  at  very  se¬ 
riously  these  days.” 

Global  goodies 

A  recent  Dataquest  study,  updating  a 
1991  study  on  global  support,  showed 
that  multinational  companies  are  pursu¬ 
ing  around-the-globe  management  for 
tactical  reasons  such  as  consolidating 
their  purchasing  power  or  centralizing 


their  billing.  Faster  implementation  of 
corporate  information  systems  stan¬ 
dards  is  another  oft-cited  benefit. 

Dataquest  interviewed  a  dozen  vendor 
companies  such  as  systems  vendors,  PC 
manufacturers,  software  developers  and 
systems  integrators.  The  study  showed 
that  to  have  a  successful  global  presence 
avendor  must  do  the  following: 

•  Have  a  strong  local  presence. 

•  Offer  competitive  pricing  and  dis¬ 
counts. 

•  Make  support  available  in  local  lan¬ 
guages. 

“In  theory,  it’s  an  excellent  idea,  and 
multinationals  would  love  to  see  global 
one-stop  shopping  and  service,”  said 
Tom  Charbonneau,  manager  of  corpo¬ 
rate  information  services  at  Bose  Corp. 
in  Framingham,  Mass.,  and  chairman  of 
the  Society  for  Information  Manage¬ 
ment’s  working  group  on  information 
technology  procurement. 

One  reason:  It  would  provide  a  central¬ 
ized  method  of  trackingworldwide  PC  in¬ 
ventories,  which  could  save  $5,000  to 
$10,000  a  shot  (per  inventory),  he  noted. 

One  user  who  has  tried  and  liked  such 
an  arrangement  is  John  Smith,  manager 


of  end-user  computing  at  Kennametal, 
Inc.,  an  international  manufacturer  of 
carbide  cuttingtools  in  Latrobe,  Pa. 

“The  biggest  advantage  is  that  we  can 
drive  better  prices  through  volume  pur¬ 
chases,”  he  said.  The  company,  which  re¬ 
cently  acquired  a  German  firm,  hopes  to 
leverage  its  purchasing  scale  to  drive  a 
better  bargain. 

At  Miles  Corp.,  a  division  of  Bayer  AG 
of  Germany,  “It  allows  us  to  put  in  place 
a  single  all-encompassing  agreement 
that  will  enable  us  to  leverage  our  buying 
power  as  a  global  company,”  said  James 
Baehr,  manager  of  procurement  and  ser¬ 
vices. 

Baehr  said  another  advantage  is  gain¬ 
ing  the  “ability  to  interpret  international 
requirements  and  [deal  with]  different 
regulatory  environments.” 

Ahead  of  their  time 

But  some  other  users  say  vendors  may 
be  ahead  of  the  market  when  it  comes  to 
international  IS  management. 

While  centralized  purchasing  gives 
companies  a  way  to  track  and  manage 
PC  inventories,  it  seems  few  large  multi¬ 
national  companies  are  organized  in 
such  a  way  to  take  advantage  of  these 
benefits. 

“Because  we’re  highly  decentralized, 


purchasing  and  support  depends  on 
strategies  established  by  our  divisions,” 
said  Walter  F.  DuPont,  vice  president  of 
IS  at  Cooper  Industries,  Inc.  in  Houston. 

At  International  Multifoods  Corp.,  a 
worldwide  food  services  company  with 
corporate  headquarters  in  Minneapolis, 
purchasing  and  service  decisions  are 
similarly  left  up  to  individual  business 
units,  according  to  corporate  IS  director 
Pat  Halbach. 

Charbonneau,  for  one,  is  skeptical 
about  promises  of  truly  worldwide  ser¬ 
vice  and  support.  He  said  he  has  yet  to 
find  a  vendor  that  can  truly  provide  glob¬ 
al  service  and  support. 

“You  have  to  be  leery  about  companies 
that  say  they’re  going  to  support  you 
globally  because  from  our  experience,  it 
doesn’t  happen,”  he  said.  A  vendor 
“would  have  to  make  unbelievable  in¬ 
vestments  to  reach  all  of  the  places 
where  we  have  locations.” 

In  certain  countries  or  regions,  partic¬ 
ularly  in  Latin  and  Central  America, 
third-party  vendors  are  inevitably  called 
in  because  the  so-called  global  service 
provider  does  not  and  cannot  have  a 
presence  everywhere  in  the  world,  Char¬ 
bonneau  noted. 

“That  introduces  an  unknown  ele¬ 
ment,”  he  said. 
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Overview 


INDUSTRY  PULSE:  Software  support  0 

Let  your  fingers  do  the  walking 


Average  number  of  times  in  the  past  60  days  users  required  these  support  services 


Source:  Dataquest.  Inc.,  San  Jose.  Calif. 
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Inside  Lines 


Oracle  on  the  prowl 

Though  rumors  raced  ’round  the  industry  last  week  that  Oracle 
plans  a  major  acquisition  —  Lotus  and  Novell  were  popular  guess¬ 
es  —  several  analysts  said  they  didn’t  put  much,  ahem,  stock  in 
the  talk.  “This  rumor  doesn’t  hold  any  more  water  than  the  last 
couple  that  have  circulated,”  said  Tim  McCollum  at  Dean  Witter. 
Whispers  started  after  Oracle’s  board  OK’d  doubling  the  number 
of  shares  the  firm  could  issue,  a  move  that  often  precedes  a  merger. 

Lou  Gerstner  meets  Mr.  Microphone 

The  new'  IBM  is  boldly  sailing  into  such  uncharted  realms  as  . . . 
karaoke?  Yes  indeed.  The  not-so-starched  Big  Blue  battalions  plan 
to  encourage  lounge  lizard  execs  to  do  their  classic  rock  worst  to 
sell  a  new'  multimedia  server  device  that  IBM’s  storage  division 
will  introduce  in  early  1995.  The  IBM  MediaStreamer  initially  will 
send  out  up  to  32  “streams"  of  the  same  multimedia  data,  enabling 
multiple  singers,  er,  users  to  get  at  the  information  simultaneously. 

Apple  rolls  toward  Copland 

Contrary  to  a  published  report,  Apple  has  not  decided  to  design 
full  pre-emptive  multitasking  into  its  next-generation  operating 
system,  code-named  Copland.  Yet  Apple's  target  date  for  Copland 
has  slipped  from  mid-1995  to  late  ’95,  said  John  Mracek,  senior 
director  of  operating  system  platform  marketing.  Copland  will  pro¬ 
vide  pre-emptive  multitasking  for  networking,  I/O  and  file  system 
software,  but  not  for  application  software.  Mracek  said  Apple  is 
also  investigating  placing  Taligent’s  application  environment  on 
top  of  Copland. 

Licensing  the  Sword  in  the  Stone 

Excalibur  Technologies,  based  in  San  Diego,  has  agreed  to  license 
its  text  retrieval  and  document  management  product  to  Informix 
and  to  help  the  database  maker  embed  the  technology  into  its  prod¬ 
ucts,  a  source  close  to  Informix  said  last  week.  At  the  DB  Expo 
trade  show  next  week,  Informix  plans  to  announce  that  it  will  add 
Excalibur’s  text  and  multimedia  search  functions  to  its  OnLine  re¬ 
lational  database.  Oracle  and  Sybase  have  announced  similar 
plans  to  extend  their  databases  to  support  multimedia. 

Pentium  killer  wanna-bes 

Oh,  to  be  Intel,  gleefully  w'atching'your  rivals  straggle  into  the  Pen¬ 
tium  market.  An  Advanced  Micro  Devices  spokesman  confirmed 
last  week  that  the  company  has  reached  first  silicon  on  its  Pentium 
killer,  the  K5  chip.  This  means  AMD  will  get  alpha  versions  to  cus¬ 
tomers  before  year’s  end,  which  is  on  schedule.  Yet  the  market 
won’t  see  systems  based  on  the  chip  until  late  third-quarter  1995, 
by  which  time  Intel  wall  probably  have  its  188-MHz  Pentium  close 
to  delivery. 

ObjectStore  gate  swings  open 

Object  database  maker  and  IBM  partner  Object  Design  plans  to 
preview  a  gateway  and  other  access  utilities  that  link  its  Object- 
Store  database  to  relational  products,  such  as  Oracle  7,  an  Object 
Design  source  said  last  week.  The  preview'  is  expected  at  next 
week’s  DB  Expo  show'.  Rival  Versant  plans  to  release  a  similar 
product,  Versant/M,  in  keep ingwith  a  trend  amongobject  database 
makers  to  distance  themselves  from  their  one-trick  pony  reputa¬ 
tions  (see  column,  page  100.) 

The  public  disdain  Microsoft  and  IBM  have  for  each  other  has 
degenerated  into  a  true  zeal  for  the  petty.  At  the  Chili  Cook-off 
at  Comdex/Fall  ’94  in  Las  Vegas  two  weeks  ago.  IBM  contributed 
to  the  charitable  event  by  supplying  all  the  napkins.  Natu¬ 
rally,  they  had  the  IBM  logo  on  them.  Microsoft  prompt  l  y  threw 
all  those  napkins  out  of  its  booth  and  brought  in  its  own.  Time 
for  someone  in  that  relationship  to  grow  up.  Anyone  with  sug¬ 
gestions  to  ward  that  end  —  or  better  yet,  news  items  or  tips  — 
please  get  in  touch  with  Computerworld  via  our  24-hour  voice- 
mail  tip  l hie  at  (508)  820-8555  or  our  toll-free  number  at  (800) 
343-6474.  News  Editor  Mary  f ran  Johnson  can  be  reached  by 
phone  at  (508)  820-81 79,  on  the  Internet  at  mjohnson@cw.com 
or  through  MCI  Mail  at  590-801 7. 
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II 


IMAGINE  YOUR  CLIENT/SERVER 
SOFTWARE  IS  THE  PARACHUTE.  NOW  IMAGINE 
JUMPING  250,000  TIMES  A  DAY 


INTRODUCING  ELLIPSE. 


RELIABILITY  YOU  CAN  BET  YOUR  BUSINESS  ON. 


Trusting  your  most  important  applications  to 
client/server  is  a  big  step— Ellipse  makes  it  a  safe 
one.  It’s  the  only  client/server  tool  that  combines 
rapid  development  of  Windows™  applications 
with  the  reliability,  scalability,  and  manageability 
needed  for  transaction-intensive  applications. 
With  features  like  built-in  recovery  and  restart, 
Ellipse  ensures  that  your  users,  and  your  critical 


data,  won’t  be  left  hanging.  And  because  Ellipse 
insulates  development  from  physical  deploy¬ 
ment,  and  automatically  partitions  applications 
between  client  and  server,  your  systems  scale  up 
easily  over  time.  In  short,  Ellipse  helps  you  build, 
deploy,  and  manage  the  applications  that  run 
your  business.  Call  1-800-BACHMAN  today,  and 
make  the  jump  to  reliable  client/server. 


BACHMAN 


